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Modern adhesives simplify 
the techniques of produc- 
tion, and complicate the 
problems of procurement 

. See article in this 
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SEVEN YEARS 
OF SAVINGS 


THIS PUMP manutactu 


—a Texaco user for seven 
years—(name on request) Writes; 


“Texaco Cleartex Oil gol 
us out of our cutting oil troubles, and 
has Lept us out. And though materials 
and operations may change, we knou 
we can count on Texaco Lubrication 
Engineers to help us keep up the 
savings we've been enjoying for the 
past seven years.” 
Throughout industry, plants everywher 
are increasing production and reducin 
unit costs with the help of made-for-the- 
Texaco lubricants and the trained knov 
how of Texaco Lubrication Engineerin, 
Service. 

Put this combination to work in you 
plant. Just call the nearest of the more thu 
2,000 Texaco Distributing Plants in the 4 
States, or write The Texas Company, 13 
East 42nd Street, New York 17, N. Y. 


TEXACO Lubricants, Fuels and 


Lubrication Engineering Service 


y nights, NBC 








TUNE IN... 





. TEXACO STAR THEATER starring JIMMY DURANTE or DONALD O'CONNOR on television . . . Saturda 
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aern production methods, 
nest workmanship... 


Grinnell cores combine the finest materials 
with expert workmanship. 


Typical of Grinnell rigid standards of manu- Whenever you specify Grinnell Cast Iron and 
facture is the use of the finest materials in the Malleable Iron Fittings, you can be sure of — 


making of cores. The result is smooth inside . ‘ 
Aap ¢ uniform wall thickness 
surfaces for free flow in piping installations. > ibabeieatie acetal Gens fram end bates 


High manufacturing standards — plus high and wall leaks 
quality metal, modern equipment, latest pro- ¢ tested strength 
duction techniques, and quality control of every * precision threads for easy running up 


and tight joints 
step of manufacture, make the complete line » proper chamfer for easy starting and 
of Grinnell Pipe Fittings uniformly reliable. protection of first thread 


¢ smooth cores; dimensional accuracy 
GRINN iD | H Remember, the Grinnell “G” trade-mark is 
your assurance of the finest in fittings. 


PIPE FITTINGS AVAILABLE FROM YOUR LOCAL DISTRIBUTOR. 







~~ 


® Grinnell Company, Inc., Providence, Rhode Island 
4, Manufacturer of: pipe fittings * welding fittings * forged steel flanges * steel nipples * engineered pipe hangers and supports 


<ef Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 
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IKE'S POLICY 
CHANGE 


HERE'S WHY 


HERE'S HOW 


FAIR TRADE 
DILEMMA 





| for purchasing agents 


< 


April 1, 1955 


Roadbuilding and school construction programs both repre- 
sent substantial about-face in Administration policy. In school 
building, the policy of a year ago waS‘to frown at the suggestion 
of a large-scale Federal-aid-to-schools program. 

Now the Administration sponsors a three-prong program call- 
ing for Federal support of school financing, and a direct grant 
of funds for school construction in hardship cases. 

In roadbuilding, the initial step taken by the Eisenhower 
Administration was to slow down the Federal aid program, then to 
accelerate this aid; now Administration policy calls for the Fed- 
eral government to take over complete responsibility for the 
interstate highway system at an expenditure of roughly $25 bil- 
lion over the next 10 years. 




















* * * 


These changes have been brought about by a variety of forces 
—not the least is the fact that school and road construction is 
needed. The needs are no greater than they were two years ago, 
but what has become more clearly apparent is the dominant posi- 
tion assumed by the construction industry in the use of mate- 
rials, labor and equipment. 














me -— 


is a wide range of other equipment and materials requirements. 
Also, the construction industry tends to peak when automo- 
tive tapers off. 





* * * 


For these reasons, the Administration has approached cone 
struction as the hub around which a major part of the economy 
moves. 

WhatCongress will do with the school and road programs will 
remain unanswered for several months, but the Democrats are 
merely maneuvering to take advantage of any construction pro= 
gram that is evolved. For the Democrats, a Federal public works 
program is a standard strategy—for the Republicans a major 
departure. 








* * * 


Federal Trade Commission continues its policy of accepting 
Fair Trade as an evil which has been forced on them—but which 
the Commission will not support. 

FTC'S most recent announcement suggests that when a manu-e 
facturer does not strictly police the retail price levels which 
he has established for his products, then the retailers are not 
bound to observe these prices. 

In effect, this decision will force manufacturers to decide 














CRANE VALVES have longest life in this sulphur pit 


THE CASE HISTORY — Leakage in steam lines to sulphur pit 
heating coils was hindering operations at International Minerals 
& Chemical Corp. plant at Lockland, Ohio. The condition pre- 
vented servicing of traps, strainers and the heating coils. 


Valves that leaked beyond repair after as little as 6 months’ 
service were the source of the trouble. Their seating as well as 
packing failed to stand up. 


In January, 1953, after trying other types, Crane 14'4P Plug 
[ype Disc Globe Valves were installed. Today, they’re still 
giving excellent service at low cost. Recently, the steam piping 
was completely replaced—the Crane valves were repacked and 
put back in the lines. That’s all the maintenance they needed 
after 18 months in this severe service. 


CRANE CO. 


reneral Offices: 836 S. Michigan Ave., Chicago 5, Illinois 
Branches and Wholesalers Serving . All Industrial Areas 


VALVES - FITTINGS + PIPE 


Crane 150-Pound No. 14%P 
Plug Type Disc Brass Valves 


Long-wearing, hard seating sur- 
faces in a rugged, well-propor- 
tioned, Crane-designed body make 
these valves exceptionally suited 
for steam and other severe services. 
Consult your Crane Catalog or your 
Crane Representative. 
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CRANE’S FIRST CENTURY... 1855-1955 
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continued 


whether they will both establish and rigidly maintain a retail 
price, or abandon "Fair Trade." 

No wholesale desertion of "Fair Trade" by manufacturers is 
likely, but the latest FTC ruling will lead to a reexamination 
by manufacturers of their price policy. 

In mose cases, the retail outlets will force the issue, and 
manufacturers will seek to maintain resale prices by more rigid 
enforcement. Those who find it difficult will face the hard 
choice of abandoning it altogether. 

Gist of the FTC position is that the Commission will not lift 
a finger to support "Fair Trade", except in such remote in- 
Stances where an anti-trust aspect is involved. 
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Labor=-management bargaining during the early summer is 
likely to bring some compromise on the issue of Guaranteed An- 
nual Wage. 

While union leaders dress up the various issues which they 
bring to the bargaining table in social terms, basically they 
all represent a specific money demand. 

From all indications, the demand for more money by the auto- 
motive and steel workers, and later in aluminum will be met to 
Some degree—which means that these high wage costs will later 
be reflected in increased costs of product, and finally higher 
prices. 

From the standpoint of the purchasing agent, the higher cost 
cycles place an increasing emphasis on reducing material costs 
by ingenious use of substitute materials—and reducing labor 
costs by a constant introduction of new and more efficient 
equipment. 

While the union leaders blame the ills of labor displacement 
on the machine, the process of constantly edging up wages cre- 
ates the very circumstances which they decry. 


* * * 








Same controversy that is taking place on import-export 
policy in this country, now has become a problem throughout the 
free world. Basically, the question is whether supply and de- 
mand can be stabilized by the play of free markets—or whether 
both production and price should be stabilized through Govern- 
ment regulations and controls. 

System which has grown like Topsy in our economy is a strange 
mixture of free market action and Government control—with free 

markets being more decisive in determining supply and price when 
the economy is proSperous and there is no external danger. 

When slumps occur or military considerations intervene, 
we swing into Government regulation and control. 

Similar influences are now developing in free-world trade 
relations. United Nations Commission on Trade has recommended 
a commodity agreement approach to price stabilization. This, 
of course, entails production regulation as well. 

International Chamber of Commerce favors the free play of 
market as the determinant of both price and production. 

Likely outcome is a mixed system—a compromise such as devel- 
oped inthis country. 








* * * 


Bill of materials going into military and defense use still 
looms large in terms of tonnages—even though percentage of total 
output is substantially less than during active war in Korea. 
Current rate of military use of materials is roughly 25% of that 
during peak of Korean war. 

Set-aside of materials—which is considerably larger than 
actual use—for direct military during the second quarter of this 
year is 1% million tons of steel, 135 million pounds of aluminum 
and 108 million pounds of copper. 











4140 LEADED 4140 UNLEADED 
These chips taken from a single point Under the same conditions single 
turning on a turret lathe are visible point turning of unleaded 4140 on a 


proof of the better chip formation turret lathe produced these long con- 
and superior machining qualities of tinuous chips. 
leaded Aristoloy. 





set aie DISTRICT OFFICES 
@ It’s a good bet you can cut machining costs by specifying 


leaded Aristoloy or Ledloy* in your plant. The addition of lead P. O. Box 1633 


to steel acts as a lubricant and substantially reduces friction peg i ap 
( eel acts as ¢ d é substantially . 315 Hollenbeck Street 


between chip and tool. This permits higher machining speeds Rochester, New York 
and faster feeds. Tools last longer and the finished part has a 117 Liberty Street 
finer, smoother finish. The results of our own testing and the Now Verk, New York 
; : f ; ; 711 Prudential Building 
experience of dozens of enthusiastic users also indicate that Neusion 25, Teves 
the lead addition which works this dramatic miracle in no way 80 King Street West 
affects basic steel characteristics. Heat treating, tensile strength Veronto, Guterie, Connae 
Saitatilen aa A ae inital: aed cated. ‘Miata cide Monadnock Building 
ductility, and impact strength are unchanged. Neither does Sen Pinadiece §; Gale. 
the lead present a health hazard for normal forging or machin- 325 W. 17th Street 
ing operations. Los Angeles 15, Calif 


First National Bank Bidg. 
Jamestown, New York 
SEND FOR FREE CATALOG 1578 Union Commerce Bidg. 
; Sie i Cleveland, Ohio 
If you would like specific informa- . 176 W. Adams Street 
tion about application of lead steel A Chicago, Illinois 
to your product get in touch with 


: 1807 Elmwood Avenue 
your nearest Copperweld office or Buffalo, New York 
write us today. 


7251 Generak Motors Bidg. 
ey Detroit, Michigan 
143 Washington Avenve 
Albany, New York 


| ur vv n 
wrigtem) COPPERWELD STEEL COMPANY Philadelphia. 40, Penna. 





mEEELS | 625 James Street 
= STEEL DIVISION e WARREN, OHIO Syracuse, New York 
3102 Smith Tower 
For export—Copperweld Steel International Company, 117 Liberty St., New York Seattle, Washington 
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NEW INFORMATION FOR YOUR 








YOU CAN DOUBLE STORAGE CAPACITY 
A 16-page brochure No. 700 shows how sizable 
savings of space and time are possible through 
better use of existing facilities and availing of 
special storage equipment properly. 


The Frick-Gallagher Mfg. Co. 
Circle No. 1 on Inquiry Card—Page 17 


D-C RELAY CAN CONNECT 32 CIRCUITS 
Described in catalog No. 11 is a series of 32 pole 
d-c relays, capable of simultaneously connecting 
together 32 electrical circuits. Contact blades are 
of thermosetting phenolic for strength. 


Guardian Electric Mfg. Co. 
Circle No. 2 on Inquiry Card—Page 17 


VERSATILE USES OF EPOXY RESINS 
How epoxy resins are used for tools, dies, fixtures, 
adhesives, potting, embedding encapsulating, etc., 
are covered in a 16-page booklet. A section deals 
with release agents for molds. 


Bakelite Co. 
Circle No. 3 on Inquiry Card—Page 17 


ORDERING GAGES MADE EASY 
Compiled to facilitate ordering, a 24-page illus- 
trated catalog contains descriptions and full speci- 
fications of a line of plug and ring gages, both 
thread and plain cylindrical. 


Winter Brothers Co. 
Circle No. 4 on Inquiry Card—Page 17 


SOLVING MATERIALS HANDLING PROBLEMS 
Sub-divided with ear-tabs, identifying objects for 
quick reference, a voluminous catalog contains en- 
gineering data and illustrations of every variety 
of materials handling equipment. 


Ohio Hoist & Mfg. Co. 
Circle No. 5 on Inquiry Card—Page 17 


NON-FERROUS FORGINGS DESCRIBED 


More than twenty types of non-ferrous forgings, 
including copper, copper base alloys, and aluminum 
alloys are covered in a new catalog. Their com- 
position and properties are given. 


Scovill Mfg. Co. 
Circle No. 6 on Inquiry Card—Page 17 
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DYNAMIC SEALING, STATIC GASKETING 


Catalog No. AD-148 gives complete design in- 
formation, recommended pressures, and available 
materials on a line of O-rings designed for both 
“dynamic” sealing and “static” gasketing. 


Garlock Packing Co. 
Circle No. 7 on Inquiry Card—Page 17 


SECRETS OF PLATING 


A 32-page, picture-and-text booklet describes plat- 
ing facilities of a $10,000,000 plant. History and 
technical aspects of plating are discussed. 


Standard Pressed Steel Co. 
Circle No. 8 on Inquiry Card—Page 17 


SAVE BY RE-USING CONTAINERS 


The many advantages gained by packing industrial 
materials in re-usable metal containers, as con- 
trasted to conventional shipping methods, are de- 
scribed in technical bulletin No. 601. 


Peters-Dalton Inc, 
Circle No. 9 on Inquiry Card—Page 17 


STEEL EQUIPMENT FOR EVERY NEED 


Two illustrated 12-page catalogs deal, respectively, 
with a full line of lockers and cabinets and a line 
of shop equipment from foremen’s desks to tote 
boxes. They are of steel construction. 


Steel Service Mfg. Co. 
Circle No. 10 on Inquiry Card—Par 17 


GOVERNMENT SPECIFIED INSULATORS 


A convenient working tool to those purchasing 
ceramics to government specifications will be found 
in bulletin No. 546 dealing with insulators. Part 
numbers JAN-I-8 are explained. 


American Lava Corp. 
Circle No. 11 on Inquiry Card—Page 17 


MULTIPLE USES OF PALLET BOXES 


A 12-page folder describes how low cost wirebound 
pallet boxes are used in industry for production 
line hoppers, intra-plant parts shipments, assembly 
line bins and permanent storage bins. 


General Box Co. 
Circle No. 12 on Inquiry Card—Page 17 
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MATERIALS HANDLING, LIFTING 
Forty pages of pictures and useful information 
on a complete line of materials handling and over- 
head service machines is contained in bulletin 
No. 55. 


Economy Engineering Co. 


Circle No. 13 on Inquiry Card—Page 17 


LOW-COST PARTS HANDLING, STORAGE 
Complete with diagrams and tables, booklet No. 
504 explains a rounded out system for handling 
parts and materials, showing how it works and 
how it cuts costs. Equipment is described. 


Stackbin Corp. 
Circle No. 14 on Inquiry Card—Page 17 


BLOWERS DON'T OVERLOAD 
Complete dimensions, specifications, and perform- 
ance data on a line of non-overloading utility 
blowers with backward curved blades are pre- 
sented concisely in bulletin No. BC-11. 
Hartzell Propeller Fan Co. 


Circle No. 15 on Inquiry Card—Page 17 


DISTINCTIVE NAME PLATES 
Facilities for producing any type of quality name 
plate—etched, lithographed, stamped, cast or em- 
bossed with appropriate attachment devices—are 
described in a 12-page, 5-color brochure. 
Geo. J. Mayer Co., Inc. 


Circle No. 16 on Inquiry Card—Page 17 


SPEED REDUCERS FOR GEARED DRIVES 
Complete available size ranges of speed reducers 
for geared drives are supplied in catalog No. 55. 
Ratios and ratings for worm helical types are 
listed as well as overhung load capacities. 


The Horsburgh & Scott Co. 
Circle No. 17 on Inquiry Card—Page 17 


INDUSTRIAL SHOP EQUIPMENT 
Catalog No. 155 devotes twenty pages to fully 
describe a variety of industrial shop equipment 
including work benches, shop aids and accessories, 
machine and assembly stands, bulk bins, etc. 


Sturdi-Bilt Steel Products, Inc. 
Circle No. 18 on Inquiry Card—Page 17 


SUPER-ACCURATE GAGES 
Sectionalized into six parts, a comprehensive 
catalog No. LTG-54 details a line of limit gages, 
giving technical data and specifications. Accuracy 
is guaranteed by interferometer tests. 


The Sheffield Corp. 
Circle No. 19 on Inquiry Card—Page 17 


SELECTING POWER TRANSMISSIONS 
Standard Products Catalog No. 950 is a 340-page 
guide to a complete line of power transmission 
and conveying equipment. Index facilitates selec- 
tion for new or old installations. 


Link-Belt Co, 
Circle No. 20 on Inquiry Card—Page 17 


SELECTING PRECISION TOOLS 
Indexed and cross referenced for easy selection, 
464 page catalog No. 27 enables any one of thou- 
sands of precision tools to be easily located. Some 
85 items not previously listed are included. 


The L, S. Starrett Co. 
Circle No. 21 on Inquiry Card—Page 17 


AIDING STEEL WAREHOUSE CUSTOMERS 
A stock list, divided into four sections—special 
metals, industrial supplies, prices—references, car- 
bon steels—supplies steel warehouse customers 
quickly with data. 
U. S. Steel Supply Div. 


Circle No. 22 on Inquiry Card—Page 17 


ALL YOUR NEEDS FOR DRILLING 
Technical information on feeds, speeds and hp 
required for drilling is contained in a 24-page 
catalog. Coolants are recommended for various 
materials. Drilling equipment is described. 


Michigan Drill Head Co. 
Circle No. 23 on Inquiry Card—Page 17 


A LATHE FOR THE JOB 
A 24-page catalog illustrates and describes 18 dif- 
ferent machine tools. A special section discusses 
how to select the lathe most suitable to a par- 
ticular job requirement. 


Sheldon Machine Co, 
Circle No. 24 on Inquiry Card—Page 17 


SPACE-, WEIGHT-SAVING SWITCHES 


Complete information on subminiature snap-action 
precision, switches, toggle and pushbutton submini- 
ature assemblies, and auxiliary actuators is fur- 
nished in a 12-page catalog No. 75. 


Micro Switch 
Circle No. 25 on Inquiry Card—Page 17 
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The smooth, positive flow of power transmitted 
through Gates Vulco Ropes enables this large 
engine lathe to handle quickly and efficiently 
many tough oil field repair jobs. 
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cut V-belt costs! 


Plants all over the world have 
made this discovery: Gates Vulco 
Ropes—the V-belts with con- 
cave sides—wear longer; cost 
less per year of service. 


Here is the interesting 
reason why: 


aca When the Gates Vulco Rope 

is bent around the sheave, 

the precisely engineered concave 

sides (Fig. 1) fill out and become straight (Fig. 

1-A). Thus the belt makes full, uniform contact 

with the sides of the pulley. You get sure pulling 
power and even distribution of wear. 


ATES — 


Pt. 


LCO ROPE 








Longer wear saves not only on replacement 
costs; it also saves the cost of down-time... 
keeps equipment producing. 
It’s easy to prove to yourself 
the value of concave sides 
{rs 24] Simply bend a straight-sided belt (Fig. 
a 2) and feel the bulge at the sides around 
the bend. You will quickly see why the bulg- 
ing sides prevent an even fit in the pulley groove (Fig. 
2-A). Uneven contact shortens belt life...increases belt 
costs. 

Cut belt replacement time and costs...specify Gates 
Vulco Ropes—the V-Belt with concave sides (U.S. Pat. 
1813698). The Gates Rubber Co., Denver, Colorado— 
World’s Largest Maker of V-Belts. 

Gates Engineering Offices and Distributor Stocks 
are located in all industrial centers of the United 


States and Canada, and in 70 other countries 


throughout the world. 
TPA-30-A-S 


DRIVES 
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CUTOUTS FEATURE FLEXIBILITY 

A 20-page, 3-color booklet, GEA-6208, covers ap- 
plications, technical data, dimensions and ratings 
of enclosed cutouts in which one housing and 4 
interchangeable doors give flexibility. 


General Electric 
Circle No. 26 on Inquiry Card—Page 17 


WELDING FERROUS, NON-FERROUS METALS 
Presented in a 36-page catalog, Form ADC 848, 
is a complete line of arc welding and oxyacetylene 
supplies and accessories, including rods, fluxes, 
brazing alloys, goggles, hose, etc. 


Air Reduction Sales Co. 
Circle No. 27 on Inquiry Card—Page 17 


WIRE, SHEET FOR THE RIGHT USE 


A 2-page brochure lists properties of steel sheets 
in more than 30 different surface treatments, fin- 
ishes and coating and of steel wire in a wide range 
of sizes, tempers, shapes, finishes. 


Continental Steel Corp. 
Circle No. 28 on Inquiry Card—Page 17 


DESIGNING, USING FLUID POWER DEVICES 


Factual information is supplied in a 14-section, 
loose-leaf catalog on a full line of air and hydraulic 
cylinders, valves and packaged fluid power devices 
to help designers and users. 


Modernair Corp. 
Circle No. 29 on Inquiry Card—Page 17 


WHICH TUBING TO USE 


The choice of metal or alloy best suited to a tubing 
application is discussed in bulletin No. 40. It groups 
46 analyses into five classifications, summarizing 
properties and production limits. 


Superior Tube Co. 
Circle No. 30 on Inquiry Card—Page 17 


BORING MACHINES ECONOMIZE TIME 


The time-saving convenience and efficiency of a 
line of floor type horizontal boring, drilling and 
milling machines are discussed in a 14-page catalog. 
It carries photos of them in use. 


Cincinnati Gilbert Machine Tool Co. 
Circle No. 31 on Inquiry Card—Page 17 


FHP MAGNET MOTORS WITH RADIO FILTERS 


Catalog F 4344-1 contains data sheets on a line 
of permanent magnet d-c motors from 6 v to 115 v 
with outputs up to 1/10 hp. Units have radio 
noise filters to suppress interference. 


Barber Colman Co. 
Circle No. 32 on Inquiry Card—Page 17 


HOW MUCH SHOULD DEMINERALIZING COST? 


Various methods of water treatment are the sub- 
ject of a 40-page booklet, 5800-B. It gives charac- 
teristics of cation and anion exchange materials 
and offers data on demineralizing costs. 


Cochrane Corp. 
Circle No. 33 on Inquiry Card—Page 17 
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WHERE TO USE PLASTIC PIPES, FITTINGS 
The modern uses for plastic pipe in step with 
product processing and maintenance improvements 
are covered in a 12-page catalog. 


Alpha Plastics, Ine, 
Circle No. 34 on Inquiry Card—Page 17 


WATER HEATING, WATER COOLING SYSTEMS 
A complete line of equipment for forced hot water 
heating and chilled cold water cooling systems is 
featured in the 24-page catalog GK-954. Nine 
pages deal with circulating pumps and uses. 


Bell & Gossett Co. 
Circle No. 35 on Inquiry Card—Page 17 


TIME DELAY RELAYS INSTANTLY RESET 


Adjustable time delay relays, with instantaneous 
reset feature, for flush or panel mounting are 
covered in bulletin No. PB-310. Load circuit oper- 
ation tables and time ranges are included. 


R. W. Cramer Co. 
Circle No. 36 on Inquiry Card—Page 17 


MECHANIZING WIRING 
The numerous potentials that printed circuitry 
offers manufacturers are highlighted in a 12-page 
bulletin. Also presented are complete specifica- 
tions on copper-clad phenolite for circuits. 


National Vulcanized Fibre Co. 
Circle No. 37 on Inquiry Card—Page 17 


WHERE TO USE INCANDESCENT LAMPS 
The 12-page booklet, A-6442, describes the physi- 
cal, electrical and operating characteristics of 
modern incandescent lamps. A section gives recom- 
mendations for their application. 


Westinghouse Electric Corp. 
Circle No. 38 on Inquiry Card—Page 17 


PROPERTIES OF SUPER-REFRACTORIES 
Data on the physical and chemical properties of 
the latest super-refractories are assembled in an 
easy-to-find style in a 24 page illustrated booklet. 
Applications are listed with tables. 
Carborundum Co. 


Circle No. 39 on Inquiry Card—Page 17 


FLEXIBLE SHAFT MACHINES DESCRIBED 
Catalog No. C-210 presents tabular data in easy- 
to-read form on the types of flexible shaft machines: 
single speed direct drive, multiple speed counter- 
shaft drive and multiple speed gear drive. 
Franklin Balmar Corp., N. A. Strand Div. 


Circle No. 40 on Inquiry Card—Page 17 





Circle Inquiry Card Opposite Page 17 
to Obtain These Catalogs 
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WUT 


A motion saved is a profit made in mass-production . . . that is why headeads 
“manufacturing executives say, “Switch to Sems and Save.” Washers can’t drop off 
Wien the screw and lock washer are pre-assembled to handle as one unit. Application 
__ 18so quick and easy you'll see a new life in the production line, a new high in the 

production schedule. Now is the best time to start saving time—try Sems today! 


FOR FAST 
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STEEL CO. OF CANADA, LTD. 
THOMPSON-BREMER & CO. 














SHAKEPROOF Lock Washers pre-assembled 
on Sems fit better, cushion 

overtorque. lock tight to 

Specify Sems with SHAKE Lock 
Washers to assure quality of product! — 


SEMS is a development of 
Ulinois Tool Works, Chicago 








NEWS OF YOUR Suppliers 





Donald J. Zeigler has been appointed 
ttsburgh district sales manager for 





D. J. Zeigler 


the Wright Hoist and Ford Chain Block 
livisions of American Chain & Cable 
Co., Inc., Bridgeport, Conn. 


The appointment of Gerhard M. Rap- 
pich as sales manager of Borg-Warner 
International has been announced. 


John F. Myers, for 32 years an 
executive in the company’s consumer 
products organization, has been elected 
a vice president of the Westinghouse 
Electric Corp., Pittsburgh. 


Rainey Elliott has been named pres- 
ident of the Supply Division of Jones 
& Laughlin Steel Corp., Pittsburgh. 
J&L’s Supply Division serves the oil 
country and headquarters in Tulsa, 
Okla. 


Reynolds Metals Co., Louisville, Ky., 
has transferred A. D. Reynolds from 
ts San Francisco sales office to De- 
troit. Mr. Reynolds, who replaces P. E. 
Miller, takes over as industrial sales 
manager in the Great Lakes region. 
Mr. Miller moves to Louisville as 
director of a major sales development 
project. In a final announcement, the 
firm named D. L. Russell, Jr., as sales 
manager for industrial products for 
the Pacific Coast region. 





The appointment of three new south- 
ern sales agents has been announced 
by Pittsburgh Standard Conduit Co. 
E. J. Hagan, New Orleans, will handle 
Louisiana, Mississippi, southern Ala- 
bama including Mobile, and western 
Florida including Pensacola. Hopper & 
McCoy, Atlanta, will cover Florida, 
Georgia, Alabama, and eastern Ten- 
nessee, Finally, Southland Sales Agents. 
Memphis, will deal with Arkansas. 
and western Tennessee including 


Nashville. 


Earl Erich has joined the technica! 
service staff of Tube Turns Plastics, 
Inc., Louisville, Ky. He is a specialist 
in solving industrial corrosion prob- 
lems. 


Link-Belt Speeder Corp., Cedar 
Rapids, Iowa, has named two appoint- 
ments of sales executives. C. M. Basile, 
formerly vice president in charge of 
operations, is now vice president of 





C. M. Basile 


G. E. Rowand 


manufacturing and sales. Gordon E. 
Rowand, assistant sales manager since 
1953, is now sales manager. Both men 
will headquarter at Cedar Rapids. 


J. F. Pritchard and Co., Kansas City, 
Mo., manufacturer of cooling towers 
for industrial and air conditioning ap- 
plications, has appointed two new sales 
representatives to handle Pritchard 
products in southern U. S. Brownlee- 
Morrow Engineering Co., Birmingham, 
will cover Alabama and the western 
tip of Florida. Rittelmeyer and Co., 
Inc., Atlanta, will handle Georgia, 
eastern Tennessee, and eastern and 
southern Florida. 





Robert E. Engley has been appointed 
manager of pulp and paper mill sales 





R. E. Engley 


for the Walworth Co., New York. Mr. 
Engley will headquarter in Chicago. 


J. D. Allen, Jr., has been elected 
vice president and general manager 
of The Hamilton Steel Co., Cleveland. 
At the same time, it was announced 
that N. E. Willkomm, former assistant 
general sales manager, has been made 
general sales manager. 


Zallea Brothers, Wilmington, Del. 
have appointed the Ben McKalip Co., 
Tulsa, as sales representative for their 
line of expansion joints and flexible 
connectors in that area. McKalip will 
cover Oklahoma, Kansas, Arkansas, 
the Kansas City area of Missouri, and 
the Texas “panhandle.” 


Libbey-Owens-Ford Glass Co., Tole- 
do, has named three new distributors 
for its insulating fiber glass. Irving 
Supply Co., Inc., Dayton, will cover 
parts of southwestern Ohio and eastern 
Indiana; The Banes Co., Inc., Al- 
buquerque, part of Texas and New 
Mexico; and The Banes Co., Inc., El 
Paso, west Texas and _ southeastern 
New Mexico. 


(Please turn to page 24) 
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This bolt-making machine transfer arm used to 
be machined from a forging of SAE 1045 steel. 
A grooved pin had to be machined and assem- 
bled in the forging, and many milling, broaching 


and drilling operations were needed to produce 


the finished part. 

Then a Crucible ACCUMET® precision in- 
vestment casting was tried, using heat-treated 
SAE 4140. Results? All machining except drill- 
ing and tapping two small holes was eliminated. 


Better functional design was achieved. A more 


rugged grade of steel was used. The manufac- 
turer’s machine tools were released for other jobs. 


This is just one example of hundreds where 
ACCUMET precision investment castings have 


LESS MACHINING BETTER DESIGN LOWER COST 


HIGHER QUALITY MATERIAL 


improved the design, function and performance 
of a component part — with a reduction in cost. 
It was possible because Crucible — the country’s 
leading specialty steel producer —has estab- 
lished standards of quality and uniformity in its 
ACCUMET precision castings that are unsur- 
passed in the industry. 

So look over the machining operations in your 
shop. Take an extra long look at the intricate 
products that are made in many costly, high- 
reject steps. Then let your Crucible repre- 
sentative show you how ACCUMET precision 
investment castings can help you lower costs and 
improve your products. 


first name in special purpose steels 


thanks to ACCUMET PRECISION INVESTMENT CASTINGS 


ACCUMET INVESTMENT CASTINGS 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 
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[he directors of The Seymour Mfg. 
Co., Seymour, Conn., have announced 
election of Robert M. Terry as 





R. M. Terry 


president of the company. Mr. Terry 


had been executive vice president and 
2 director. 


H. D. Wellington, formerly with the 
Bagpak Division, International Paper 
Co., has been appointed western sales 
manager of the Gilman Paper Co., New 
York. Mr. Wellington will headquarter 
in Chicago. 


Minerals Processing Co., La Grange, 
Ga., has named Roger G. Brown Co., 
Macon, Ga., as exclusive agents. 


Two new abrasive engineers and a 
new field engineer have been appointed 
by Norton Co., Worcester, Mass. Terri- 
tory changes for two other abrasive 
engineers were also announced. Laur- 
ence G. Holfelder has been assigned 
the central Indiana territory. James A. 
Coleman will cover the territory in the 
area of Kansas City, Mo., and Raymond 
3. Goodale has been named field engi- 
neer at Norton’s Chicago district office. 
In the territory changes, William A. 
Simonds will now cover northern 
Texas and Paul B. Foxwell has been 
hifted from Kansas City to cover 
outhern Texas. 


H. Russell Klinzing has been ap- 
pointed assistant manager, industrial 
lock sales of the Yale Lock and Hard- 
ware Division, The Yale & Towne 
Mfg. Co., Stamford, Conn. Mr. Klinzing 
has been associated with Yale & Towne 
for 28 years, 


Fibreboard Products, Inc., San Fran- 
cisco, has opened a sales office in Bill- 
ings, Mont. 


Precision Metalsmiths, Inc., Cleve- 
land, has named William W. Lamb as 
sales manager. 


Edward L. O’Neill has been elected 
vice president and general sales man- 
ager of Emersen Electric Mfg. Co., St. 
Louis. He had been assistant to the 
president. 


William H. Graves has been elected 
vice president and director of engi- 
neering for the Studebaker-Packard 
Corp., Detroit. Mr. Graves had been 
chief engineer of the Packard Division 
and is succeeded at that post by Her- 
bert L. Misch. Also, it was announced 
that John D. Gordon had been made 
director of manufacturing engineering 
for the corporation. He had been Pack- 
ard’s manufacturing consultant. 


Acme Steel Co., Chicago, has named 
T. J. Peters director of maintenance 
and construction. He will headquarter 
in the firm’s Riverdale, IIll., factory. 


Air-Maze Corp., Cleveland, has an- 
nounced two promotions. Bruce W. 
Carkin has been made sales engineer of 
railroad and original equipment in- 
stallations. Also, Bennett T. Church 
has been named manager of distributor 
sales. 





E. F. Harding 


Emmet F. Harding is the new sales 
manager of Hodell Chain Co., a division 
of National Screw & Mfg. Co., Cleve- 
land. 


Continental Steel Corp., Kokomo, 
Ind., has named Jack J. Barrett as as- 
sistant sales manager of its Chain Link 
Fence Division. He had been a sales 
representative for the company in the 
Illinois-Iowa territory. F. R. Davis, Jr., 
has been assigned Mr. Barrett’s former 
territory. 


Kaiser Steel Corp., Oakland, Calif., 
has named William H. Kinney as res- 
ident metallurgical engineer. He will 
act as liaison on all metallurgical de- 
velopment work between northern 
California customers and the com- 
pany’s sales and metallurgical depart- 
ments and operating division. 


The K-G Equipment Co., Inc., Allen- 
town, Pa., has named Tennessee Weld- 
ing Supply Co., Knoxville, as a dis- 
tributor. 


The Wright Engineering Co., Pasa- 
dena, has been named western sales 
representative for the Industrial Con- 
trol Co., Wyandanch, N. Y. 


Cropp Engineering Division, War- 
ren Plastics Corp., Warren, Pa., has 
appointed The Rainville Co., Garden 
City, N. Y., as national sales agents 
for their rotary automatic compres- 
sion molding areas. 


S. Charles Knight has been named 
general traffic manager for Kaiser Steel 
Corp., Oakland, Calif. He has been 
assistant general traffic manager since 
1949. 


William E. Connor has been made 
manager of electric utility sales for 
the middle Atlantic sales region of 
Federal Pacific Electric Co., Newark, 
N. J. 


International Nickel Co., Inc., New 
York, has announced that Vernon C. 
Robinson has joined the Development 
and Research Division as a member of 
the Twin Cities Technical Field Sec- 
tion, Minneapolis. ; 


International Resistauce Co., Phila- 
delphia, has elected Charles H. Grif- 
fith and John M. Zimmerman as vice 
presidents. 


National Gypsum Co., Buffalo, has 
appointed Clifford J. Lewis as a sales 
engineer. He will specialize in the ap- 
plication of lime and limestone prod- 
ucts for water treatment and waste 
disposal. 


The Simmonds Worden White Co. 
Dayton, manufacturers of industrial 
grinding wheels and_ knives, has 
elected Floran L. Meacham as presi- 
dent and general manager. H. R. Sim- 
monds was elected chairman of the 





F. L. Meacham 


board and Dr. Frank R. Henry was 
made vice chairman. Mr. Meacham 
had been with the Avco Mfg. Corp. 
as general works manager in charge 
of all manufacturing operations of the 
Crosley-Bendix Home Appliance Divi- 
sion. 





Additional News of Your Suppliers 
will be found following the 
Industrial Development section 
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cheerfully and low on municipal 
requirements as they arise 

President Leo J. Schneider gives 
no reason for his unusual credit 
policy other than to say that he 
hasn’t the time or the help to get 
his bills out sooner. And the City’s 
legal department hasn’t yet found 
any way to pry them from him more 
promptly. 


NLY two cities in Maine— 

Portland and Bangor—have 
full-time purchasing agents. In other 
communities, as in many other 
localities throughout the nation, 
purchasing is a side-line chore of 
officials having other primary re- 
sponsibilities, with neither the time 
nor the special experience to devote 
to effective buying. Nevertheless, 
some 35 of the state’s smaller towns 
and villages are profiting rather 
handsomely through the operation of 
a central purchasing agency set up 
by Lester F. Wallace, City P.A. at 
Portland. The plan was proposed, 
less than a year ago, at a meeting of 
the Maine City and Town Managers 
Association. The agency does no 
actual buying, but locates sources 
and negotiates prices on the basis 
of pooling the purchasing potential 
of all its members for items that 
are in common use. There is a 
nominal service fee, based on popu- 
lation. 

Representative savings, for towns 
like Limestone and Boothbay Har- 
bor, include: truck batteries at $27.40 
instead of $104.00; truck tires at 
$47.64 instead of $106.27; spark plugs 
at 31 cents instead of 75 cents; coal 
prices reduced from $3 to $6 per 
ton; up to $800 saving on motor 
vehicles... Some of the towns were 
not aware that they are exempt from 
the federal tax of two cents per 
gallon on gasoline, and orders were 
recently placed for a million and a 
half gallons. Items like this can 
loom large in a small town or county 
budget. The agency is currently 
working on complete equipment for 
a new Aroostook County school. 

This venture in public service 
has not been widely publicized out- 
side its own area, but the word does 
get around, and inquiries for in- 
formation have come from many 
parts of the country. We have re- 
ceived clippings of newspaper com- 
ment from neighboring Massachu- 
setts and New Hampshire and also 
from distant Ohio, Pennsylvania, 
Texas, Virginia, West Virginia, 
Kansas, Michigan, Maryland, Wis- 
consin, Minnesota, and Indiana. 
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STRAINERS 
° GASKETS 
ARRESTORS 





FILTERS 
SHIELDS 
BARRIERS 








TRAPS 
GUARDS 
SCREENS 





Just to name a few .. . and most of the parts we are making 
to special order don’t really have a name! Our real specialty 


is fabricated wire cloth parts, made to your specifications. 


Any metal, almost any size, almost any shape... we can 
probably assemble it for you . . . faster, better and at a lower 


cost, than you can do it yourself. 


For more information, just send for our latest Fabricated Parts 
Catalog. 


NEWARK ewark 


feraccu RACY es fe j re Cl oth 


COMPANY 
351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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The Stable Dollar 


OLLARS are the purchasing agent’s stock in trade. Since buying and sell- 

ing together constitute an action of exchange, his job can be considered 
as “selling” his company’s dollars for the greatest return in goods, services, and 
equipment. Every change in the prices that he pays represents not so much 
a change in the value of the goods procured as in the value of the dollars 
he spends. 


The noteworthy achievement of purchasing through scientific procurement 
practices and the new techniques of cost reduction are achievements in 
efficiency, accomplished without attacking the essential price structure of the 
markets in which purchasing is done. Prices have been relatively stable for 
many months. One of the basic reasons why these purchasing programs have 
been so effective is that buyers have had a stable dollar with which to work 
and buy. 


Probably the greatest accomplishment in our domestic economy over the 
past two years has been dollar stabilization. During the period 1953-1955, the 
cost of living has varied less than one-half of 1. This is the more noteworthy 
since it follows a 14-year period in which the value of the dollar was reduced 
by nearly 50%. 


The beneficial effects of dollar stability are felt throughout our national 
life. AFL economists are on record with the statement that 1954 saw labor's 
income position and purchasing power as the best in all its history, despite 
the fact that actual wage increases were insignificant in comparison with 
previous years. The larger dollar gains of those years were offset by cheaper 
dollars. And the many who must live on fixed income—pensioners and those 
who live on yesterday's accumulated dollars, who had seen nearly half their 
savings and security wiped out by dollar devaluation—once more enjoy the 


integrity of the dollars in which their savings are méasured. 


The significance of this situation is that all sound thinking people should 
resist to the utmost all threats to undermine dollar stability. Purchasing agents 
in particular should be concerned with the value of the dollars they spend. 


Chief among these threats at the present time are the urge to réturn to 
deficit financing in: government and the encouragement of easy speculation. 
Such policies can lead only to inflation, which is just another name for dollar 
devaluation. Everybody benefits from the stable dollar. Everybody loses from 
inflation. 
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END 
MAINTENANCE 
PROBLEMS 


with Bearings ‘Built 


to Be Forgotten!’’ 


When machine design calls for bearings in inaccessible nent seals. Lubricant can be enclosed for lifetime operation 
places, serious maintenance problems often arise. Dis- in many services. 
assembly for bearing replacement or adjustment is usually THE SEALED-FOR-LIFE BEARING 


costly in both man-hours and lost production. Much the same 
holds true for many consumer products that must take use 
and abuse, yet operate efficiently over long periods. 


The most logical choice in applications such as those outlined is 
New Departure Sealed-for-Life bearings. This great ad- 
vance in bearing design was originated and developed by 
BALL BEARINGS THE SOLUTION New Departure. More than 266 million of these bearings 


Fortunately, the engineer today has a ready answer at have proved their value in service. 


hand. Because of certain unique advantages, ball bearings In case after case, New Departure Sealed-for-Life bearings 
are ideal in virtually all cases. Ball bearings are permanent, have cut maintenance costs to the zero point. Truly, they are 
fixed units. When properly enclosed they operate over “built to be forgotten’’! 

extremely long periods with practically no wear. Thus, the Consult with New Departure on your bearing problems. 
various parts of the bearing retain their accurate inter- You will find the experience gained through more than 50 
relationship. In effect, this means that ball bearings are the years of designing, testing and manufacturing bearings a 
most practical of all anti-friction bearings to fit with perma- major assistance. 
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Send for Booklet D-8 


A. The automotive fan and pump shaft bearing originated by New on sealed ball bearings 


Departure demonstrates advantages of the sealed-for-life principle. 
This bearing has eliminated all the old water pump troubles and 
service. It requires no relubrication or adjustment. It has proved that 
it is “built to be forgotten,” through use in cars and trucks everywhere. 


B. Conveyor roll units constructed around New Departure conveyor 


— 
bearings require remarkably few parts. Bearings are sealed and ys 
lubricated for life. Savings in labor and lubricant are most pronounced. Ca \\ 


Units with these bearings are economical to produce and easy for 


id +7 /, 

the operator to set up. They also are “built to be forgotten. | ta ww 
. )) 
yal 


C. The New Departure rear wheel bearing has made it possible 


(‘DEPARTURE 






for the engineer to design the simplest, strongest and most foolproof aS // BALL BEARINGS 
of mountings. This permanently sealed bearing requires no adjustment . , Lif) 
or relubrication. Grease gun fittings are eliminated. It is famous Nig A / 

an 


because it has demonstrated in millions of rear wheels that it needs 
no attention .. . it can be forgotten. 
NEW DEPARTURE « DIVISION OF GENERAL MOTORS « BRISTOL, CONN. NOTHING ROLLS LIKE A BALE 


For More Information Circle No. 157 on Inquiry Card—Page 17 
70 PuRCHASING 





expi 
mee 


Pur 
oper 
tow 
ing 

res] 
/0, 

give 
beet 
bett 


The 
as 

mes 
buy 
“na 
buy 
bee 
fact 
ser 
fac 
cor 
ran 
an 
art 


Th 
ma 
a | 
ant 
ert 
ec( 
ma 











NG 














This issue’s important features 
summarized for the busy reader 


Z One of New York’s well known purchas- 

ing departments is getting ready to move 
~in 1956—into a new building that is 
now only a steel skeleton rising in the 
midtown area. The move is part of a 
general Expansion Program. Blueprints of 
the new layout have already been pre- 
pared. - But there’s more to expansion than physical 
details of space and personnel. The article on page 86 
tells how this department is revising its organization 
now to assure adequate administrative supervision and 
carrying on its training programs to assure that the 
expanded department will be competently staffed to 
meet the larger responsibilities. 





Purchasing can learn much from the techniques devel- 
oped in Public Relations departments, that will help 
toward doing a better purchasing job. For the purchas- 
ing department has some funcamental public relations 
responsibilities on its own account. The article on page 
76, second in a series on such “Crossbreeding of Ideas”, 
gives some actual illustrations of techniques that have 
been adapted and applied in building and maintaining 
better relations with suppliers. 


The geography of purchasing is changing 
as a result of faster and more reliable 
means of transportation now available to 
buyers and sellers. Traditionally, the 
“natural trading areas” within which a 
buyer sought his sources of supply has 
been circumscribed in mileage by such = 
factors as overnight truck delivery and fast freight 
service. A truer measurement than mileage is the time 
factor. Air Freight is one of the developments that has 
contributed most effectively toward expanding the 
range of reliable supply. What it is, how it works, 
and what it can do for you are summarized in the 
article on page 73. 


Ke 
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There has been a lot of “hush-hush” about Blacklists 
maintained for buyers in federal procurement. Yet it is 
a practice specifically set up in purchasing regulations, 
and a matter of grave import to all industry while gov- 
érnmental buying looms so large in the overall national 
economy. Especially serious is the way in which firms 
may be blacklisted on suspicion without their knowl- 














edge and without the opportunity to clear themselves. 
A legal expert surveys the situation and offers some 
suggestions for setting up more fair policies and proce- 
dures. Turn to page 90. 


For 4,000 years there was no significant progress or 
change in Adhesives. Then suddenly science has revo- 
lutionized this field to the extent that “gluing” has re- 
placed mechanical fasteners and welding for many types 
of fabrication and heavy duty applications. But science 
hasn’t produced any all-purpose adhesive. The prob- 
lem of selection is more difficult than ever. The article 
on page 81 will help you pick the right one. 


Staff Conferences are recognized today as 
one of the most effective tools of modern 
management. Too often, the tool is mis- 
used and becomes one of the greatest time 
wasters. Effectiveness of the conference 
depends largely on the skill of the con- 
ference leader. It’s not just a matter of 
natural aptitude. Even less should he rely on his posi- 
tion of authority to get participation and results. There 
are tested techniques of conference leadership. The ar- 
ticle on page 75 sets forth twelve ways to make con- 
ferences more productive. 





How do you File Catalogs so that the information can 
be found readily when needed? The story on page 102 
tells how one purchasing agent solved this problem by 
coordinating his files with the existing commodity clas- 
sification used in accounting records and requisitions, 


Are you one of those who believe that a Purchasing Policy 
Manual is unnecessary? Read the article on page 113 
and see the basic ways in which a manual can help 
toward better buying practice. It may change your 
mind, 


Don’t overlook these regular monthly departments, 
compiled for your information: the Washington Report 
(page 13) ; New Catalogs (page 17) ; New Equipment 
and Products (page 134); News of Your Suppliers 
(page 22), of Association Activities (page 186), and of 
Men in Purchasing (page 254); Keeping up to date 
on such developments makes for better buying. 








COMING—IN NEXT MONTH'S ISSUE 
Buying or Leasing Automotive Equipment—Calling Hours for Salesmen 


Right Quantity to Buy—Using a Camera in the Purchasing Department 
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Whats N 
IN STEEL FROM STOCK 


In the news today are many developments of interest to those who specify, 
buy or work with steel. Ways in which you can raise efficiency and lower 
costs in your operations may be suggested by the following summary. 




































73¢_per lb. saving on stainless sheets. Rising nickel prices are bringing back 
Type 430 straight-chrome stainless for mild corrosion applications. 7ic price 
advantage is real inducement and Type 430 may also be getting consideration as 
insurance against any shortage of nickel—bearing types. Ryerson has anticipated 
renewed demand by stocking Type 430 sheets in many gauges and sizes. Technical 
data on request. 





Low carbon plates for easy forming and welding. If you've had trouble forming 
or welding carbon steel plates remember—steel produced to most popular ware— 
house plate spec. (ASTM A7) may have up to .35% carbon. To meet this problen, 
Ryerson now carries plates ($" and lighter) produced to low carbon spec. 
especially for good forming and welding qualities. Also on hand: more sizes— 
more tonnage of carbon steel bars, shapes and sheets. 





Revolutionary reduction in shop costs brought about by Ryerson's New Rycut 50 is 
the most important news to hit the alloy steel market in years. With this new 
.50 carbon leaded alloy, reductions in finished part costs of 25% or more are 
commonplace. Machining time is often reduced as much as 75% .. . tool life 
extended from 100% to 300% and production increased as much as 200%—all without 
known loss in mechanical properties as compared with standard alloys in the same 
carbon range. 





A leaded alloy for every application is now available in the Ryerson Rycut 
series. Any one of them will typically cut your costs on machined parts by 25% 
or more. Use Rycut 20 when you need a carburizing alloy. Use Rycut 40 when 
you need a .40 carbon alloy, and New Rycut 50 for .50 carbon alloy applications. 
Also on hand in a growing range of sizes: leaded carbon—manganese bars—low 
carbon, suitable for case hardening,unusually fast machining. 





New Ryerson stainless solves welding problems. Both stainless sheets and 
stainless plates in Type 304 L and Type 316 L have recently been added to the 
nation's largest stainless stocks—at Ryerson. In applications involving 
welding and stress relieving, where carbide precipitation may occur, these 
extra—low-—carbon stainless steels can often replace expensive stabilized types. 








Save 30% with Type 302 ornamental stainless tubing. Another recent addition to 
Ryerson stocks, this tubing is priced substantially below comparable stainless 
tubing for other than ornamental purposes. Yet it is more than satisfactory for 
many applications such as in restaurant and hospital equipment, etc. 





Same day deliveries .. . tighter quality control. On as high as 98% of all 
regular warehouse orders, Ryerson is now cutting and shipping steel the same or 
following day. And this steel is now protected by a whole new set of quality 
control standards. As evidence—we can furnish a certificate of analysis ora 
mechanical properties report for every pound of steel shipped. 
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Air transportation of industrial 
products, still in relative infancy, 
is growing rapidly. Each of the 
three basic methods of air ship- 
ment—air express, air freight, 
and air parcel post—offers dis- 
tinct services to purchasing and 
traffic departments. In this ar- 
ticle, an official of the first firm 
to be licensed as an Air Forward- 
er by the Civil Aeronautics Board 
discusses some of the general as- 
pects of air freight and its rela- 
tion to industrial procurement. 


Mig 





AIR FREIGHT: 


A New Concept 


for Purchasing 


IR shipment of production ma- 
A terials has long passed the nov- 
elty stage. But the dramatic aspects 
of moving goods by flight rather 
than by conventional means of sur- 
face transportation still tends to ob- 
scure the basic contributions it can 
make to today’s fast-paced industrial 
economy. 

The element of great speed in 
air transportation, so noted in meet- 
ing emergencies, now has broader 
implications for more normal re- 
quirements of industrial procure- 


By Leonard G. Hunt 


Vice President and Director 
Emery Air Freight Corporation 


E'MERy 
AIR FREIG 
CORP ORT), 


ment. Purchasing agents alert to 
new market and production devel- 
and to new concepts in 
their own field, have begun to in- 
vestigate more widely the field of 
transportation as an area for getting 
greater value. The speed and effi- 
ciency of air freight, even at a pre- 
nium rate, offer today’s purchas- 
ing executives these “value advan- 
tages”: 

That the growth of the purchasing 
function has paralleled the nation- 
wide expansion of business in the 


opments, 
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Leonard G. Hunt has pioneered in research 
on new uses of air freight transportation 
since the early days of the industry. He is 
now in charge of Emery’s sales development 
department. Mr. Hunt is scheduled to talk 
on May 10th before the Purchasing Agents 
Association of Cincinnati on “Controlled 
Transportation and Industrial Procurement.” 


past forty years is no accident. 
Sound buying has always depended 
on multiple sources, rather than un- 
questioning reliance on the supplier 


“at your own back door”. 


Natural Markets Extended 


As the speed and reliability of air 
freight continues to grow, suppliers 
formerly considered distant, in terms 
of miles, can be considered as offer- 
ing overnight service. Whether it is 
a New England manufacturer being 
able to depend on the speedy and 
reliable delivery of goods from a 
specialized producer in California, or 
vice versa, air freight cuts down the 
distance barrier between the two, 
and expands both the buyer’s and 
the seller’s market. In a day of rapid 
technological development and de- 
sign change, when many components 
are bought in small lots, this service 
is particularly helpful. 

A typical user of air freight, 
Albert A. Dally, purchasing agent 
of Hercules Electric Machinery & 
Equipment Company of Los An- 
geles, was called on for a supply 
of switches for a special production 
job. He called his supplier, the Elec- 
trie Regulator Corp., in Norwalk, 
Connecticut on Friday morning, and 
specified Emery Air Freight as the 
shipper. He notified our Los Angeles 
office and the usual teletype tracing 
action of our air procurement serv- 
ice was started. The parts were 
delivered on time to go into the 
production line on Monday and 
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eould have been in the factory on 
Saturday if that type of delivery 
had been required. 

Maintenance of inventory at lowest 
possible levels consistent with safety 
is an ideal sought by most modern 
purchasing departments. How this is 
accomplished varies, of course, from 
industry to industry, depending on 
particular supply and _ production 
problems involved. But the basic 
idea is to avoid undue accumula- 
tion of stocks—and the resultant in- 
creased cost—within the factory. 


Sharing the Stock Burden 


Suppliers in every phase of in- 
dustry are being asked to cooperate 
in distributing the stock burden by 
carrying a large portion of the cus- 
tomer’s requirements on their own 
shelves. Some automobile companies, 
for example, look upon the flow of 
materials into the assembly line as 
extending back to the sources of 
materials and components. Depend- 
ing on usage and cost of particular 
components, schedules call for ship- 
ments of anywhere from 8 hours’ to 
90 days’ supply. 

The backbone of such a produc- 
tion control system is, of course, 
made up of rail and truck trans- 
portation. But air freight plays an 
important supplementary part by in- 
suring delivery of the most vitally 
needed parts at the proper time 
whenever the normal flow of sup- 
plies is interrupted—which often 
happens in a process involving so 
many elements of transportation and 
timing. 

One of the large automobile com- 
panies, which operates under a 
production control plan calling for 
30-hour inventories of some com- 
ponents, uses air freight extensively 
in accumulating supplies at its 
various assembly points throughout 
the country. In spite of the fact that 
this is premium transportation, its 
cost comes to only 2% of the com- 
pany’s monthly transportation bill 
of $10 million. 


Special Purchasing Services 


Suppliers of this service offer users 
a variety of special arrangements 
coordinating both air and surface 
movement to achieve maximum 
speed in both pick-up and delivery. 
In addition, other helps are provided 
to purchasing’s expediting and cost 
reduction operations. 

Two such services offered by 
Emery are the Air Procurement 
Service, and the Air Assembly 
Service. 

By means of the first, an air 
procurement representative at the 
vendor’s city reports on any material 

























delay in the forwarding of an urgent 
air shipment, providing the purchas- 
ing agent has previously specified 
shipment by Emery. If, on first con- 
tact with the supplier he tells us 
that the shipment won’t be ready in 
time for us to make delivery at the 
time specified by the buyer, the lat- 
ter is so informed. If still another 
delay is incurred, we refer the order 
back to the buyer for action. Thus, 
air procurement service keeps the 
buyer up-to-date on the progress of 
his order, and saves him time and 
such costly expenses as telephone 
and telegraph charges usually in- 
volved in expediting. Our private 
wire communication system con- 
necting all our offices makes this 
unique service possible. 

The air assembly service is de- 
signed to offset the “high-minimum” 
charges levied by most carriers on 
less-than-100 lb. shipments. It pro- 
vides for consolidation, shipment and 
delivery as a single unit of all air 
shipments ready on any one day 
from one or more suppliers in the 
same metropolitan area. 

Thus, a purchasing agent who has 
placed a number of necessarily 
small orders in and around New 
York, for example, can arrange to 
have them consolidated into one air 
freight shipment at substantial sav- 
ings in transportation charges. This 
technique, now being employed by 
some large purchasing departments 
on surface movements from city to 
city, is available to large and small 
buyers on a_ coast-to-coast basis 
through the medium of air freight. 
In certain circumstances, the net 
charge per pound is actually less 
than for ordinary air freight on the 
individual shipments. 


Future Unlimited? 


Over enthusiasm by their pro- 
ponents for certain new products or 
services sometimes sets back the 
progress of that particular item by 
a number of years. To herald the 
arrival and rapid growth of air 
freight as the solution to all trans- 
portation problems, or as the suc- 
cessor to other forms of conveyance 
would do the same thing in our 
field. 

But it is clear, and can be con- 
fidently stated, that the air age is 
upon us and that it has produced 
new methods and new techniques 
to help industry. Air freight has a 
definite contribution to make to 
more scientific purchasing-produc- 
tion control methods, and is proving 
it in day-to-day application. As a 
special service, it demands the atten- 
tion of the increasingly specialized 
procurement field. 
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e By David Markstein 





ROBABLY more than 50% of the staff and de- 

partmental conferences which will be held during 
the next twelve months—in your firm, your city, any- 
where—will fall flat on their faces. Here is a check 
list of a dozen reasons why so many meetings accom- 
plish so little, with suggestions on how to overcome 
these faults. It can help assure that your sessions 
will not be duds, for most of the responsibility lies 
with the conference leader. 
1. Some sessions have no objective. Or, they have 
such a hodgepodge of unrelated aims that they wind 
up on the target center of none. By pin-pointing 
a specific objective, you can keep the discussion on 
the one topic and come to a specific conclusion—a 
definite result. Go on from there to the next topic. 
Better still, do it at another session. 
2. Failure to bring out all of the questions. In every 
group, some men are forward and uninhibited; others 
hang back and hesitate to voice whatever questions 
might be in their minds. One way to bring out all of 
the queries is to ask each man in turn whether he 
understands the proceedings fully and if he would 
like to have any point explained further. In some 
conferences there is a rule that each man attending 
must make at least one comment or ask one question. 
3. Too much formality. It may give a meeting the 
look of efficiency to have the men sitting stiff and 
formal while they gaze at what’s going on, but usually 
more real efficiency can be achieved in a shirt-sleeve 
atmosphere. Men who relax, smoke, and perhaps pull 
at a soft drink are generally absorbing more—and 
contributing more—to the session. 
4. Too little formality. In the deliberate cultivation 
of a “bull session” atmosphere to avoid over-formal- 
izing the meeting, another danger frequently creeps 
in: the meetings actually become bull sessions. The 
way to nip this tendency in the bud is to stop the 
first irrelevant remark by saying, “Sounds interesting, 
Charlie, and we'll talk about it later. Right now, 
Pete was saying...’ 
5. They drag on too long. No meeting can compete 
successfully with a hungry stomach—or with a hun- 
gry desk calling for its work to be done, when the 
owner regards the meeting as a waste of time that 
might be used to better advantage. The best-run 
conferences have a specified time limit, announced 
in advance. You'll reach the meeting objective more 
directly when there’s a time objective as well. 
6. They get into personalities. An open conference 
is no place for reprimands, however badly needed. 
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Make Conferences More Productive 


No one likes to be held up to ridicule before his 
fellows. Men and women who see their colleagues 
personally criticized dread the next meeting, when 
it may be their turn. Tearing down “one man here” 
is as bad as naming him. In most cases, the others 
will recognize the methods or mistake referred to. 
Even if they do not, the inner embarrassment and 
fear of recognition that the guilty party suffers is no 
incentive toward better performance in the future. 
7. Impossible results are demanded. Effective 
changes are not accomplished overnight, or by de- 
cree. Too high goals of any description are dis- 
couraging and doom the meeting to failure before 
it starts. 

8. The boss says too much—too early. If Mister 
Big comes in with a predetermined opinion or de- 
cision, nobody is likely to dispute the point. Let the 
rank and file express themselves first—and listen. 
Throughout the discussion, avoid pragmatic asser- 
tions that would tend to put a pall on any tendency 
to talk freely. Any statements from top authority 
should come as summation at the end of the session. 
9. People are expected to remember too much. 
Provide pencils and paper at each place. Don’t insist 
that every one take notes, for some folks have longer 
memories than others. But make it possible for 
those who like to put things on paper. 

10. No opportunity to blow off steam. A conference 
is a good place to bring gripes into the open and 
get them settled. Allow time for men to say what- 
ever they feel needs to be said. Keep things suffi- 
ciently in hand, however, or the meeting may de- 
generate into a pointless complaint session. 

11. Too much pep talk. “Yea, team—fight!” may 
spur football players to greater effort, though even 
this is doubtful. Carrying the rah-rah treatment 
into a serious business conference earns at best the 
inner amusement of intelligent employees, and at 
worst, their contempt. 

12. Lack of accurate information. A conference 
that takes up the valuable time of several em- 
ployees deserves the preparation of assembling the 
pertinent and accurate data on which decisions can 
be based. Generalizations and hypothetical premises 
don’t go far toward getting specific, constructive, 
effective answers. There will always be a few who 
will spot any inaccuracies. If word gets round that 
the boss is vague—or, worse, that he is deliberately 
inaccurate—you'll be far better off not to hold the 
conference in the first place. 
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Formula: 


PA+PR=YP 











Accentuate the positive! 








What the Purchasing | 


HE admonition to “Accentuate 


ing, and maintaining a favorable 
reputation for yourself, your com- 
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This is the second article in the Positive” is so descriptive of oe rs gir or py -soher te. 
a series on the general theme public relations that the profession- the pa ‘ sor poe 
ve techniques that have 


“ ‘ a * é ] > j - 
of “crossbreeding” ideas and men in the field of creating good been developed in this field, th 
’ e 


ill have ad 
techni wil have adopted it as z : is 
of bitin fren other phases song. —o ——e arises: Can public re- 
: ess activity to improve Public relations has been defined naa ideas be beneficially bred 
purchasing practice. as “the art of deserving, develop- go eager sini 


. “Yes,” answers Frank E. Whyte 
in a recent editorial in PURCHASING 
(“Purchasing and Public Relations.” 














































McMILLEN FEED MILLS 


FORT WAYNE 2. IND 


y 


July 30, 1954 


Dear Supplier: 


Our greatest sales years So current figures indicate as we 
approach the end of our fiscal year. 


Much of the credit for this record goes to you for your service, 
quality and price, We appreciate it and thank you for your co- 
operation. 


This working together we call the "two-way street". We hope 

you see the same picture in your mind's eye as we do, that of 
McMillen Farm Supply Division and Mamfacturing 
Company walking together on this pro e aveme, 


As always, it is a pleasure doing business with you. 


Sincerely, 


John Gustafson, Pur. Agent 
Farm Supply Division 


JFG:ef 


P.S. The enclosed reprint, "Which Weakness Hurt Your Men Calling 
on Purchasing Agente?" from SALES MANAGEMENT was written by 
our General Manager, John Bex. It contains some helpful 
suggestions, We thought it would be of interest. 


EXECUTIVE OFFICES © FORT WAYNE INDIANA 


+ CRCATUR tHOlAme © GIBBON CITY HLLINOIS © CAMP MILE PENNOTiVaNIe © wae 











Which Weaknesses Hurt Your Men 
Calling on Purchasing Agents? 


called regularly. Your training pro- 


Is it lack of product knowledge? Or technique of salesman- 
P : % 4 z grams should stress the need to learn 
ship? Are your men making good first impressions? When is everything possible about « customer's 


business, his product, and his require- 


their personal appearance most important? Whattendency — ments before going to sell him; they 


should stress techniques developed for 


must a well-liked salesman guard against? What kills sales? Ohtaining additional information on 


this subject in the first interview. 
4. The salesman who calls on the 
trade makes a different impression on 


BY JOHN E. BEX his first call than he does on his regu- 
Manager, Farm Supply Division, lar calls. One of the most interesting 


General 
McMillen Feed Mills, Central Soya Ceo. 


1. As sales managers, all of you 
are doing an effective job of teaching 
your men about your product. Eighty 
out of the 96 salesmen rated were 
“good” on product knowledge, as well 
as on knowledge of comparable com- 
petitive products. 

2. The weakest point in all selling 
is “sales techniques.” Even with 
proper product knowledge, many 
salesmen did not make a good sales 


things disclosed by the survey was 
the fact that so many salesmen were 
rated poor on both “Appearance” and 
Approach” when they were making 


presentation, they did not convince a first call, whereas almost all the 


the buyer, they did not hold his in salesmen who called regularly were 
terest, and did not have a plan either rated good on these two factors. 
for the current interview or for fu When a stranger walks into the 


ture appointments. office, a purchasing agent has only his 
3. The second weakest point in the appearance and approach to judge him 
overall sales picture is lack of know!- by. When a man he knows well walks 
edge of customer needs. On this in, the purchasing agent apparently 
factor there was a wide variance in doesn't notice particularly how 
the ratings between those salesmen looks. Remember you have only one 
making a first call and those who chance in the world to make a favor- 
able first impression. That first im- 
pression is particularly important in 
making cold contacts, and dimini 





and asphalt roofing 





How It Started salesmen who are calling on “new 


Have industrial salesmen, too, forgotten how to sell? The Fort ke regular calls do a 4 job. The 
Wayne Sales Council, which was going to send out members to shop biggest fault purchasing agents have 
retail stores to test retall salesmanship, decided to find out. to find with the who call on 

them larly is that they take too 

So purchasing officials In 10 Fort Wayne firme volunteered to rate pon thelr tiene, and “rea 
systematically the salesmen who called. In all, 96 saleemen, who were drop in for a chat with a ‘al 
not aware that they were being rated, came under scrutiny. pur ia mind. When pur ry ing 


These firme participated: American Stee! Dredge Co.; Bowser, Inc: ember 4 because they don’t want 
Bursiey & Co.; Fort Wayne Corrugated Paper Co.; Michigan Whole to hurt the feelings of a man whe b 
sealers; Tokheim Oli Tank & Pump Co.; Indiana & Michigan Electric helpful to them 
Co.; The Kroger Co.; Lincoln National Life Insurance Co; McMillen 6. The best selling is done in the 
Pests capital goods equipment field, where 

engineering knowledge and * other 

Balesmen offeced these and other products: grinding wheels, rubber cechaicel infecmuation to meee impor 
goods, heavy duty machinery, lubrication, steel, hardware, electrical tant than sales skill. Where any spe- 
connectors, wood poles, janitor supplies, forgings, insulation wool, cialized training of exper bo 
bandages, office supplies, lard, shoe polish, bags, Insurance, antibiotics. requisite, a fine sales job is done. 
agricultural chemicals, printing, freezer paper, cafeteria quipment, Where the unit of sale is small, and 


The Fort Wayne Sales Council, which conducted this study last year room for improvement 
le considering a larger analysia next year, The idea: to have al 7. Almost one-third of the sales- 
members participate in an appraisal of selling in Fort Wayne men calling on the trade, in Fort 


in importance with increased knowl- 
edge of the customer. More attention 
to these two factors in the training of 


prospects” will pay dividends. 
5. Most experienced salesmen who 


agents have a busy schedule they are 


where sales techniques determine who 
gets the business, there is considerable 


Wayne at least, seek new business. 
Thirty-two of the 96 salesmen were 
making their first call on the particu- 
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Figure 1. A word of appreciation to your su 


in establishing and maintaining a good wm sepenoss goes a long way 


ionship. 


Figu is i i 
gure 2. This is the reprint referred to in the Postscript of 
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Figure 1. Publication of this 


author and his company. Part 
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Agent can learn from Public Relations 


By John F. Gustafson, Purchasing Agent, McMillen Feed Mills, Division of Central Soya Co., Inc., Fort Wayne, Indiana 


re August 1954, page 77). He states: they must be, and must appear to. salesmen. These are extreme ex- 
in “But one important responsibility be, completely sincere. ' amples. They happen to be par- 
the is too often unrecognized, the pur- The reprint enclosed with this ticularly appropriate because they 
oi chasing department's responsibility letter (referred to in the P.S., and are tied in with the products of 
vail in regard to public relations. shown here as Figure 2) serves’ the respective companies. But every 

The Purchasing department is a two purposes. It not only gives the company has the opportunity of 
- vital factor in the public relations company, the general manager, and providing a comfortable reception 
te activities of a company.” the purchasing department the room and a friendly receptionist. 
s” Mr. Whyte, who is a District Vice prestige of printed words in a re- These are important in making a 





President of the National Associa- 
tion of Purchasing Agents, tells us 
that the ten principles and stand- 
ards of purchasing practice endorsed 
by our Association can be used as 
guides, not only in our buying prac- 
tices, but also in our efforts to 
create good public relations, With 
our familiar “ten commandments” 
in mind, then, what specifically can 
we do to build the all important 
good will? 


Relations with Suppliers 


For purposes of analysis, our pub- 
lic can be divided into three groups 
—our suppliers, our professional as- 
sociates, and the general public. 
This third category may include 
some customers. First, let us con- 
sider our suppliers. 

We all know that our suppliers 
are very important to us as buyers, 
and to our companies. We select 
them with great care. But all too 
often that relationship lapses into 
business routine, perhaps on both 
sides, Imagine the favorable impact 
of telling them that we consider 
them important and that we ap- 
preciate their contribution to our 
successful record! 

The letter shown in Figure 1 is 
one way of doing this. Note that it 


spected magazine, but also shows 
that we are interested in helping 
suppliers improve their salesmen’s 
abilities. 

Another way to build our sup- 
pliers’ good will is to gain the re- 
spect and cultivate the good opin- 
ion of their salesmen. Some com- 
panies go to considerable lengths 
to do this. McCormick & Com- 
pany, in Baltimore, serves tea and 
cookies in the relaxing atmosphere 
of a room patterned after an old- 
fashioned tavern. The Doughnut 
Corporation of America serves cof- 
fee and doughnuts to all waiting 





Figure 3. A simple 
“Welcome” folder dis- 
tributed to salesmen in 
the reception room ef- 
fectively carries the 
message of good public 


PLEASE be seated 
you waitin “Be 


absofutely one minate 


necessary. 
we have prepa 
Your convenienc 


good first impression—and a good 
first impression on each succeeding 
call. 

Many companies are making use 
of the simple and effective device 
of handing a “Welcome” folder or 
card to each salesman calling on 
the company. The specimen shown 
herewith (Figure 3) is used by the 
American Steel Dredge Company 
in our city. Other companies show 
their thoughtfulness and accom- 
plish a similar result by means of a 
sign in the reception room telling 
the salesman that they know his 
time is valuable and inviting him, 









we won't kee 
longer than . 


red this little folder tor 














was sent out in July, the most dis- relations. our company, its varione amt Jeu with 
eg men and prog ots, ius fivisions, key 
tant month from Christmas (when . — 
3 2 ¥ ou will , 
good will becomes so rampant as to and a — fenuinely courteous 
be almost commonplace, and some- pish that your ‘cal will pind ie 
‘ , ohtabi mutuall 
times takes rather questionable selves. a al company and to our 
: forms) to assure that no ulterior WALTER 
dy motive could be read into it. Patent  WALB, PRESIDENT 
oa attempts to create good will oc- 


casionally boomerang; to avoid this, 
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if he thinks he is waiting too long, 
to request the receptionist to con- 
tact his party again. 

The reception room is a ready- 
made display space for other good 
will building devices, such as in- 
teresting photo-murals of the com- 
pany’s plants and operations, or 
displays of its products and com- 
pany literature, all combining to 
give silent testimony as to the com- 
pany’s solidity and its pride in its 
work. 

The telephone can be an impor- 
tant means of communicating good 
will to the supplier and building 
good will on his part in return. 
The expression on a_ purchasing 
agent’s face is generally reflected 
in his voice. Does this get across? 
The thank-you note from a sales- 
man to a purchasing agent, shown 
in Figure 4, gives the answer, 


Relations with Associates 


Now shifting our sights to an- 
other important section of our 
“public’—our professional associ- 
ates—we can further company good 
will by working actively in the 
N.A.P.A. group and other 
business associations. There are 
many opportunities to state your 
company’s policies—for example, 
your insistence on high quality 
standards at a reasonable price. It 
is generally possible to invite the 
local chapter on a plant tour. Many 
associations have informative shows 
or exhibits in which each member 
displays his company’s products. On 
other occasions you, or one of your 
company officials, can be the guest 
speaker. 

Other ideas for promoting good 
will among your professional asso- 
ciates will come automatically once 
your thoughts begin to look in that 
direction. National and _ regional 
business publications are eager for 
constructive and informative ar- 
ticles. Your personal and company 
“by-line” on such features will 
bring additional prestige. 

There is also a good possibility 
that, at an Association dinner, the 
purchasing agent sitting next to 
you will be the same person inter- 
viewing your company’s salesman 
the following day. Your influence 
can roll out the carpet for him. 


Relations with the Public 


Finally, there is the general public 
to consider through the eyes of the 
purchasing agent who has given 
thought to crossbreeding ideas from 
publie relations into his purchasing 
activities. Fortunately for this pur- 
pose, training and aptitude puts the 
P.A. in a unique position to be of 
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James H. Thoburn 


December 8, 1954 


& as a salesman, I just want 


is is a real pleasure to talk 
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many people are gruff 
it takes less effort t 
You truly exemplify th 


rself. So 
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© be pleasant. 

e season of the 


to making your 
rst part of 


Cordially, 





im Thoburn 
Division: Mer. 
WADDELL & RUED 


Waddell & Reed, Inc. 


1012 Baltimore — Kansas City, Missouri 





Figure 4. This memo received by a Fort Wayne purchasing agent is evidence that a sincere 
effort to practice good public relations makes a real impression on the salesman. 


value to many organizations where 
his help will be recognized and wel- 
comed. 

For example, ten Fort Wayne 
purchasing agents conducted a sur- 
vey for the local chapter of the 
National Sales Executive Club, rat- 
ing salesmen who called on them. 
The conclusions were reported in 
the national publication, Sales 
Management, and full credit was 
given to the companies of the ten 
participating purchasing agents. 
(This appears in the box headed 
“How It Started” in Figure 2.) 

The local Chamber of Commerce 
can provide an excellent oppor- 
tunity to tell a story to the general 
public. Your chance might come 
during a sales managers’ meeting at 
which purchasing agents are in- 
vited to contribute suggestions on 
improving salesmanship. Be pre- 
pared to make a contribution to the 


thought of the meeting. You might 
say, for example: 

“Honesty is the most important 
quality we need from suppliers’ 
salesmen. Dependability and help 
in solving our problems are next. 
Your salesmen must understand 
that a purchasing agent’s basic at- 
titude towards his job is to ask 
himself, ‘What purchase will bene- 
fit my company the most?’ Other 
good qualities are: getting to the 
point quickly and clearly, courtesy, 
knowledge of product, and en- 
thusiasm.” 

A comment such as this cannot 
help but create good will. The meet- 
ing will be reported in the news- 
papers the next day; if your sug- 
gestions are good ones, and well 
expressed, you probably will be 
quoted, to the credit of your pro- 
fession and your company. 

(Please turn to page 350) 
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Photos by courtesy of Flintkote Co. and Borden Co. (Chemical Div.) 

The glue line or joint is often stronger than the material itself. In this magnified view of 
two pieces of plywood joined by an adhesive, the glue line (through center of photo) is 
noticeably more dense than the joined material and clings snugly to the wood due to greater 
polar strength of the molecules of the adhesive. 


Modern science has provided many new adhesives to select from, offering su- 


perior properties and greatly extending the applications of this method of joining 


... + but each one has special characteristics, so choice must be made with care 





Cover illustration shows varied 
methods of applying adhesives 
in modern industry, reflecting 
the wide range of uses that 
have developed with the avail- 
ability of new and better spe- 
cial purpose adhesives. (Cour- 


tesy: Flintkote Co.) 
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RIOR to World War I, there had 
been no significant advances in 
the field of adhesives for 4,000 years. 
They were almost entirely derived 
from animal or vegetable substances 
from hides and bones of animals 
or fish, animal blood, milk, starches, 
or certain gum-bearing trees. Of 
these, casein glues were the most 
durable—and the same type of glue 
was used by the ancient Egyptians! 
Many of these old type adhesives 
served well in the restricted uses 
of pre-war days. When they were 
inadequate, mechanical means were 
used for joining materials. Their 
principal limitations were: 

1. They could generally be used 
only for bonding porous materials 
such as paper, wood, textiles, or 
leather. 


2. Their shear strength was rela- 
tively low. (Example: 15 psi for the 
glue used in bonding inner sole 
leather to the outer sole in shoe 
manufacturing. ) 

3. Being of animal or vegetable 
derivation, they were subject to 
bacterial attack in humid heat. 

4. Generally, they were not water- 
resistant, so could not be used in 
applications where waterproof join- 
ing was a requisite. 

Then two world wars engendered 
necessities which were to mother 
extraordinary inventive progress in 
adhesives. The all-metal airplane, 
replacing the woodwork of earlier 
models, created new needs in metal- 
to-metal bonding. Fortunately, these 
needs synchronized with rapid ad- 
vances in chemical research into the 
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nature of long-chain molecules, 
which are the basis of modern ad- 
hesives and of plastics. Progress has 
been such that today the use of ad- 
hesives extends to the bonding of 
non-porous metals to one another, 
and of porous to non-porous mate- 
rials (e.g., wood to metal). The 
strength of metal-to-metal joints 
(up to 4,500 psi) is such that in 
many industries adhesives are re- 
placing the old techniques of screw- 
ing, riveting, bolting, welding, or 
soldering. In addition to the joining 
of metal sheets for aircraft skins, 
other heavy duty applications in- 
clude the bonding of brake linings, 
covering steel rolls with rubber 
sheets, mounting heavy machinery 
on vibration-damping pads, and the 
like. 

Today, instead of having a few 
types of glues suitable for limited 
applications, the purchasing agent 
has a choice of a wide variety of 
adhesives suitable for bonding al- 
most any type of material used in 
industry, and for almost any condi- 
tion of service. Many of the older 
type glues have been modified to 
make them resistant to water and 
bacterial action, and new adhesives 
have been created in the chemists’ 
test tubes that are by nature water- 
resistant and are in themselves 
death to any bacteria that dares at- 
tack them. 


Special Purpose Adhesives 


Because adhesives today have al- 
most universal application, the 
number of adhesives on the market 
is almost beyond computation, to 
meet every conceivable specific pur- 
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pose. Not only can the main types 
of adhesives be altered to meet dif- 
ferent end-use requirements, but 
most types can be made in several 
different forms—liquid, emulsion, 
solid, paste, etc.—for different meth- 
ods of application and varying tech- 
niques of production and fabrica- 
tion. 

To further complicate the pur- 
chasing agent’s problems of selec- 
tion, the different types or their 
modifications are often marketed or 
identified by a trade name, number, 
or chemical formulation which gives 
no clue to end-use, properties, or 
mode of application. 

It should be clearly understood 
that there are no all-purpose ad- 
hesives. There are only special pur- 
pose ones, which must fit the par- 
ticular functional uses and the mode 
of application contemplated. How- 
ever, within a group of special pur- 
pose adhesives, there is offered a 
choice of suitability so that in many, 
or most, cases, the buyer will find 
a range of products and a variety of 
supply sources to select from. The 
purpose of this article is to lay down 
some broad principles as a guide 
to sound selection. 


<@ Sawdust and other scrap materials were 


Fabricating techniques have been revolution- 
ized with new adhesives. This giant wooden 
pipe designed by Brooks Lumber Company, 
Bellingham, Wash., is glued with waterproof 
resin, without heat or pressure. 


VY Marine Works, Stamford, Conn. 


once considered sheer waste. Modern 
adhesives put them to useful work as the 
material for fabrication of pin balls, toilet 
seats, chip cores for flush doors, and a 
variety of other products. 


Seaworthy waterproof glue makes possible 
the ribless design and construction of 
this 17-foot cruiser, product of the Dean 


Some of the technical details en- 
tering into the functional end uses 
of adhesives are in the stratosphere 


of physiochemistry, such as _ the 
polarity or non-polarity of sub- 
stances. But there is one basic, prac- 
tical principle that the buyer should 
invariably and unequivocably insist 
upon. However lax he may be with 
other requisitions he must _ insist 
on getting the most complete and 
accurate information on what is re- 
quired of the adhesive to be pur- 
chased—as to materials involved, 
method of fabrication, and condi- 
tions of use—that the adhesive se- 
lected shall be suitable for the pur- 
pose. 


Durability 


Before enumerating in detail the 
properties that distinguish good ad- 
hesives from inferior ones (for 4 
given purpose) we should note one 
property that is fundamental—dura- 
bility. Not all substances that join 
others together under certain cir- 
cumstances can be classified as ad- 
hesives, otherwise even water would 
qualify. In the frozen state, water 
is a strong bonding agent. But its 
practical durability as an adhesive 
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is obviously 
scribed. 

Genuine adhesives acquire their 
bonding properties by “setting” from 
a liquid or viscous state. There are 
three general ways in which this 
setting takes place. The durability 
of the adhesive (and therefore its 
end use) is broadly governed by the 
mode of setting. 

1. Adhesives can set by a loss of 
solvent — water, alcohol, esters, 
ketones, etc. This type of adhesive 
is generally “reversible” in that, if 
given the chance, it will reabsorb 
the lost solvent and lose its bonding 
properties in proportion to the 
amount of solvent that is reab- 
sorbed. 

Therefore, adhesives whose set- 
ting properties are reversible by 
reabsorption of solvents are inferior 
if a bond of great permanence is 
required and conditions of service 
are severe. Materials bonded by a 
water solvent adhesive could not be 
expected to last long in damp or 
humid atmospheres or if exposed 
to wetting. 

2. Other adhesives set from the 
molten state, such as gelatin or 
bitumen-based adhesives. These too 
are reversible under the influence 
of heat, and are unsuited for appli- 
cations where permanence of the 
bond is a requisite, especially under 
conditions of high temperature. 

3. In a different category are ad- 
hesives that set by chemical change 
brought about in various ways—by 
adding a catalytic hardener to the 
adhesive, by heat curing, or a com- 
bination of both. The chemical 
change is generally irreversible. 
Consequently, such adhesives are 
capable of giving permanent bonds 


extremely  circum- 
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up to the limit of their inherent 
strength. And that strength can be 
very great indeed. 

Examples of these are the epoxy 
resin adhesives developed after 
World War II. Some of these de- 
velop bonds of shear strength up 
to 5,000 psi and withstand tempera- 
tures ranging from —60° to 350° F. 
Bonds made with such adhesives 
could withstand any normal climatic 
service conditions. 


Specific Properties 


Beyond this general requirement 
of durability, what are some of the 
specific properties to be considered 
in buying adhesives? 

1. Affinity. The adhesive must 
have affinity for the “adherend” or 
substance to be bonded. Some ad- 
hesives are excellently suited for 
binding certain substances but are 
quite unsuitable for others, This 
suitability depends largely on a 
physical property called polarity. 
Polar adhesives are suitable for 
binding substances with polar char- 
acteristics, and non-polar adhesives 
for binding non-polar substances. 
After the adhesive with the right 
polarity has been selected, the 
strength of the bond is inherent 
in the character of the adhesive. 

2. Modifying factors. Durability of 
the bond is also affected by any 
modifying conditions, In many cases, 
adhesives contain fillers or additives 
which contribute to the ease of ap- 
plication, tackiness, spreading quali- 
ties, extenders, and the like. While 
these are added for beneficial pur- 
poses, their other possible effects 
should also be considered. For ex- 
ample, synthetic resins 
which might in themselves be dur- 


certain 


able, could quickly deteriorate in 
binding strength by oxidatior. of 
fillers. 

3. Conditions of service. The end 
use is all-important, in the light 
of conditions that the bonded mate- 
rials are likely to encounter. Thus 
a wood adhesive might be ideal for 
dry, indoor use. However, if it were 
not water-resistant, the bond might 
quickly disintegrate if the product 
were put to use outdoors and be- 
come wet. This illustration empha- 
sizes the importance of getting com- 
plete information on proposed end 
use of the requisitioned adhesive. 

In general, the price of certain 
types of adhesives increases in pro- 
portion to their degree of water- 
resistance. Price savings that result 
in unsatisfactory performance under 
foreseeable conditions of use obvi- 
ously represent unsound purchas- 
ing. It should be equally obvious 
that the purchasing department 
would not be discharging its func- 
tion efficiently if it purchased the 
more expensive water-resistant ad- 
hesive for indoor applications when 
a lower cost, non-water-resistant 
type would give equally strong, dur- 
able service. 

The same considerations apply to 
the selection of heat-resistant ad- 
hesives. 

4. Resistance to bacterial attack. 
Again, the end use of the bonded 
product directs the degree to which 
this property should be present in 
the adhesive. For example, ad- 
hesives used for joining materials 
in forming components of products 
destined for the tropics, where the 
high heat and humidity are ideal for 
bacterial growth, must be highly 
immune to attack. Rather than the 
natural protein glues which invite 
bacteria, synthetic resin glues( some 
of which, like the formaldehyde 
type, are actually toxic to low forms 
of life) should be procured and 
used, 

5. Shelf life. Some adhesives, espe- 
cially liquid synthetic ones and those 
having highly volatile solvents, are 
limited as to the length of time they 
can be held in storage without de- 
terioration. In ordering large quan- 
tities, it is important to know that 
the rate of consumption will be 
equated to the speed at which the 
adhesive ages in storage. 

6. Flexibility. It is important to 
know whether the adhesive is to be 


(Please turn to page 342) 


83 

















Getting complaints? Making complaints to your suppliers? 





FACTS 


are your strongest ally 


By Cason Rucker, Sales Engineer, Louisville Drying Machinery Unit, General American Transportation Corp., Louisville, Ky, 


NE of the toughest hurdles that 

both salesmen and purchasing 
agents have to overcome is that of 
factory and technical departments 
who feel that they have not been 
treated fairly in some phase of a 
purchase. Such a feeling can negate 
buckets of sweat and hours of effort 
conscientiously spent in soliciting an 
order and arriving at a valid pur- 
chasing decision. 

Last year a large corporation 
spent $50,000 for a special processing 
machine to be installed at its Cin- 
cinnati plant. The customer’s cen- 
tral engineering department in Chi- 
cago had recommended the pur- 
chase to the Cincinnati purchasing 
agent on the sales engineer’s guar- 
antee that it would do the work. 
The machine was a new develop- 
ment in that industry. Consequently, 
in going along with it, three necks 
were stuck way out—the sales 
engineer’s, the Chicago chief engi- 
neer’s, and the purchasing agent’s. 

A few weeks after installation, the 
Cincinnati p.a. phoned the sales 
engineer: 

“What’s the matter with your 
equipment? Our operator reports 
that the interior can’t be cleaned, 
and is so gummed up that the ma- 
chine can run at only half capacity. 
Management is screaming for pro- 
duction, and Chicago is fit to be tied 
for taking a chance on you.” 


Getting at the Facts 


The obvious answer for the sales- 
man “on the carpet” was to promise 
. to be on the job in overalls for first 
hand inspection the next day. In his 
sales presentation he had promised 
good service. Now, as his company’s 
front man, it was up to him to dem- 
onstrate that his words had not been 
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mere “campaign promises”. He 
hopped a plane that night. As he 
walked into the factory early the 
next morning, the plant engineer 
passed by and jumped all over him 
with the same story. 

A 30-minute inspection showed 
that the machine was clean. Yet 
everybody had protested that it 
was dirty, for if it wasn’t fouled up, 
why shouldn’t it perform to capac- 
ity? The operator was somewhat 
taken aback by the proportions to 
which his offhand complaint had 
ballooned. But there was the low 
production record, still unexplained. 
The foreman had another answer: 
production was only half of what it 
should be because the undersized 
feed motor would not take any 
more without kicking out. 

Everyone’ enthusiastically ac- 
cepted the new basis for complaint 
—except the salesman, who was still 
unconvinced. But he didn’t feel that 
he was in a position to force the 
issue then and there. Too many 
authoritative misstatements had 
been made by people who were 
professionally bound to justify their 
own reasoning; there were too many 
ingredients present that could cause 
a nasty situation all around. It 
wasn’t his job to prove the others 
wrong, but to satisfy the customer 
and lay the groundwork for addi- 
tional sales. The tactful way, he de- 
cided, was to take responsibility for 
the apparent design miscue and 
promise a larger replacement mo- 
tor. 

Three days later, the purchasing 
agent wrote him saying that the 
maintenance department had de- 
cided to “take care of the motor 
situation themselves, and told him 
to forget the whole matter, since 


everything was now in good shape, 

At the first opportunity, the sales 
engineer returned to the scene of 
his downfall. He found the produc- 
tion superintendent in a cheerful 
mood. 

“The new motor works OK?” 
“Oh, we didn’t need it. We did a 
little experimenting—raised the feed 
rate little by little to see what 
would happen, and first thing we 
knew, we were right where you 
said we would be. I don’t know how 
those screwball rumors got started, 
but everybody sure accepted them 
as gospel truth. Man, oh man! 
Weren’t those the wierdest ex- 
planations you ever heard?” 

The salesman lost no time in squar- 
ing himself with the purchasing 
agent, who hadn’t heard the sequel 
to the story. He in turn cleared 
with Chicago engineering, who were 
glad to get the production depart- 
ment off their backs. No feelings 
were rumpled, no one had to stand 
on his principles, and now the 
episode is treated as a big joke. 
In due course, there were orders 
for, additional equipment. But 
maybe everybody concerned secret- 
ly wishes that he had taken the 
trouble to get the facts before the 
complaints and rumors started. 


Squelch Rumors Promptly 


No conscientious businessman 
needs to fear the facts. They are 
his strongest ally, even—or especi- 
ally—when a mistake is involved. 

Our shoemaker has a sign on the 
wall: ‘If you like my work, tell 
others. If you don’t, tell me.” And 
he means it. In ten years at that 
location, he has re-done perhaps 
one job every six months—and how 
he loves to talk about his occasional 
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“boner”! He is known as a quality 
workman and a man of integrity. 
He is constantly selling his service 
philosophy, and it keeps the worn 
shoes coming back to him. He sees 
to it that his mistakes are shaken 
down to the bare truth, with no em- 
bellishments of gossip. This ele- 
mentary working relationship is ap- 
plicable to buyer/seller relationships 
at all levels. 

More drastic was the action of 
the manager of a St. Louis restau- 
rant, famous for its steaks. When 
a fat patron loudly complained 
about the size of the portion set 
before him, the manager in high 
dudgeon brought in a double por- 
tion and made the customer eat it. 
He almost choked, but got it all 
down somehow—and didn’t eat 
again for two days. The would-be 
gourmand was just trying to be 
funny, but the manager knew that 
others were listening and that he 
had to top a negative act with a 
bigger positive one. The _ story 
spread, with many a_ chuckle. 
Nothing was lost in the way of 
precedent, since most people can 
hardly eat all of a normal portion 
anyhow. Yet, if the “loud mouth” 
had been allowed to get by with 
his performance, it would have been 
no time at all before derogatory 
rumors would have been flying to 
the effect that the renowned steak 
house was turning into a bunch of 
skinflints. 


Whose Mistake? 


Lots of other incidents could be 
cited—almost all of them “excep- 
tions’ when you get down to the 
facts, but they do illustrate an 
important point. 

A Philadelphia housewife, with 
indignation in her voice, phoned 
a furniture salesman who had just 
sold her a walnut veneered bed- 
room suite. “Come and take it back, 
it’s imperfect.” 

That evening the salesman ap- 
peared at her house with the furni- 
ture refinisher. “See!” she shrieked. 
By looking hard, they noticed a 
little mark on one corner, made 
when the bureau was. carried 
through the narrow doorway. A 
quick rub with the polishing cloth 
removed it. But right in the middle 
of the bureau top was a horrible 
burn, right through the veneer. 
The refinisher offered to try to help. 

“No, it won’t be so bad. I'll just 
put a lamp over it. My cigarette 
fell off the ash tray this morning 
without my noticing it. My husband 
was wild, but he'll get over it. 
But, by golly, if you hadn’t come 
Over tonight I was going to send 
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it back because of what your care- 
less delivery men did.” 

It doesn’t take much imagination 
to find a parallel in the complaints 
that some departments send to their 
own purchasing people. She was 
sincere. Her own error meant ab- 
solutely nothing to her. She felt 
that she was entitled to sympathy 
and rectification, and she was deter- 
mined to get it. When the seller 
showed a disposition to correct his 
own minor fault, she was willing 
to face the facts of her own re- 
sponsibility. 

Of course, one doesn’t have to 
be a salesman or a purchasing agent 
unless he wants to, but to be suc- 
cessful at either job, one has to 
be continually and tactfully seeking 
facts and sifting motives. 


Fears Are Worse than Truth 


A bearing engineer in Cleveland 
received a phone call from his com- 
pany’s purchasing agent one Satur- 
day morning, reporting that a hot 
bearing was about to set a barn in 
Alabama on fire. The only informa- 
tion available was that the bearing 
was used on a fan to dry wet hay, 
and that it was running hot. The 
complaint had been relayed to the 
dealer, and then to the company’s 
non-technical Alabama sales rep- 
resentative, who had somewhat in- 
coherently reported the trouble by 
long distance phone the night be- 
fore, with visions of the barn mo- 
mentarily bursting into flame. 

Rather than waiting until Mon- 
day, when normal service routine 
could have taken over, the engineer 
flew to the nearest city, where the 
farmer met him and rushed him 
to the barn in question. The bearing 
was warm, but not dangerously hot. 
A little lubrication would probably 
have fixed it, but as a precaution 





“I'm afraid, sir, that | was a little over- 
enthusiastic, and you sure were more than a 
little over-optimistic.” 


he changed it for a spare that he 
had brought with him. The owner 
was relieved. He admitted that he 
might have been over-anxious, but 
he didn’t know—and after all, it 
was his barn and his hay crop 
that were at stake. The prompt 
action had added another brick to 
the solid wall of reputation for 
both the bearing and the fan com- 
pany. 

If, after the initial warning, 
something had happened to the 
barn, the suppliers would have been 
blamed regardless of the cause, and 
no one could have convinced users 
in that area to the contrary. Again, 
the truth was not devastating. 
When faced immediately, it was 
easily handled. The manufacturer 
profited from the experience too. 
More explicit instructions were 
made up to accompany subsequent 
installations, and copies were mailed 
to existing jobs. The bond between 
seller and purchaser is now stronger 
than ever. 


A Working Policy 


Some companies require their 
salesmen to make out a formal com- 
plaint report form in every case 
where trouble arises with a cus- 
tomer. It is a good way of getting 
at the facts, which have to be de- 
termined and faced before the form 
can be filled out. Having the facts, 
the troubles tend to disappear. 
Sometimes the complaint isn’t as 
serious as it first appeared. Some- 
times, with the facts, an apparent 
crisis solves itself, or can be settled 
without recourse to the Supreme 
Court at the Home Office. Some- 
times, the facts are a salutary warn- 
ing to the salesman to avoid making 
rash promises in the future. Some- 
times, when the trouble is more 
serious, the facts are the means 
by which necessary remedial action 
can be taken quickly and positively. 

Somewhat the same _ situation 
exists for the purchasing depart- 
ment, which must cultivate the 
confidence and cooperation of the 
departments for which it buys, just 
as the salesman cultivates a cus- 
tomer, for a sound and lasting rela- 
tionship. 

Remember these two maxims: 

Get on a complaint promptly, 
while it is new, and before it has 
a chance to fester and grow. 

Get the facts. Determine the truth, 
one way or another, and stay with 
it until it is settled. 

If you can add tactful handling 
to these principles, complaints need 
hold no terrors for you. They may 
even be the beginning of a beauti- 
ful friendship. 
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HEN The American Tobacco 

Tobacco Company moves its 
general offices into New York’s 
newest skyscraper next year—the 
mammoth building now rising on 
42nd Street, diagonally across from 
the Grand Central Terminal—it will 
be leasing an area 25% larger than 
it actually needs at the present 
time. 

This extra space is but one in- 
dication of the confidence with 
which top management at American, 
headed by Paul M. Hahn, President, 
looks to its own future—one of 
continued expansion and continued 
leadership in the tobacco industry. 

Purchasing—which in its daily 
work carries out in practice the 
well known company principle that 
“Quality of Product is Essential to 
Continuing Success” —has already 
prepared itself to join in and con- 
tribute to this expansion. The office 
layout has been blueprinted for ef- 
ficient operation and with room to 
grow. 

Its “design for growth” is based 
on three factors needed for the suc- 
cessful operation of a buying de- 
partment: 

Maximum 
ciency; 

Availability of trained personnel 


organizational  effi- 
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as required; and 

Simplification of routine. 

The organizational arrangement 
detailed in the chart herewith pro- 
vides for an administrative staff to as- 
sist the Vice President—Director of 
Purchases, Richard J. Boylan. This 
plan, designed by Mr. Boylan and 
tested before adoption provides 
adequate management of the pur- 
chasing department at all times as 
the company expands. It is com- 
posed of two sections. The Com- 
modity Buying Section of the ad- 
ministrative staff includes the As- 
sistant Director of Purchases and 
the two next senior executives of 
the department. In addition to their 
supervisory duties, they are re- 
sponsible for coordinating the ef- 
forts of the buying staff with all 
other branches, departments, plants, 
and subsidiaries of the company. 
The Personnel Section is responsible 
for office management, which takes 
in selecting, training, and super- 
vision of all clerical, secretarial and 
similar personnel other than buyers. 

A glance at the organization chart 
shows how the supervisory func- 
tion of the administrative staff is 
set up. Principal commodities pur- 
chased by the company are classi- 
fied in six groups; buyers and as- 
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sistant buyers are specifically as- 
signed to handle purchases accord- 
ing to this classification, as indicated 
by the number appearing to the 
right of their respective names on 
the chart. Members of the adminis- 
trative staff are similarly assigned 
to supervise buying activities by 
commodity groups, each man hav- 
ing the responsibility for two groups, 
as shown by the members in the 
box at the left of the upper tier on 
the chart. 

In addition, the Commodity Buy- 
ing Section has these duties: super- 
vision of the development and train- 
ing program; scheduling periodic 
inspection visits by buyers to prin- 
cipal sources of supply; following 
through on all complaints on com- 
modities or services purchased; see- 
ing to it that proper reports on all 
complaints and visits to suppliers 
or plants are made to the Vice 
President—Director of Purchases; 
maintaining satisfactory supplier re- 
lations; making recommendations 
for policy and procedure changes. 

Principal duties of the personnel 
section are: setting up job descrip- 
tions and qualifications; maintaining 
all records of the department; inter- 
viewing and screening all appli- 
cants for clerical positions; issuing 
necessary instructions for carrying 
out all paper work; coordinating 
clerical procedures with accounting 
department procedure in accordance 
with New York office policy; pro- 
viding proper layout and equip- 
ment for the clerical force. 


Training Buyers 


American’s training 
aimed basically at building re- 
placements and trained additions 
for the buying staff. Whenever pos- 
sible, candidates for the post of as- 
sistant buyer are chosen from per- 
sonnel of the department. They are 
called junior assistants and assigned 
to the buyer in charge of the com- 
modity division for which they ap- 
pear best suited. 

After an indoctrination period un- 
der the close personal supervision 
of the buyer, the junior assistant 
may be recommended by the buyer 
for further training. These are some 
of the points on which he is judged: 

Will he make a worthy repre- 
Sentative of the company in his 
contacts with suppliers? 

Is he capable of rendering prompt 
decisions? 

Is he able to use common sense? 

Does he have good judgment and 
foresight? 

Is he tactful (does he do the right 
thing at the right time)? 


program is 
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Only the wooden 
Indian is missing 
from this complete 
retail store adjoin- 
ing the purchasing 
department. The 
store is used to 
pre-test the ad- 
vertising and mer- 
chandising effect 
of the various dis- 
plays and counter 
cards bought by 
the department, 
and to work out 
set-up instructions 
for salesmen in the 
field. 


Does he have possibilities of be- 
ing developed as a future executive? 

Once it’s clear that the trainee is 
good prospective buying material, 
he is named an Assistant Buyer in 
Training, and sets out on a two- 
year training period. 

Vendors play an important part 
in American’s buyer training, since 
each trainee spends part of the 
period in suppliers’ plants. Where 
practicable, suppliers for his par- 
ticular division are asked to give 
the trainee an abbreviated version 
of the training they would give their 
own sales or production people to 
provide them with a practical work- 
ing knowledge of the commodities 
they produce. 

Whoever is in charge of training 
at the supplier’s plant is asked to 
give a frank opinion of the train- 
ee’s reaction to training; to offer 
suggestions that might improve his 
training; and to comment on any 
special aptitude of the trainee ob- 
served by any personnel in the 
plant. 

In addition to his work in the pur- 
chasing department, and his train- 
ing at suppliers’ plants, the trainee 
is expected to visit American’s 
manufacturing plants to see the ac- 
tual use of the commodities he will 
be buying. Thus, during his training 
he will see the complete operation 
from raw material in the supplier’s 
plant to its final use in his own 
company’s factories. 

This continuing training program 
has given American a good source 
of supply for trained buyers, it has 
greatly increased understanding and 
cooperation between the company 
































































and its vendors, and it has estab- 
lished good coordination between 
purchasing and divisions it, serves. 

A typical result of this training 
program is the experience of one 
trainee during his visit to a con- 
tainer manufacturing plant. When 
his trip was completed, the plant 
manager gave him a set of specifi- 
cations supposedly received from a 
customer with a request for a 
sample. He was asked to make up 
the sample. To the trainee’s surprise, 
the sample he produced was a 
“Lucky Strike” container, which 
was checked and found to measure 
up accurately with a “Lucky” con- 
tainer from the production line. 

Mr. Boylan started with the com- 
pany at 14, and received training 
in the legal department and the 
Secretary's office. As head of pur- 
chasing, he has been aware of the 
need for trained replacements for 
his staff, and set up the program to 
meet the need. As a means of de- 
veloping not only good buyers, but 
prospects for other important com- 
pany positions, it receives his special 
attention. 

American’s purchasing depart- 
ment has protected itself against the 
confusions and frustrations that 
often occur in any group during a 
period of expansion. Regular pro- 
cedures have been established and 
instructions for carrying them out 
in the fastest and most efficient 
manner have been simply and clear- 
ly set forth in the “Purchasing 
Department Manual of Policy and 
Procedure.” The attractively bound 
and printed book has 31 pages of 
explanations and instructions, and 
30 exhibits of the actual forms used 
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Members of the purchasing department are re- 
quired to make periodic visits to the company’s 
plants. In this way they get to know the meth- 
ods and conditions under which the commodities 
they purchase are used. Visits also permit them 
to follow up complaints in’ person and receive 
comments and suggestions from operating peo- 
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din ; ple. A form report is required on each visit. 
= ' ~<a Date — Reverse side of the form is used to record per- 
— sonal follow-up and disposition of questions 
Saheovie by * . raised and recommendations made. After this 
action has been taken and recorded, the report 
COMMODITY SUPPLIER COMMENTS is submitted to the Vice President—Director of 
Purchases. 
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Miscellaneous Commodities 
Adhesives 


a Bags 








Chemicals The purchase record for each commodity is car- 
Shade Cloth ried on a 934 x 11” heavy ledger sheet, ruled on 
a Other Items both sides to provide space for 60 order entries. 
aa The heading lists alternative approved vendors 
and a complete ordering description of the item. 
wall 

ba in all American’s buying operations. At the very beginning, and all must immediately realize the neces- 
Some of the text and a number’ through the Purchasing Department sity of a sound, forward-looking 
of the forms appear in college text Manual at American Tobacco Com- _ policy to guide us wisely in mak- 
. books on purchasing. pany there is strong emphasis on ing these expenditures. Our com- 
= Responsibilities within the cleri- the word “quality.” That idea of pany’s insistence upon the highest 
_ cal force are clearly defined, and quality extends not only to the standards of quality in all its prod- 
representation of the personnel sec- company’s products, but in a sense _ ucts, through every stage of opera- 
O tion on the administrative staff as- to its method of operation and its’ tion, has gained for us an enviable 
ra sures that procedures and paper relationships with its customers and reputation. We, in the purchase of 
work get consideration from the suppliers. Purchasing’s attitude to all commodities, must at all time 
c top levels of the department. this concept of quality, and to the maintain that reputation. . . It is 
i This organization of routine and part it is expected to play in the the task of the purchasing depart- 
"7 clear understanding of who does expansion of the company issummed ment to have on hand at our plants 
what—and how—and why—has re- up in this statement of general and departments an uninterrupted 
duced to a minimum the time policy taken from the manual: supply of commodities when needed. 
needed to develop a good clerk, in- “When we consider the enormous Our ideal should always be to 
= Voice checker, order typist, or other amount of the company’s monies buy highest quality commodities 

/S5 clerical personnel. we are called upon to spend, we at the lowest price.” 
ING Aprit, 1955 SY 











Uncle Sam's Buyers 
Have a ‘Blacklist’ 


By Arthur S. Miller, Professor of 


HOUGH they may be fully qual- 

ified and ready to do the job 
for the least price, no: all American 
business firms are eligible to re- 
ceive federal contracts. Procure- 
ment officials, in the administra- 
tion of the buying program of 
the government, use a system of 
“blacklisting” certain concerns which 
fail to meet prescribed standards 
of conduct. Through that system 
contracts are denied such concerns 
for what may, broadly, be consid- 
ered ethical reasons. 

Generally speaking, although sub- 
ject to some qualification, govern- 
ment contracts are awarded only to 
that “responsible bidder” whose bid, 
price and other factors considered, 
appears to be the most advantageous 
to the government. The “other fac- 
tors considered” include the finan- 
cial capacity of the bidder, his 
physical plant and work force, his 
experience and demonstrated know- 
how. The principal idea is simple: 
Uncle Sam, particularly when buy- 
ing supplies for the military ser- 
vices, is interested in insuring timely 
delivery. The concept of respon- 
sibility of bidders is one designed 
to make reasonably sure that the 
agency gets the required items both 
on time and with the desired quality. 


A Drastic Weapon 


The broad aspects of the criteria 
for responsibility used by federal 
procurement officials are :airly well 
known. Not so widely realized, how- 
ever, is that facet of the responsible 
bidder concept which leads to the 
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Disqualification of certain bidders. for cause, may be proper, 


and even essential to the public interest, to maintain the 


integrity of federal procurement 


action should not be taken 


arbitrarily, in 


.. but such drastic 
secret, in 


violation of accepted trade and legal standards of fair play 


Law, Emory University 


practice of placing business firms 
on the “blacklist.” Since it is a 
potent weapon, so much so that, as 
expressed by the Attorney General’s 
Committee on Administrative Pro- 
cedure, “its imposition may destroy 
a going business,” an exposition of 
the details of its makeup and ap- 
plication should be of interest to 
firms which either now or poten- 
tially are contractors for the fed- 
eral government. This is particu- 
larly true when one recognizes the 
key position those purchases have 
in the American economy. As the 
largest buyer in the nation, the 
federal government plays an ex- 
tremely influential role: its pur- 
chases have effects far beyond that 
of any business concern or com- 
bination of concerns. 

At the outset it should be pointed 
out that the blacklist is a device 
used by procurement officials to 
deny contracts to firms which may 
be fully qualified but which have 
breached certain statutes or regu- 
lations. More than that, firms on 
the list do not even receive an in- 
vitation to bid or a request to make 
a proposal. They are cut completely 
out of the buying picture. To the 
extent, thus, that a company’s finan- 
cial well-being is dependent upon 
government work, it can readily 
be seen that being so listed has ex- 
tremely serious ramifications. It 
may mean the difference between 
life or death financially. And even 
if it does not have that dire effect 
because of loss of revenue from the 
government, the action, if it becomes 


known in the business world, often 
causes the reputation of the firm 
to be adversely affected. 


Reasons for Debarment 


If, then, blacklisting is a practice 
which does take place, the next 
question is how and when is it done? 
In other words, what standards have 
been established to guide the pro- 
curement officials? A second ques- 
tion is also of importance: What 
can the firm affected do about it, 
either before or after finding that 
its name is 9n the list? 

There are two general situations 
which, if they occur, will result in 
adding a firm’s name to the black- 
list. (Perhaps it should be noted 
here that the term, “blacklist,” is 
one not normally used in official 
circles; but since it is a colloquialism 
which is both widely known and 
fairly descriptive, it is used in this 
article as a catch-all term. Other 
more precise terms, used in admin- 
istrative practice, are mentioned 
below). 

In the first place, firms are denied 
contracts as a penalty for having 
violated some federal statute—chief- 
ly, certain labor laws. In this case 
the blacklist is used as a sanction 
to help force adherence to those 
statutes. And in the second place, 
firms are placed on the list because 
of irregular dealings of some type in 
connection with a government con- 
tract. 

One aspect of this second category 
deserves special emphasis: Some 
companies are blacklisted for being 
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merely suspected of such irregular 
dealings. Briefly, then, the blacklist 
is used by Congress as an enforce- 
ment sanction for certain of its 
statutes and used by the procure- 
ment agencies in an effort to insure 
the integrity of the procurement 
process. 

The Statutes which Congress has 
singled out for this attention are 
the Walsh-Healey Public Contracts 
Act, the Davis-Bacon Act, and the 
Buy American Act. In addition to 
those, however, there are eight 
other statutes for the violation of 
which blacklisting penalties attach. 
This was done through administra- 
tive action of the Secretary of Labor 
acting under general authority 
granted to him by Congress. In- 
cluded are the Eight-Hour Law, the 
Copeland “Anti-Kickback” Act, the 
National Housing Act, the Hospital 
Survey and Construction Act, the 
Federal Airport Act, the Housing 
Act of 1949, the School Survey and 
Construction Act of 1950, and the 
Defense Housing and Community 
Services Act of 1951. An imposing 
list, one wide enough to affect a 
great many American business con- 
cerns. 

The Walsh-Healey Act is typical 
of statutory blacklisting. It was 
passed in 1936 in an attempt, as 
one commentator put it, “to salvage 
a few feathers from the tail of the 
Blue Eagle”’—the NRA having been 
declared unconstitutional by the Su- 
preme Court shortly before. Its 
chief purpose is to prescribe stand- 
ards for the working conditions of 
those employed by certain of the 
contractors of the federal govern- 
ment. It is one of a group of similar 
statutes designed to require those 
who would sell to the government 
to meet minimum conditions of em- 
ployment, and by its terms it is 
applicable to “supply” contracts 
(that is, for goods, not services) 
when the contract price is at least 
$10,000. 

Under that Act, the Secretary of 
Labor has authority to investigate 
and seek out violators. When a vio- 
lation is established, he may notify 
the procurement agencies through 
the medium of a published list, with 
the result being that “no contract 
is to be awarded” for a period of 
three years. Additionally, the Sec- 
retary may make an evaluation of 
business enterprises in order to de- 
termine whether they are either a 
“manufacturer” or “regular dealer” 
within the terms of the Act. Those 
which do not meet prescribed stand- 
ards for those categories are also 
added to the list. 


The other statutes mentioned 
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You might reasonably expect to be disqualified 
from receiving government contracts 


. for serious or willful unsatisfactory performance on previous contracts; 


. . for violation of contractual covenants; 


. for conviction of fraud or criminal offense in obtaining or performing 


a government contract; 


. for non-conformance with specified federal statutes: 


i.e., _Walsh-Healey Public Contracts Act 


Davis-Bacon Act 
Buy American Act 
Eight-Hour Law 


Copeland “Anti-Kickback” Act 
Hospital Survey and Construction Act 
School Survey and Construction Act 


Federal Airport Act 
National Housing Act 
Housing Act of 1949 


Defense Housing and Community Services Act, 1951 


But you may also be debarred 


. merely on suspicion of irregular dealings, without proof 


You may not know that you have been debarred 


. suspended firms are not notified of the charges, nor even of the fact 


of suspension; 


. contracting officers are not permitted to discuss the matter; 


. Department of Defense will not even disclose the number of firms de- 


barred 


Debarment is practiced without either 
general or specific authority 


Fundamental standards of fairness would seem to demand: 


. an end to unnecessary secrecy and arbitrary decisions; 


. an opportunity to refute unsubstantiated charges by due process of 


law; 


. an official judicial ruling concerning present practice 
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above operate in much the same 
fashion. In all except the Buy 
American Act the Secretary of La- 
bor is the official charged with the 
responsibility of compiling the list 
of contractors ineligible to receive 
awards. (The technical term in this 
category of barred firms is “in- 
eligible” and it is that term which 
is used in, for example, the Armed 
Services Procurement Regulation in 
lieu of “blacklist.” 

“Debarment” is the technical word 


used to denote those concerns added 
to the disqualified list which have 
been convicted of fraud or some 
other criminal irregularity in con- 
nection with a contract. Here, con- 
trary to the situation regarding in- 
eligiblity, Congress has not given 
its express approval to such a pro- 
cedure. However, through a dele- 
gation of authority to the General 
Services Administration by which 
that agency is empowered to publish 
rules governing procurement by 
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federal agencies, a regulation has 
been published providing for dis- 
qualifying firms in instances where 
direct statutory authority does not 
exist. 

This regulation, entitled “Debar- 
ment of Bidders,” is the key docu- 
ment on blacklisting since it gathers 
into one publication all of the black- 
list data and in turn authorizes 
agencies to establish, maintain and 
distribute such lists. (It should be 
compared with General Services 
Administration regulation, setting 
out rules on contingent fees against 
the “five-percenter” in the award 
of federal contracts. For a discus- 
sion of this regulation see the ar- 
ticle by A. N. Wecksler in Pur- 
CHASING, March, 1953.) 

After noting the statutory bases 
for ineligibility (listed above) the 
regulation provides that “entry shall 
be made on the debarment and in- 
eligible list of firms or individuals” 
that an “executive agency deter- 
mines to debar administratively”; 
later, provision is made for the 
standards to be met before any such 
debarment can be accomplished. 
These include conviction of a crim- 
inal offense in obtaining or per- 
forming a government contract, con- 
viction of violation of the antitrust 
laws arising out of submission of 
bids or proposals, a serious or wilful 
failure to deliver on a previous con- 
tract, or a history of unsatisfactory 
performance on previous contracts, 
or violation of the contractual cove- 
nant against contingent fees. 

Contracts, accordingly, are regu- 
larly refused by federal officials to 
firms falling into either of the two 
categories noted above: ineligibility 
or debarment. More than that, the 
officials refuse even to solicit a pro- 
posal or to invite a bid from those 
firms. In appropriate cases they will 
even go further and either withhold 
payment on existing contracts or 
cancel those contracts. This weapon 
in the hands of the procurement 
officers is an awesome one indeed: 
as it has cogently been observed. 
“The withholding of government 
business may be an _ exceedingly 
drastic, if not altogether ruinous 
penalty.” 


Bidders Recourse Limited 


One would think, in view of the 
harsh possible effect on firms 
thought to come within the restric- 
tions of any of the blacklisting prac- 
tices, that care would be taken to 
insure that a firm is not put on the 
list by mistake or through inadvert- 
ence. In other words, there would 
seem to be a requirement, if ele- 
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mentary standards of fair play (i. e. 
“due process” of law) were to be 
adhered to, that the firm be notified 
of charges against it and that it be 
given a chance to refute those 
charges and to present evidence in 
its behalf at some hearing. 

That, speaking generally, is true 
of the ineligible and debarment pro- 
cedures of federal purchasing agen- 
cies. Both the Secretary of Labor’s 
regulations and those issued by the 
General Services Administration 
provide for administrative  safe- 
guards which go far to prevent ar- 
bitrary or ill-considered action on 
the part of the government. This 
administrative machinery prevents 
taking action in secret and affords 
the firm affected a procedure con- 
sistent with the constitutional re- 
quirements of due process of law. 

But in the third category of black- 
listed firms—those under “suspen- 
sion” for suspected but unproved 
irregular dealings—no such proce- 
dural safeguards exist. The firm is 
suspended without being notified 
either of the charges against it or 
—more importantly—of the suspen- 
sion action itself. It thus has no 
opportunity to contest the charges 
or the evidence against it; it is 
almost literally completely in the 
dark. In the military services, for 
example, only the Secretary of the 
department or his authorized rep- 
resentative can even discuss the 
matter with the firm’s representa- 
tives! 

Acting under a catch-all provi- 
sion in the Debarment of Bidders 
regulation of the General Services 
Administration but without any au- 
thority expressly or impliedly grant- 
ed by Congress, the military de- 
partments suspend contractors for a 
“temporary period pending the 
completion of invesiigation and such 
legal proceedings as may ensue.” 
It takes no great imagination to 
visualize that the “temporary” pe- 
riod could soon become more like 
an “indefinite” length of time, the 
notorious slowness of the judicial 
process being what it is. The same 
‘estrictions as for debarred contrac- 
tors are imposed: no bids or pro- 
posals are solicited, no awards are 
made, and payments may be with- 
held. Even more (and as for de- 
barred firms) subcontract awards 
will be disapproved in instances 
where the government has retained 
in its prime contracts the right 
of subcontract approval. 

All of this is done in secret and 
the firm affected not only has no 
chance of contesting the action; it 
only accidentally learns that it has 
been taken. About the only recog- 





nition given to the far-reaching ef. 
fect of such administrative action 
is that appearing in the Armed 
Services Procurement Regulation 
admonishing procurement officers 
that suspension is “a _ drastic 
action which must be based upon 
adequate evidence rather than mere 
accusation”, and stating the purpose 
of suspension as being that of 
“protecting the interest of the gov- 
ernment and not for punishment.” 


Procedure Needlessly Harsh 


The questions raised by such a 
procedure are readily seen: Is it 
fair? Is it necessary? Does it go too 
far? 

First, is it necessary to protect the 
interests of the government (i.e., the 
interests of the public)? To answer 
that it must first be ascertained 
what interests are involved. The 
first and primary interest is that of 
insuring the integrity of the pro- 
curement process. That, of course, 
is vitally important—the billions 
being spent must be spent properly, 
the public’s money must be han- 
dled as a public trust. Therefore, it 
cannot reasonably be argued that 
the government should not take all 
means necessary to maintain high 
standards in the procurement 
process. But, even so, that does not 
mean that secrecy should prevail 
or that the firm affected should not 
be made aware of the situation. 

Another interest is that of pun- 
ishing law-breakers: it is said, in 
this connection, that divulging a 
suspicion of irregularity will tend to 
compromise a later prosecution and 
that, accordingly, law-breakers may 
go scot free. Additionally, it is said 
that the party will get his chance to 
give his side of the case when the 
matter gets into court. But that type 
of argument ignores the present 
serious financial hardship and also 
the fact that in other similar situa- 
tions secrecy was not the rule. Dur- 
ing‘ the war, for example, violators 
of OPA regulations were suspended 
but such action was taken entirely 
in the open and a full administrative 
hearing given the affected party. 

Finally, it is argued that the pro- 
curement program would be ham- 
pered by being delayed, that ob- 
taining vitally needed items would 
be held up pending resolution of the 
suspension action. But that, to0, 
does not hold water: there is no 
reason why the establishment of @ 
system of fair play need add much, 
if anything, to the already greatly 
drawn out procurement process. 

So the answer must be that there 

(Please turn to page 352) 
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A short course in... 


By Alston Rodgers, 

Illuminating Engineer 

G-E Lighting Institute 

Lamp Division, General Electric Company 
Nela Park, Cleveland, Ohio 


as told to Bob Gasker 


HAT do you as a purchasing 
W seen: want when you buy 
lamp bulbs? I believe you want the 
same thing you do when you buy 
anything else. You want to get the 
most for your money everything 
else being equal. 

But there are a couple of points 
you probably forget when you buy 
lamp bulbs. You forget that when 
you buy lamp bulbs you have 
automatically committed yourself to 
some other expenditures. You are 
going to spend money for electricity 
to operate the lamps, and you are 
going to have to pay someone to 
change them when they burn out, 
so there is also a labor cost in- 
volved. What you really want is 
the most light for these three ex- 
penditures: lamps, electricity and 
labor. This is presupposing, of 
course, that you have a lighting sys- 
tem installed and that you are in- 
terested in what kind of lamps you 
are going to buy. 

Take the incandescent lamp for 
example. Every dollar you spend for 
light from incandescent lamps is 
divided about like this; 90% for 
electricity, 3% for labor, and 7% for 
lamps. Although lamps cost only 
7% of the total, remember that 
they determine how much value you 
Set from the other 93%. How effi- 
cient are the lamps? How much 
light will you get for the electricity 
you are buying? How dependable 
are they? How much is it going to 
cost to service them? The choice of 
a lamp is really important. 

If you are using fluorescent lamps, 
you might think you would be 
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Figure 1. A look into the lamp construction gives you some idea 
of what you can expect. 


spending your money quite dif- 
ferently because fluorescent lamps 
cost more, but remember that they 
last many times longer and give 
you more light for the wattage. As 
a result, your lighting dollar is 
divided just about the same way 
as for incandescent lamps. But the 
results are somewhat different— 
fluorescent lamps give at least 
twice as much light for your money. 


Problems in Percentage 


Now you might ask the logical 
question: How can I get still more 
for the money I spend on light? 
Perhaps you may know of some- 
place where you can buy incandes- 


cent lamps cheaper. How much 
cheaper could you get lamps and 
still have everything else the same? 

If you could get your lamps at 
half price, you would only get about 
5% more for your money in light. 
And if some kind soul gave you 
your lamps, you would get about 
10% more for your money spent for 
electricity and labor. 

What I am trying to bring out is 
this relationship of percentages. 
When you are concerned about some 
percentage difference in price, if 
everything else is equal, what you 
are really getting for your money 
is bout a tenth of that. 

You might consider buying lamps 
that last longer. If you could buy 
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lamps that lasted twice as long (a 
100% increase in life), with every- 
thing else the same, you would get 
about 8% more for your money— 
again a different relationship in per- 
centages. Here, the return is at a 
lower rate than in the illustration 
that I made on price. 

Another factor which you might 
consider is efficiency. Can you buy 
lamps that give more light for the 
same wattage? If you buy lamps 
which give you a 10% increase in 
light for the same wattage, you get 
10° more for your money. This is 
a totally different kind of percentage 
relationship than the other two— 
it is a one-to-one relationship. 

Therefore, of these three factors— 
price, lamp life, and efficiency—the 
matter of efficiency is far more im- 
portant than the other two. 


Anatomy of Lamp Bulbs 


But how can you tell by looking 
at a lamp whether or not you stand 
a good chance of getting some of 
these desirable features, or getting 
more for your money from them? 
The answer, of course, is that you 
can’t. However, if you happen to 
know a great deal about lamp bulbs, 
you might say, “Let me look inside 
and then maybe I can tell whether 
it is a good lamp.” 

Let us consider an incandescent 
lamp from this standpoint. Figure 1 
gives you a look inside. If yor: hap- 


QO4 


pen to know a great deal about 
lamp bulbs, it would indicate to 
you that this lamp (529-7) has a 
coiled-coil filament. You can see 
that there is only one support for 
the filament, and you would know 
that the more supports you have 
to hold the filament in place, the 
more heat is conducted away and 
the less light you get for the wat- 
tage. Therefore, it should be an 
efficient lamp. 

On the other hand, by looking at 
a lamp, you can’t tell whether the 
diameter of the tungsten filament 
wire is exactly right, whether the 
coils are properly spaced and have 
the right diameter, whether the con- 
nected length of the filament is cor- 
rect, all of which are highly im- 
portant in what you get for your 
money. There is very little that 
you can tell by looking at a lamp 
bulb. 

Actually, everything that goes to 
make up a lamp bulb is important 
in what it is going to do for you. 
Such a seemingly small thing as 
the marking ink that puts the desig- 
nation on the inside of the bulb 
can affect its performance. Anything 
that you put on the inside of a 
lamp bulb will affect the perform- 
ance of the lamp. It might con- 
taminate the atmosphere in the 
bulb. The development of a mark- 
ing ink that could be put on the 
inside of a bulb so it wouldn’t rub 


off was the result of about two 
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Figure 3. One continuous filament gives three degrees 
of illumination due to form of coiling. 
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Figure 2. Different types of construction are used to 
meet different conditions of service. 


years of research. Everything is 
important in a lamp bulb. 


Ideas Don't Show 


Then there are the ideas that go 
into a lamp bulb—ideas that you 
can’t see at all. For example, the 
idea of how hot the filament should 
get. In an incandescent lamp, the 
filament is the heart of the lamp, 
and the hotter the filament gets, 
the mor light you get for the wat- 
tage. But, on the other hand, the 
hotter it is, the faster the tungsten 
evaporates and the shorter the life 
of the lamp. 

Would you really like to have 
a long life lamp? Well, that is very 
simple. We can make a_ 60-watt 
lamp with a relatively low tempera- 
ture of operation of the filament. 
With a low temperature and a slow 
rate of evaporation, this lamp could 
last 100 years before it burned out. 
But it isn’t a practical lamp be- 
cause it doesn’t give enough light. 

If we design the 60-watt filament 
for a_ slightly higher temperature 
so that it would last 1000 hours 
instead of a hundred years, it will 
give considerably more light. In 
fact you would have to burn three 
of the 100-year lamps to get as 
much light as you get from one of 
the 1000-hour lamps. I don’t think 
you would like to burn three of the 
100-year lamps to get a certain 
amount of light just to get lamps 
that will last 100 years. 
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To get a lot more light from a 
60-watt lamp, we could design a 
still higher temperature filament, 
but such. lamps would last only a 
few hours. 

That is roughly the gamut through 
which you can run in the design of 
incandescent lamps: very long life 
—low efficiency, short life—high ef- 
ficiency. Of course, the wise thing 
to do is to strike a happy medium 
between the two where you get the 
most light for your money. The 
best lamp, and undoubtedly the one 
for general use is the one that 
strikes the happy medium between 
the cost of electricity, cost of lamp 
bulbs, efficiency of the lamp, and 
life of the lamp, to give you the 
most light for your money. That is 
the way lamp manufacturers go 
about designing lamps. 


Reasons for Construction 


Here is another point: Figure 2 
shows three i100-watt lamps, and in 
this case, the lives are all the same. 
Lighted, they look just the same. 
However, if you were to measure 
the light output of those lamps— 
and you can’t do it with your eyes 
—but if you measure it accurately 
with a light meter you would find 
that lamp C gives just 75% of the 
light of lamp A. Lamp B gives only 
83% of the light of lamp A. The 
lives are the same. What is the 
difference? 

The difference is in the construc- 
tion. In each case the piece of 
filament wire is about the same 
length, about 21 inches. In lamp C, 
the long filament wire is wrapped 
around many supports. The more 
supports, the more heat is con- 
ducted away. Naturally you get 
less light from that lamp than you 
do from lamp B in which the fila- 
ment is coiled to a shorter length. 
It is formed in the shape of a horse- 
shoe and requires less supports. 
In lamp A, the filament is coiled 
again so that there is only about 
five-eighths of an inch of coil. It 
requires a single support in the 
center. Naturally, you get the most 
light from lamp A. 

Yet lamps B and C are perfectly 
good lamps. 

In lamp C, there are many sup- 
ports to make the lamp rugged 
so that it will stand the gaff on the 
end of a trouble cord—it is a rough 
service lamp. 

In lamp B, the flexible wire sup- 
port for the filament mount is there 
to take up vibration. It is a vibra- 
tion service lamp which is used 
on machinery where there is con- 
Stant and rather severe vibration. 


Apri, 1955 


But, if you want the most light 
for your money, then lamp A is 
the one to buy. 


Effect of Coiling 


There is another reason why 
coiled and _ coiled-coil filaments 
should give you the most for your 
money. Practically all incandescent 
lamps are filled with an inert gas. 
The reason for the gas in the lamp 
bulb is to increase the pressure 
inside the bulb and cut down the 
rate of evaporation of the tungsten 
from the filament. We can then in- 
crease the tempcrature and get 
more light for the wattage with a 
given lamp life. However, you 
would think that the gas in the 
lamp bulb would conduct a lot of 
heat away from the filament and 
cool it down again. That is true, 
and that is why earlier lamps 
weren't gas filled, because with a 
straight piece of filament wire in 
a gas filled lamp bulb, a great deal 
of heat is conducted away from the 
filament. It cools down to the point 
where you didn’t gain anything by 
using gas. 

However, scientists discovered 
that if the filament is tightly and 
accurately coiled, it tends to be more 
or less self-heating and a smaller 
proportion of heat is conducted 
away from the wire. If it is coiled 


Figure 4. Rated 
lamp life is an aver- 
age figure. Extreme 
variations in either 
direction are unde 
sirable. 


still tighter, an even smaller pro- 
portion is conducted away. 

Figure 3 illustrates this point. 
It shows a gas filled lamp, with one 
piece of filament wire in it, part 
of which is straight, part is coiled, 
and part is coiled-coil. You can’t 
see the straight portion, which is 
barely glowing. The center portion 
which is coiled glows more brightly, 
and the coiled-coil portion, at the 
left, glows with the full brightness 
of the lamps with which you are 
familiar. Yet the only difference 
is in the rate of conducting heat 
from that wire. The same current 
is flowing through all parts of the 
filament. It is one piece of wire. 
But it shows why coiled and coiled- 
coil filaments give you the most 
light for your money. 

Of course, you want your lamps 
to be efficient, but you would like 
them to maintain their light well 
throughout life, because you expect 
to use them for a long time. 

Some years ago the light output 
of an incandescent lamp used to 
fall off with use until at 100% of 
the rated life you were getting 
about 30% less light than you started 
with. Today, the light output of 
such lamps drops off only about 
10% at the end of the rated life. 
This improvement has been made 
possible through developments in 

(Please turn to page 354) 

















Seller's Liability 
for Inaccurate Instructions 


There’s a vast difference in law between 


failure to perform a service and 


negligent performance once it has been undertaken 


e By Albert Woodruff Gray 


MANUFACTURER of gas 

heaters ran afoul of a rule 
of law possibly as old as the English 
law itself—that where a manufac- 
turer furnishes instructions for the 
use of its product, it becomes liable 
in damages for incorrect informa- 
tion. 

This manufacturer supplied with 
its gas heater four sheets of re- 
produced typewritten instructions, 
under the heads: “100% shut-off”, 
“Installation of burner”, “Initial 
start up”, and “Trouble Chart”. 

The instructions, however, failed 
to give warning against the removal 
of a plug on the side of the burner. 
After repeated efforts to start the 
motor the buyer concluded that, ac- 
cording to these directions, the gas 
line should be purged of air. He 
opened the valves and removed this 
plug. In the explosion that followed, 
a workman was killed. 

In the suit brought for negligence 
for a failure to furnish sufficient in- 
structions for the operation of this 
equipment, a judgment was ren- 
dered against the manufacturer, and 
in the affirmance of that judgment 
a few months ago the Minnesota 
Supreme Court held that a manu- 
facturer was responsible for the 
damages that were the consequence 
of negligence of this character. 


Reasonable Care Defined 


This same rule of law was ap- 
plied by a New York State court 
in an incident in that state in which 
a gas company failed to locate a 
leak in a water heater. Later an 
occupant of the building became 
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seriously ill from escaping gas and 
sued the company on the ground 
that having undertaken to discover 
this leak, it was responsible for the 
damages arising from its failure to 
do so. 

The court in holding the company 
liable for this neglect, said, “It is 
the law that where one undertakes 
to do something involving a dan- 
gerous situation, he must do so with 
reasonable care even though he is 
not under any obligation to do any- 
thing at all.” 

The “reasonable care” required by 
the law in the preparation of in- 
structions of this care has been de- 
fined as, “That degree of care that 
a reasonably prudent person would 
exercise under the same or similar 
circumstances. It must be commen- 
surate with the risks of the situa- 
tion as they are, or should have 
been reasonably anticipated. If no 
risk could have been reasonably 
anticipated as a result of the act 
or omission, there can be no negli- 
gence predicated upon such act or 
omission.” 


Seller Assumes Liability 


In an earlier decision by a Kan- 
sas court that was followed as au- 
thority in both of these decisions, 
the defense was made that since 
no duty rested on the seller to fur- 
nish any instructions, no liability 
could be imposed for a failure to 
furnish instructions that were ade- 
quate and correct. 

“Assuming that to be true,” said 
the court in reference to this de- 
fense, “the seller did give some in- 


structions and, having done so, it 
was its duty to go further and give 
instructions at least complete 
enough to cover the various phases 
of the operation.” 


Inadequate Instructions 


The fundamental justice of this 
rule that where one undertakes to 
do something he must do it with 
care if he does it at all, appears 
clearly in the decision of an action 
that arose in the installation of a 
refrigeration system in Wisconsin, 
in which a judgment for $23,500 
was awarded against a manufac- 
turer for a disregard of this rule 
that having undertaken to give in- 
structions for the operation of the 
equipment the manufacturer was 
liable for the consequences from a 
failure to give correct instructions. 

An employee of the purchaser had 
been directed by his employer to 
observe the installation of this 
equipment and to secure adequate 
instructions from the engineers of 
the manufacturing company under- 
taking the installation. 

This employee knew little or 
nothing of the characteristics of an- 
hydrous ammonia used in refrig- 
eration machinery. The meager in- 
structions given by the manufac- 
turer’s engineer to this plant em- 
ployee did not include information 
relating to the draining of oil with 
its ammonia content, except to do 
so frequently and to open a valve 
slowly and close it immediately 
when the oil stopped running. He 
made no reference to the settlement 
of foreign substances at the bottom 
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of the trap that would clog this 
valve. 

Later the plant employee opened 
the valve to drain the tank. With 
the first turn of the valve no oil 
was discharged. He _ continued 
slowly turning the valve until sud- 
denly, and without warning, the oil 
saturated with anhydrous ammonia 
splashed over this workman from 
the valve. 


Manufacturer's Responsibility 


In the decision of this case, the 
Wisconsin court said of this rule 
that whatever is undertaken must 
be done with care if it is done at 
all: 

“Having assumed that obligation, 
the duty developed upon the com- 
pany to instruct so as to enable 
employees operating the valve to 
avoid such danger as was unknown 
to them and which, by the exercise 
of ordinary care, they could not 
readily anticipate. 

“Assuming that the contract for 
the installation of this equipment 


injured in operating a tractor. The 
manufacturer selling this machine 
had undertaken to instruct the 
workman in the use of the tractor. 
Due to inadequate instructions the 
man was seriously injured and sued 
the manufacturer for damages. The 
defense to the action was that there 
cannot be negligence without duty 
and no duty without a privity of 
contract in instances of this charac- 
ter, and here there was no contract 
between the manufacturer and this 
employee. 

The New York court, in holding 
the company responsible for these 
injuries, said: “There are cases 
where the law imposes duties in 
addition to those created by ex- 
press contract. In those cases li- 
ability for negligence rests on the 
principle that if a person under- 
takes to do an act or discharge a 
duty by which-the conduct of an- 
other party may be properly regu- 
lated and governed, he is bound to 
perform it in such a manner that 
those who are rightfully held to a 
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did not require the manufacturer to 
instruct this employee as to the 
proper operation of the valve, 
nevertheless as it had assumed to 
instruct this employee in this re- 
gard it was under obligation to give 
him full and proper instructions.” 


Obligations Beyond the Contract 


Some years ago a man employed 
% a farm in New York State was 
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course of conduct or action on the 
faith that the act or duty will be 
duly and properly performed, shall 
not suffer loss or injury by reason 
of his negligence.” 


Principle Is Reaffirmed 


In a decision made a few years 
later the Supreme Court of Wiscon- 
sin followed the law of this New 
York case. In that instance a dealer 


had voluntarily undertaken to in- 
struct a woman in the use of an 
electric washing machine. Later the 
woman was severely injured from 
the lack of information necessary to 
operate the machine. The court in 
sustaining a judgment against the 
dealer for these injuries, said: 
“The dealer was under no legal 
obligation to send a demonstrator 
unless it agreed or voluntarily as- 
sumed to do so. In this case the 
dealer undertook the responsibility 
of giving instructions as to the 
proper mode of using the machine 
and how to avoid the dangers in- 
cident to its use. And when the 
dealer undertook to inform this 
woman as to the mode of using the 
machine it assumed the respon- 
sibility of giving such information 
as was reasonably necessary for the 
proper method of using the ma- 
chine and avoiding danger, it as- 
sumed a direct duty to her.” 


Gratuitous Services 


Over two and a half centuries ago 
it was held in a decision by an 
English court: “If a man undertakes 
to carry goods safely and securely, 
he is responsible for any damage 
that they may sustain in the car- 
riage through his negligence, 
though he was not a common car- 
rier and was to have nothing for 
the carriage.” 

Referring to this old decision, a 
New York court recently said: “Ever 
since this leading case, one under- 
taking gratuitously to discharge a 
duty has been held accountable for 
the manner of its discharge though 
the fact that the service is gratuitous 
may be considered on the question 
of the degree of care required.” 

At the beginning of the last cen- 
tury a case came before the New 
York State Supreme Court in which 
a lawsuit had been brought by a 
ship owner against a co-owner for 
the failure of the co-owner to effect 
insurance as he had promised to do, 


on the ship, which had _ been 
wrecked off the coast of North 
Carolina. 


The court held that no damages 
could be recovered from this co- 
owner, who had done _ nothing, 
though if he had attempted to se- 
cure the insurance and had been 
negligent in so doing, he would be 
liable for the consequences. This 
court said: 

“Will then an action lie when one 
party entrusts the performance of 
a business to another, who under- 
takes to do it gratuitously, and 
wholly omits to do it? If the party 

(Please turn to page 348) 
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Buy Packages that Sell 


Recent developments in transparent flexible films 
provide the type of protection required in packaging 
a wide variety of products, and add that essential 


element 


for 


successful 


marketing—sales 


appeal. 


a By D.N. Rabishaw, Purchasing Agent, Shellmar-Betner Flexible Packaging Division, Continental Can 


Delicate solenoid and selector switch equipment is packaged 
plus full 
visibility. The transparent pouch is fabricated of extruded 
Shellene film, printed by the Duravel process. 


for air-tight, moisture-proof protection, 


IME WAS when the flexible 

package you carried home from 
the corner store was just something 
wrapped in brown paper or stuffed 
into a paper bag. Sometimes the 
“flexible packaging material” was 
even yesterday’s newspaper, tied 
around today’s purchase. 

Those were the days of “person- 
ality selling” and “bulk looking’— 
when the package didn’t matter be- 
cause you had just watched that 
nice neighborly clerk weighing up 
your pound of beans. The packag- 
ing material was strictly coinciden- 
tal. 

Today, the package you are about 


OR 








Company, Mount Vernon, Ohio 


product 


Versatile Flexible Packaging Method Provides 





Protection against dirt and handling is provided by a Pliofilm 
wrap, gravure printed by the Colodense process. The cool 
ice-blue “cube” design stresses distinctive feature of the 


weave. Product and maker's name are clearly identified. 


to buy has a wholly new aspect and 
purpose. In modern marketing the 
package has a tremendous selling 
job to do. The supermarket techni- 
que has invaded all fields of selling. 
The mass displays, the pick-out- 
and-pick-up sort of buying have 
divested the clerk of most sales re- 
sponsibility—have even eliminated 
him in many instances. Now the 
selling load is placed in just one 
element—the package which the 
passing customer sees. 

Because of this package impor- 
tance, the purchasing agent will do 
well to think seriously about the 
sell-ability of the packaging mate- 


rial he is delegated to buy for his 
company’s product. 


Selling Factors 


Sell-ability in a package doesn't 
just happen, nor is it the result of 
any one package factor. Let’s con- 
sider the basic elements that make 
up a sales-appealing package. Four 
points are essential. 

1. Attention! First and foremost 
before a package has a chance t 
sell itself, it must be noticed. It must 
attract attention to itself. In the su- 
permarket type of competitive dis- 
play selling, no matter how effective 
all the other package factors may 
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be, if the customer's eye does not 
focus on the package, no sale will 
ever be made. In the midst of com- 
peting products, a package must be 
strikingly outstanding in appearance 
in order to be “seen”. 

9 Identification. After getting 
attention, the package is allotted a 
single glance for selling time. The 
passing gaze of the customer settles 
on it for only a moment. In that 








Protection + Visibility + Sales Appeal 


3. Sales Copy. Along with defi- 
nite product and company identifi- 
cation, the package can stress sa- 
lient sales points. Of course, too 
much information may clutter and 
weaken the salesmanship, but a few 
well chosen words of “reason why” 
copy, featured strongly on the pack- 
age, help create a buying desire in 
the customer’s mind. With many 
customers, this is enough. But for 


weer S rs 
4 acrmgreareae 
* 


An important new cellophane lamination brings liquid products 
to market in transparent flexible units. It retains its strength 
under refrigeration. Eye-catching brilliance features the bold 
and colorful gravure printed design. 


moment the package must either 
arouse the interest of the potential 
buyer or lose him completely. Ob- 
viously, he must know what he is 
looking at. So a good package needs 
instant product identification in or- 
der to pass this test. 

Identification by brand or com- 
pany name is also a strong factor 
at this point. Buyers have learned 

0m experience that a company 
Which features its name is proud 
of the product and stands behind 
the merchandise. The company 
Mame creates the confidence that 
comes from a reassurance of prod- 
uct quality. 


Apri, 1955 


those whose interest is aroused, 
more information may be needed. 
That is why a good package carries 
“how to use” facts and additional 
selling information, ready for the 
inquisitive customer who picks up 
the package for closer inspection. 
4. Convenience. In addition to 
these self-selling elements, the suc- 
cessful package must present a con- 
venient merchandising unit—con- 
venient in size and shape, plus the 
added features of strength and pro- 
tection that must be considered in 
the packaging material itself. Also, 
it has been found that packages with 
re-use value add to sales appeal. 


How does a flexible packaging 
material answer these self-selling 
needs. For a wide variety of prod- 
ucts, the carefully created flexible 
package can effectively qualify on 
every point. What is more eye-stop- 
ping than a sparkling package with 
colorful printing complementing the 
completely visible product in trans- 
parent film or illustrating the prod- 
uct wrapped in gleaming foil? Prod- 
uct identification in the see-through 
films is immediate, and the printed 
flexible film gives every opportunity 
for strong featuring of both product 
and company name, as well as the 
more detailed strong selling points 
that have been discussed. 

As for strength and protection, 
years of research and experience 
have determined just what each 
type of film or film lamination will 
do. A modern flexible package is 
not just a bag to hold something. It 
is tailored to fit the need and, when 
properly selected, can give the 
product the exact type of protection 
it requires. 

The choice of flexible films is wide. 
You may select a single film, or 
you may need a lamination of two 
or more films to give you the com- 
bination of properties most suitable 
for your package. 

The printing on your package 
may vary according to your budget 
and the market you are seeking. 
The beautiful full-color photo- 
graphic illustration possible with 
gravure printing is available, or the 
attractive line designs possible with 
flexographic printing may be what 
you want for self-selling of your 
particular product. 


Versatile Properties 


It is only within relatively recent 
years that the flexible packaging 
field has been able to offer this ver- 
satility of materials and printing. 
The history of this development is 
reflected in the progression and 
growth of our own organization. 

The company, then known as 
Shellmar Products Corporation, be- 
gan its existence in 1923, printing 
glassine candy bar wrappers in five 
colors—an unusual accomplishment 
for those days, Then, realizing the 
value and possibilities of the new 
“wonder film” cellophane, we be- 
gan printing on this material for the 
early “see-through” packages in 
1929. This early printing was done 
by the letterpress method, which 
used oil base inks and required a 
long drying period, accomplished by 
slip-sheeting the printed rolls. 

In 1932, Shellmar bought exist- 


(Please turn to page 356) 
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OLL finishing equipment has _ sing machine, simply by passing th} new « 
become an important item in material between a pair of roll} machi 
the production of laminates, stamp- one or both of which are continu-f pew 1 
ings, fabrics, paper products, and ously covered with the fluid by§ saving 
any other items basically compris- means of a doctor roll or coating— pany. 
ing materials in plate or sheet form. reservoir. Surface tension causes Inst 
This is because, in a wide range of the fluid to be transferred from the} pearl: 
operations, it has been found to be main processing roll or rolls to the} becay 
by all odds the most efficient type of sheet or plate surfaces. coate: 
equipment for the application of The efficiency of this procedure} devel 
finish coatings, lubricants, adhe- is indicated by the fact that two] to in 
sives, dyes, sizings, etc., to sheet or surfaces of a plywood panel can bef ent e 
plate surfaces. simultaneously finished in only 25% Th 
Such fluid coatings are uniformly of the time that would be required } by eg 
applied to one or both surfaces of to coat one surface of the same} mam 
a sheet or plate with a roll proces- panel with a spray gun. of tl 
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try with the development of inexpensive, versatile, portable roll coating units 





Ryan Aeronautical Company uses 
this roll coating unit to lubricate 
sheet metal blanks prior to stamp- 
ing. 


Printed paper products are sheet 
coated by the roller unit at right 
and pass directly into the infra- 
red continuous drying oven. 
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Available equipment of this sort 
ranges all the way from simple, 
portable machines to rather com- 
plicated, special-purpose, heavy- 
duty installations, Consequently, the 
purchase of roll finishing machines 
is quite a selective problem, if the 
efficiency and economy inherent in 
the process is to be fully realized. 

For example: Corona Manufac- 
turing Company’s P. A. Carlton 
Smythe was recently asked to buy 
a roll coater for a new application 
which involved the glazing of paper 
products. Careful investigation by 
the factory and methods people 
showed that the new application 
would require—and justify—pro- 
curement of a finishing machine 
costing in the neighborhood of $50,- 
000, similar to one that the company 
already had in operation. However, 
during the course of this investiga- 
tion, Smythe got the idea that the 
work being done on the existing 
equipment might easily be accom- 
plished with a simple $500 roll 
coater of a newer type. His sug- 
gestion was accepted. Result: the 
new operation was put on the old 
machine, and Smythe purchased a 
new machine for the old operation, 
saving a cool $49,500 for the com- 
pany. 

Instances of this sort are not 
nearly as rare as might be expected, 
because the less expensive roll 
coaters represent a relatively new 
development and were not available 
to industry when much of the pres- 
ent equipment was installed. 

The first roll coaters were evolved 
by companies with experience in the 
manufacture of roll processing units 
of the types used in calendering 
paper, rubber, and plastics. Since 
this experience was conducive to 
the design of relatively large heavy- 
duty machines, it was natural that 
the early development of roll coat- 
ing devices was in that direction. 
But it was equally natural, and in- 
evitable, that other companies would 
eventually perceive the need and the 
potential market for lighter and less 
expensive finishing devices making 
use of the same principle. 

Needless to say, the more expen- 
sive heavy-duty roll coaters still 
have many important applications. 
Where a finishing operation must be 
continuously performed over a 
Period of many years, for instance, 
they can easily pay for themselves 
a an integrated part of the produc- 


tion line and by minimizing main- 


tenance costs. However, quite aside 
m cost considerations, the lighter 
Toll coaters do have the advantage 
of versatility. 
P. A. Beryl Weiner of Coseco 
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Corporation, Los Angeles, for ex- 
ample, has enabled his company to 
handle a variety of short production 
runs with unusual economy by pro- 
curing a portable roll coater. This 
portable device can be quickly 
aligned with large stationary pro- 
duction machines for the efficient 
finishing of fabricated film and foil 
products. 

Probably a majority of roll coaters 
are now being used to apply finish- 
ing materials such as organic coat- 
ings and dyes. But, as intimated in 
the opening paragraph of this article, 
such machines have a variety of 
possible applications that may be of 
even greater importance to some 
manufacturers. 

One of the more unusual uses has 
been evolved at Ryan Aeronautical 
Company, San Diego, Cal., where a 
roll coater is used to lubricate 
blanks for sheet metal stampings. 
Virtually all blanks for stamping 
operations are lubricated to mini- 
mize scratching in the dies and to 
avoid excessive work hardening. 
Prior to use of the roll coater, Ryan 
sometimes had to employ as many 


as five persons to lubricate stock for ' 


a single stamping press. With roll 
coating equipment, a machine op- 
erator can now lubricate all of the 
blanks he needs without extra as- 
sistance. 
Similarly, Monarch Door Com- 
pany uses a roll coater to apply ad- 
hesive to facing veneers for wood 
panels of varying dimensions. This 
has made it possible to manufacture 
a number of different sized panels 
in limited quantities with mass pro- 
duction efficiency because veneers 
emerging from the coater can be 


quickly stacked over and under ap- 
propriate wood core materials, then 
shoved between the jaws of the big 
molding machine that cures the ad- 
hesive coatings under heat and 
pressure. 

“Originally, our engineers wanted 
to use a coating unit with a doctor 
blade to spread the adhesive,” re- 
calls Monarch’s P. A. Dan Jorgen- 
sen. “They reasoned that it would 
have enabled us to use some of the 
more viscous adhesives on our fac- 
ing veneers. This seemed like a good 
idea, since the proposed adhesives 
wouldn’t have to be dispersed in 
solvents (which are fairly expen- 
sive) if they were applied with a 
doctor blade. The engineers realized, 
of course, that a roll coater would 
apply adhesives faster than a doc- 
tor blade, but they figured a two- 
way saving in that the viscous ad- 
hesives would not only cost less but 
could be cured more rapidly than 
if they were thinned with solvents. 

“Since we lacked actual exper- 
ience with doctor blades, I made 
some inquiries among companies 
that were using the proposed equip- 
ment and eventually found one that 
had tried to do exactly what we 
were planning. They told me: ‘The 
doctor blade idea is fine, if you don’t 
mind splitting about half of your 
facing materials. Besides, the process 
itself won’t save money, because 
your adhesive coatings will have to 
be so thick that you'll pay twice as 
much as you should for bonding 
materials.’ 

“That’s why we decided to recon- 
sider, and picked a roll coating set- 
up as being the best for our parti- 
cular purpose.” 


This roll coater is used to apply adhesives to sheet materials in the manufacture of laminates. 
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Filing Code based on 
Commodity Classification 


Coordinating catalog and data files, vendors’ lists and 
bid numbers, with the existing accounting code simplifies 


reference and bid procedure for a small purchasing department 


By Wade H. Hannah, <ity purchasing Agent, Columbia, S. C. 


IME is a precious commodity to 

every purchasing agent. This is 
particularly true in the small pur- 
chasing office, where the P.A. must 
be his own buyer, specification 
writer and testing engineer as well 
as administrator of his department. 
It is important, wherever possible, 
to devise automatic systems or 
methods for handling time-consum- 
ing routine functions and simplify- 
ing detail operations. 

In our case, we had a problem 
of filing. It is essential that our lists 
of bidders, records of bids, com- 
modity data sheets, catalogs and 
brochures be filed so that the in- 
formation is readily available for 
immediate reference when an item 
comes up for consideration. The 
conventional methods of filing — 
alphabetically for vendors’ names, 
numerical sequence for bids, and 
alphabetically or by subject index 
for commodities — required exten- 
sive cross reference to get at the de- 
sired information. 

To coordinate these files and sim- 
plify reference, we decided to util- 
ize our accounting code for filing 
catalogs and bids and sorting bid- 
ders lists. 

The City of Columbia uses a six- 
digit numerical code for all expen- 
ditures. The first three digits de- 
note the activity or department for 
which the expenditure is made. For 
our purpose, we could ignore this 
part of the classification. The last 
three digits denote the object of 
expenditure, or item purchased. 
This is the significant part of the 
code, so far as purchasing is con- 
cerned, 

The object accounts are grouped 
by character of expenditure, into 
five classes, with a sequence of 100 


102 


numbers assigned to each to identi- 
fy particular items or groups within 
each class. This gives us a basic 
code as follows: 


100 - 199 Personal Services 
200 - 299 Contractual Services 
300 - 399 Commodities 


400 - 499 Capital Outlay 

500 - 599 Debt Service 

Again, for our purposes, we could 
ignore the Personal Service and 
Debt Service accounts. The remain- 
ing three sequences serve as our 
basis for catalog filing, bid filing, 
and maintenance of bidders lists. 
The detailed classification of com- 
modities and capital items is shown 
in the accompanying table. 


Catalog Filing 


Originally, one Oxford Pendaflex 
folder was set up for each object 
account. As these folders fill up, 
further subdivisions are made as 
needed. For example, folder 317 
(Flashlight and related supplies) 
originally held all data on flash- 
lights, batteries, lanterns, and mini- 
ature lamps. Now there are three 
folders entitled: 

317 - Flashlights and lanterns 

317 - Flashlight and lantern 

batteries 

317 - Miniature lamps 


With the same file number, there 
is no difficulty in finding the needed 
data in a small group of adjacent 
folders. Similarly, other account 
numbers have been subdivided for 
filing purposes where there is an 
overabundance of items in the class. 
Thus, account 421 (Mechanical 
equipment) has subdivisions: 

421 - Air compressors 

421 - Centrifugal pumps 

421 - Chain saws 


421 - Lawn movers 

One extra dividend of filing hy 
object accounts is that substitute 
for certain items are filed with th 
material they replace, according t 
the end use of the product. Thu 
brochures on the myriad of plasti 
and metal discs, strips and othe 
substitutes are all filed with the i» 
formation on traffic paint, unde 
class 355. 


Bid Filing 


Bid filing is accomplished by a 
signing to each bid or request for 
quotation a number composed @ 
the fiscal year, the class (objec 
account code), and the serial nun- 
ber of the bid within that class for 
the year. For example, bid number 
54-301-1 indicates the first bid for 
office supplies during the fiscal year 
1954-55. The next bid for office sup- 
plies would then be numbered + 
301-2, and so on. The bids are filed 
numerically, so that each one fals 
into the file in the order of its posi 
tion in the accounting code and 2 
chronological order for each at 
count number. This makes refet 
ence a simple matter. 


Bidders Lists 


When the catalog and bids wer 
coded and filed, we were still faced 
with the problem of insuring th# 
invitations to bid would be sent # 
each firm interested in supplying 
our needs. This is doubly importatt 
to us because we are not requi 
by law to advertise for bids in the 
local newspapers and our exper 
ience has led us to rely on the mail- 
ing of bid requests as the most e& 
fective procedure. 

A number of different methods 
were tried, and discarded, before We 
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CLASSIFICATION OF PURCHASES 


CITY OF COLUMBIA, §. C. 


OBJECT ACCOUNTS—COMMODITIES 


OBJECT ACCOUNTS— 


CAPITAL OUTLAY 


301 Office Supplies & Minor Office 
Equipment 


302 Printing & Binding 

303 Photographic Supplies 

304 Drafting & Blue Printing Supplies 
305 Books, Magazines, Maps, etc. 


310 Food Supplies 

311 Cooking Utensils & Dinnerware 
312 Bedding & Dry Goods 

313 Uniforms 


314 Wearing Apparel 
Uniforms 


other than 


315 Badges, Identification Cards, etc. 
316 Prisoner Supplies 

317 Flashlight & Related Supplies 
318 Leather Goods & Repairs 


319 Ammunition, Tear Gas, etc. 


320 Recreation Supplies 

321 Fire Fighting Supplies, etc. 
322 Misc. Departmental Supplies 
323 Horticultural Supplies 


330 Cleaning & Sanitation Supplies 
331 Water Purification Chemicals 
332 Insect & Rodent Control Supplies 
333 Fire Fighting Chemicals 

335 Other Chemicals 

337 Medical & Laboratory Supplies 
338 Immunization Supplies 


339 Veterinary Supplies 


340 Small Hand Tools 


341 Electrical Supplies & Minor 
Electrical Equipment 


342 Radio Parts & Supplies 

343 Traffic Signal & Alarm Parts 
344 Minor Repairs to City Buildings 
345 Light Bulbs, Tubes & Starters 


350 


Coal, Heating Fuel, etc. 
Lumber & Wood Products 
Hardware Supplies 


351 
352 
353 
354 
355 


Roofing & Insulating Materials 
Minor Building Fixtures 


Paint, Brushes & Painting 
Supplies, Glass 


356 
357 
358 
359 


Street Asphalt Supplies 

Brick, Block & Masonry Supplies 
Sand, Gravel & Stone 

Dry Cement 


360 
361 
362 
363 
369 


Ready Mixed Concrete 
Structural Steel, lron, etc. 
Castings 

Traffic, Street & Other Signs 
Water Plant Repair Parts 


370 
371 
372 
373 
374 
375 


Water Service Line Materials 
Meters, Parts & Supplies 

Metal Pipe, Fittings & Valves 
Fire Hydrants, Parts & Supplies 
Clay Pipe 


Concrete Pipe 


380 
381 
382 
383 
384 
385 
386 
387 


Small Engine Repair Parts 
Gasoline 

Motor Oil 

Kerosene 

Diesel 

Tires, Tubes & Repair Kits 
Batteries 


Automotive Accessories & Repair 
Parts 


388 
389 


Outside Repairs 
Lubricants other than Motor Oil 


390 Welding Supplies 


401 
402 
403 


410 
411 


412 
413 
414 
415 
416 
417 
418 
419 


420 
421 
422 
423 
424 
425 
426 
427 
428 


429 


430 
431 
432 


433 
434 


435 
436 


437 
438 
439 


440 
450 
451 


Land 
Rights of Way & Easements 


Leasehold Improvements 


Building & Fixed Equipment 
Water Plant Equipment 

Water Distribution Lines & Mains 
Sewers, Sewage Disposal Plants 
Storm Drains & Culverts 
Bridges, Sidewalks & Streets 
Landscape Improvements 
Swimming Pool Equipment 
Other Improvements 

Office Machines 


Furniture & Fixtures 

Mechanical Equipment 
Laboratory & Testing Equipment 
Engineering Equipment 
Photographic Equipment 

Voice Communication Equipment 
Traffic Control Equipment 

Police Equipment 

Fire Alarm Equipment 


Fire Fighting Equipment 


Motorcycles 
Automobiles 


Trucks, Special Bodies & Equip- 


ment 
Fire Engines 


Road Machinery, Tractors, Trail- 
ers, etc. 


Garage Equipment 


Pipe & Sewer Construction 
Equipment 


Electrical Construction Equipment 
Tree Equipment 


Parking Meters 


Other Equipment 
Power Tools 


Small Engines 


RN RENO ES TT 
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found the satisfactory answer to our 
problem in a _ system employing 
Keysort cards. Each firm has a card 
for each class they are interested 
in supplying. The card is notched 
so as to correspond with the three 
digits of the appropriate class code 
number. Then three simple opera- 
tions with the sorting tools auto- 
matically produce from the file all 
cards of potential bidders on any 
given class of item, ready for the 
typing of envelopes. 

Thus the system is directly coor- 
dinated with our basic filing code. 
Once the bid is correctly coded for 
filing, sorting of the suppliers’ cards 
by the same number quickly, com- 
pletely, and accurately furnishes a 
mailing list. 

The reverse side of the bidders’ 
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card has a simple ruled form for 
recording the Bid Form Number 
on which requests have been issued 
to the supplier, and his response. 
One useful purpose of this record 
is that inactive suppliers can be re- 
moved from the list. 

The system described has proved 
very satisfactory for our purposes. 
It is a great time saver, and has 
correlated our operating and refer- 
ence files under a single code. It 
would seem to be adaptable, with 
the same good results in any pur- 
chasing department where a similar 
range of items is concerned. The 
actual commodity classification, of 
course, could be varied to meet spe- 
cific requirements, 

Any system of coding and filing 
by numbers is bound to have some 












Keysort card notched to indicate that vendor 
is a potential supplier for items in class 372 
(Metal Pipe, Fitting & Valves). Whenever g 
requirement arises in this class, this vendor's 
card is automatically produced from the file 
for inclusion in the bidders’ list. Bid informa. 
tion is filed by the same class number for 
quick reference. 


limitations unless a_ tailor-made 
code, employing an almost endless 
sequence, is used. But that in itself 
leads to complications. Such an 
elaborate code would require cor- 
respondingly elaborate coding and 
reference, and the chances for error 
would be increased. In our case, we 
are led directly to a specific and 
relatively small area of the file, and 
the rest is easy. 

Use of an already existing code 
that is used daily for other pur- 
poses, while imposing limitations, 
has the advantage of familiarity. 
Accordingly, coding can be done by 
anyone in the office, and little ef- 
fort is required to train anyone to 
use the system. Also, our records 
are automatically correlated with 
those of the accounting system. 


Who Decides What to Buy? 


HERE is a vast difference be- 

tween a requisition and a pur- 
chase order, between a_ specified 
material or component and a speci- 
fied source of supply. This is forci- 
bly proved in a recent survey made 
by the Ross Federal Research Corp- 
oration, addressed not to purchasing 
agents but to design and product 
engineers. Replies were received 
from 198 compainies in varied lines 
of manufacture—automotive, air- 
craft, parts and accessories, elec- 
tronic, domestic equipment, farm 
equipment, heating equipment, of- 
fice equipment, and machinery. 

The first part of the survey con- 
cerned methods of specifying. Since 
some of the companies use different 
procedures for different types of 
products, the answers to this query 
total more than 100%. Here is what 
they said: 

In 118 of the companies, or 59.6%, 
the design or product engineer pro- 
vides specifications for materials 
and components, and leaves to an- 


104 


other department the responsibility 
of choosing the brand or make to 
meet these specifications. 

In 103 of the companies, or 52%, 
he names a certain brand, allowing 
for alternates by stating “so-and-so 
brand or equal.” 

In 56 of the companies, or 28.3%, 
he definitely specifies the brand to 
be purchased. 

The second part of the survey 
asked: “If you leave to another de- 
partment the work of finding the 
brand or make of materials or com- 
ponents to meet your specification, 
what department exercises this 
function?” This question was an- 
swered by 146 companies. 

In 111 cases, or 76%, this selec- 
tion is made by the purchasing de- 
partment on its own authority. 

In an additional 8 cases, or 5.5%, 
the selection is made by the pur- 
chasing department in conjunction 
with some other department, us- 
ually engineering. 

In 24 cases, or 16.4%, the selec- 


tion is made by engineering. 

In 3 cases, or 2.1%, the selection 
is made by production and other 
departments. 

Typical comments: 

“Engineering department _ at- 
tempts to give purchasing as much 
leeway as practical in selecting ven- 
dors. On some items, engineering 
department specifies the source or 
sources which have been approved.” 

“Engineering sets up specifica- 
tions as complete as possible. Pur- 
chasing locates sources and submits 
samples for engineering evaluation. 
Two sources are preferred.” 

“We depend on the purchasing 
department to find who can meet 
our specifications, and then we 
check their product.” 

“We specify a particular brand in 
some cases where we are familiar 
with past performance and specifi- 
cations of that brand. We do not do 
this in a case where the commodity 
can be easily described.” 

“Purchasing selects best value.” 
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Put your policies in writing 








Keystone of Today's Purchasing 


e By Julian G. Davies 





THE AUTHOR has had an excep- 
tional opportunity to observe pur- 
chasing policies and practices in 
his capacity as consultant to U.S. 
Air Force Procurement, checking 
on suppliers’ methods. He has a 
long and distinguished record as 
purchasing agent for N. Slater 
Co., Hamilton, Canada, has served 
as Vice President of N.A.P.A., 
and holds the J. Shipman gold 
medal for his outstanding con- 
tributions to the purchasing field. 





S BUSINESS becomes more in- 
tensely competitive, ever more 
efficient methods are demanded of 
purchasing and new responsibilities 
are added. It beehoves us to trim 
our sails to take advantage of every 
favoring breeze. To set and main- 
tain a straight course toward our 
objectives, it seems sensible to plot 
every stage of our course so clearly 
as to leave no opportunity for mis- 
understanding or confusion. A defi- 
nite statement of operating policies 
for purchasing, approved by top 
Management, and clearly under- 
stood and adhered to by all con- 
cerned, can be a vital influence in 
the efficient administration of a pur- 
chasing department. 
Policies exist, in one form or an- 
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other, in most businesses. In far 
too many cases they are the in- 
tangible concepts of directing of- 
ficials which are gradually absorbed 
mentally, and applied through trial, 
error, and correction, by those 
charged with carrying them out. 
Why not write them out, clearly 
and concisely? Then they may be 
used as a guide by newcomers in 
the organization, or by those ap- 
pointed to supervisory or adminis- 
trative posts, and by those with 
whom the company does business. 
This will entirely eliminate the op- 
portunities for misunderstanding. 

Many believe that a formal state- 
ment of purchasing policies is not 
needed by a purchasing department 
that consists of only three or four 
people. Others have found that the 
small department often has greater 
difficulty in maintaining its proper 
position and prerogatives within the 
company than does the larger, more 
firmly established department. Fre- 
quently a statement of purchasing 
policies approved by the company’s 
chief executive has proved of sub- 
stantial help to the head of the 
numerically small department. 

In surveying the procurement ac- 
tivities of many manufacturing con- 
cerns over the past few years, the 
lack of a comprehensive set of pur- 
chasing policies was (with a few 
notables exceptions) really surpris- 
ing. On asking to see a company’s 
manual of purchasing policies, a 
substantial loose-leaf binder was 
usually produced which, on inspec- 


tion, was found to consist almost 
entirely of instructions on pro- 
cedure, with little or nothing per- 
taining to underlying policy. On 
drawing attention to this, the ques- 
tion was almost invariably asked: 
“What do you consider as policies? 
Name a few.” 

A dozen answers come immedi- 
ately to mind. In the policy area 
are such matters as the scope and 
definite assignment of responsibili- 
ties and authority; relationship with 
other departments; relationship with 
vendors; factory contacts made by 
sales representatives; requirement 
of competitive bids; multiple sources 
of supply; reciprocal and specula- 
tive buying; inventory’ control; 
ethics; purchasing from local 
sources; field and emergency pur- 
chases; purchases for employees; 
make-or-buy decisions; and so on 
and on. 


Are Manuals Necessary? 


Frequently it was stated that 
written policies were considered un- 
necessary. Policies, we were told, 
are unwritten laws which are auto- 
matically assimilated with experi- 
ence, often subconsciously, into the 
thinking processes and action of all 
company personnel who make de- 
cisions. To commit them to paper, 
and revise them as the occasion de- 
mands, would be a waste of time 
and effort. 

In direct contrast are the views 
of those who have operated under 
well-defined purchasing policies. In 
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their opinion, it seems impossible 
to progress successfully without 
those policies—that statement of 
policies is the very foundation upon 
which all their operations are based. 

There is often room for uncer- 
tainty in distinguishing between 
policies and procedures. They are 
closely interrelated because the one 
implements the other. Let us say, 
therefore, that policies are the basic 
concepts and principles, economic 
and ethical, upon which business 
operations are founded, while pro- 
cedures are the methods adopted 
for carrying out those policies. Poli- 
cies are the “what” and “why”; 
procedures are the “how”, 

Lack of a suitable policy manual 
is often attributed to the constant 
pressure of other work, even though 
the need for such a document may 
be fully recognized. Its preparation 
requires much careful thought in 
deciding what the manual should 
contain, and additional time in sell- 
ing the project to top management 
and gaining the approval of heads 
of other departments to all its pro- 
vislons, 

A member of a prominent firm of 
management consultants, who has 
made surveys of many different 
types of business corporations, says: 
“My first request on commencing a 
survey is to see the organization 
chart and policy manual. If these 
are reasonably complete, I gain the 
impression that the company knows 
where it is going, and how it plans 
to get there. Without these funda- 
mental tools, I surmise that there is 
unnecessary floundering—a suppo- 
sition usually confirmed by further 
investigation. True, the policies may 
be inadequate, or improperly used, 
but at least their need is recog- 
nized.” 

Just how general is the use of a 
formal statement of purchasing 
policies among business concerns? 
According to a report compiled 
about six years ago by the Na- 
tional Industrial Conference Board, 
only 25% of 280 companies queried 
were found to use purchasing pol- 
icy manuals. The proportion may be 
somewhat higher today, but there 
is undoubtedly much room for their 
more general use. Among the larger 
companies, which are most fre- 
quently cited and looked to as med- 
els, there are several examples of 
very comprehensive manuals. Per- 
haps these examples have dis- 
couraged some from undertaking 
a similar project. But many smaller 
companies (and some of the big 
ones) have very effective policy 
manuals containing as few as four 
pages. 
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What benefits may be expected 
to follow the compilation and use 
of a purchasing policy manual!” 
Here are a few: 


Benefits to be Gained 


a. Bearing the approval and en- 
dorsement of the chief executive 
officer of the company (as every 
policy manual should), it serves to 
inform all personnel of the com- 
pany who are in any way affected, 
of the wishes of management in 
regard to all phases of purchasing 
administration. 

b. New members of the staff, or 
those transferred from one position 
to another within the company, may 
learn of the wishes of management 
on administrative problems con- 
nected with their new duties. 

c. Corollary to this, the manual 
provides an effective and authori- 
tative tool for indoctrination, and 
for formal or informal training ac- 
tivities. 

d. It helps to maintain consis- 
tency in decisions and uniformity in 
operation, and eliminates the confu- 
sion which often occurs without the 
benefit of a manual. 

e. It informs actual and potential 
vendors as to what they may ex- 
pect, and what the company will 
expect from them, in any dealings 
which may arise. 

f. Conversely, it informs  pur- 
chasing and all other company per- 
sonnel as to approved methods of 
dealing with vendors. 

To be most effective, a manual of 
purchasing policies should be care- 
fully divided into appropriate sec- 
tions. The first of these should be a 
foreword by the chief executive 
officer of the company, indicating 
that it has his complete approval, 
and is an official statement of com- 
pany policy. There should also be 
a comprehensive, detailed index, so 
that any special feature can be 
readily located. 

One section should set forth gen- 
eral principles for the guidance of 
purchasing and other company per- 
sonnel in regard to the actual pur- 
chasing operation. 

Other portions should deal with 
the relations of purchasing with 
other departments of the company 
— such as material control, manu- 
facturing, engineering, accounting, 
sales, legal department, etc.—and 
with vendors, company employees, 
and the community in which the 
company is located. 

In any group of individuals there 
are bound to be differences of opin- 
ion as to the advisability of includ- 
ing certain items in the manual, and 
the benefits likely to accrue from 


their use. The deciding factor in 
any case should be: “Will the inclu- 
sion of this item contribute some- 
thing of real value to the effective- 
ness of the manual?” 

Once it has been decided what 
shall be included, the manner of its 
presentation is also important. 
Brevity and clarity of expression 
are essential. 


1. Starting the Project 


Steps involved in the compila- 
tion of a purchasing policy manual 
depend to a large extent on the con- 
ditions prevailing in each company. 
They can be summarized, in gen- 
eral, as follows. 

First, the approval of top man- 
agement must be gained for the 
project itself — the idea of having 
such a manual. Without this, the 
work of compilation may indeed be 
largely wasted in that approval of 
the finished manual may be harder 
to secure, and smooth and effective 
use of the policies throughout the 
organization made more difficult. 
To obtain this approval “in princi- 
ple”, the purchasing officer should 
be prepared with the following in- 
formation: 

a. A comprehensive statement of 
the advantages as visualized by 
the purchasing officer, perhaps cor- 
roborated by the experience of pur- 
chasing officers in other concerns 
who are using policy manuals. 


b. A. statement of past occur- 
rences detrimental to effective oper- 
ation, which the existence of such a 
manual might have prevented. 

ce. An outline of the method of 
preparation. Tell how and by whom 
it is proposed to compile the man- 
ual. 

d. An estimate of cost — ap- 
proximate number of hours as dol- 
lars involved in the preparation 
and production of the manual. 


* £famoailina +k 
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Second, a_ suitable individual 
should be chosen and assigned to 
select and arrange the contents. 
Since the manual must realisti- 
cally reflect actual policies, it is vi- 
tal that this person be some one 
with a broad yet intimate knowl- 
edge of the philosophies of the com- 
pany and its management, those of 
the purchasing department, and the 
operational needs of the company as 
a whole. 

If a senior supervisor of suitable 
temperament is available in the de- 
partment, he or she would probably 
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prove satisfactory. One difficulty 
with this arrangement is that work 
on the manual is subject to inter- 
ruption by other duties. After a 
substantial start has been made, 
more urgent work may crop up, 
which requires the transfer of the 
person assigned to the manual to 
the job demanding immediate at- 
tention. Work on the manual is us- 
ually not resumed promptly, due to 
a succession of more pressing du- 
ties. 

An alternative plan, which I have 
seen used effectively, is to recall a 
fully qualified person with long 
service in the department, who 
may have retired in recent years, 
and is in good health, to give undi- 
vided attention to the developmert 
of the manual, If such a person is 
available, the work is likely to pro- 
ceed with greater continuity and 
promptness. Such a person will us- 
ually relish an appointment of this 
sort, and can be relied on to give 
satisfactory perf. rmance at reason- 
able cost. 

The person selected will collect 
manuals from several companies 
that are using them (They are us- 
ually glad to supply such copies.), 
from which suggestions of appropri- 
ate items may be made, to supple- 
ment his own ideas. To start from 
scratch without assistance of this 
kind, which is readily available, 
can result in much needless expen- 
diture of time and the probable 
omission of important features, Ob- 
viously, some of the statements 
found in these models may have to 
be rephrased to express accurately 
the actual policy in the particular 
company, but the experience of 
others is extremely helpful in de- 
ciding what should be _ included. 
Existing office memos on policy 
matters should also be consulted. 

A really essential reference is the 
N.A.P.A. publication, “Suggestions 
for Development, Recording, and 
Use of Purchasing Policies and Pro- 
cedures,” issued in 1951. Much of 
the material in that booklet is de- 
rived from the National Industrial 
Conference Board’s “Studies in 
Business Policy, Report No. 33,” 
previously referred to. 

The result of this work is a rough 
draft. The head of the purchasing 
department should go over it care- 
fully, item by item, with the person 
who prepared it, making any addi- 
tions or deletions desirable, and 
putting it in shape for submission 
to top management. 


3. Getting Approval 


The next step is of the utmost im- 
portance. To merely leave the draft 
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on the chief executive’s desk, with 
a memo asking him to look it over, 
may be disastrous. An appointment 
should be made with him, or with 
the executive committee, or who- 
ever exercises over-all administra- 
tive power under the board of di- 
rectors, at which the purchasing 
officer should be present to explain, 
and perhaps defend, certain provi- 
sions to which exception may be 
taken, and which, in his absence, 
might cause the entire project to be 
condemned. 

Following this approval, either in 
the original or revised form, by top 
management, similar steps should 
be taken to gain the cooperation of 
each of the department heads di- 
rectly or indirectly concerned, It is 
probably best to approach this indi- 
vidually, at least before presenting 
it in a general conference of de- 
partment heads. It calls for tact and 
patience. It is natural for some of 
these people to suspect an attempt 
to “clip their wings” in some of the 
policy statements, so explanations 
should be complete, and every ef- 
fort made to show that the only 
object is to improve the operating 
efficiency and service of purchas- 
ing in its relation to each of the 
other departments. 

When all of the points of issue 
have been resolved, and appropriate 
revisions made, the final approval 
should be explicitly stated in a 


foreword signed by the chief execu- 
tive, as previously mentioned. This 
makes the policy statement official 
and gives it the necessary author- 
ity to control policy in both internal 
and external relationships. 


4. Distributing the Manual 

Deciding which individuals 
should receive copies of the man- 
ual should be carefully weighed. 
Unrealistic distribution should be 
discouraged. If too wide, it is waste- 
ful; if inadequate, much of its use- 
fulness may be lost. 

Each of the key people in pur- 
chasing ought to have one, with 
copies readily accessible to other 
members of the staff. Also, the head 
of any other department affected 
(as most of them will be) should 
have a copy. There are many in- 
stances in which distribution to 
sales executives of major suppliers 
has also been a part of the plan. 

The well planned, properly used 
purchasing policy manual can con- 
tribute mightily to improved per- 
formance and smooth, cooperative 
operation, so necessary to the prog- 
ress and well being of the pur- 
chasing department, its officers, its 
personnel, and all those within the 
company who have dealings with 
purchasing. 

To paraphrase the familiar slo- 
gan of an automobile manufacturer, 
“Ask the man who uses one!” 
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In special quarters, aircraft buyers discuss one of the case 


studies covered in Fordham’s 3-week course. 
the group makes the round-table technique 


an informality not usually found in a classroom. 


Limiting size of 
possible, adding 


Easy communication of ideas carries over into chats between 
and following discussion sessions. Talking things over are 
(1. to r.) R. J. Barger and William O. Warrell, McDonnell 
Aircraft; Edward McVeigh, Pratt & Whitney; Vernon Edwards, 


Republic Aircraft; and William Snyder, Glenn L. Martin Co. 
(back to camera). ; 








Aircraft Industry Buyers Help 


Every industry has its own special problems of purchasing . . 


.. Here 


is a report on a unique project in education for purchasing, tailored to a 


specific industry . 


BACK -TO-SCHOOL move- 

A ment, unique in purchasing 
education, is helping to make better 
buyers for the aircraft industry. 
Buyers from leading aircraft 
makers and related companies on 
and west coasts are 
knuckling down to work in inten- 
sive courses on special purchasing 
problems. In the west, groups of 
“students” are taking the concen- 
trated 3-week course at the Uni- 
versity of California at Los An- 
geles. In the east, they’re studying 
at Fordham University, in New 


the east 


York City. 
The course at UCLA was started 
three years ago as a cooperative 


effort of the aircraft industry on the 
Pacific Coast, following a survey 
of its procurement practices by a 
group of civilian experts working 
for the Air Force Materiel Com- 
mand. That survey turned up a 
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. . It may well be a model for buyers in other fields 


number of weaknesses, and a lot of 
special problems. The complexi- 
ties of purchased parts, of govern- 
ment regulation and control re- 
quirements, and of contractual ar- 
rangements needed to expedite pur- 
chasing in the industry, seemed to 
call for some special training for 
buyers. 

The companies called on Prof. 
Howard T. Lewis of the Graduate 
School of Business Administration 
of Harvard University, a member 
of the group that surveyed them, 
for help. Lewis and his associates 
at Harbridge House, Inc., drew up a 
number of case studies covering 
actual special and basic problems 
in aircraft procurement. These cases 
formed the basis of the first course 
at UCLA, and of the Fordham 
course which was established last 
year in cooperation with eastern 
aircraft companies. 

At Fordham, all students of a 


group (limited to 20) study and 
live together during the 3-weeks 
course. They are housed in a nearby 
hotel and attend class 5% days a 
week, from 8:30 a.m. to 4:30 p.m. 
until Saturday, when the class ends 
at noon. Classes are conducted on a 
round-table basis, with each “stu- 
dent” ‘expected to participate. 

Prof. Louis DeRose, chairman of 
Fordham’s Management Department 
of the School of Business, acts as 
moderator. As the group comes to 
certain points in the discussion of 
cases, Prof. DeRose will give a 
brief lecture on some subjects not 
always familiar to industrial buyers 
—economic theory, learning curves, 
cost analysis, patents and various 
legal topics. 

During the course, approximately 
75 problems are covered on such 
subjects as purchase specifications; 
development of purchase schedules; 
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Some of the biggest values of the course come from associa- 
tions made outside class, enabling buyers to call on each 
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other later as personal friends for help on various problems. 
Getting to know each other better at a coffee-break are 
(I. to r.): George Hallad, Wright Aeronautic Division; Morgan 
Campbell, Pratt & Whitney; Frank Donahue, Piasecki Heli- 
copter Corp.; and Clarence Kessler, Scintilla Division, Bendix 


Aviation Corp. 
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Themselves ... and Others 


appraisal and development of 
vendors and subcontractors; contract 
use, evaluation and negotiation; in- 
terdepartmental coordination; and 
administration of the purchasing 
department. 

Reception of the course by both 
the buyers and their management 
has been enthusiastic. Demand for 
registration from not only the air- 
craft companies, but a wide variety 
of firms doing related work is 
heavy. The Air Force sent its pro- 
curement representatives when the 
course was started, and the Navy 
joined in later. Both services have 
expressed a keen interest in the 
project. In at least one company, 
“graduates” of the course are being 
formed into a “faculty” for trans- 
mitting to other purchasing per- 
sonnel in the firm some of the 
know-how acquired from the Ford- 
ham class and from the other buy- 
ers they worked and studied with. 
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Moving about the 
round-table instead 
of occupying the 
traditional teacher's 
place at the head of 
the class enables 
Moderator De Rose 
to stimulate greater 
discussion and bring 
out individual views. 


Above, he is shown 
with (Il. to r.) Ed- 
ward Duffy, Lock- 
heed Aircraft Serv- 
ice; William E. Hart- 
land, Thompson 
Products, Inc.; Frank 
Wigley, Grumman 
Aircraft Corp.; and 
Clarence Kessler, 
Bendix Aviation. 


Below, Mr. De Rose 
listens as Clyde 
Withrow, ACF In- 
dustries, Inc., an- 
swers a question. At 
right are George 
Hallad, Wright Aero- 
nautic Division, and 
Frank Mayo, Bell 
Aircraft Co. 


- 
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There are no “school solutions” to problems covered, and par- 
ticipants are encouraged to develop and stand by their own 
answers. Here, differing points of view are exchanged by (I. 
to r.): Frank Donahue, Piasecki Helicopter Corp.; Vincent 
Barr, Wright Aeronautic Division; Jack Cordray, Glenn L. 
Martin Co.; Russell Wallace, Head, Aircraft Procurement 
Division, U. S. Air Force (standing); Morgan Campbell, Pratt 
& Whitney; O. D. Collins, Fairchild Aircraft Corp.; and Ray 
Barrows, Sikorsky Aircraft. 
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Improved Purchasing Practice 


Finding better ways of doing the purchasing job 


By William A. Carpenter, Purchasing Agent 
and Robert R. Renner, 


Controller 


The Patent Button Company 
Waterbury, Conn. 
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New form of purchase order. Order numbers are assigned and typed in 
to correspond with requisition numbers. The manila backing sheet (last 
carbon copy) folds up on a scored line to form a file folder for each 
order. 


HERE the simplification of 

routines, forms, and proced- 
ures results in greater accuracy, 
less effort, and a saving of time, 
everyone is vitally interested. 

In a recent survey of our pur- 
chasing methods and forms, it 
seemed possible to achieve these 
objectives, so we embarked on a 
program to revise and streamline 
our forms and the procedures for 
handling them. 

The first form we surveyed was 
our purchase order. It followed 
pretty much along an orthodox type 
of procedure and processing as used 
in many companies. It did the job 
required of it and gave us the rec- 
ords we needed, but there seemed 
to be unnecessary duplication and 
complication at several stages. How 
we successfully worked out the 
problem of simplification is shown 
in the accompanying “before and 
after” record. Under the new sys- 
tem we have eliminated much copy- 
ing of date, posting operations, one 
separate receiving form, a confusing 
situation of two separate series o 
identifying numbers, and one cross- 
reference file. We have retained the 
good features of the previous sys- 
tem, and have made them evel 
more workable. The changes have 
not only been effective for the Pur- 
chasing Department, but have also 
aided Receiving and Accounting De- 
partment operations. 

It should be noted that the fur- 
nishing of price information to the 
requisitioning departments applies 
only to those cases in which spe 
cial materials or products are con- 
cerned, and not to stockroom items. 
In our company, we find that let 
ting the requisitioner have this in- 
formation serves a useful purpose. 

The next point of attack con- 
cerned the possibility of reducing 
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“Before and After” Comparison of Purchasing Procedure 


PRIOR PROCEDURE 


1. A pre-numbered requisition form, padded in sets of 50, was 


a 


a 


made out in duplicate by an authorized person, usually a de- 
partment foreman. The requisition included details describing 
the item required, department or point of delivery, account or 
job number chargeable, suggested supplier, estimated cost, 
date, and other pertinent information. The original copy was 
sent to the Purchasing Department. The duplicate remained in 
the original book retained by the requisitioner, for reference 
and record, and for follow-up of Purchasing. 


In the Purchasing Department, the information on the requisi- 
tion was checked, and a pre-numbered purchase order was 
typed in triplicate. The requisition number was typed on the 
psrchase order as a reference. Original copy was sent to ven- 
dor, duplicate to the Receiving Department, and the triplicate 
was retained in Purchasing, filed numerically by order number. 
The triplicate consisted of a heavy manila folder, in which the 
requisition, receiving slip, and other pertinent papers were 
filed with the order copy. 


Under this system, two different series of numbers existed for 
each transaction: (1) the requisition serial number, and (2) the 
purchase order serial number. A cross-reference index of some 
kind was necessary. A file card was made out in the Purchasing 
Department, showing the purchase order number assigned to 
the requisition, and filed numerically by requisition number. A 
file reference card was also typed for each vendor, showing the 
numbers of all purchase orders issued to that firm. These refer- 
ence cards were filed alphabetically by vendor's name. 


Upon receipt of the materials, the Receiving Department pre- 
pared a numbered receiving slip (a still different form) in 
triplicate, copying the details from the purchase order copy 
in their files and adding delivery date and other pertinent 
information. The original and duplicate of this form were sent 
to Purchasing. The triplicate was entered or noted on the Re- 
ceiving Department’s copy of the order, and filed in that de- 
partment for possible future reference. 


The original and duplicate copies of receiving slips were checked 
in the Purchasing Department and posted to the file copy of 
the purchase order, then held in the manila file folder of that 
order awaiting receipt of the vendor's invoice. 


Upon receipt of vendor's invoice, the purchase order was checked 
against it, and entries made on the face of the order showing 
date and amount of the invoice, and itemized prices. The in- 
voice was checked for price and extensions, coded with the 
proper account or job number, and passed on to the Account- 
ing department for payment, with original receiving slip ut 
tached. Itemized price was entered on the duplicate receiving 
slip, which was then sent back to the original requisitioner to 
let him know of the arrival of the goods, and their cost. 


% 


2. 


- 


REVISED PROCEDURE 


The purchase requisition form was retained without any signifi- 
cant change, and is issued in duplicate as before. 


The purchase order form was revised to provide six copies 
instead of three, at a single typing, using snap-out carbons. 
The new form is not pre-numbered. The original copy for vendor 
and manila folder copy for Purchasing Department use follow 
previous procedure. The other four copies are sent to the Re- 
ceiving Department—two to serve as receiving slips (as described 
below); one “identification copy” which is placed with the ma- 
terial when received and delivered with it to the department or 
store room to which it is scheduled; and one for the Receiving 
Department file. 


In the new system, the purchase order is numbered to corre- 
spond to the requisition it covers, with a prefix (“1 to “12’’) 
indicating the month in which it is issued. This eliminates the 
confusion arising from different numbering systems applying to 
the same transaction or material, and eliminates the need for 
the numerical cross-reference file. The alphabetical vendor ref- 
erence file has been retained because of the several useful 
purposes it serves—as when inquiries regarding the status of 
an order are made by vendor's name, and in providing a 
consolidated history of purchases from any given vendor when 
different products are involved. 


Now, receiving information is entered directly on the purchase 
order copies that serve as receiving slips, without copying in- 
formation or making out a separate form. If the order is com- 
plete in one shipment, two copies are returned to Purchasing. 
(Of the remaining two copies, one is the identification slip 
mentioned above, and one completes the Receiving Department 
file.) 

In the 40% of cases where partial deliveries are received 
(and for returned goods or other deliveries not covered by a 
purchase order) a special receiving form is filled ovt and the 
proper notction made on the purchase order copies. This sup- 
plementary receiving report (called a “send-ahead”) is a four- 
part form with snap-out carbon, with the same distribution of 
copies as for the standard form. 

For the final shipment on an order, the purchase order copy 
form is used, indicating to the Purchasing Department that de- 
livery on the order has been completed. 


Receiving slips (new form) are checked by Purchasing as before, 
and held in the manila folder awaiting receipt of invoice. How- 
ever, no posting to the Purchasing Department order copy is 
required. 


Supplier's invoice is received in triplicate (as requested on the 
face of the new order form) and becomes a working form. 
Invoice is checked and original is sent to Accounting for pay- 
ment, with one copy of the receiving slip attached. Duplicate 
invoice remains in the folder file copy of the purchase order, 
without posting, as evidence that the delivery has been re- 
ceived. Triplicate copy of the invoice is sent with the other copy 
of the receiving slip to complete his records. This gives him the 
cost information he may need, without transcribing. He has 
already been apprised of the receipt of materials through the 
identification copy. 
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or eliminating the necessity for re- 
petitive writing of specification de- 
tails on purchase requisitions and 
again in the typing of purchase or- 
ders, in the case of standard raw 
materials which constituted the bulk 


of purchases. 
For each kind of raw material, 
standard specifications were for- 


malized, set up in standard form, 
and pre-written in the form of a 
series of Standard Detail Specifica- 
tion sheets. 

Thus, when a purchase order is 
written on which standard specifi- 
cations apply, all that is necessary 
on the requisition and on the pur- 
chase order is the minimum of ref- 
erence data, such as a basic descrip- 
tion and the specification number 
(e.g., “C.R. Strip Steel—our Spec. 
S-12”). A copy of the pre-written 
specification is attached to the pur- 
chase order which goes to the sup- 
plier. A supply of specification 
sheets is kept on hand in the Pur- 
chasing Department. 

In addition to the saving of time, 
this method eliminates the possi- 
bility of clerical errors in the trans- 
cription of specifications. 


Building the Specifications 


A description of how we devel- 
oped suitable specifications for the 
basic ferrous and non-ferrous raw 
materials may be of interest. For 
several years we tried to establish 
standards for these materials that 
would guarantee the proper quali- 
ties for our use. Our first efforts, 
perhaps like those of many other 
concerns, were rather rudimentary. 
An order might read: “10,000 
pounds—4-3/16 x .016 C. R. strip 
steel—similar to material supplied 
on our last order.” Such an order 
put a lot of responsibility on the 
supplier, for furnishing the correct 
material. There was a further dan- 
ger that if in the meantime we had 
changed our fabrication procedures 
since our previous order, we might 
not receive the proper kind of mate- 
rial and thus might encounter pro- 
duction difficulties. 

Our first step was to begin to 
show allowable tolerances as _ to 
gauge and width, proper arbor and 
method of coiling. Gradually we 
worked up to 15 or 16 different 
headings, or details, to cover all 
variations. The current specification, 
for example, covers finish, edge, 
temper, Rockwell hardness, toler- 
ance (gauge), tolerance (width), 
winding, arbor, coil weight, oiling 
and wrapping, strapping and band- 
ing, camber, surface finish, skidding, 
and miscellaneous. 
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Supplementary receiving slip, used for partial deliveries, returned goods, 
and materials not covered by a purchase order. Distribution of the four 
copies is the same as for the carbons normally typed with the purchase 


order. 


This made for more accurate pur- 
chasing, but presently the items be- 
came too numerous to list on our 
purchase order form, and we made 
up the separate specification sheets 
as described above, incorporating 
them in the purchase order by ref- 
erence and attachment. There is a 
separate specification sheet for each 
type and size of material. They are 
numbered A-1, A-2, etc., for alu- 
minum, HB-1, HB-2, etc., for high 
brass, LB-1, LB-2, etc., for low 
brass, and so on. 

These sheets insure accuracy in 
ordering and avoid the omission of 
any important factor of the speci- 
fication. It is an easily accomplished 
improvement, and can be adapted 
to the needs of any company con- 
fronted with our original problem. 
Standardization is simple when it is 
rightly applied. 


Further Improvements 


Our experience with the improved 
system has been very satisfactory, 
but we are not content to rest on 

ir laurels. We are searching for 
still more improvement. We believe 
we have found an additional fea- 
ture which will soon be ready for 
uccessful adoption. That is the con- 
solidation of all specifications into 


master specification check lists. This 
is done simply by codifying the spe- 
cification details, using a master 
form, instead of having many sepa- 
rate detailed specification descrip- 
tions. 

Shown herewith is a specimen of 
such a master specification form for 
our steel specifications S-1. In send- 
ing this to a supplier with a pur- 
chase order, the items applying to 
the order are indicated by a check 
mark. This will eliminate the neces- 
sity for keeping on hand a large 
supply of varied detail specifica- 
tions, as we do now, and will also 
eliminate some expense in printing, 
handling, etc. 

We also envision the time, in the 
not too distant future, when each 
of our regular suppliers may have 
in his files a copy of our master 
specifications, kept up to date by 
us. Our purchase orders then will 
have to refer only to such master 
specifications on file. 

Of course, this will place upon us 
the responsibility of keeping the 
vendors’ files up to date, but we 
feel that this can be accomplished 
without too much difficulty. As a 
safeguard, for instance, our pur- 
chase order might call for “10,000 
pounds CRSS, our Master Spec. S-1, 
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dated March 31, 1956,” the date be- 
ing the guide to correct reference. 
Or, we might adopt a more formal 
numbering system, so that succesive 
revisions of S-1, for example, would 
be designated as S-la, S-1b, etc. 

It is our belief that no individual, 
department, or organization should 
permit itself to be lulled into com- 
placency or feel that its procedures, 
forms, systems, personnel, and or- 
ganization are above further im- 
provement—no matter how good 
they seem to be or how effectively 
they seem to function. We feel that 
a constant, continuing, aggressive 
program of improvement and 
searching for improvements is a 
necessity for all businesses if they 
are to continue to be efficient and 
profitable. 


Cooperation Needed 


No program of this sort is a “one 
man” job, if it is to accomplish 
real results. Although it may be 
assigned to a particular individual 
the chances are increased that any 
changes instituted may be met with 
passive resistance, or even open 
objection, unless that individual in- 
vites, secures, and uses the interest, 
knowledge, and cooperation of 
others whose work or departments 
are effected. 

Without that element of joint in- 
terest and effort, the proposed im- 
provement is generally ineffective. 
If the project is of enough company- 
wide importance, it might lead to 
a front-office edict to comply “or 
else”, which is not a desirable way 
of effecting any change. Or, the im- 
provement might be deferred, or 
abandoned altogether. Or, the new 
system might be installed, but 
honored more in deviations than 
by complete observance. 

In our company, the coo»verative 
approach was used. The idea and 
basic plan was outlined by the 
Controller. The Internal Auditor, 
who handles our systems work, 
took the responsibility of coordina- 
tion and installation. The Purchas- 
ing Agent contributed practical ad- 
vice based on his know-how respect- 
ing the over-all problem as well as 
Operating details, and later put the 
System into actual operaton. The 
representative of a special forms 
and systems printing concern furn- 
ished a great deal of work, advice, 
and cooperation in setting up the 
mechanics of the system. Foremen 
and department supervisors affected, 
though some of them were hard to 
convince on the need for a change 
in existing practices, gave sincere 
effort in helping to make it work. 
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Specification S-#2) - Vteee+Buers - Steel 
1. Type - SAE #1010 low carbon C.R.Strip Steel 


2.. Size - ,020" x ,! 
30 nish - copper coated with minimum thickness of .000015" 


ye Edge - #3 slit 

S. Temper - #5 

6. Rockwell - B-48/58 

7. Tolerance - gauge #4 - 0005" “hold as close to .020" as possible 

8. Tolerance - width-- # ,000" -.010" - hold as close to -430" as possible 

9. Winding - Ribbon wuuua in coils with brighter surface inside 

10.arbor - 12" 

11.Coil Weight - maximum diameter not to exceed 28" 

12.0iling.Wrapping.Strapping. - Medium oiled paper or burlap wrapped 
in bundies (not single coils) of not more than 2 or 3 coils so weight 
of individual bundle will not exceed 100 lbs. = Wooden spacers between 
bundles, 

13.Camber - Steel must be straight edgeways so it will unwind from the 
coils without any bow or curve, 

14.Surface finish - Steel must be bright as possible, free from lines, 
scratches, roll and chatter marks, stains, pits, laminations and any 
other surface imperfections. 

15.Ski dding Skid on strong wooden skids, platform 293" x 3U"(made from 
1-3/4" stock) - 4" runnefs with clearance of 7-3/4" from floor to 
underside of platform - minimum distance between runners 22",Meximum 
load per skid 3,000 lbs, 














16.Remarks: The tolerances on gauge and width and specificetions on ccpper 
coating are very important and must be adhered to.Copper coating must ve 
right and ednere to metal. — 

WAC:TA THE P/.TENT BUTTCN CCMPANY - Waterbury,Conn, 





Standard specification details for major raw materials are provided on separate 
sheets, and are included in the purchase order by reference. 


Master specification sheets consolidate details for an entire class of material. 
Items pertinent to a particular purchase are indicated by check mark. 
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The Law of Fraud and Deceit 


URING the past few months, 

the higher courts in different 
localities rendered several outstand- 
ing decisions involving fraud and 
deceitful practices by sellers. The 
purpose of this article is to review 
these important cases and explain 
the pertinent law, so as to assist all 
purchasers to avoid similar expen- 
sive legal controversies. 


When Purchaser Can Win Suit 


If a purchaser erroneously be- 
lieves that a seller practiced fraud, 
there is no use of incurring the 
expense and waste of time in filing 
a suit against the seller. Therefore, 
it is important to know what con- 
stitutes fraud. Recent higher courts 
have adopted the legal rule, as fol- 
LOWS: 

A purchaser can sue a seller on 
the grounds of fraud and deceit and 
win the suit if he proves: 

. that the seller made a ma- 
terial misrepresentation; 

. that it was false when he 
made it; 

. that the seller knew it was 
false, or made it recklessly without 
any knowledge of its truth, as a 
positive assertion; 

. that it was made with the 
intention of inducing the purchaser 
to act, or that it would be acted 
upon by him; 

. and that the purchaser acted 
in reliance upon it, and thereby 
suffered injury or damage. 

Another important rule adopted 
by the courts is: Where fraud has 
been committed by a seller in the 
obtaining of a contract, it may be 
taken advantage of in two forms: 

(1) By an affirmance of the con- 
tract, and a recovery of damages 
from the seller for the injury or 
damage; or 
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(2) By a disaffirmance of the 
contract, delivering the equipment 
or merchandise back to the seller, 
and suing the seller for money 
damages. 

On the other hand, irrespective 
of the basis of a suit against a 
seller, a purchaser never can re- 
cover damages arising from known 
deficiencies or poor quality of the 
subject of the sale. 
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By Leo T. Parker 


One Long purchased a used bull- 
dozer. Before the sale was con- 
summated, Palmer (the seller) told 
Long that the bulldozer would not 
be in working condition, even for 
light work, until the tracks and 
rollers were repaired. Long admit- 
ted this. Nevertheless, Long sued 
Palmer for fraudulent breach of 
contract based upon statement made 
to him that the bulldozer was other- 
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SELLER IS LIABLE FOR DAMAGES THE EXTENT THAT 
DEFECTS ARE NOT DISCLOSED 


Defect Was Known 


A few months ago, a higher court 
rendered an important decision in- 
volving a fraudulent contract of 
sale. This court held that if a seller 
is guilty of fraud, the purchaser can 
recover only damages that are ex- 
clusively based on the defects in 
the equipment or merchandise about 
which the purchaser had no knowl- 
edge. 

For illustration, in Palmer v. 
Long, 263 S.W. (2d) 920, the testi- 
mony showed the following facts. 


wise in good working condition. 
Long proved that the bulldozer had 
many other defects. He asked the 
court to award damages based upon 
the full amount he had spent in 
trying to make the bulldozer usable, 
including the expense of repairing 
the tracks and rollers. The lower 
court awarded Long full damages, 
but the higher court reversed the 
verdict, saying: 

“This is erroneous in that it al- 
lowed the jury to include in the 
damages the sums spent by Long in 


PURCHASING 





Vth) Hm, 








73% CAUSTIC SODA 


may be a sign CUSTOMER “B” SAVED 
of savings for you! | $2,650 THE FIRST YEAR 


More and more users, who have been buying 50% 
caustic soda, are following the trend to 73% concen- 
tration. This practice is being advanced and advocated CUSTOMER 
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by Columbia-Southern because of the possible sav- 17 

ings in delivered cost by converting to the higher $3 C SA VED | 
concentration. 7 


5 
Naturally, your location and the volume of caustic 00 THE FIRST 


soda consumed determine the savings realized in 
switching from 50% to 73% concentration. But, re- 
. gatdless of the amount of caustic soda you use, we 
suggest you investigate the possible savings in your 
Operation. 
The examples of annual savings shown on the sign MER ee D”’ SAVED 
post are taken from customers’ records, selected at CUSTO 
random, who converted to 73% caustic soda. YEAR 
We believe it will pay you to look into the savings $2 055 THE FIRST 
of buying 73% rather than 50%. The services of our / 
technical staff are at your disposal. We shall be glad 


to confer with you, make recommendations, and 
supply data. Write our Pittsburgh office today. 
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repairing the tracks and rollers of 
the bulldozer, as well as telephone 
alls and expense money paid out 

an attempt to get the tracks and 
ollers repaired. The proper mea- 
damages was the difference 
vetween the value of the bulldozer 
and the 
would have had if it had 
inswered the warranty.” 


Partial Fraud; Fuil Liability 


Contrary to 


ire of 
the time of delivery 
lue it 


general opinion, a 
rchaser is entitled to recover full 
istained damages although a seller 
only partially fraudulent or 
deceitful. Such a situation may arise, 
example, where a seller’s state- 


I'VE GOT TO TAKE THESE 
INFERIOR GOODS TO FILL 
MY ORDERS, BUT DON'T 

SHIP ME ANY MORE v 






LIKE THEM 


was not a solid stainless steel ma- 
chine. 

Prior to making any use of the 
condenser, Koskovitch determined 
that it was too large for his pur- 
poses and advertised it for sale as 
a stainless steel condenser. When a 
prospective purchaser examined the 
interior, holes through the stainless 
steel discovered. 


lining were The 
prospective purchaser informed 
Koskovitch that it was. stainless 


clad, and not a solid stainless steel 
condenser, and that condensers con- 







structed of stainless steel would 
not have any large holes through 
the lining, as this one had. The 
maintenance supervisor _ testified 

SORRY, PAL, BUT 


THIS SETS THE 
STANDARD FOR 
THE ENTIRE LOT 
































ACCEPTANCE OF SUBSTITUTION ON PART OF AN ORDER 
DOES NOT IMPAIR THE ORIGINAL CONTRACT 


ment as to the quality of merchan- 
dise is partially correct and par- 
tially fraudulent. So held a higher 
court, only a few weeks ago. 

For instance, in Hess v. Kosko- 
vitech, 62 N.W. (2d) 806, various 
facts were proven, as follows: A 
seller sold to a purchaser, named 
Koskovitch, a milk condenser, which 
is a rather large and complex ma- 
chine used to condense milk prod- 
ucts. It was constructed of mild steel 
with a thin inner lining of stainless 
steel. Although a few condensers 
of this type were manufactured in 
the effort to conserve critical war 
materials, the vast majority of milk 
condensers are constructed of either 
stainless steel or copper. In the 
absence of a chemical or magnetic 
test, it is practically impossible to 
distinguish a stainless clad conden- 
ser from a solid stainless steel con- 
denser, unless its lining is worn 
through to the mild steel. Kosko- 
vitch was not experienced in the 
dairy equipment field, and was not 
aware that partial (clad) stainless 
steel milk condensers had ever been 
constructed. He inspected the con- 
denser, but did not discover that it 
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that something, possibly acid, had 
eaten the holes into the side of the 
condenser and into the weld seams 
around the bottom, and that it had 
keen impossible to reweld these 
holes satisfactorily. 

After expending $175 in sales ex- 
pense, Koskovitch finally sold the 
condenser. His total out-of-pocket 
loss by reason of the transaction 
was $1,475. He sued the seller for 
this amount in damages, basing his 
suit on fraudulent statements of the 
seller that the condenser was made 
from stainless steel when, in fact, 
it was only clad or plated with 
stainless steel. 


Seller Held Liable 


The seller argued that he could 
not be liable because actually the 
condenser was made from stainless 
steel, although not solid stainless 
steel. He contended that his state- 
ment was not fraudulent, as he had 
not stated or otherwise led Kosko- 
vitch to believe that the condenser 
was made from solid stainless steel. 
Nevertheless, the higher court held 


the seller liable in full damages to 
Koskovitch, and said: 

“We have carefully examined the 
entire record and find no support 
for defendant’s (seller’s) contention 
that he disputed the casual rela- 
tionship between the worn-out con- 
dition of the condenser and its con- 
struction of stainless clad steel. 
Since the record in the instant case 
sustains the verdict of the jury that 
plaintiff (Koskovitch) was defraud- 
ed and damaged, it follows that de- 
fendant is in no position to urge 
that the trial court erred in deny- 
ing his motion for a new trial.” 


Part of Merchandise Retained 


Notwithstanding the above de- 
cision, only a few months ago a 
higher court held that if a pur- 
chaser is satisfied with only a part 
of the purchased merchandise, he 
may retain it in his possession and 
recover from a seller damages equal 
to his financial loss. 

For illustration, in Newmark v. 
Katz Rothstein Furniture Company, 
120 N.E. (2d) 477, it was shown 
that a purchaser bought a suite of 
bedroom furniture for the purchase 
price of $786, which price included 
one hanging mirror. The purchaser 
proved that the mirror delivered 
was not the one which was sold to 
him as a part of the suite of fur- 
niture. He retained in his possession 
all of the furniture except the 
mirror. 

In subsequent litigation, the 
higher court held: Where the mer- 
chandise sold is retained by the 
purchaser and the purchase price 
paid in full, then the measure of 
damages for failure to deliver the 
mirror would be the difference be- 
tween the purchase price of all the 
furniture and the value without the 
mirror. 


Purchaser's Rights Waived 


On the other hand, another re- 
cent higher court held that if a 
buyer accepts defective goods as 
a complete performance of _ the 
seller’s contract obligation, the buy- 
er waves his right to any remedies 
available to him as a result of de- 
fective merchandise. 

For example, in Inland Products 
Corporation v. Donovan, Inc. (Boyer 
& Gilfillan Motor Company), 62 
N.W. (2d) 211, the testimony showed 
facts, as follows: A manufacturer 
of farm machinery sold to a dealer 
certain farm implements. Due to a 
shortage in certain metal normally 
used in the farm implements the 
dealer accepted implements made 
from substituted metal. 
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Neither workers nor their work 
suffer injuries where assembly departments 
are standardized on American Phillips Screws. For 
the cross-recessed screwheads don’t split or burr . . . the 
4-winged drivers don’t slip and slash . . . so your skilled 
workers and costly work-in-process are safe. No lost time 
accidents .. . no rejected products, spoiled materials. 
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Safety is just one of the reasons why American Phillips 
Screws cost less to use. Easier handling, faster driving, and 
tighter assemblies with fewer screws . . . these are other 
American Phillips factors that save 50% over old- 
fashioned fastening methods. So make it faster 
and make it safer with American. 


x marks the spot 
.. . the mark of extra quality 





AMERICAN SCREW CO. 


PHILLIPS HEADquarters 
WILLIMANTIC, CONNECTICUT 


Plants at Willimantic, Conn. and ot Norristown, Po. 
Warehouse and office at Chicago 
Office, Detroit, Michigan 
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Later the dealer sued the manu- 
facturer for damages. The alleged 
consisted of the unau- 
thorized substitutions of critical ma- 
terials and nonconformance to con- 
tract specifications which resulted 
in inferior and defective machines. 
The dealer sought damages for 
the delivery of a number of defec- 
t for the non-com- 


breaches 


tive machines, 
pletion of the balance of the con- 
tracts, and for injuries to its busi- 
ness reputation and good will. 

During the trial the testimony 
showed that the dealer had ac- 
cepted deliveries knowing of the 
modifications. The lower court found 
that the dealer continued to sell 
such modified cultivators to its cus- 
tomers knowing that, due to the 
substitutions, it was highly specu- 
lative that they would operate at all. 
In view of this testimony the higher 
court said: 


Defective Deliveries Accepted 


“The unauthorized substitutions 
of materials might well amount to a 
breach of contract which would 
justify the plaintiff (dealer) in re- 
fusing to continue with the contract 
regardless of the condition of any 
completed but undelivered goods. 
However, the court found that the 
plaintiff (dealer) accepted the de- 
fective goods as complete perform- 
ance of the defendant’s (manufac- 
turer’s) contract obligation to date, 
and such a finding has evidentiary 
support. Thus, the plaintiff (dealer) 
waived his right to any remedies 
available to him as a result of the 
defective deliveries.” 

This court went on to explain the 
law to the effect that the mere 
acceptance or retention of defective 
merchandise does not amount to a 
waiver of the buyer’s right to dam- 
for such defects. Nor does 
his indulgence and cooperation in 
the seller’s attempts to remedy 
breaches, of itself, constitute an ac- 
ceptance of the modified or defec- 
tive goods. However, there is noth- 
ing to prevent the buyer from ac- 
cepting modified goods as full per- 


ages 


formance if he so chooses, and 
whether or not there is such a 
waiver depends on the circum- 


stances and facts 
case. 

Thus, if a purchaser knowingly 
accepts defective merchandise, or 
agrees either impliedly or express- 
ly that the seller may substitute 
merchandise, the purchaser is obli- 
gated to pay for the defective and 
unsatisfactory merchandise. 


of the immediate 


126 





Another important legal question 
was presented the court in this case. 
That question is: As the purchaser 
is compelled by law to pay for part 
of the original order, consisting of 
defective equipment he knowingly 
accepted, can the manufacturer 
compel him to accept and pay for 
defective implements in the balance 
or undelivered portion of the order? 
This court held in the negative, 
saying: 


Contract Not Affected 


“The original contract obligations 
stand unimpaired. Under the con- 
tract, it was defendant’s (manufac- 
turer’s) duty to manufacture and 
offer to deliver goods of a certain 
description and quality, and it was 
plaintiff's (dealer’s) obligation to 
accept and pay for such goods. How- 
ever, plaintiff (dealer) was under no 
obligation to pay for or accept any 
further modified or defective goods, 
not conforming to the original con- 
tract. There is no finding that the 
plaintiff agreed to continue accepting 
defective cultivators as performance 
of the contract, that is, that there 
was a modification of the contract. 
Nor does the fact that plaintiff ac- 
cepted some defective cultivators in 
any way obligate it to continue to 
accept similarly defective goods.” 








BUYER CANNOT COLLECT DAMAGES: FOR LACK OF INSPECTION 
CERTIFICATE AFTER USING EQUIPMENT 


Loss of Lien 


Modern higher courts corsistent- 
ly hold that a seller automatically 
retains a lien on merchandise to 
secure payment from the purchaser, 
until he deliver the goods to the 
purchaser. 

According to a late higher court 
decision, after the seller’s lien has 
been lost by delivery of the goods 
to the buyer, the return of the 
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HURRY UP AND START USING IT, 
THEN I'LL GET A PRICE 












goods by the buyer to the seller 
ordinarily restores the seller to the 
position of a lien holder for the 
unpaid purchase price. This is so 
particularly if the purchaser fails 
to prove that the seller practiced 
fraud or breached the warranty 
or guarantee. 

For illustration, in Louis Wein-) 
berg Associates, Inc. v. Newman, 
266 Pac. (2d) 610, it was shown that 
a purchaser located in California 
visited a seller in the City of New: 
York for the purpose of purchasing 
merchandise. The seller showed him 
certain samples of milan straw im- 
ported from Italy. The purchaser’ 
ordered from the seller five cases’ 
of such straw which was thereafter 
shipped to the Monte Christi Cor- 
poration at Rahway, New Jersey, 
who were dyers of straw. This ship- 
ment was made by the purchaser, 
The merchandise was received by | 
the Monte Christi Corporation, | 
which forwarded to the purchaser 
an invoice indicating the number 
of cases received, and_ indicated 
there were an aggregate of 1,881 
pieces contained in them. 

Although the purchaser at no time 
visually observed any of the mer- 
chandise, he wrote a letter to the 
seller cancelling his order on the 
ground that the samples did not 


















































































































































































































REDUCTION 


conform with the warranty of 
samples shown him. Upon receipt of 
the letter the seller showed it to 
the officials of the Monte Christi 
Corporation. The merchandise was 
examined and found not to be de- 
fective, which information was con- 
veyed to the purchaser, who still 
refused to accept it. 

In subsequent litigation the seller 
instituted suit to recover the sum of 
$3,197.70, the contract price of the 
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Solnus may be used for lubricating such parts as plain bear- 
ings, anti-friction bearings, linkages, slides, cams and gears. 





e 

‘ = - 
Also for use in gear boxes, hydraulic systems, circulating 
systems, industrial diesel engines, and compressors. 
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SOLNUS GENERAL PURPOSE OILS 
SAVE YOU MONEY THREE WAYS 


A high grade lubricant for a “squirt-can” price 





ANTI-RUST TEST 


Actual photograph shows 
steel test bars following 
test. Right bar was test- 
ed with Solnus. Left bar 
with an uninhibited oil. 


INDUSTRIAL PRODUCTS DEPARTMENT 
SUN OIL COMPANY 


VERSATILE. Solnus oils sell in the medium 
price bracket, yet can do many jobs on 
which you may now be using higher priced 
oils. While Solnus’ low price makes it 
practicable for once-through uses, its high 
quality also makes it suitable for enclosed 
or circulatory systems. Use Solnus for all 


your general purpose lubrication and you 
can take advantage of the economies of 
bulk prices. 


SIMPLIFIES INVENTORIES. Because Solnus 
may be used for so many applications, you 
can reduce the number of oils you need to 
store. You save space in your oil room 
and greatly simplify your inventory and 
maintenance problems. 


LONG LIFE. In actual field performance, 
Solnus has been proven to have excellent 
service life under all types of operating con- 
ditions. In addition to a long service life, 
Solnus has the following characteristics: 


Excellent anti-rust protection 
Superior anti-corrosion protection 
Very low carbon-forming tendency 
High film strength 
Very low pour characteristics 
Mild cleansing action 
These are a few reasons why Solnus oils 
give you “more lubrication per dollar.” 
Write for the technical bulletin on 

Solnus oils. Dept. PG-4. 


UNOC 


PHILADELPHIA 3, PA. « SUN OIL COMPANY LTD., TORONTO & MONTREAL 


Refiners of famous High-Test Blue Sunoco Gasoline 








merchandise. After instituting the 
suit the merchandise was sold by 
the seller at the best available 
price, the sum of $1,222.65. Then the 
seller asked the court to award him 
damages against the purchaser 
amounting to the difference between 
the original contract price and 
$1,222.65 for which the goods were 


bringing suit against him for full 
amount of the contract price, the 
seller thereby waived his right to 
sell the merchandise and apply the 
amount obtained from the sale to 
the unpaid balance of the contract 
price, 

The higher court refused to agree 
with the purchaser and said: 
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v. John Curtin, Inc. 177 N-Y.S. 246. 
This court held: 

“After the return of the bills of 
lading and the attempted rejection 
of the goods by the defendant 
(seller) the plaintiff under the right 
of lien for the unpaid purchase price 
was entitled to sell the goods and 
recover from the defendant (pur- 
chaser) the difference between the 
amount realized on the resale and 
the contract price.” 


May Recover Difference 


Therefore, the law is established 
that if a seller had not practiced 
fraud or deceit and has not other- 
wise breached the sale contract, 
he may sue the purchaser for the 


A WHOLE Day's 
WORK WASTED 


A PARTIAL TRUTH TOLD BY THE SELLER DOES NOT 
RELIEVE HIM FROM TOTAL LIABILITY 


“Did the plaintiff (seller) by 
bringing its action against de- 
fendant (purchaser) for the amount 
of the contract price thereby waive 
its right to sell the merchandise 
and apply the amount obtained from 
the sale to the unpaid balance of 
the contract price? No. The rule is 
accurately stated in 46 Am. Jur. 
(1943) Sales, section 525, p. 682.” 


Principle Is Confirmed 


For comparison, see the cases 
Higgins v. California Growers, 16 
F. (2d) 190; Urbansky v. Kutinsky, 
86 Conn. 22. Both these leading 
higher court decisions in effect held 
that if a seller has commenced 
suit for goods sold and delivered 
he may, on gaining possession of 
the goods, sell same at the highest 
price reasonably obtainable, and 
then sue and recover damages from 
the purchaser equal to the price 
he received and the amount of the 
original contract price. 

For further comparison see Cohen 


full amount of the contract price 
after the purchaser has accepted 
delivery of the merchandise. Now, 
if the purchaser returns the mer- 
chandise to the seller, the latter is 
not required by law to reject the 
shipment, and the purchaser is not 
relieved from liability if the seller 
accepts the goods. In other words, 
under these circumstances the seller 
may accept the goods, sell them at 
the best price obtainable, and then 
sue and recover from the seller 
the difference between the original 
contract price and the price he re- 
ceived for the goods, 


Jury Must Decide 


Considerable discussion has arisen 
from time to time over the legal 
question: Where a buyer and seller 
disagree over the contents of a 
verbal contract or guarantee, who 
must decide their legal rights? The 
answer is: Only a jury will decide 
whose testimony is truthful. 

For example, in Lepore v. Fus- 


cellaro, 57 Atl. (2d) 442, legal con- 
troversy developed over payment 
for a jig for boring holes in cast- 
ings. The seller of the jig contended 
that there was no guarantee as to 
the boring speed, whereas the pur- 
chaser contended that the seller 
stated orally that he would deliver a 
jig which would speed up produc- 
tion by doing faster work than the 
old jig was capable of doing. 

The higher court refused to de- 
cide the case, saying: 

“Did the defendant (purchaser) 
simply order a jig that was capable 
of boring castings for oil burners 
or did he order a jig that would not 
only do that work but also do it 
faster than the jig he was using? 

Whether or not there was 
such an agreement was a question 
for the jury.” 

Hence if the jury believes the 
seller’s testimony, the purchaser 
must pay for the jig. If, on the 
other hand, the jury believes the 
purchaser’s testimony, the purchaser 
need not pay for the jig. 


No Damages Allowed 


It is well established law that 
if a seller supplies defective mate- 
rials which cause damage to the 
purchaser, such seller is liable in 
the amount of damages sustained by 
the purchaser. However, this law 
is not applicable to contractors who 
supply both labor and materials. 
This is so because the courts have 
consistently held that contracts to 
do certain work and to supply the 
requisite material are not to be re- 
garded as contracts for the sale 
of material, and do not come with- 
in provisions of the statute of frauds 
governing sales of merchandise, and 
damage allowances to purchasers. 

For example, in Stammer v. Mul- 
vaney, 358 N. W. (2d) 671, it was 
shown that the bid of a contractor 
for bathroom and kitchen fixtures, 
septic tank, sewer pipes and fit- 
tings, and labor was a lump sum 
of $1,650 for material and labor. 


Legal Standards Disregarded 


The testimony showed that the 
contractor installed a septic tank 
which did not meet the legal stand- 
ard required by a state law. After 
installation the property owner dis- 
covered that sewage was seeping 
through his lawn and he sued the 
contractor for $1,500 damages, al- 
leging that he negligently furnished 
materials and labor in the construc- 
tion of a cesspool which did not 
meet the requirements of the State 
Plumbing Code, and had to be torn 
out and replaced. 
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» Rescue truck body of ¥ 
for rugged servic 


THE YOLOY FAMILY 
High in resistance to corro- 


sion, shock and vibration, on 
easy to fabricate, easy 
weld. 
YOLOY 


(Nickel-Copper) 
Low Alloy ao Strength 
Steel 


YOLOY E 
(Nickel-Chrome-Copper) 
Low Alloy High Strength 

Steel 


YOLOY M 
(Manganese-Copper) 
High Strength Steel 











This civil defense truck must be ready to go under all conditions. 
To overcome unforeseen emergencies the Yoloy Family of steels 
is used advantageously in the construction of its all steel body. 

The Yoloy Family of high strength steels have proven themselves 
to be extra ordinarily tough resistant to corrosion abrasion and 


wear. 


Their extra strength permits lighter construction with con- 


sequent valuable reduction in dead weight. That’s why Swift All- 
Steel Body Co., Inc., Saginaw, Michigan, specified Yoloy “M” and 





Yoloy “E” for the light, strong body framing in this rescue truck, 


Our District Sales Office near you 
ZS f Oy 


is ready to supply information and 
THE YOUNGSTOWN SHEET AND TUBE COMPANY 


service on the specific steels in the 
Yoloy Family best fitted to meet 
your requirements. 

General Offices: Youngstown, Ohio - District Sales Offices in Principal Cities 

OIL COUNTRY TUBULAR GOODS - CONDUIT 

HOT ROLLED BARS - BAR SHAPES - WIRE - 

RAILROAD TRACK SPIKES 





Manufacturers of 


Carbon Alloy and Yoloy Stee! 


SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - 
AND EMT - MECHANICAL TUBING - COLD FINISHED BARS - 


HOT ROLLED RODS - COKE TIN PLATE - ELECTROLYTIC TIN PLATE - 
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It is interesting to observe that 
the higher court held the contractor 


not liable in $1,500 damages, but 
held him liable only for $71.40, the 


additional cost to the property 
owner for installing a capacity tank 
specified by the State Plumbing 
Code. The court said: 


“Building contracts are not with- 
in the provision of the statute of 
frauds relating to the sale of mer- 


chandise. We conclude that the con- 
tract between the parties was not 
one of sale.” 


Property Owner Com- 
menced Use 


According to a late higher court 
decision, if a property owner com- 
mences to use equipment before 
the contractor complied with state 
laws requiring inspection of his 
work and a certificate, such prop- 
erty owner cannot later enter a suit 
against the contractor and no dam- 
ages are recoverable. 

For example, in Rees Company, 
263 S. W. (2d) 697, it was shown 
that the contractor installed a boiler 
in a building. The contractor did 
not comply with a state law which 
prohibited use of the boiler without 
a certificate of inspection. However, 
the property owner accepted the 
completed installation and com- 
menced using the boiler without 
requiring the contractor to furnish 
such certificate. 


Refused the Property Owner 


Later the property owner at- 
tempted to avoid paying the full 
contract price on the grounds that 
the contractor had violated the 
state law requiring contractors to 
obtain a certificate of inspection 
issued by the Commissioner of 
Labor. The higher court refused 
to hold in favor of the property 
owner, Saying: 

“When Gregory (property owner) 
accepted the completed installation 
from Rees Company (contractor) 
and commenced using the boiler, he 
should at that time have required 
Rees to furnish him a certificate 
issued by the Commissioner of 
Labor, as provided by the Statute.” 


Law of Fraud 


A reader asked this question: “If 
a purchaser owes money to his 
creditors and sells or conveys his 
personal or real property to rela- 
tives to defraud his creditors, can 
the latter recover this property 
from the relatives? If so, what are 
the circumstances necessary for re- 
covery? 
First, it is important to know that 
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the higher courts hold that fraud 
must be proved, and is rarely pre- 
sumed, In other words, a contract, 
honest and lawful on its face, must 
be treated as such until it is shown 
to be otherwise by evidence of some 
kind, either positive or circumstan- 
tial. On the other hand, a convey- 
ance of real property without con- 
sideration is conclusively presumed 
to be fraudulent as against creditors. 
This is so not only without proof 
of any fraud or dishonest intent, 
but also in opposition to the most 
convincing evidence that the mo- 
tives and objects of the parties were 
fair. This is fraud established by a 
mere presumption of law. 


Presumption of Fraud 


For instance: A person deeply 
indebted, and on the eve of bank- 
ruptcy, makes over his property 
to a near relative. From these facts 
a court or a jury may infer the fact 
of a fraudulent intent to hinder 
and delay creditors. A presumption 
of fraud is thus created, which the 
party who denies it must repel by 
clear evidence, or else stand con- 
victed. 


Illegal Incorporation 


The courts hold that when cred- 
itors are about to be cheated, it is 
no hardship upon an honest man to 


| SOLD THE GOODS YOU 
REFUSED, AND TOOK A LOSS. 
YOU OWE ME 
THE DIFFERENCE 





For example, in Shechter v, 
Shechter et al., 76 Atl. (2d) 753, the 
testimony showed facts as follow- 
ing: One Oscar Shechter began his 
business as an individual and later 
filed a fictitious name certificate as 
sole proprietor of the business 
known as Pittsburgh Paper Stock 
Company. Then Oscar applied for 
and obtained a charter for a corpo- 
ration under the name of Pittsburgh 
Paper Stock Company. However, 
the testimony showed that Oscar 
apparently just used his friend’s 
names as corporators and desig- 
nated them as officers and directors 
without meetings, and without any 
money paid by the two principal in- 
corporators who were supposed to 
have subscribed to 445 out its 500 
shares, 


Corporation Not Legal 


In subsequent litigation, the 
higher court held the corporation 
not legal and that old creditors of 
Oscar could look to the corpora- 
tion’s assets for payment of money 
owed personally by Oscar. The 
court said: 

“Even where a bill of sale of as- 
sets to a corporation has been 
shown but the vendor continues to 
all appearances to occupy the same 
relation to the property as he did 
before the attempted transfer, so 
far as. concerns his creditors no 


YOU HAD NO RIGHT 
TO SELL THEM 
WHEN YOU SUED 


ME FOR 
THE FULL 
AMOUNT 


ACCEPTANCE OF RETURNED GOODS BY THE SELLER 
DOES NOT RELIEVE THE BUYER OF HIS LIABILITY 


require a reasonable explanation 
of every suspicious circumstance, 
and rogues are not entitled to a 
veto upon the means employed for 
their detection. These same rules 
of law are applicable where a cred- 
itor endeavors to avoid his obliga- 
tions and debts by incorporating 
a corporation. 





title passes to a corporation created 
by him, and they may treat the 
goods as still belonging to him.” 
Hence, this late higher court de- 
cision well illustrates that a debtor 
cannot by any means, plan, or de- 
sign, legally assign or sell his prop- 
erty for the ultimate purpose of 
defrauding his creditors. 
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: 360 degrees. Operat- 
of |. FRACTIONAL HORSEPOWER MANUAL STARTERS (CR1061) are small-size, across-the-line ing lever firmly at- 
‘a- starters operated by toggle switch—includes accurate bi-metallic overload protection. tached to shaft by 
oe ca double set of splines. 
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he 2. MANUAL STARTER UP TO 712 HP (CR1052) has snap-action toggle switch or push-button 
operator which trips free on overload. Available in 2-, 3-, or 4-pole forms. 


aS= Small Snap- : 


reve — atic ete ; Ve 7 we Pailiir 
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4,MAGNETIC REDUCED-VOLTAGE STARTERS (CR7051, CR7056) are autotransformer or 
resistor types designed for remote or automatic reduced-voltage starting. Timing relay 
provides prope: timing for step-starting, eliminating excessive motor inrush currents. 





Rotating 
Cam Type 


(CR9441E) Two 
snap-action contact 
units operated 
through a worm 
gear reduction. 
Operating cams are 
easily set by adjust- 
ing only two screws. 


General-Purpose Relay. (CR2790). 
For control circuit applications. Small 
in size with extremely long life. Rated 
10 amps continuous (left). 


Solenoids (CR9500). New strongbox 
solenoid provides firmly anchored ter- 
minal and lead type connections in a 
single unit. 22% smaller units mount 
five different ways. Complete rating 
coverage in push and pull, 24 to 600 
volts, 25 to 60 cycles and d-c (right). 
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COMPLETELY NEW CATALOG 
OF G-E GENERAL-PURPOSE 
CONTROL 
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Plugging Switch (CR2962). 


pilot circuit device used in 
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Float Switches (CR2931). 
Used in conjunction with a 


eral-purpose control catalog, GEC-1260A. 













New 





Attachment Rolls Close 
Tolerance Uniform Threads 





A thread rolling attachment re- 
quires only one adjustment for pre- 
cision matching of rolls and just two 
adjustments to set the pitch diam- 
eter precisely. It is manufactured 
by the Sheffield Corp., Dayton 1, 
Ohio. It rolls high precision, close 
tolerance uniform threads, right or 
left hand, on automatic screw ma- 
chines or turret lathes at mass 
production rates. All gearing on the 
unit is totally enclosed. Timing and 
adjustment of rolls is accomplished 
without removing the unit from the 
machine. 
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High Strength Wire 
Rope Developed 


A high strength wire rope, claimed 
by the manufacturer, American 
Chain & Cable Co., Wilkes-Barre 
Pa., to be 15% stronger than the 
best grade of wire rope now being 
manufactured, is expected to sim- 
plify use of wire rope generally. 
It will permit lighter weight equip- 
ment to be designed at lower cost. 
An average tensile strength of 300,- 
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You can get more information on any new 
product shown in this section. Just check the 


number that follows each 


item and circle the 


corresponding number on the Inquiry Card, page 
17. Drop the card in the mail and we'll do the 


rest. 


000 psi has been achieved by use 
of special precise-analysis high car- 
bon steel wire and improved proc- 
essing. It has been widely tested in 
heavy duty construction, mining 
and logging installations, where its 
service life is said to have been 
double that of existing cables. Pres- 
ent diameters range from 14” to 2”. 
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Small Single-Phase Motors 
Are Dripproof 





A line of single phase, %4 hp (and 
smaller) motors of the capacitor and 
split-phase type has shallower end 
plates to reduce their length. Ample 
ventilating openings in end plates 
located below centerline provides 
effective dripproof construction. 
Sleeve bearing motors in the new 
design are lubricated by means of 
felt packing. This type of construc- 
tion both prevents oil leakage and 
assures a constant supply of oil at 
all times. Quick-break switch and 
thermal overload protector are se- 
curely attached to the terminal 
board mounted inside the stator 
frame. Manufacturer is Wagner 
Electric Corp., St. Louis, Mo. 
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Lighter Sander-Grinder Has 
More Power 





A 9” heavy-duty sander-grinder, 
weighing four pounds less than the 
previous model, is available in three 
speeds—4200, 5200 or 6000 rmp. It 
may be obtained with either a 115 
v or 220 v universal motor. A cen- 
trifugal fan pulls air through the 
commutator section to provide a 
cool-running motor. The field case is 
constructed so as to deflect exhaust 
air away from the operator. The 
operating switch is inclosed in a 
dust-proof compartment and_ is 
guarded against being switched “on” 
accidentally. It is a product of the 
Black & Decker Mfg. Co., Towson, 
Md. 
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Light Weight Nylon Fasteners 


The Anti-Corrosive Metal Prod- 
ucts Co., Inc., Castleton-On-Hudson 
is now making nylon fastenings. 
They have but 1/6th the weight of 
stainless steel and 1% that of alumi- 
num. They withstand high voltages 
at commercial frequencies and heat 
up to 450 F. They are unaffected 
by commercial solvents, alcohol, oils 
and 40% boiling caustic soda. 
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For Instrumentation, Low Pressure Air Circuits, Laboratory 
Work, Coolant Lines and many other applications. 








Ss * na Fittings Need Only Be Finger Tightened . . . 
a \ Tubing Bends by Hand 


NOW... Make Tubing Installations 
at a FRACTION of Time and Cost 
Need Tube Fittings ? the IMPERIAL Proe- Alo Way 


See Your 
IMPERIAL DISTRIBUTOR 


He Carries Industry’s 










IMPERIAL POLY-FLO TUBE FITTINGS, used with polyethylene tubing or other 
Most Complete Line of plastic tubing, offer tremendous savings in time and labor through ease of assembly 


Tube Fittings and Tub- and installation. 
ing Tools INSTALLATION IS AS EASY AS THIS! ....Simply cut tubing to desired 
1 He has big local length with knife or scissors. Bend tubing, which is very flexible, by hand to 
stocks for quick fit installation. Slip tubing and reversible sleeve over tube support. Nut need 
delivery. only be finger tightened. A wrench is never necessary. 


Hel ick 
‘% thse right Fin IDEAL FOR MANY APPLICATIONS . . . instrumentation, laboratory 
and right tool equipment, chemical plants, food and beverage plants are but a few of the 


for every job. many uses. Tubing is very tough and impervious to most chemicals. 

FITTINGS AND TUBING furnished in 4", 5%” and %” O.D. sizes. 

Tubing supplied in 4 colors—color coding quickly identifies circuits. 

Ask for Bulletin No. 3025 Recommended for working pressures to 125 psi.—%4” O.D.; 100 psi.— 
4%” O.D. Temperatures from —90° F, to +175° F. 


\ , : 

ACCESSORIES include tube racks for mounting of tubing; quick-discon- 

Jule | ) of all, nect and other shut-off valves; and convenient make-up kit of tubing 
and fittings. 


THE IMPERIAL BRASS MFG. CO. 512 S. Racine, Chicago 7, Ill. 
Industiys Most Complate Line of, 


IMPERIAL 
Tube Fittings and Tubing Tools 
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Need better Lighting? 
...let LUSTRA help! 





Lustra can 
1. SAVE YOU MONEY, and 
2.IMPROVE YOUR 
LIGHTING EFFICIENCY 
with LONGER-LIFE 


lustra Double Duty Fluorescent 
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Tubes and Incandescent Lamps 


We have undisputed proof, in letters from many firms and institu- 
tions, that a talk with a Lustra Man results in improved lighting and 


increased employee efficiency —with reduced lighting maintenance 
cost! 


Your Lustra Man is not only a lighting specialist—but is also 
thoroughly equipped to serve you because he represents the com- 
plete line of Lustra Lamps, Tubes and allied electrical products— 
acknowledged the best. 


For the detailed Lustra lighting 
story, just write to: 
Lustra Corporation, Dept. P-4 
36 Washington Street, 
Brooklyn 1, New York. 


AMERICA’S DATED LAMPS 
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Spray Booth Rids Exhaust 
Air of All Paint 


os 
a 





A new type of water spray paint 
booth, manufactured by the Des 
patch Oven Co., 619 8th St. SEY 
Minneapolis 14, Minn., is claimed to 
be virtually 100% efficient in re 
moving paint particles from the ex- 
haust air. Using a new type baffle 
chamber, the paint spray booth pro- 
vides a positive air cleaning action 
that prevents paint particles from 
reaching the exhaust stack or the 
outside of the building. 
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Compact Precision Too! Grinder 





For precision-sharpening of sin- 
gle-flute milling or engraving cut- 
ters, a compact complete machine 
has been developed by Johnson & 
Bassett Inc., Worcester, Mass. The 
cutter grinder requires a working 
space only 1414” high in a 15” sq. 
area. Its built-in diamond wheel 
dresser is mounted on the wheel 
guard, allowing wheel to be dressed 
without disturbing the tool head. 
Four ball bearings eliminate all end 
play in the sealed spindle. Index 
plunger and dial in tool head 
accommodates indexing, 1, 2, 3, or 4 
sides or flats. The standard spring 
collet receives cutter shanks to %” 
diam. 

Circle No. 47 on Inquiry Card—Page 17 
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‘DIE CASTING RE 





Sturdy Eggbeater 


with die-cast frame and fly-wheel 
built for lifetime service and beauty 


Problem facing Turner & Seymour was 
to get a smooth, long-lasting chrome finish 
for this handsome kitchen utensil. Castings 
had to be absolutely free of surface imper- 
fections. Precision Castings Company engi- 
neers met this challenge and suggested re- 
designing the most critical part—the gear— 
so that gear teeth and outer rim could hold 
better finish. Production costs were reduced 
and the housewife gets lifetime service! 


ARE YOU PLANNING A NEW 
PRODUCT OR COMPONENT PART? 
Ask the Precision team of design and 
metallurgical engineers how modern die- 
casting methods in aluminum, magnesium 
or zinc can solve complicated design prob- 
lems, reduce weight, help eliminate 1 machin- 
ing, reduce assembly and shipping cost . 
and give you unlimited production of Slew: 
tical parts. Write for the Precision story — 


a1 PRECISION CASTINGS CO., INC 








New, lowe Cost Lightweight 


Slide Projector 
by AMERICAN OPTICAL 
Features Streamlined Die-Cast Design 





“The only way we could design these 
pleasing flow lines into our AO-300 pro- 
jector,’ ’ said American Optical Company 
engineers, “was to use die castings. And 
they helped us keep the projector's price 
low.” Together with Precision’s engi- 
neering department, AO designed the 3 
aluminum die castings needed: housing, 
cover, and slide changer. Exact location 
of bosses and projections in every casting 
permits pre-assembly of optical and 
blower systems. These are then put to- 
gether with five screws! 


















“Die Castings . . . Unlimited.” Address your 
request to Precision Castings Co., Inc., 


207 Walnut Street, Fayetteville, N. Y. 


peers largest independent producer: aluminum, magnesium and zinc die castings af 


FAYETTEVILLE, N. Y. — CLEVELAND, OHIO — KALAMAZOO, MICH. 
SYRACUSE, N. Y. — CHICAGO, ILL, — CORTLAND, N. Y. 
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Aluminum-Coated Steel Is 
Strong, Resists Corrosion 


A new type of aluminum-coated 


steel has been developed by Armco 
Steel Corp., Middletown, Ohio. It 
is said to combine the corrosion- 
resisting and heat reflecting quali- 
ties of aluminum with the strength 
of steel. It is made by applying 
molten aluminum to cold rolled 
sheet steel by a continuous pre- 
treatment and immersion process, 
Possible applications are said to be 
pre-fabricated industrial buildings, 
industrial rolling doors, covers for 
silos and water tanks, etc. Field 
tests have shown that the product 
should outlast the common hot- 
dipped galvanized coating in atmos- 
pheric service by at least three to 
one. 
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All-Metal Mount Installs 
Machinery Quickly 





An effective all-metal mount in- 
corporates a built-in leveling de- 
vice, which makes it possible to in- 
stall machinery quickly and cor- 
rectly without the use of special 
tools. Regardless of how uneven 
the floor may be, a machine may be 
mounted, leveled and aligned in a 
matter of minutes. The mount is 
made by Robinson Aviation, Inc. 
Industrial Div., Teterboro, N.J. 
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Cushioned Pads, Blankets 
Protect Products in Transit 


Jet-Pak, Inc., 859 Summer Ave., 
Newatk 4, N.J., announces the coast- 
to-coast availability of multi-pur- 
pose cushioned pads and _ blankets. 
Having macerated cushioning sealed 
within double walls of sturdy re- 
sistant kraft, they protect products 
from rough handling and damage 
in transit. Available in a wide range 
of sizes, the pads and blankets are 
adaptable for shipping any number 
of products. In addition to cushion- 
ing effects, the pads and blankets 
have excellent insulating and water- 
proofing effects when applied in 
conformance with standard shipping 
practice. 
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Elliott Company uses quenched, tempered, and stress relieved circles of “’T-1” steel in 1,” 
to 314” thicknesses. Circles are contour machined: 14%” steam balance holes are drilled in 
the web, and the shaft hole is bored and keyed. Grooved seat is then machined. 


in rotor discs of small turbines 


Provides high strength at high temperature, 
and stability at high speed of rotation 


®@ The Elliott Company, Jeannette, 
Pennsylvania, makes industrial 
steam turbines for driving pumps, 
fans, blowers, and other rotating 
equipment. The steel for the turbine 
discs must withstand high stresses at 
high temperatures and at speeds as 
high as 6,000 rpm. It must be sound 
throughout. That’s why Elliott Com- 
pany has switched to new USS“T-1” 
Steel in these discs. 

“T-1” provides a minimum yield 
Strength of 90,000 psi. and good 
creep rupture strength to 900°F. It 
poses no severe fabrication problems. 
What’s more, ““T-1” costs 60% less in 
this turbine application than the 
alloy steel previously used. And the 
switch to “T-1” required no change 
in design. 

Although USS “T-1” Steel is com- 
paratively new, it already has proved 





well suited to a great variety of ap- 
plications. In addition to great high- 
temperature strength, it has extra- 
ordinary toughness at temperatures 
far below zero. It has excellent re- 
sistance to impact abuse, impact 
abrasion, and atmospheric corrosion. 
By taking advantage of these su- 
perior properties, you can reduce the 
size and weight, increase the strength 
and durability, and reduce the cost 
of such varied equipment as pressure 
vessels, power shovels, draft lines, 
storage tanks, conveyors, bridges, 
and towers. Where field fabrication 
or repairs are necessary or desirable, 
“T-1” cuts costs still further because 
it can be welded or flame cut either 


in shop or field without pre-heating 
or stress relieving. 

Send the coupon for complete in- 
formation. 


United States Steel, Room 4641 
525 William Penn Place 
Pittsburgh 30, Pa. 


[] Please send me your booklet, ‘United States 
Steel presents T-1‘' which contains the full 
story of ‘’T-1” steel. 


~] Have your representative get in touch with 
me. 


eee 
~ P 


UNITED STATES STEEL CORPORATION, PITTSBURGH - COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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NSTRUCTIONAL ALLOY STEEL & 


SEE THE UNITED STATES STEEL HOUR. It’s a full-hour TV program presented every 


i 8 ee 


other week by United States Steel. Consult your local newspaper for time and station. 
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CORRECTLY ENGINEERED 
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EVERY LIFTING wal 


For almost every hoisting job, 
there’s a specialized MA- 
DESCO block designed and 
engineered to assure maxi- 
mum safety, maximum ease 
and speed, maximum block 
and rope life. You'll save 
money by specifying MA- 
DESCO blocks because they 
combine performance-fea- 
tures developed through 30 
years experience in practically 
every industry, including ma- 
terial handling, oil drilling, 
lumbering, mining, marine 
engineering, and construction. 


MADESCO TACKLE BLOCK CO. 


Easton, Pa. 
Subsidiary of Nazareth Cement Co. 













Your industrial distributor 
carries a wide range of 
MADESCO blocks ... or 
quickly can supply your spe- 
cial needs through our fac- 
tory-stock or special engineer- 
ing services. Write today for 
our illustrated catalog and the 
name of a nearby MADESCO 
distributor. 
























HAE-MB-109,55 
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STAINLESS... 


ALLMETAL, one of the major suppliers 
of stainless steel fasteners to the metal 
working industries, is now in the top 
position to fill all your stainless steel 
fastener requirements. 







Write For 
Free Copy of 
Catalog P19 


New Garden City plant now operating at top speed 
and quality 

Complete range of screws, bolts, nuts, rivets and 
washers 

Over 9000 items in stock means immediate delivery 
from one source 

Unsurpassed facilities for quantity fabrication of 
specials 

A staff of seasoned engineers always available for 
consultation 


Pioneers in the manufacture of stainless steel 
fasteners 
MANUFACTURERS 


S4mee tO29 





SCREW PRODUCTS COMPANY, INC. 


GARDEN CITY NEW YORK 
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Corrugated Containers 
Fastened from Outside 





Bostitch, 1021 Mechanic St., Westerly, 
R. I., has introduced a stapling machine 
for fastening the top and bottom flaps 
of corrugated containers entirely from 
the outside. The stapler is equipped 
with two stapling heads that drive 
wide-crown, preformed _ staples at 
the rate of 100 per minute. As staples 
are driven into the container, they run 
in the grooves of retractable anvils, 
which clinch the staples securely on 
the inner side and quickly withdraw. 
Bottom stapling is done by an inverted 
head that operates from a stationary 
position below the roller-type work 
table. The top head adjusts itself auto- 
matically to height of the container. 
Corrugated board of almost any thick- 
ness can be stapled. 
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Rugged Solenoid Outlasts 
Product Where Installed 





A small and compact solenoid is 
available for small equipment and 
components. Incorporating new po- 
sitioning of double shading coil for 
high seated pull, the solenoid is a 
powerful unit suited to rugged duty. 
It is engineered, according to the 
manufacturers, Dormeyer Indus- 
tries, Dept. PHN, 3418 N. Milwaukee 
Ave., Chicago 41, Ill, to outlast the 
product in which it is installed. It 
operates in any position and is for 
both constant and intermittent duty, 
115 v, 60 cycle a-c. 
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Leland Type PA, Polyphase, Explosion-proof 
(Underwriters’ Approved, Class 1, Group D), 
Externally fan cooled, Ball bearing, Integral HP 


er Zan 


\ : never cuts corners 
J \ }) 
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There are many different ways to build an electric 
motor — drip-proof, totally enclosed, explosion- 
proof... . 

Basically, however, there are only two. To meet 
necessary specifications. Or to build it as though 
you yourself were the end user . . . to build it as 
you know it ought to be built. 

Leland, since its very beginning, has built motors 
this second way. 

Every Leland is made of the finest materials 
available consistent with user economy. Every 
Leland is designed to be better than it has to be. 

It’s no way to get rich quick. But it has proved 
to be good business. And it’s a firm policy the 
proud engineers and craftsmen of Leland will con- 
tinue to pursue. 

Investigate the value of this policy to you. 
Leland manufactures a complete line of motors 
from 1/6 to 5 horsepower, in all of the standard 
types and enclosures. 


Per tt ee + $e S$ © Os 


t 






Write us today. 
Tue LELAND ELeEctric CoMPANy, Division of 
American Machine & Foundry Company, 


Dayton 1, Ohio 


en ie. A 
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Bullard Safety Buyer's Guide 


CLEAN COMPRESSED AIR PROTECTS 
MEN AND MACHINES 


Give pure air to workers wearing air- 
supplied hoods, helmets or masks. 
Bullard compressed air purifiers remove 
dust, 
compressed air making it completely 





moisture, and oil fumes from 


safe for breathing. 


These purifiers will also rapidly pay for 
themselves by eliminating grit and dust 
that damage delicate parts of com- 
and by supplying 
moisture-free air for fine quality lac- 
quering and enameling. 


pressed air tools, 


- 10 to 190 
cubic feet per minute of clear air. 


RED IS FOR RIGGER 


Bullard’s process for manufacturing permanent 
molded-in colors in glass fiber safety hats and 
caps has developed a new trend in purchasing 
head protection. Many industries are selecting 
hats or caps with a different color for every crew. 
Red might be for riggers, blue for carpenters, 
green for safety, yellow for electricians. All colors 
are available. 


Three sizes available . . 

















The tough, resilient glass fiber construction of Bullard hats and 
caps provides life-saving resistance from falling objects. The univer- 
sal leather or leatherette handband fits all head sizes—6%% to 774. 
Replaceable in 10 seconds. There are Bullard winterliners, face 
shields and chin straps to fit all hard hats and caps. 


HELPS CUT 40% OF TRUCK ACCIDENT CLAIMS 


Accidents incurred while 
climbing in and out of 
about 
40° of compensation claims 
filed by truckers. This fully 
retractable safety truck step 
will reduce this rate. When 
not in use it retracts flush 
to the back of the vehicle. 
Attaches easily under trucks, 
on tail gates, work tables 
and loading docks. 


trucks account for 


see our catalog in 





New safety equipment catalog now available .. . write for it! 


BULLARD 


PLANT 


ENGINEERING 
FILE 


: WARO 
or write for copy eois® 


EVERYTHING 


IBULLARD 


£. 0. BULLARD COMPANY + 275 Eighth St., San Francisco, California 





IN SAFETY ® 
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Duct Furnaces Provide 
Custom Heating Systems 











Sectional assembly to simplify in. 
stallation is a feature of a series of 
large capacity duct furnaces, de- 
veloped by Reznor Mfg. Co., Mercer, 
Pa. It is claimed to be possible with 
these units to install custom en- 
gineered heating systems with total 
capacities up to 2,000,000 Btu, and 
above, from sections weighing no 
more than 315 lb. The units are 
compact and efficient, each with a 
full complement of combustion con- 
trols. The duct furnaces can also be 
installed as booster units in long 
duct runs to supplement other warm 
air heating equipment. The four 
basic models are 150, 200, 250, and 
300 thousand Btu. 
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Light-Duty Nibbler Cuts 
18-Gage Stainless Steel 






Sa : sis ~ 


Fenway Machine Co., 263 N. 23rd 
St., Philadelphia has introduced on 
the market a light-duty nibbler. It 
handles stainless steel up to 18 
gage and milder stéels up to 16 gage. 
It is said to cut all types of stain- 
less steels with equal facility—mar- 
tensitic, ferritic and austenitic—as 
well as light plate or sheet stock of 
cold-rolled steel, aluminum, copper, 
galvanized metals, etc. Using a 
punch and die action, the nibbler 
removes a tiny slug of metal with 
each cutting stroke. Thus, all cuts 
are clean, without distortior., burrs 
or elongation on either side. At 
maximum load, it cuts at rate of 
43” per minute from any angle. 
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USG FACTORY SERVICE... 
AN IMPORTANT PLUS | 
TO PURCHASING AGENTS 


Quality of product, completeness 
of line, price and immediate availa- 
bility are factors every engineer and 
purchasing agent must consider 
when buying gauges. 

An equally important factor is 
responsibility of the supplier to service 
the needs of thecustomer. USG provides 
































in- such service through its Research 
‘3 Laboratory. Here constant testing of 
cal materials under customer operating 
vith conditions assure you optimum 
en- efficiency and long gauge life. To 
otal further assure guaranteed gauge 
and satisfaction, USG maintains the 
a most rigid quality control system ' 
h a in the instrument industry where | 
on- masters are used to measure low ' 
) be vacuums to super pressures. 
ong To assure immediate availability, | 
ee USG maintains the world’s largest 
and stock of gauges—over 200,000 
standard gauges in a wide variety 
17 of types, sizes and ranges. To : 
economically handle your special b 
requirements, USG stocks the most 13 
complete line. of gauge components * 
to meet any specified pressure and . 
P p A actuating need. , 
No problems with engineering : 
. e r 
since | started purchasing lusG gauges! : 
Purchasing U. S. Gauges is like buying freedom 
‘ from trouble. They’re first choice with Design 
| Engineers, Production Engineers and Quality 
ond Control Engineers. They’re first choice with 
on Purchasing Agents because gauge for gauge—in 
a every classification—you can’t beat a USG for USG provides highest quality 
ge. quality at competitive prices! gauges at competitive prices because 
in- , s : its facilities are economically 
ar- When you purchase U. S. Gauges, you're assured integrated for large volume, quality 
a guaranteed satisfaction in price, performance, controlled production. Gauge for 
yer, dependability and enduring accuracy. gauge—in every application 
a classification—in every price class— 
ler eo pe USG has more to offer than any 
ms Gaye. Hheadyualers other make. This high quality at 
ee UNITED STATES »GAUGE O 4 a competitive price is one reason 
At POR OVER 50 VERN why more Original Equipment 
of Manufacturers specify USG than 
‘_ United States Gauge, Division of American Machine and Metals, Inc., Sellersville, Penna. any other make! 
Advertisement 
I> 
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A PLIERS 


have given us convincing evidence of 


HIGH QUALITY” 


say production engineers 
at Smith-Corona Inc. 


‘In manufacturing a quality typewriter we 
need durability, dependability and accuracy 
in our hand tools, and that is what we get 
they add. 


from Utica,” 





A precut stepping dog carrier spring is 
trimmed to size by Utica® No. 65 nippers. 





A very popular tool at Smith-Corona 
is the Utica® No. 777 needle nose pliers. 





Bell crank link is snapped to key lever by 
Utica® No. B224 duck bill pliers. 


Smith-Corona's new 
Eighty-Eight secretarial 
office typewriter. UTICA 
Toots® have an essen- 
tial part in producing 
this fine instrument. 





Your industrial distributor has Utica 
Too.ts® or can get them for you. 





In Canada: Adlam Tool & Supply Co., Ltd., Montreal 
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Power Transmission Won’t 
Slip at Normal Speed 

The Dodge Mfg. Co., Mishawaka, 
Ind., has redesigned a novel Euro- 
pean development in power trans- 
mission to conform to American 
standards, This is a dry fluid drive 
called Flexidyne. It is claimed to 
easily handle difficult starting and 
reversing problems and to give a 
new kind of protection against shock 
and overloads. Its major advantage 
over fluid drives is said to be based 
on the fact that at normal operating 
speeds it does not slip. Essentially 
the “Flexidyne” drive is made of a 
housing, inside of which a rotor 
is free to turn concentrically. Be- 
tween the two are fine particles of 
spherical steel shot, called the “flow 
charge,’ which acts much like a 
fluid. The shot transmits power from 
housing to the rotor. 
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Detergent Cleans Floors With 
Once-Over Action 

Fuller Brush Co., Fuller Park, 
Hartford 2, Conn., has developed 
a synthetic detergent that reduces 
time and labor costs on floor clean- 
ing by its once-over action. It is 
said to be equally effective on wood, 
concrete, terrazzo, linoleum, asphalt, 
or tile composition surfaces. Highly 
concentrated, it is dissolved in wa- 
ter in varying amounts to control 
strength for a particular job to be 
done. Thus, it strips old wax in a 
solution of 2 to 4 cups in 10 gal of 
water; a weaker solution of 
in 10 gal of water cleans 
without removing wax. 
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Grinder Does Heavy Removal 
or Close Tolerance Work 


A centerless grinder handles work 
pieces up to 342” diam using stand- 
ard work rests and pieces up to 
4%” diam, using heavy-duty work 
rests. Grinding wheels are 20” diam 
and up to 8” wide. Regulating 
wheels are 12” diam and up to 8” 
wide. A 15 hp motor drives the 
grinding wheel. The machine weighs 
approximately 12,250 lb including 
electrical equipment. It is used for 
either infeed or throughfeed grind- 
ing of parts which may be more 
economically finished by centerless 
grinding than by center-type. The 
maker, Landis Tool Co., Waynes- 
boro, Pa., states that the machine 
can be used for either heavy stock 
removal or extremely close toler- 
ance work of straight or profiled 
shape. 
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lower cost 


EVE BOLTS 


by an 
exclusive method 


Among Pawtucket’s 
many specialty 
products are these 
lower-cost eye bolts 
or “swing” bolts. 
Pawtucket’s exclu- 
sive production 
method keeps cost 
low, dimensional ac- 
curacy unusually high 
and strength above 
standard. 

Pawtucket eye bolts 
are made in standard 
sizes Y‘’ and larger, 
or to your specifica- 
tions. In any size, you 
can depend on uniform 
Class 3 fit, if required. 


ii 


hh 
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All standard steels, 
stainless steels and 
non-ferrous metals, including Cg 
Titanium 
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BETTER BOLTS SINCE 1882 


PANTUCRE! 


MANUFACTURING COMPANY 


327 Pine St. « Pawtucket, R. |. 
THE PLACE TO SOLVE YOUR BOLT PROBLEMS 
, \ T.M. REG. 





$4 
“The Bolt Man” 


For More Information Circle No. 180 
on Inquiry Card—Page 17 


PuRCHASING 


In 
rais 
fro 
effi 
ph 
Its 


ger 
tur 


of 
on 
lan 


na! 
me 


cal 
wr 
16 








| 
A ,. another advance in mercury lighting from G. E. | 


Now 54% more light from 
G-E 400-watt mercury lamp 


New General Electric 
H400-RC] gives top 
color balance, too 


, In another mercury lighting first, General Electric has 
raised the light output of the H400-RC1 mercury lamp 
from 12,300 to 19,000 lumens! This 54% increase in 
efficiency results from using a special fluorescent phos- 


————— 


phor as a reflector as well as to improve color balance. 
Its color characteristics are best of any mercury lamp for 






general lighting. Color rendition approximates a mix- 
ture of % filament light and % mercury light. 

The new G-E H400-RC1 mercury lamp has a life rating 
of 6000 hours at 5 or more hours per start. It operates 


& 6+ 44t 4+ Fee eH 


on the same equipment as all other 400-watt mercury 
lamps and is interchangeable in most reflectors. 


With its controlled beam, good color, easy mainte- 
nance, and high light output, it is first choice for most 
mercury lighting applications. 

For more information on how this new mercury lamp 
can fit your operation, call your G-E Lamp supplier, or 


TVTTiT Pete eS tt 


write General Electric Company, Lamp Division, Dept. 
166-P-4, Nela Park, Cleveland 12, Ohio. 














COMPARE NEW G-E RC1 WITH OTHER 400-WATT MERCURY TYPES 

NEW RCI VS H400-E1 NEW RCI VS H400-J1 NEW RC1 VS H400-Al 
@ Light on the work @ Delivers 10-20% more @ 35% more light on = | 

equal or greater in light on the work in the work in most 

most equipment most equipment equipment 
idids cater hatence @ Has somewhat better @ Has good color 

color balance balance 
@ Less maintenance @ Lower cost of light @ Lower cost of light e 
| 























ANY Progress /s Our Most /mportant Product 


- GENERAL &@ ELECTRIC 
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FOR YOU 





| PNEUMATIC 
TOOL 
CATALOG 


It’s FREE for the asking—this brand new 
catalog containing photographs and descrip- 
tions of dozens of different MALL air tools 
designed to help you boost production and 
cut costs. MALL air tools provide POWER 
UNLIMITED shift after shift...and at the 
same time eliminate worker fatigue because 
of their amazing lightness and compactness. 
MAIL THE HANDY COUPON BELOW 
FOR YOUR FREE COPY. 











America's featherweight production champs are break- 
ing production records in plants from coast to coast. 


AT YOUR SERVICE 


The MALL man in your area (with his mobile 
tool warehouse) will be glad to demonstrate 
the MALL power tools 
you ask to see. 
Phone or write ’ 
the MALL office 
nearest you. 
SSS SSSRSSREESSSREEESEESSSeeee 
MALL TO OL co pote g POWER TOOLS 
. OLINE - ELECTRIC - AIR 
7791 South Chicago Ave., Chicago 19, Illinois 





RUSH me a free copy of MALL’s new Air 
Tool Catalog No. 72. 


Name 








Company 


Address 





= 
¢ 
3 
ae 





SSS SSSS SSS 8885588888888 858 
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Protected 
Etc. 


A-C Motors Totally 
Against Drip, 





Constructed ruggedly, a line of 
totally-protected a-c motors are 
said by the makers, Reliance Elec- 
tric & Engineering Co., 1088 Ivan- 
hoe Rd., Cleveland 10, Ohio, to give 
precision performance to meet au- 
tomation needs. Regardless. of 
mounting positions, the motors offer 
complete protection against drip, 
splash and falling objects. Ventila- 
tion louvers are positioned “high 
and dry” in the end brackets. The 
frame extends beyond the coil 
heads to give full protection to the 
windings, an especially important 
feature when end brackets are re- 
moved. 


Circle No. 58 on Inquiry Card—Page 17 


Extinguisher Operates 
Without Inverting, Bumping 





A 2% gal water or anti-freeze fire 
extinguisher is a one-hand operated 
(not cartridge operated) unit with 
all the action at the top. It is pres- 
surized with air or nitrogen to 100 
psi. Discharge is accomplished with 
a one-hand squeeze-grip operating 
lever at top of extinguisher, which 
also serves as a carrying handle. 
The squeeze-grip action instantly 
releases the pressurized water or 
anti-freeze charge in a powerful 
stream that carries 35 ft or more 
With anti-freeze solution, the ex- 
tinguisher is effective from -40 F 
to 120 F. It is made by Stop-Fire 
Inc., Brooklyn 1, N. Y. 
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REYNOLDS DISTRIBUTORS 


ALABAMA 

Southern States Iron Roofing Co., Birmingham 

CALIFORNIA 

Bralco Metals, Inc., *Los Angeles 

Clingan & Fortier, Inc., Fresno, *Los Angeles, San 
Francisco and Vernon 

Pioneer Aluminum Supply Co., *Los Angeles 

Turner Metal Supply Co., (Wire, Rod, Bar) 
*Huntington Park 

Union Hardware & Metal Co., *Los Angeles 

United States Steel Supply Div., Los Angeles 

CONNECTICUT 

American Steel & Alloys Corp., *Hartford 

Peter A. Frasse & Co., Hartford 

Scovill Mfg. Co., (Wire, Rod, Bar) *Waterbury 

FLORIDA 

Horne-Wilson, Inc., Jacksonville, Miami, Orlando 
and Tampa 

Southern States Iron Roofing Co., Jacksonville, Miami, 
Oriando and Tampa 

GEORGIA 

Horne-Wilson, Inc., *Atlanta 

Southern States Iron Roofing Co., 
*Savannah 

ILLINOIS 

Aluminum Distributors Inc., *Chicago 

J. G. Braun Co., (Architectural only) Chicago 

Scovill Mfg. Co., (Wire, Rod, Bar) Chicago 

United States Steel Supply Div., *Chicago 

Benjamin Wolff & Co., *Chicago 

INDIANA 

W. J. Holliday & Co., *Indi poli 

Kasle Steel Corporation, Elkhart 

KANSAS 

Industrial Metals, Inc., Wichita 

KENTUCKY 

Southern States Iron Roofing Co., Louisville 

LOUISIANA 

Southern States Iron Roofing Co., New Orleans 

MARYLAND 

Clendenin Bros., Inc., *Baltimore 

Lyon, Conklin & Co., Inc., *Baltimore 

MASSACHUSETTS 

Arthur C. Harvey Company, *Boston 

MICHIGAN 

Kasle Stee! Corporation, *Detroit and Grand Rapids 

McDonnell Bros., Inc., (Architectural only) *Detroit 

Meier Brass & Aluminum Co., *Detroit 

MINNESOTA 

MacArthur Co., (Architectural only), *St. Paul 

United States Steel Supply Div., St. Paul 

Vincent Brass & Copper Co., *Minneapolis 

MISSOURI 

Industrial Metals, Inc., *Kansas City and St. Louis 

United States Steel Supply Div., St. Louis 

NEW JERSEY 

Edgcomb Steel and Aluminum Corp., Hillside 

Peter A. Frasse & Co., Lyndhurst 

Mapes & Sprowl Steel Co., *Union 

NEW YORK 

J. G. Braun Co., (Architectural only) *New York 

Edgcomb Steel and Aluminum Corp., Hillside, N. J. 

Peter A. Frasse & Co., Buffalo, *New York, Rochester 
Syracuse 

Mapes & Sprowl Steel Co., Union, N. J. 

Ontario Metal Supply, Inc., (Wire, Rod, Bar) 
*Rochester 

NORTH CAROLINA 

Southern States Iron Roofing Co., Raleigh 

OHIO 

Bridgeport Brass Co., (Wire, Rod, Bar) Cleveland 

Kasle Stee! Corporation, Cleveland 

Mutual Manufacturing & Supply Co., *Cincinnati 

Vorys Brothers, Inc., *Columbus 

OREGON 

Woodbury & Company, Coos Bay, Eugene, Medford 
and *Portland 

PENNSYLVANIA 

Athos Steel Service Co., *Philadelphia 

Peter A. Frasse & Co., *Philadelphia 

Merchant & Evans Co., *Philadelphia 

Penna. Industrial Supplies Co., Inc., *Pittsburgh 

Potts-Farrington Company, Philadelphia 

RHODE ISLAND 

Congdon & Carpenter, *Providence 

SOUTH CAROLINA 

Southern States Iron Roofing Co., Columbia 

TENNESSEE 

Southern States Iron Roofing Co., Memphis and 
Nashville 

TEXAS 

Moncrief-Lenoir Mfg. Co., Dallas, Harlingen, 
*Houston, Lubbock, San Antonio and Temple 

Vinson Steel and Aluminum Co., *Dallas, Odessa 
and Snyder 


Atlanta and 





and H d 


UTAH 

Salt Lake Hardware Co., *Salt Lake City 
VIRGINIA 

Southern States Iron Roofing Co., Richmond 
WASHINGTON 

Clingan & Fortier, Inc., Seattle 
WISCONSIN 

Benjamin Wolff & Co., Milwaukee 
*Indicates main office 


Look Under “Aluminum” in Your 
Classified Telephone Directory’ 
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Rely on Your Nearby 
Reynolds Aluminum Distributor 





enouse 
cks 


The aluminum you need when you need it 
—delivered from our complete line of 
aluminum mill products. You eliminate 
capital tie-up in obsolete or idle inventory 
... you cut stock record keeping, account- 
ing cost and warehouse overhead. Let us 
show you how our warehouse services can 
eliminate some of your problems, and, at 
the same time, save you money. 




















PLUS THESE ADVANTAG 





YOUR PARTNER IN PRODUCTION EXTRA EQUIPMENT THAT LOWERS COSTS PROMPT SERVICE AND DELIVERY 


Whenever we can, we will help on your Slitting, cutting, shearing, sawing and You get fast delivery on both your “rush” 
production problems. Reynolds technical other specialized operations are money- orders and regular shipments. This helps 
service men in the field and the fully inte- saving services we offer. Put our equip- you keep production on schedule .. . 
grated staff at Reynolds home office ment and services to work for you to eliminates costly delays waiting for mill 
work hand in hand with us. help lower your costs, shipments. 




















Call us today for Reynolds Aluminum Distributor Service. 
—_ a scoiensiasiaeitidn insisilatiauinaiedlisaii 


_ REYNOLDS 4@ ALUMINUM 


We’re as near as your phone. 

















MODERN DESIGN HAS ALUMINUM iN MiND 
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when buy 





Testing ... testing ... testing . . . that’s the secret of the 
longer life and trouble-free operation you can expect from a 
Halsey Taylor Electric Cooler. 

Here you see men testing, hour after hour, for capacity, for 
leakage, for accuracy of temperature and refrigerant controls, for 
correct setting of expansion valves .. . for every factor that can 
mean the difference between dependability and uncertainty! 

That’s why the Halsey 
Taylor nameplate is your 
guide to performance, no 
matter what type of cooler 
or fountain you buy! 











For More Information Circle No. 183 on Inquiry Card—Page 17 





ee ee 
HALLOWE LL 
a 


SOLID STEEL 
COLLARS 


Size-marked for 
quick identification in 42 stock sizes 


And these precision-machined solid steel collars 
stay put because they are held in place 
on the shaft by the famous UNBRAKO Self- 
Locking Socket Set Screw. Authorized indus- 
trial distributors carry complete stocks in 
sizes from %%'’ to 3’ inclusive. Write for 
Bulletin 868. STANDARD PRESSED STEEL Co., 
Jenkintown 31, Pa. 


HALLOWELL POWER TRANSMISSION DIVISION $ 





JENKINTOWN PENNSYLVANIA 
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Steel Cored Wire Ropes 
Have 15% More Strength 


John A. Roebling’s Sons Corp, 
Trenton 2, N. J., announces a line 
of wire ropes, with steel cores that 
is said to have 15% greater strength 
than the strongest grade hitherto 
manufactured. Not only have these 
ropes higher strength, but greater 
resistance to wear from abrasion 
and bending give them longer rope 
life. The ropes will be manufac. 
tured primarily in preformed con- 
structions in sizes from %4” to 314”, 
Industries that will benefit will be 
those which use a wire rope with 
independent wire rope core, such 
as construction, oil, logging, mining 
and manufacturing. They are for use 
on shovels, draglines, cat arches and 
chokers, hot ladle cranes, etc. 
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Portable Stapler Can he 
Moved From Job to Job 





Fastener Corp., 860 Fletcher St, 
Chicago 14, Ill., has in production an 
air-driven, industrial stapling device 
weighing only about 3 lb. This makes 
it easily transportable from place 
to place. In general, it does the 
same stapling jobs as the big stitch- 
ers with which the job must be 
taken to the machine. An exception 
is cartons where its use is restricted 
to certain types such as the teles- 
copic carton. 
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A-C Welder Is Simple To 
Maintain and Connect 


A general purpose a-c welder for 
job shops and light industrial ap- 
plications covers a current range 
of 25 to 295 amps. According to the 
manufacturer, General Electric, 
Schenectady 5, N. Y., it tack welds 
at high currents and steady welds 
at moderate currents. The welder 
provides a 50% duty cycle in the 
normal welding range of 200 amp, 
with lower duty cycles when higher 
settings are used. A low range open 
circuit voltage of 75 v_ provides 
easier starting and facilitates use of 
low hydrogen and stainless steel 
electrodes. 
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HERE ARE 
THE FACTS 


THAT MEAN SAVINGS TO YOU 





(1) ONLY MONO-CUSHION SUR- 
VIVED THE TEST ... the other 
tires were too damaged for normal 
use. TIRE “A” lost a section of 
tread 6 inches long and 1 inch deep. 
TIRE “B” was badly chipped and 
had two deep splits that reached 
almost to rim. This is additional 
proof that Mono-Cushion ts a better 
buy . .. it costs less initially and 
lasts longer. 


MONO-CUSHIONS GIVE YOU 
MORE TON-MILES PER DOL- 
LAR ... because the rubber stocks 
developed especially for these tires 
are compounded from hAigher qual- 
ity materials than are used in the 
best “premium” passenger car tires. 
This is no idle claim. It is another 
fact previously known only by Mon- 
arch’s key personnel. 


(3) MONARCH SUPPLIES PER- 
FORMANCE-PROVEN INDUS- 
TRIAL SOLID TIRES. Working 
closely with lift truck manufactur- 
ers, Monarch engineers have cre- 
ated tire and tread designs that 
assure maximum cushioning action 
for vehicles, loads, floors and driv- 
ers. A leading supplier of pressed- 
on tires, Monarch has a type and 
size to meet every lift truck 
requirement. 


> 
~ 


“ 


WHEN YOU NEED TIRES, REMEMBER MONARCH 
. THE KING OF THE SOLIDS 


* YOUR NEAREST MONARCH TIRE * 
* DEALER is listed in the Yellow Pages 

* under “Trucks-Industrial-Parts & Sup- « 
e plies’ or ‘'Tires-Industrial’. If current « 
e directory does not have a listing, write e 
e direct for complete catalog and name 


e Of nearest dealer. 


THE 
Gr® MONARCH 


RUBBER COMPANY 


083-MR 


459 Lincoln Park ° Hartville, Ohio 
7-255 General Motors Bidg., Detroit 2, Mich. 
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Roll Bonded- Aluminum Sheet 
With Integral Passages 


Aluminum sheet with integral 
passages for liquid or gas offers an 
important product for use in heat 
exchangers where tube fastened to 
sheet has been used in the past. The 
largest immediate application is in 
the refrigeration industry. It elim- 
inates all the problems associated 
with bonding tube to sheet, the con- 
struction hitherto employed in re- 
frigerator evaporators, freezer liner 
panels, etc. The use of roll bonded 
aluminum sheet saves the metal 
formerly required for tubes because 
passageways are now inside the 
sheet. Also, there are no tubes to 
bend, welding is minimized, and 
many connecting and assembly op- 
erations are eliminated. The product 
was developed by Reynolds Metals 
Co., 2500 S. Third St., Louisville, Ky. 
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Spectacles Protect Against 
Lightweight Particles 





Designed specially by Willson 
Products, Inc., Reading, Pa., for eye 
protection programs which have a 
need for light-impact protection, a 
new spectacle is ideal for light 
grinding, woodworking, spot weld- 
ing and other jobs which do not re- 
quire the use of heavy duty goggles. 
The “contour-line” brow rest holds 
lenses away from the eyes. The 
extra space permits cool comfort 
and additional clearance for work- 
ers who wear prescription glasses. 
Distortion-free lenses are .040” thick 
acetate, clear or green. 
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Milling Cutter Combination 
Reproduces Serrations 


Fenton Carbide Tool Co., Inc., 
Linden, Mich., announces a milling 
cutter combination, consisting of a 
specially designed cutter body and 
inserted blades that are carbide-tip- 
ped and form-relieved to reproduce 
serrations in such items as inserted 
blades of milling cutters, boring 
bars, counter bores, spot facers and 
reamers. It is stated that the Car- 


boloy grade 78B carbide, used to tip 
the inserted blade, requires less re- 
grinding to maintain the serrated 
teeth in sharp condition. In tests, the 
Carboloy carbide-tipped blade is 
said to have given more than three 
times the production of high speed 
steel, enabling the work to be run 
at table speeds of 20 ipm. 
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Vacuum Cleaner Has 20% More 
Cleaning Power 





A heavy-duty electric vacuum 
cleaner for industrial applications 
has a dry capacity of 1% bushels 
of dirt and a wet recovery capacity 
of 13 gal. It will move 75 cfm of 
air through a 1” orifice and has a 
maximum sealed suction rating >f 
70” of water. The motor, rated at 
1% hp, is designed especially for 
vacuum cleaning. It is sealed against 
dirt and water, and has its own 
cooling fan. It has a super flexible, 
accordion type hose offered as 
standard equipment. The manufac- 
turer is the Black & Decker Co., 
Towson, Md. 
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Hot-Dip Galvanized Conduit 
With Galvanized Threads 


The Pittsburgh Standard Conduit 
Co., 61 Bridge St., Pittsburgh 23, Pa., 
in announcing that it has introduced 
galvanized threads on its hot-dip 
galvanized conduit, claims that this 
is the first time any manufacturer 
has done this while maintaining 
quality standards in mass produc- 
tion. This was possible through the 
adoption by Pittsburgh Standard of 
an original production technique. It 
has enabled production of hot-dip 
galvanized conduit with threads 
that will stay bright, clean and rust- 
free. The conduit is available with 
galvanized threads on sizes ranging 
from %” through 6”. 
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the profit line 
for Speed 
and Service 


IN OFFICE, STORE AND FACTORY 


Featuring “advanced-styling” in a complete line of automatic and pull type tape dispensers, 


“lowest in price—highest in quality” . 
Stewart-Warner engineers. 







SEAL-O-MATIC 
SENIOR 3” 
AUTOMATIC | 


$39.98 


retail 


Finest made for heavy duty shipping. Tape widths 
le” to 3”. Features a lifetime stainless steel 
blade, 2 pure bristle brush wetting. Visual mea- 
suring scale. Self adjusting moistening element. 
Automatically measures, wets, cuts, ejects tape 
lengths adjustable 212” to 36”—each pull. Side 
bottle maintains water level in large tank. Full 
encased body. Other pull type models available. 





. designed with the cooperation of 


SEAL-O-MATIC 
“LIGHTNING” 

BRUSH 

SEALER 


$9.85 


retail 









Tape widths 144” to 3”. Ten rollers make it the 
smoothest and easiest pulling sealer ever made. 
Exclusive, patented paper guides prevent tape 
jams. Ideal for heavy duty work. Also available, 
Lightning Roller Sealer, only $8.85 retail. 


UTILITY 3’ BRUSH SEALER, $7.98 retail 
FLASH 112” BRUSH SEALER, $5.98 retail 





SEAL-0-MATIC 
“WALTERS 60’ AUTOMATIC 
Chrome Top Model 
$17.95 retail 


New %” to 142” tape sealer 
with front press down handle. 
An unbeatable leader in style 
and mechanical efficiency. 
Nothing like it before!!... 
And at a price so low. Preci- 
sion formed. Rustproof. Un- 
breakable body. Lifetime 
blade, automatically ejects 
strips in length adjustable 2” 
up to 7¥2”. Available in ham- 


ditional. 
mertone grey—$16.95 retail. 





SEAL-0-MATIC 
“CELLO” DISPENSER 
For Cellophane or Pressure 
Sensitive Tape 
$8.95 retail 
Fantastically low price . 
Compare it with all competition!! 


Feed stop mechanism mea- 
sures and ejects lengths ad- 
justable up to 4” each press. fice! Also available, ‘SUR- 
Tape slitter attachment splits WAY” 112” brush model, 
tape in half lengthwise, ejects 
two pieces—each press. Tape 
slitter attachment $1.00 ad- 


SEAL-O-MATIC “‘JEWEL"’ 
For Office & Shipping Room 
3” Brush Envelope & Label Moistener 
New Low Price $3.98 retail 


For labels, stamps, envelopes, 
etc. Scientifically applies just 
enough moisture to gummed 
surface for quick, permanent 
adhesion. A must for every of- 


$2.98 retail. 





*All models feature end-to-end moistening and have removable, heavy cast alu- 
. some models have optional colors. 


minum water boxes. In hammer-tone grey . . 








TRIGGER-ACTION 
SAFETY KNIFE 


Only $1 50 Rustproof 
retail Unbreakable 


. Without competition 
Exclusive patented all-purpose knife. Rustproof. 
Unbre akable. Protective spring action safety 
guard eliminates the hazards of exposed cutting 
edges. Nothing to adjust. Always ready to cut. 
Appeals to all users. Priced no higher than other 
knives without safety features. 


Send Order Now... or 
write for literature and 
complete details to: 






New Amazing 
FLASH CARTON OPENER 
Only $1.75 retail 


Rustproof 
Unbreakable 


Opens any carton ‘‘quick as a flash’’—‘‘clean as a 
whistle’! Penetrates exactly under the outer flap 
thickness. Adjusted so that it protects contents 
of carton and cuts cleanly to permit re-use. Rust- 
proof. Unbreakable. Guaranteed to do job. Noth- 
ing else like it! Exclusive, Patented, endorsed by 
all users. 


MANUFACTURING CO., Dept. P..... 


52. W. Houston Street © New York 12, New York 


World's Largest Manufacturers of Low Priced Quality Automatic Tape Dispensers 
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Cam Clutches Operate in 
Low Speed & Torque Range 





Cam clutches, ideal for applica. 
tions in a wide variety of machinery 
drives, are announced by Morse 
Chain Co., 7601 Central Ave., De. 
troit 10, Mich. The plain bearing 
cam clutches are basically designed 
for operation in the lower speed 
and torque ranges and can be used 
in conjunction with standard shaft- 
ing on press feeds, two-speed drives 
and as backstop and overrunning 
clutches in machine drives. The 
clutches are prelubricated at the 
factory. They are made in seven 
standard sizes ranging from 2” OD, 
by 2” long to 5%” O.D. by 4%” 
long. 
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Wire Tying Machine Has 
Wide Application 





Inland Wire Products Co., 3947 
S. Lowe Ave., Chicago 9, IIL, is 
marketing an automate wire tying 
machine that economically satisfies 
a wide range of tying applications 
such as bundling knockdown cor- 
rugated or fiber containers, shingles, 
bales, packages, etc. The machine 
has been mechanically simplified to 
offer low maintenance costs. The 
wire twisting unit is easily acces- 
sible for quick adjustment. Although 
3,600 lb. in weight and 62” x 35” x 
77” in size, it can be conveniently 
moved by means of built-in jacks 
and casters. Maximum speed is 24 
ties per minute. 
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DIAMOND FIBRE COMPANY 


Should an outside fabricator handle 
the machining of laminated plastic 
sheets, tubes and rods... or 
should the manufacturer take on 
the job himself? Naturally, much 
depends on the size, quantity and 
order frequency of the part re- 
quired. As a rule, extremely small 
screw-machine plastic parts can 
best be bought from a fabricator 
who has accumulated the required 
special knowledge of the machin- 
ing techniques involved. 

C-D-F, an experienced fabricator 
with years of experience, has found 
that many small orders require an 
abnormal amount of skill to make. 
By the time you can experiment, 
test, and possibly reject much ex- 
pensive material, the job could be 
completed and shipped by C-D-F. 


1B i 26 ay 40 gp 56 @ 8 sn 26 an 40 ge Se B 
on Baas ow 8M ahs 


C-D-F’s small parts machining and inspection 
gets results like this. These automotive elec- 
trical insulators are mass-produced, with 
uniform quality at rock-bottom prices. 


The handling of thousands of set- 
ups for high speed, low cost pro- 
duction runs gives C-D-F an “ex- 
perience bank” to draw _ from. 
C-D-F shop supervisors and _ per- 
sonnel have a wealth of short-cuts, 
special adaptations, little tricks that 





C-D-F MAKES BOTH WITH 


TEFLON 


Polyfluoroethylene (TEFLON*), an 


exceptional resin, is transformed 
by C-D-F into insulating tapes, 
sheets, laminates, metal clad stock 
for printed circuits, packings, spe- 
cialties. These products withstand 
high temperatures, have exceptional 
electrical properties, resist chemical 
attack. They can give new answers 
0 Once-difficult material selection 
problems. 

C-D-F TAPES of polyfluoroethy- 
lene include unsupported and glass- 
based types. Tapes withstand 
500°F., have practically zero water 


OUTSIDE FABRICATION or DO-IT-YOURSELF ? 


TO SIMPLIFY PURCHASING 
IMPROVE DESIGN 
TO SPEED PRODUCTION 


TO 


NEWARK, DELAWARE 


result in lower for the 


purchasor. 


All in the C-D-F Family 
A visit to C-D-F’s shops at 
Newark, Del., or at Valparaiso, 
Indiana, illustrates the time and 
money savings made possible by 
placing your “parts” eggs in one 
basket. Modern fabricating shops 
are next to the presses and the ma- 
chines making the Dilecto lami- 
nated plastics. Selection and han- 
dling of materials is fast. The job is 
in the C-D-F family . . . becomes 
a locked-down responsibility as to 
quality and delivery. Opinions, sug- 
gestions flow fast and free between 
the C-D-F team of sales, manufac- 
turing and technical men. No time 
is lost in deciding what to do when 
a problem arises. 
If you buy Dilecto (or any lami- 
nated plastic) in sheet, tube and 
rod form, and require the follow- 
ing machining operations: 
turning « drilling * tap and 
thread + punching «+ shearing « 
sawing ¢ milling + planing « 
forming and post-forming «+ 
molding « finishing * masking 
¢ lettering * engraving + metal 
cladding * combining with other 
materials (rubber, fibre, etc.) 
It will pay to call on C-D-F. The 
economy of C-D-F’s one source 
buying plan (see opposite page) 
can also be added to the speed and 
service of C-D-F’s excellent fabri- 
cation facilities. 


prices 


absorption. 
NEW C-D-F LAMINATES using 
polyfluoroethylene resin and fiber- 
glas cloth give outstanding resist- 
ance to high heat with extremely 
low and stable dielectric losses. 


When METAL CLAD, the Teflon 








laminates are used in printed cir- 
cuits for high voltage, high fre- 
quency applications. 

MAKE C-D-F YOUR SOURCE 
FOR TEFLON, get engineering 
advice, save time and money by 
buying from this big, reliable 
source of supply! 

*Du Pont trademark 


Write for Samples and Catalog T-52 


" Coridtntslal- Diamond Fibee 
NEWARK, DELAWARE 
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C-D-F GIVES FAST, LOW COST SERVICE 
ON ANY FORM, SIZE, OR SHAPE OF 


DIAMOND* VULCANIZED FIBRE 


Diamond Fibre is a genuine 
vulcanized fibre with good elec- 
trical insulating qualities and 
great mechanical adaptability. 
It is arc-resistant and non-cor- 
roding. It forms readily and is 
often used where high strength, 
toughness, and low cost must 
be combined. 

C-D-F sells Diamond Fibre in 
sheets, rolls, strips, rods, tubes, 


Write for new 1955 Di 


formed and machined special- 
ties. Special grades include 
fibre for forming, tags, abra- 
sive, bobbin, pattern, shuttle 
applications. Diamond Insula- 
tion (fish paper) and Built-Up 
Fibre are in the line. C-D-F 
also has a complete fabricat- 
ing service for fibre receptacles, 
trucks, trays, cans and barrels. 


nd Fibre Catalog. 





9 i tientl: Dianne Fit 


NEWARK, 


DELAWARE 
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MOLDED OR LAMINATED 





If you buy gears, couplings, 
insulators, molded plastics 
of almost every type get 
the facts about C-D-F Celo- 
ron, a molded-macerated 
and/or laminated paper or 
cotton-based material, bond- 
ed with phenolic resins. 
Celoron is strong enough 
for automotive timing gears 
. and C-D-F has years of 
molding experience! 
From Celoron SHEETS you 








eloron 


INDUSTRIAL PLASTICS 


can cut industrial gears to 
put silence in machinery. 
Or, C-D-F can MOLD 
CELORON to your specifi- 
cation at low cost. Small 
parts, insulating or mechan- 
ical supports can be made 
from Celoron. Call the 
C-D-F sales engineer. Get 
samples of Celoron. Write 
for Celoron catalog with 
horsepower ratings for gear 
cutting. 


Cuittntstla-Diiemnd Fie 


NEWARK, DELAWARE 
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PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 








America’s Fi 


AGE: FENC 
link 
First Wire Fence—since 1883 


SCCCEEOS: 
1 





- : 
qi 
| 


common hazards. And you certainly want time-tested quality in the safe- 
guard you provide. Whether you choose heavily galvanized Copper- 
Bearing Steel, corrosion-resisting Aluminum, or long-lasting Stainless 
Steel, PAGE Fence is quality controlled from raw metal to rugged fence 
erected on metal posts deep-set in concrete. Available are 8 basic styles, 
varied by heights, types of gates, top rails, and barbed wire strands for 
added security. Finally, your PAGE Fence will be expertly erected by 
a reliable, technically trained firm. For important fence data and name 
of nearest PAGE firm— 





‘eat. Oa ar. 
xy ¥ 


e You need a fence if your property lacks protection against 





Write to PAGE FENCE ASSOCIATION, Monessen, Pa., or look in 
Thomas’ Register forlisting of Page Chain Link Fence Distributors under''PAGE 
STEEL AND WIRE DIVISION,”’ or see MacRae’s Blue Bock for listing under 
“FENCING, WIRE, LINK,’’ or consult Sweet’s Industrial Construction File. 
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Is Space an Important Factor? 


Then Use This Distinguished Line 
of Close-Coupled Pumps 


These GMC Pumps 
are ideal for a 
multitude of jobs. 
Smooth and efficient 
whether vertical, hor- 
izontal, up-side-down 
or any inclination. 
Low first cost, low 
power and mainte- 
nance costs. Top 
quality “by Aurora.” 


Caps. 10 to 800 G 
. Heads to 25 




















Yt 
vz 


Write TODAY 
for 
CONDENSED 
CATALOG "M" 


also 
DISTRIBUTORS IN PRINCIPAL CITIES BULLETIN 120 


AURORA PUMP oivision 
THE NEW YORK AIR BRAKE spurte 
12 LOUCKS STREET AURORA ¢ ILLINOIS 
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Fine-Grain Phosphor Bronzes 
Have Better Fatigue Life 


The American Brass Co. 25 
Broadway, New York 4, N.Y., says 
that it is manufacturing fine-grain 
phosphor bronzes, having better fa- 
tigue life and increased formability, 
at no sacrifice in yield strength or 
proportional limit. The product, 
trade named Duraflex, will be avail- 
able in range of tempers listed in 
ASTM Specification B103, and in 
alloys A, C and D of the specifica- 
tion. It will be available in sheet 
metal in thicknesses up to 0.062” 
and in wire to about 3/16” diam. 
Fatigue test for this hard tempe. 
fine-grain phosphor bronze shows 
that there is approximately a 30% 
increase in the endurance limit, 
compared with conventional phos- 
phor bronzes. 
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Grinder Reconditions Small 
Tools & Cutters 





With a capacity of 8” swing and 
15” between centers, a cutter and 
tool grinder has the cartridge type 
grinding wheel spindle mounting 
packed in grease for life-time lubri- 
cation. The cartridge type unit may 
be readily replaced after years of 
service, thus restoring new spindle 
performance to the machine in an 
interval of minutes. The manufac- 
turer, Cincinnati Milling Machine 
Co., Cincinnati 9, Ohio, says that the 
machine is primarily designed for 
reconditioning and grinding small 
tools and cutters. A reversible % hp 
motor drive, built-in to the wheel- 
head, provides desired direction of 
wheel rotation for any grinding ap- 
plication. 
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QUICK—CONVENIENT 
Use the Inquiry Card on 
Page 17 for additional 
information on any product 
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Artist —Jack Gregory 





MR. JUSTICE HOLMES on the exchange of ideas « « * the ultimate good desired is better reached by free 


trade in ideas. The best test of truth is the power of the thought to get itself accepted in the competition of 
the market. * * * We should be eternally vigilant against attempts to check the expression of opinions that 
we loathe and believe to be fraught with death, unless they so imminently threaten immediate interference 
with the lawful and pressing purposes of the law that an immediate check is required to save the country. 

(Abrams vs. United States, 1919) 


Great Ideas of Western Man... ONE OF A SERIES ia 7 CONTAINER CORPORATION OF AMERICA 
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BENDIX-FRIEZ 
© 518645-| O 
PAT. PENDING 





BIG NEW HANDLE 


Meets specifications of MIL-C-4150-A and MIL-T-945-A. 
Grasping handle has insulating sleeve that will not crack 
or chip at —65° F. or become sticky or tacky at + 160° F. 


If you have a carrying case problem, 
please read this. 
It’s all about a new kind of handle. 


It’s a rattle proof handle ‘a ee 
A reclaiming spring forces the grip down 
against the surface and holds it firmly in 
place. 





It’s sturdy and safe 
[t has a “‘snap-back”’ feature ideally suited 
for many uses in industry where conven- 
tional type handles are not satisfactory. 
It is strong enough to lift 200 pounds 
with an adequate safety factor. Fingers 
are free from pinching. 





Corrosion proof 
Made of carefully selected materials which 
are treated to provide maximum resis- 











tance to rust and corrosion. - —— 4 
e ° -—— —4} -_ <4 
Easily applied L 
nf —_+ 





Nuts and bolts, welding or other suitable 
fastening may be used as long as the 
surface to which it is attached is as strong 
as the back of the plate handle. 











: Send” - ¥riez— 


| FRIEZ INSTRUMENT DIVISION OF BENDIX AVIATION CORPORATION 


1456 TAYLOR AVENUE, BALTIMORE 4, MARYLAND 
Export Sales: 
Bendix International Division, 205 E. 42nd St., New York 17, N. Y., U.S. A. 
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Dimple Hinged-Steel Belt 
Handles Metal Parts, Scrap 





May-Fran Engineering, Inc., 172] 
Clarkstone Rd., Cleveland 12, Ohio, 
says that its new hinged steel con- 
veyor belt, with a dimpled surface, 
has been designed to eliminate dis- 
charge problems experienced with 
flat surfaced belts. Dimpled de- 
sign of the belt assures drop off of 
flat pieces and scrap, even though 
covered with oil or compound or 
slightly magnetized, when belt 
passes over discharge end of the 
conveyor. 
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Also Noted ... 


Faster production because there 
is less down time is said to be made 
possible by the availability of single 
length wire coils up to 5804 Catch 
Weight. They are said to cut scrap 
loss by 50% (and more) and to re- 
duce materials handling costs when 
using power equipment. They are a 
product of Continental Steel Corp., 
Kokomo, Ind. 
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Grobet File Co. of America, Inc., 
421 Canal St., New York 13, N. Y., 
is offering a line of Swiss made 
precision tweezers. They are parti- 
cularly suited to handling delicate 
and tiny parts. The precision parts 
grip firmly with minimum pressure 
and there is no chance that the 
work will slip or drop. Fifteen styles 
are available with smooth and ser- 
rated points. 

Circle No. 74 on Inquiry Card—Page 17 


A new type rubber-modified 
styrene sheet, of improved impact 
strength, fine texture and excep- 
tional freedom from strains is being 
offered in a wide range of thick- 
nesses and colors by Chicago Mold- 
ed Products Corp., 2717 N. Nor- 
mandy Ave., Chicago 35, IIl. 
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Polyethylene plastic pipe and 
(Please turn to page 168) 
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Rush Stamping Company gives stamp 
ade of approval to Cities Service 














itch 
rap Praises Cities Service drawing oil as 
we timesaver, worksaver, moneysaver. 
ea The four and a half year old Rush Stamping Company of Toledo, 
Tp., Ohio, has already grown into a sizeable operation. Producing stamp- 
ings for air conditioning units, vacuum cleaners and automotive parts, 
UW the company utilizes 41 punch presses ranging from 35 to 400 tons 
nc.. in pressure. 
Y.. Like many other stamping companies, Rush was using a variety of 
ade paste type compounds for its drawing operations and suffering the 
rti- Some of Rush’s Stampings awaiting penalty of heavy costs and build-up on dies which such compounds 
ate shipment. The rapidly growing, 442 year inflict. Then, a year ago, they switched to Cities Service drawing oil. 
ire saan ee rae gs sondage enon] Here are the results in the words of EF W. Selter, Chief Engineer : 
a ne st ‘ bey cere tray ee “Now one Cities Service Oil does our variety of jobs, completely elim- 
hea inating previous number of products and compounds required. This 
er- oil prevents build-up on dies formerly created by our paste type com- 
pounds, and in some applications saves as much as 50% in costs over 
17 these compounds. In addition, Cities Service has eliminated supply 
: problems by offering us local warehousing and engineering services.” 
ied Learn more about Cities Service drawing oils which have already 
act received the stamp of approval from so many firms. Talk with a Cities 
aa Service Lubrication Engineer. Or write: Cities Service Oil Company, 
deo Sixty Wall Tower, New York 5, N. Y. 
Id- 
or- . , ne 
Chief Engineer Fred W. Selter switched PTL am 
7 to Cities Service drawing oil a year ago. : e F FI 
He praises it for eliminating need for * é d : 2 eS es 3 
nd many compounds, preventing build-up on 
dies, and lowering costs. QUALITY 
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TEXLITE 
GC) 








OF QUALITY 


ALL OVER 
AMERICA 





Another famous 
sign quality built 
by Texlite 





For over 75 years we have been 
furnishing the nation's leading 
companies with quality signs. 
Texlite can furnish you with the 
signs you need — in any quan- 
tity — and do it to your exact 
specifications and complete sat- 
isfaction. Texlite has the most 
modern, most complete sign 
manufacturing plant in America 
for building porcelain enamel, 
plastic and illuminated signs. 
Our services include: 


DESIGN e ENGINEERING 


FABRICATION e ERECTION 
MAINTENANCE 


in our 76th year 


TEXLITE, INC. 


3305 Manor Way °* Dallas, Texas 
Offices in: 


New York, Chicago, Los Angeles, 
Houston, Atlanta, Denver, Tulsa 


Manufacturers of quality 


Porcelain enamel! and plastic 


signs for national! firms 
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(Continued from page 166) 
modified polystyrene insert fittings 
for industrial uses are being mar- 
keted by Crane Co., 836 S. Michigan 
Ave., Chicago 5, Ill. The plastic pipes 
are being initially produced in sizes 
14” to 2”. The modified polystyrene 
insert fittings are insert ells, tees, 
couplings and adapters. 
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Brighter, gayer colors are avail- 
able for molded rubber parts in in- 
dustrial goods. Complete laboratory 
facilities developed by the Acush- 
net Co., New Bedford, Mass., make 
possible the duplication of any shade 
from present basic colors. Color 
samples 1” x 2” x 1s” are available 
to purchasing agents. 
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An improved insulating tape is 
available for use in 90% of the hold- 
ing and insulating jobs in manufac- 
turing and repairing electrical mo- 
tors, coils, transformers and genera- 
tors. The thermosetting paper tape 
features a pressure sensitive adhe- 
sive that sticks tight on contact. It 
is a product of Minnesota Mining & 
Mfg. Co., Dept. E5-33, St. Paul 6, 
Minn. 
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Ampco Metal, Inc., 1745 S. 38 St., 
Milwaukee 46, Wis., announces an 
improved electrode which has a 
phosphor bronze grade C core and 
an entirely new covering containing 
a special grain refining and deoxi- 
dizing agent. It is designed for me- 
tal-arc welding of copper, tin 
bronzes, brasses, galvanized iron, 
cast and malleable iron and dis- 
similar metals in all positions. 
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A special lubricating and rust 
preventive additive has been devel- 
oped by E. F. Houghton & Co., 303 
W. Lehigh Ave., Philadelphia 33, Pa. 
for use in closed hydraulic water 
systems. It prevents rust and pitting 
of metal surfaces, helps reduce wear, 
power loss and water loss and in- 
creases packing life. It aids pump 
and valve perforrnance. 
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A line of transition polyphase 
motors in the 1 to 5 hp range, built 
in the old frame sizes and dimen- 
sions of NEMA, is announced by the 
Small Integral Motor Dept., General 
Electric, Schenectady 5, N. Y. The 
transition motors are being manu- 
factured for the convenience of the 
manufacturers who cannot take ad- 
vantage of the new NEMA dimen- 
sions and will be in most popular 
ratings. 
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For Stampings 


...look for the PLUS 
beyond 


the PRICE! 











(Acceptable 
Quality Level) 


for 
instance! 


Ever think what it costs 
when the stampings you 
ordered keep falling below 
your specified AQL? 
Steady unvarying 
conformance with AQL 
requirements, with minimum 
rejects — established over 

an excellent 39-year record 
— is just one of many plusses 
you get when you buy 
Detroit Stampings. 


Look for the Plusses beyond 
the price the next time you 
buy stampings! 


An] be sure to try DETROIT 





DETROIT STAMPING 


omens Bw: a. m4 
408 Midland Ave., Detroit 3, Mich. 


“America’s Best-Known 








Jobbing Stampings Manufacturer” 
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Office Equipment 
and Supplies section of 
PURCHASING Magazine 


N 
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APRIL, 1955 





—————~ “Sm < Saas 


Paint Company 


? 
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Chart boards are valuable 
tools in controlling opera- 
tions in today’s high-speed 
business. Facts at a glance, 
immediate pointing out of 
“weak spots,” are only two 
factors that high-light the 
importance of these” graphs” 


PURCHASING MAGAZINE—A CONOVER-MAST PUBLICATION 


265 CAST 42ND STREET NEW YORK 17 N Y 


The Boardmaster visual control 
system made by Graphic Systems 
uses a variety of colored cards, of 
various sizes, to plot out a control 
“picture”. 


CHART BOARDS... 





























A Practical Means of Visual Control 


ISUAL CONTROL of company operations, 

through the use of chart boards, is one of man- 
agement’s most effective cost cutting tools. It is a 
simple method, exceptionally adaptable, and easy to 
operate. Once a company’s problem has been ade- 
quately analyzed and set up on the boards, almost 
any competent office employee can handle the job of 
keeping the ever-changing picture up to date, with 
a minimum of spcial training. 

It is in the realm of critical company functions, 
where continuing and interrelated operations are 
concerned—such as production, sales, purchasing, 
ete.—that modern management can make most ef- 





12 REASONS WHY CHART BOARDS ARE 
EFFECTIVE TOOLS FOR MANAGEMENT 


data and figures in graphic, visual form. 
Adaptable to practically every phase of business op- 
rat ales, production, purchasing, inventory, etc 
ffic lights’ planning and progress in any depart- 
t or departments, or on specific projects. 
Provides the factual basis for administrative control 
Prevents essential facts and relationships from being 
ed in the general picture. 
ts trouble spots or bottlenecks for immediate 
nd effective action. 
7. Provides extreme flexibility under changing conditions 
set up and maintain. 
fies internal control procedures. 
read and understand; gives quick visual refer- 
- facts presented at eye-level. 
possible summary or detail reports, more easi!y 
irately. 
ost, which can be written off over a short 
1 through increased efficiency. 





by G. H. Gutekunst, Jr. 


fective use of the system’s ready reference and quick 
fact-finding attributes. It has all the advantages of 
visual fact presentation and signalling, plus the im- 
portant feature of comparison of details making up 
the over-all picture. Thus it affords the means for 
exercising positive controls. It is not automatic. Ob- 
viously, as in any other record system, its value as 
a current guide depends on prompt and accurate 
“posting” of data to the chart. 

Nearly every chart board on the market is adapt- 
able to control of the several vital company func- 
tions. Their basic differences lie in the method of 
visual presentation used and the mechanical con- 
struction to effect it. For example, any of the stand- 
ard chart boards will provide adequate information 
for the operation of an inventory control system. 
The means of showing the details of “on hand”, “on 
order”, “maximum and minimum quantities’, etc., 
would differ. ; 

Since all chart boards are similar in objective, it 
is a matter of individual choice to find out which one 
covers a needed operation most completely and ef- 
fectively, in the light of particular company condi- 
tions and requirements. 

Educational Exhibition Company, Providence, R. L., 
uses charts employing movable colored tapes against 
a chart background. Edexco Mechanical Graphs, as 
they are called, can be made up in any combination 
of tapes, although 20-tape and 50-tape charts are the 
standard sizes, A column on the left side of the fix- 
ture holds cards containing permanent information 
—e.g., in a sales chart: the salesman’s name, quota, 
and quantity sold. To the right of this column is the 
Edexco graph of 127 spaces; each tenth line is heavy 
and numbered for ease in reference. 


(Please turn to page 177) 
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The Wassell Organization uses a gigantic peg-board for its de- 
tailed Produc-trol control system. Pegs on tapes form the main graphic 
portion, supplemented by different shaped, different colored pegs 

















for the details. 


Lansdale Products’ Plan-O-Matic control panel is made up of a 
series of removable register units composed of color discs, numbers 
or a combination of the two. 


A “king-size” Kardex system is the backbone of Remington Rand's 
highly flexible Sched-U-Graph. Colored tabs, signals and cards make 
up the system’s “picture”. 


=—_ 





PRODUCTION CONTROL 








OFFICE EQUIPMENT 








The speedy and economical imprint- 
ing of all types of box-end labels, pre- 
pack labels, price tags, informative tags, 
production identification tags and many 
other such items at a rate of 150 per 
minute is possible with the Roto Kimco 
printing machine of A. Kimball Co., 
New York. Using metal logos or sticky- 
back rubber mats, it will print from 6 
point to 36 point display type. Its 
minimum label size is 1” x 5s” and its 
maximum, 6-5/16” x 43s”. The Roto 
Kimco has a cut-off knife that cuts 
individual labels and drops them into 
a hopper for convenience of handling. 
It will imprint on all kinds of stock- 
gummed, ungummed, heat-seal or 
pressure-sensitive, litho-coated or 
Krome Kote. A reset counter is used 
for recording purposes. 
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Columbia Carbon & Ribbon Mfg. Co., 
Inc., Glen Cove, N. Y., is offering a 
12-page book, free-of-charge, entitled 
“Quality Duplicating with Hectograph.” 
The book is divided into sections, 
prefaced by a brief explanation of the 
hectograph process. Details of prepar- 
ing the master, machine operation, ad- 
justment of controls, proper selection 
of fluid and copy master are included. 


“Univac Service Routines” for use 
by programmers and designed to assist 
in the actual operation of the computer 
are briefly described in a new “Tech- 
niques-Methods-Applications” brochure 
recently released by the Electronic 
Computer Department of Remington 
Rand Inc., New York. 
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News 


A new leaflet giving information for 
the installation and operation of rapid 
start fluorescent lamps with Luxtrol 
Light Controls has been issued by 
The Superior Electric Co., Bristol, Conn. 
The 4-page booklet shows a complete 
wiring diagram and explains the type 
of ballasts, sockets and switches to be 
used. Other items discussed are ground- 
ing, starting, ambient temperature and 
noise. Superior Electric’s Luxtrol Light 
Control, type WBD360, is the basis of 
the development which permits varia- 
tion in light intensity of rapid start 
fluorescent lamps to any degree, from 
complete darkness to full brightness, 
at the turn of a dial. 

Circle No. 84 on Inquiry Card—Page 17 





Business Machines 


International 
Corp.. New York, has introduced an 
accounting machine which is said 


eliminates many costly, repetitious 
clerical tasks. Called the IBM Card- 
atype Accounting Machine, the basic 
machine has three units: an IBM 
electric typewriter, an auxiliary numer- 
ical keyboard, and equipment for read- 
ing punched cards and automatically 
controlling the entire Cardatype op- 
eration. Three more connected, un- 
attended typewriters may also be in- 
stalled for the production of forms 
related to the operation being worked. 
Finally, the machine uses an automatic 
computing unit to handle the mathe- 
matical aspects of the operation. 
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The selection of the proper ribbons 
for typewriters, adders and calculators, 
tabulating machines, and teletype and 
addressing machines for specific jobs is 
described in a new 6-page “pocket 
encyclopedia” by Remington Rand Inc., 
New York. The differences in silk, 
nylon and cotton ribbons are briefly 
covered in the folder. A special insert 
sheet goes into the proper selection 
and performances of carbon paper rib- 
bons and special formula fabric rib- 
bons for photographic processes and 
offset reproduction. Copies of the new 
folder and insert—RSR-291 and RSR- 
296—are available from Remington 
Rand Inc. 
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A new development by A. B. Dick 
Co., Chicago, makes it possible to pro- 
duce as many stencilized signatures as 
desired, when desired. From one orig- 
inal, Dick makes up an entire sheet 
or sheets of mimeograph stencil signa- 
tures. Each signature, as needed, is 
cut from the sheet and patched into 
the stencil to be run. 
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Goodwill Mfg. Co., Chicago, is 
marketing the Air-O-Rator air cir- 
culating unit. Fingertip controls gov- 
ern direction of air flow as well as 
intake, exhaust or both at once. It 
contains filters to remove dust and 
pollen. It is approved by the Under- 
writers’ Laboratories. 

Circle No. 88 on Inquiry Card—Page 17 
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LOWERS COSTS! 

0 more time wasted at the 
sharpener. The remarkable 
Velvet Ball Pen-cil has no 
point to wear down, none to 
break. Ready to write in- 
stantly, clearly. Ink cartridge 
Is longer lasting . . . writes 
enough to fill 18 stenog- 
rapher’s notebooks. 


Aprit, 1955 





RAISES EFFICIENCY! 
Everybody’s favorite be- 
cause it’s shaped and bal- 
anced for top writing ease 


and comfort. Dependable, 
smooth-writing, it speeds 
every writing job... insures 
better records, better work 
throughout every depart- 
ment of the office. 


For More Information Circle 








the amazing new 


VELVET 
ball PEN: cil 


the pencil that 
writes with INK 


e combines the best features of a pencil with 
the best features of a ball-point pen 

e it’s light as a pencil because it’s made of wood 
e banker approved ink writes dry, won’t smear, 
transfer, leak ... never stains fingers, never fades 
e full-length brass cartridge has even-flow ink control 
e uniform writing nickel chrome steel-spun ball 


e there’s nothing to press, turn or fill 









e nationally advertised in Saturday Evening Post 
e guaranteed by makers of famous 
Venus and Velvet pencils 


Order from your 
commercial stationer 


ECONOMIZE... 

buy them by the dozen in 
this handy, easy-to-store 
pack. Blue, black, red or 
green ink. $3 per dozen. 


For sample write on your 
company letterhead Dept. P-4 


AMERICAN PENCIL CO., HOBOKEN, N. J. 
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30-DAY MONEY B 
GUARANTEE 


If this is not the most 
satisfactory desk pen 
you have ever used 


MODEL 444 


We’re so sure you'll like this Esterbrook 
Desk Set with its self-filling pen...so 
sure you'll like the easy, effortless writing 
of this pen with the right point for the 
way you write... that we’re making this 
unusual offer. 


Buy one of these amazing Esterbrook 
Desk Sets from your regular dealer. 










Fit the self-filling pen with the Esterbrook 
Point that writes exactly right for you. 


Use the pen for 30 days on your own desk. 
If you aren’t completely satisfied with it 
in every respect...return it to your 
dealer, along with your invoice, for a 
complete refund of your money. 


Gsterbrook DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 


Siias! 
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The PEN that 
FILLS ITSELF 


New type ink-fountain in base fills pen auto- 
matically—keeps pen ready to write up to a full 
page or more every time you take it from socket. 





Choose 


the right point for the way 
you write... by number 


Finger grip 
never touches ink. No chance 
for ink to touch you. 


interchangeable and renewable. 


More than 30 fo 2284 Din wihtinns Stu.t 
point styles. y, 


Point instantly Q 
/ . ; 


23148 Broad Stub 


ie _ 
sn Caron) Cayasee) 


(Also public counter use) 





Fountain-base “ink-locked” 
against accidental spillage. 
Only the pen unlocks the ink. 


Fountain-base holds 
\ 40 times more ink than 
ordinary fountain pen. Won't leak. 
Won't flood. Easy to clean 
as a saucer. 


so @ DESK 
ores PEN 
SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 





The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 
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colored and the other half trans- 
parent, so that moving the tape ad- 
vances the colored graph line across 
the chart. Tapes may be alternately 
colored, the same color, or any other 
combination to fit the job for which 
the chart is intended. Mechanically, 
the tapes slide underneath spaces 
at each end of the graph, over sep- 
arate pulleys, and are connected 
with springs. Thus they can be 
easily moved by the finger on the 
tape. The standard width of Edexco 
graphs is 2844”, although they can 
be made double width, etc., on re- 
quest. 


Easy to Keep Up-to-date 


The Boardmaster Visuai Control 
System is produced by Graphic Sys- 
tems, New York. The Boardmaster 
comes in a standard 38%” by 24” 
size, although it too can be made 
to special sizes. It is made of alu- 
minum with cast-in grooves to ac- 
cept the Graphic Systems card in- 
sert method of recording. The 
Boardmaster has a horizontal and 
a vertical capacity of 25 single-card 
lines or columns. A system of var- 
ious colored, various size cards is 
used to plot control systems on the 
aluminum panel. Special imprinted 
cards (Mon., Tues., Jan., Feb., etc.) 
are used to set-up an easily read 
control panel. Gantt chart cards are 
also used as part of the integral con- 
trol board setup. Simple snap-in and 
flip-out of cards in the cast-in 
grooves eases the problem of keep- 
ing the chart board up-to-date. 

Lansdale Products Corp., Lans- 
dale, Pa., manufactures what is 
known as its Plan-O-Matic control 
panel. This is a mechanical board 
built on a unit basis. That is, Plan- 
O-Matic uses register units 4” long 
which contain 16 revolvable discs. 
Each unit has an index channel for 
auxiliary scales, titles, etc. The reg- 
ister discs are made up as color 
units which have ten segments col- 
ored in pairs — black, white, red, 
yellow, and green. In addition, the 
units come as “Numadiscs.” These 
have figures embossed in white, on 
black or black, on white. There is 
also a combination unit which con- 
tains six Numadiscs and 10 color 
discs. Unit register cases are 4” 
long by 1-1/16”. The units make 
up the over-all control pattern by 
interlocking on the panel by means 
of rails. While most Plan-O-Matic 
panels are “custom fitted”, the 
standard depth is usually 21 rails. 
The degree of control of the chart 
board can be seen when it is pointed 


(Please turn to page 178) 
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EXECUTIVE SWIVEL ARMCHAIRS 








65 executive posture chair. Luxurious propor- 


tions. Deep foam rubber cush- $197 25 


ions. Designed for the top man. 


1800B executive swivel armchair. Answer to the 


need tor low price with full meas- $6400 


ure of traditional Harter quality. 





CHECK THIS 
GUIDE TO 
CHAIR STYLES 

















| Matching side ie are avail- 
able for use with all Harter 
executive swivel armchairs. 


SPRING-BACK CHAIRS RIGID-BACK POSTURE CHAIRS 


57-S is typical of the Harter ‘“‘Comfit’’ line that 


also includes saddle seat styles and $5275 


models with tubular steel bases. 


26 secretarial posture chair. Easy handwheel con- 


trols. Quality construction at only $2690 
All prices slightly higher South and West 


i} HARTER 


STEEL CHAIRS 


SALES CHAMP 








NEW informative booklet, ‘‘Pos- 


ture Seating Makes Sense, 
tells what you want to know about 
modern executive seating for efh- 
ciency, comfort and good health 


= ee 
Harter Corporation 
429 Prairie St., Sturgis, Michigan 


Send illustrated literature and name of nearest 
Harter dealer: O ‘‘Posture Seating Makes Sense”’ 
—Executive Chairs, 0 Reception Room, Confer- 


ence Room Chairs, 0 Stenographic Chairs. 
; ’ Name — ag 
C-1500 swivel armchair. More executives have 
found comfort in this than any other $ 150 Address — eee 
office chair. Clean masculine lines. 8 
oe State 
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out that there are 5,280 possible 
combinations of colors or numerals 
per square foot. 

A highly flexible method is em. 
ployed in the Sched-U-Graph of 
Remington Rand Inc., New York, 
Actually, Sched-U-Graph is an en- 
larged, display-board adaptation of 
the company’s famous Kardex. It 
uses the many graphic charting ad- 
vantages of Kardex, along with its 
flexibility of forms. Actually, Sched- 
U-Graph is made up of a series of 
pockets, 5” high by 40” long. In 
these pockets are inserted various 
forms for control combined with col- 
ored signals and tabs to provide a 
continually changing, pictorial chart. 
The pockets are made of kraft, 
equipped with a 34” visible margin 
of transloid. The pockets are hinged 
at the top so that they can fold back 
and remain flat. The quick inser- 
ting and changing of record cards, 
including tab machine cards, makes 
it possible to keep a Sched-U-Graph 
control board readily up-to-date. 
With its 40” length and its depth 
of about 50 pockets for the average 
Sched-U-Graph, the system can be 
readily adapted to handle a variety 
of items in such a complex set-up, 
for instance, as inventory control. 

Another highly visible control, 
system is Produc-trol, manufactured 
by the Wassell Organization, Inc, 
Westport, Conn. The standard Pro- 
duc-trol board accommodates one 
hundred items and is about 36" 
wide by 3’ high. The Wassell sys- 
tem uses a side panel, on the left, 
that holds the key cards on 8” x 3’ 
or 11” x 8” cards. To the right is 
the graphic, or chart portion of the 
system. This major part of the board 
is the peg section, like a giant punch 
board. For each item in the card 
index panel, there are two rows of 
pegholes extending horizontally 
across the board. In each row there 
are 200 holes. Thus, a peg, attached 
to an extension cord controlled by a 
hidden spring, is moved across the 
peg holes indicating changes in 
item’s status. In addition, the Was- 
sell Organization makes use of a 
variety of different shaped, different 
colored signal pegs that can be in- 
serted in the second line of peg 
holes per item for special identi- 
fication. This provides a more de- 
tailed or accurate method of con- 
trolling a complex operation. 

A chart board is a picture of what 
is happening in a company today in 
sales, inventory, production, pur- 
chasing, etc. And, as in the old 
Chinese saying, “One picture is 
worth a thousand words.” 
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the basis 
of better 
filing... 





The Acco filing system is based on the 
famous slogan that “Bound Papers Are 
Safe Papers.” The Acco Fastener, alone 
or in Accobind Folders or Accopress 
Binders keeps all related papers together 
— correspondence, invoices, etc.— neatly 
but securely bound in loose leaf style. Let 
your stationer explain the Acco “file 
and find” sys- 
tem and you'll 
never use 
other. 


any 





ACCO PRODUCTS, INC. 


OGDENSBURG, N. Y. 
In Canada: Acco Canadian Co., Ltd., Toronto 


For More Information Circle No. 207 
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You Get Things Done With 
Boardmaster Visual Control 











%& Gives Graphic Picture of Your Operations— 
Spotlighted by Color 

* Facts at a glance — Saves Time, Saves 
Money, Prevents Errors 

* Simple to operate — Type or Write on 
Cards, Snap in Grooves 

*% Ideal for Production, Traffic, 
Scheduling, Sales, Etc. 

% Made of Metal. Compact and Attractive. 
Over 50,000 in Use 


Complete price $4950 


24-PAGE BOOKLET NO. HH-10 


Without Obligation 
Write for Your Copy Today 


GRAPHIC SYSTEMS 
55 West 42nd Street @ New York 36, N.Y. 
For More Information Circle No. 208 
on Inquiry Card—Page 17 
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Inventory, 


including cards 





‘ 


A 40-page pocket memorandum book 
with popular tear-off memo pages is 
being offered, at no charge, by Byron 
Weston Co., Dalton, Mass. The 3” x 
414”, top-opening, spiral bound book is 
made up of samples of Weston Bond, 
25% rag content. 
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Because business machines are often 
rearranged as the volume and type of 
work changes; a flexible system of 
supplying electric power is often de- 
sirable. The Feedrail Corp., New York, 
has issued a bulletin (No. 47) de- 
scribing their 60 ampere overhead trol- 
ley busway electrification system. 
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“Correlation”, a new desk line, has 
been announced by Corry-Jamestown 
Mfg. Corp., Corry, Pa. makers of 
Steel Age office furniture. Each of the 
more than 50 units in the Correlation 
Line is designed for easy integration 
with one another, thus enabling offices 
to form literally dozens of different 
work stations. Individual desk units are 
completely adaptable to changing re- 
quirements. Tops, bases, pedestals and 
panel ends are readily interchangeable. 
Small tops, for instance, can be re- 
placed with larger, overhang tops. The 
system also embodies the selection of 
eight different enamel finishes and 
14 desk top materials and colors. A 
wide choice of more than 100 combina- 
tions of enamels and tops is available. 
The line includes double and single 
pedestal desks, both with side and rear 
overhang combinations, stenographers’ 
desks, secretarial typewriter desks with 
Glideway or Shelfomatic mechanisms, 
and business machine desks. Companion 
units include telephone stands, book- 
cases, credenzas and special service 
units, A colorful brochure describing 
the line is available. 
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INGLEX 
Cason 


Just one out of 
more than 3,000 


EBERMARD FABER 


products people 
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Eberhard Faber’s Singlex 
Typewriter Eraser looks 
like a pencil...sharpens 
like a pencil! Always has 
a sharp point for clean, 
single-letter erasures. In 
brilliant metallic green 
polish, with or without 
modern nylon brush. 
SINGLEX is only one of 
many reasons why more 
people buy Eberhard 
Faber erasers than any 


others made. 
Trademarks Reg. U.S. Pat. Off. 


wvi. , 
a4 y 


auvHyd 






iv 


¥ YOAV DY 3 XAIINIS 





SINCE 1849 


EDEN MARD 
HABER 


NEW YORK + TORONTO 


puts its quality 
in writing 
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Carter’s stamp pads 


outsell the others because: 


Special patented construction provides 100,000 im- 
pressions. 


Boxes have rounded closed corners to prevent seepage, 
rolled edges to prevent damage to rubber stamps and 
for extra strength. 


Nainsook covering heat sealed, not glued, to prevent 
mixing of glue and ink. 


Pump action provides clear, sharp impressions ... a 
uniformly inked pad at all times. 


Boxes handsomely lithographed in pad color for easy, 
immediate identification. 


CARTER’S... 


{ the only stamp pad guaranteed to give 

















Carter’s Rubber Stamp Inks give 
brilliant, sharp impressions . . . 
come in 5 sparkling colors and in 






o cmmmeme 0666. 2 


(} 
ARTERS 
Rubber Stamp ink 


all popular sizes! 


You'll find Carter's 
Rubber Stamp Inks 
best for Stamp Pads 
and Self-Iinkers. 
They never damage 
rubber stamps. 


Choose from these 
colors: 


@ Purple @ Green 
@ Red @ Black 
@ Blue 


— TTT Sl 
YOUR STATIONER, MARKING SUPPLY DEALER and OFFICE OUTFITTER 


have complete stocks of Carter’s Stamp Pads and Inks. Call your dealer today. 


PURCHASING 
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SILENT 
STAMP PAD 
4 a 
























Carter Pump Action Construction 
assures more and sharper impressions 


a. Fine, tightly stretched nainsook covering is 
lint-free, won't clog, wears longer. 


2.-4. High quality felts of exact weight, fibre content 
and thickness for maximum ink capacity. 


3. Rigid non-absorbent oil board with scientifically 
spaced perforations for smooth pump action, 
constant remoistening of pad surface. 


5. Warpless asphalt base won't absorb ink, gives 
whole pad liveliness, resiliency. 








give | For your 4 if you prefer foam pads... 
-+ | self-inkers... a CARTER HAS THE BEST 
d in a ; 
zes! For sharper, more brilliant and quick- : ( Aa 9 

drying impressions from your Self- | nil ( I\ 
arters Inking Rubber Stamps, you can use no a } JE 
ee finer inks than Carter’s Rubber Stamp = bane ter tam Ld 
tll Inks. They are available in colors that be , 
mage match the colors of Carter's famous 4 
. Stamp Pads . . . make all your office be 
P. stamping uniform and clean-cut in 2 

appearance. They have all the quality features of Pump- 

reen Action Pads . . . give quiet smooth operation. 
lack Special foam rubber with fine texture prevents 





lint and dust from clogging holes. 


“&#}| THE CARTER’S INK COMPANY 
Jay. CAMBRIDGE 42, BOSTON, MASSACHUSETTS 
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your operations? 


How long has it been since you’ve looked over your present forms. 
Or have you just overlooked them, without connecting changing con- 
ditions at your company with the need for changed systems? A thor- 
ough analysis of your operation by a Baltimore Business Forms 
expert can pay unexpected dividends in the form of faster paper work, 
greater internal efficiency and speedier external communications 
and deliveries. The experience gained by Baltimore Business Forms 
in solving countless problems for over 60,000 of the nation’s leading 
business houses can solve yours too. Give us a call or write us— 
today! There’s a handy coupon printed below. 


BALTIMORE BUSINESS FORMS 


Saving time and reducing costs in business and industry 


The Baltimore Salesbook Company 


The Baltimore Salesbook Company, 3142 Frederick Avenue, Baltimore 29, Md. 
We are interested in seeing samples of Baltimore Business Forms. 





Name 
Company 
Type of Business 


Address = 








Federal Manufacturing and _ Engi- 
neering Corp., Brooklyn, has announced 
a new model (37C) of their two-speed, 
dual-track tape recorder. A two belt 
system, replacing the single drive of 
the previous 37B model, completely 
eliminates the possibility of wear or 
squeal. Several circuit modifications 
have been made in the interests of 
even greater fidelity of tone. External 
changes include a new two-tone gray 
color scheme and redesigned control 
knobs. 
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A pamphlet now available from the 
Eastman Kodak Co., Rochester, N, Y,, 
describes the Kodascope Pageant series 
of 16mm sound and silent projectors 
and their many possible uses under 
varying conditions of audio-visual op- 
eration. The Pageant series includes a 
wide range of models which make 
possible the selection by business and 
industry of equipment tailored to nearly 
any projection requirement. General 
information (size, weight, finish) and 
photographs of each model are sup- 
plemented with detailed descriptions of 
special features in the pamphlet. 
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Electronics Corp. of America, Cam- 
bridge, Mass., has announced a new 
electronic business machine—Magne- 
file Type C—which is designed to keep 
perpetual inventory and record with- 
drawals and sales without the use of 
cards, tape, or external media. It has 
a memory capacity of 10,000 16 digit 
numbers, prints at a speed of 10 charat- 
ters per second and is about the size 
of the standard office desk. 
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The new “Hercules” #1-X safe, man- 
ufactured by Meilink Steel Safe Co., 
Toledo, now carries the Underwriters’ 
Laboratories Class “C” and Relock- 
ing Device labels and the one-hour 
label of the Safe Manufacturers Na- 
tional Association. The Class “SG ana 
one-hour fire test labels certify that 
the safe will withstand temperatures 
up to 1700F w ith an ample margin of 
safety for contents. The Relocking 
Device label certifies that the relocking 
device is built right into the safe and 
if the lock is forced, the locking 
mechanism becomes inoperative. A 
standard rate reduction of 10% in 
burglary insurance premiums is given 
for safes carrying this label. Melink 
has also issued a new 8-page catalog 
on their Class “B” (two-hour) single 
door safes. It lists construction informa- 
tion plus specification and dimensional 
data on Meilink’s five Class “B” models. 
Circle No. 95 on Inquiry Card—Page 17 





A new “Lite-Visor”’, which permits 
the production of copies under any 
lighting conditions, is being offered on 
the latest Duplex photo-copy machines 
of Copease Corp., New York. The at- 
tachment consists of a transparent, red, 
plexiglass visor which shields the sen- 
sitized papers from direct, low-hanging, 
fluorescent lighting. The Lite-Visor is 
available for installation on Copease 
machines now in use. 
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A new color, tantone, has been added 
to the stock paint finishes available in 
the Partition-ette and Office-ette lines 
of Arnot Jamestown Div., Aetna Steel 
Products Corp., Jamestown, N. Y. 
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A new tackboard with decorative as 
well as functional qualities has been 
introduced by the Armstrong Cork Co., 
Lancaster, Pa. Called Armstrong Tack- 
board, the material is a resilient cork 
ig my made specifically for bul- 
letin board use. It is furnished in con- 
tinuous roll form in 1%” and %” thick- 
nesses, and in 48” and 72” widths. 
Available in seamless boards as long 
as 85’, it can be installed in one piece. 
It comes in four modern pastel tones 


Sage green, pueblo gray, cork tan ond 
coral. 
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The Eberhard Faber Pencil Co., 
Brooklyn, is now marketing its No. 3800 
Pencil. Containing a No. 2 lead, the 
Pencils are packed in sets of 10. 
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Prominent Users of Strathmore Letterhead Papers: No. 115 of a Series 


Like an ancient and 
beautiful Spanish castle, 
the towers of the famous 
Hotel Ponce de Leon rise 
above the lush Florida 
setting of the oldest 

city in the country! 





where QUALITY spends the winter 





The Hotel Ponce de Leon in St. Augustine has been one of the most 
popular resort hotels in Florida since it opened in 1888. Built by 
Henry M. Flagler, it was the first of the luxurious hostelries which 
helped make the East Coast of Florida a wintertime vacationland. The 
Hotel Ponce de Leon, with its Spanish Renaissance architecture, its 
spacious tropical gardens, its excellent accommodations and service, 


is unique among the distinguished hotels of the country. 


Naturally, the Hotel Ponce de Leon uses equally distinguished ap- 
pointments for its guests’ convenience. For example, a Strathmore 
letterhead paper was selected for stationery because of its expressive 


nature and distinction. 


The many prominent institutions and firms which have chosen 
Strathmore Papers have very wisely realized that quality paper adds 
They have made the 
Ask your 


supplier to show you how your own letterhead design looks on 


intangible importance to every message. 


Strathmore reputation for quality a part of their own. 


Strathmore. You, too, will discover that a letterhead that says quality 


is a business asset! 


STRATHMORE LETTERHEAD PAPERS: Strathmore Parchment, Strathmore Script, Thistlemark 
Bond. Alexandra Brilliant, Bay Path Bond, Strathmore Writing, Strathmore Bond. 
Envelopes to match converted by the Old Colony Envelope Company, Westfield, Mass. 


STRATHMORE THIN PAPERS: Strathmore Parchment Onion Skin, Strathmore Bond Onion 
Skin. Strathmore Bond Air Mail, Strathmore Bond Transmaster, Strathmore Replica. 


STRATHMORE 


MAKERS OF FINE PAPERS 


Strathmore Paper Company, West it hes Massachusetts 
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A new, electric buzzer paging system, 
in one package, has been announced 
by Line Electric Co., Newark, N. J. 
The only installation is the relay box, 
the push-button control box, and the 
buzzers for the individual locations 
of your choice (6 buzzers come in the 
standard package although any number 
up to 20 can be used). The Line Paging 
System operates on ordinary 115-volt 
AC current, and since it is a 240-volt 
system, there is no danger of shocks. 
The push-button control is simple. The 
operator presses two keys, at most, 
with one motion of the hand. No one 
being called on the system ever has to 
listen to more than 4 “rings” in any 
one sequence. Each call is automatically 
repeated three times in 15 seconds, and 
a repeat button on the control board 
gives further repetition if necessary. 
Circle No. 400 on Inquiry Card—Page 17 


Climaxing more than 15 years of 
research directed at solving leakage 
reactance which has plagued all high 
frequency amplifiers, the DuKane 
Corp., St. Charles, Ill., has placed on 
the market two new booster-amplifiers. 
The units permit lengthening of power 
lines feeding speaker up to _ several 
thousand feet without the interference 
of electronic oscillation noise. The new 
amplifiers are being marketed in two 
wattage outputs. Both are equipped 
with pre-amplifiers and tone controls 
of a comparable response to the booster 
amplifiers. One model (1A 475) is rated 
at 100 watts output with less than 5% 
distortion, with a frequency response 
of plus or minus one decibel from 20 
to 30,000 cycles. The same model at 
75 watts has 2% or less distortion with 
a frequency response of plus or minus 
one decibel from 20 to 40,000 cycles. 
The other model (1A 435) has a fre- 
quency response of plus or minus one 
decibel from 20 to 20,000 cycles, with 
less than 5% distortion at 50 watts, 
and plus or minus one decibel from 20 
to 40,000 cycles at 35 watts. 
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Empire Pencil Co., Shelbyville, Tenn., 
has. started production of liquified 
graphite (liquid lead) ball point pencils 
to be sold under the trade name of 
Lead-flo. They will have colored plastic 
barrels, square decorated ferrules, 
eraser tops, silvered metal points and 
pocket clips. 
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A decimal, serial, single address digi- 
tal computer with a magnetic storage 
capacity of 4000 words (each word 
consisting of 10 decimal digits with 
sign) is being marketed by J. B. Rea 
Co., Inc., Santa Monica, Calif. Called 
the Readix, it uses over 50 basic com- 
mands to solve any problem that can 
be reduced to arithmetic. The opera- 
tions of addition, subtraction, multi- 
plication, division and square-root are 
performed by a single command. It 
differs from many other computers in 
that the Readix uses the decimal sys- 
tem rather than the binary. Thus input 
coding and output decoding are mini- 
mized since no decimal-to-binary or 
binary-to-decimal conversions are 
needed. An electric typewriter is pro- 
vided for data input and output, and 
automatic punch card machines, photo- 
electric tape readers, magnetic tape 
or other data handling equipment may 
be adapted to the Readix. 

Circle No. 403 on Inquiry Card—Page 17 
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Dutch 
Treat! 


Perhaps your ty- 


Every Purchasing Agent 
Should Have This Book 


“Profiting From Industrial Stenderdization"— 

$5.50 

By Benjamin Melnitsky 
Foreword by Stuart F. Heinritz 

pists can’t help 

You will find complete and down-to-earth information 
on materials standards and specifications . . . purchasing, 
process and finish specifications . . . parts standards... 
manufacturing standards . . . design practice standards A 





making mistakes, 


but you can depend on Weldon Roberts Erasers 


to “Correct Mistakes In Any Language”. Weldon .. » proper review intervals . . . and on through the en- S 

Se a = tire subiect of how your company can benefit from a : 

Roberts have been eraser specialists for 50 years standards program. 8) 

ts , 6 the fi a ae a oe How to use tested methods to develop and revise stand- li 

your assurance of the finest quality and styles ards—how to organize and use a nomenclature system— 0 
signed for your work. Ask your stationer to show you. how to allocate standards activities, responsibilities and 

5 . : authority—how to organize company standards—all these V 


and more are explained thoroughly and concisely in this 
practical guidebook to industrial standardization. 





Ulatden eters GL gBOAL Eraner 3650 = SS 





Free 10-day Examination 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N.J. 
World’s Foremost Eraser Specialists 


GRAYPOINT ERASER. Qual- 
ity gray rubber core in wood 
Sharpens easily 
with a knife or pene l sharp- 
No. 365 plain end; No. 
3650 with special  tlastie 
WHISK brush cap. For erasing 
typewri.ing, carbon copies, pen- 
cil writing. 


pencil casing. 


CONOVER-MAST PUBLICATIONS, INC. 


Book Division 


205 East 42nd Street, New York 17, N. Y. 


ener. 












a Correct Mistakes in Any Language 


SES CE oe “ Twas 
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A TWIST AND LIGHTS ARE CON- §T’S A CONTINUOUS OUTLET. Cutaway view shows how copper bus bars run the entire length of Universal Trol-E- 


NECTED. Twistout Plugs give positive, Duct, making it every inch an outlet. Moving trolleys that roll effortlessly on steel wheels are also available t¢ 
sofe connections in seconds. bring mobility to small power tools. 


BULLDOG UNIVERSAL TROL-E-DUCT 


Feeds 








iehts 








Supports 
‘Them, too! 


YOU GET COMPLETE MOBILITY WITHOUT DOWNTIME OR REWIRING 


Avoid the expense of suspending lights separately. lights as desired—without rewiring, power shutoff or 
Sturdy Universal Trol-E -Duct®—the original bus bar downtime. You save on over-all costs . . . get a safer, 
eyetema for lights and small power tools—supports more efficient system. 

igh > > > . *¥: 

“ ani “ addition to supplying flexible power to Investigate the double utility, double value of BullDog 
perate them. Universal Trol-E-Duct. 

Movable weight supports let you position lights where Call your BullDog Field Engineer or Qualified Dis- 
you want them. Twistout Plugs tap power anywhere tributor for all the facts, Or, write: BullDog Electric 
along the duct. You can arrange, change, add or remove Products Company, Detroit 32, Michigan. BEPC! 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
A Division of I-T-E Circuit Breaker Company 
Export Division: 13 East 40th Street, New York 16, New 
York. In Canada: BullDog Electric Products Company 
(Canada), Ltd., 80 Clayson Road, Toronto 15, Ontario. 


_ IF IT’S DIFFERENT 


IF IT'S NEW G 
IF IT'S BETTER. . . IT’S » 
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AMONG THE Associations 

















Keeping Pace With Progress’ Theme of 
Public Utility Buyers 24th Meeting 


A two-day program of talks and 
discussions on current problems and 
buying techniques gave practical 
reality to the announced theme of 
“Keeping Pace With Progress” at 
the 24th annual mid-winter confer- 
ence of the Public Utility Buyers’ 
Group in Houston on February 14 
and 15. The group, one of the old- 
est and most active in the National 
Association of Purchasing Agents, 
held its meeting at the Shamrocix 
Hotel, and registered a near-record 
attendance of 779. 

Ben R. Newbery, Lone Star Gas 
Company, was chairman of the first 
session, which opened with welcom- 
ing remarks from Fred D. Bradley, 
Southern Union Gas Company, 
Dallas, Tex., chairman of the group. 
He was followed by John H. Wim- 
berley, executive vice-president of 





: The men who made the meeting a success. Checking registrations at the public utility buyers 
the Houston Natural Gas Company, meeting are (I. to r.) J. F. Estill, Jr., Houston Lighting and Power Co., in charge of registra- 

tions; J. C. Spurger, Houston Natural Gas Co., general chairman, and Fred D. Bradley, ( 
Southern Union Gas Co., chairman of the Public Utility Group. 


i 
who spoke on “Purchasing’s Place ? 
in Management.” ( 

Mr. Wimberley reviewed the 
qualities that go to make up a good d 
purchasing agent, and the areas of ( 


management into which purchasing 
fits—public relations, personnel re- | 
lations, research, materials planning, 
procuring, storing, standardization, 
etc. He urged that purchasing agents 
develop a good system of communi- 
cations with the other branches of 
management, and advised the buy- 
ers to consider the publication of a 
purchasing manual in their com- 
panies. 

“Good management is well aware 
of the place that good purchasing 
should fill,” he concluded. “Take 
inventory of yourself and your de- 
partment, and be sure you're filling 





A former N.A.P.A. president enjoys, among other Texas attractions, the balmy air and the 


age ty 
Shamrock pool, while two native sons look on. Left is C. F. “Chet” Ogden, Detroit Edison : z 
Company, with Max Lanford, West Texas Utilities, Abilene, Tex. (center) and B. W. Smith, The latest Business Survey Re 
Southwestern Public Service, Amarillo, Tex. (All photos courtesy of Southwestern Purchaser.) (Please turn to page 198) 
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We Look at Lead Casting 


| 


"INNARDS 


We 


ne | 
a ” ee 


. is 





THANKS TO GOULD RESEARCH 








TO GIVE YOU PREDICTABLE 


BATTERY PERFORMANCE 











ers 
ra- 
ley, 
Only by looking at its “innards” can the life 
expectancy of a lead casting be determined. 
ce The Metalloscope in Gould’s research laboratory 
enables Gould engineers to do just that. 
he 
od A combination high-powered microscope and oe 
of camera, the Metalloscope provides highly magnified —_ 
Br: a, the Metalloscope provides highly magnifiec GOULD 
a photographs of metallic crystalline structures. ae Ser See 
1g, It played an important part in developing the ©1955 Gould-National Batteries, Inc. 
Dn ; Saye oy 
in amazingly strong, long-life Gould Grids. 
1i- 








- Continuous research makes every Gould battery 

¥- a better battery. You’ll save money by tl ft] 
a specifying GOULD. 

n- 


For the full story on Gould research, send for Booklet 749, 


& 
" aftferies 


ke “BETTER BATTERIES THROUGH RESEARCH” 





e- — —# GOULD-NATIONAL BATTERIES, INC. 
ng TRENTON 7, N. J, 
= Always Use Gould-National Automobile and Truck Batteries bates a citi 
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North Jersey Association Joins N.A.P.A. 
250 Attend Charter-President Night 





President Howard Ahi of N.A.P.A. hands President Fred Esser of P.A.A.N.J. charter of membership in the national. Officers of the newly 
chartered Association are: seated (I. to r.) Walter Hoffman, American Oil & Supply Co., national director; Fred Esser, Westinghouse Electric 
Corp., president; Irene Gordon, Wallace & Tiernan, Inc., treasurer; C. G. Sherwood, Federal Telephone & Radio, secretary. Standing, Walter 
Green, Pequanic Rubber; W. Page Selby, Sunoco Products Co.; George Balmer, The Sherwin Williams Co.; Joseph G. Van Nest, Purolator 
Products, Inc., all directors, and William J. Gibson, first vice-president. Second vice-president R. J. Atkins was not present when picture was taken, 








Scenes in the ballroom of the Hotel Robert Treat, Newark, during Charter-President Night of P.A.A.N.J. 


The Purchasing Agents Associa- 
tion of North Jersey officially be- 
came a part of the National Associa- 
tion of Purchasing Agents on Feb- 
ruary 8. More than 250 members 
and guests crowded the ballroom of 
the Robert Treat Hotel in New York 
for the Charter-President Night 
meeting. 

Guest speaker at the meeting was 
G. W. Howard Ahl, general pur- 
chasing agent of Philip Morris & 
Co., Ltd., and president of N.A.P.A. 
Before his formal address, Mr. Ahl 
officially announced the affiliation 
of the North Jersey local, and pre- 
sented Frederick C. Esser, its presi- 
dent, with a charter certificate. Mr. 
Ahl’s address was on “N.A.P.A. 
Horizons.” 

Among the guests at the meeting 
were George A. Renard, executive 
secretary-treasurer of N.A.P.A.; J. 
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H. Leonard, secretary of the Pur- 
chasing Agents Association of New 
York, and D. R. Taylor, president 
of the Purchasing Agents Associa- 
tion of Philadelphia. 

An afternoon forum session fea- 
tured a discussion on “Reciprocity— 
Do We Handle It Gracefully?” 
Speakers included Joseph G. Van 
Nest, Joseph Donnelly, and Frank 
Curran. About 100 members at- 
tended the forum. 

Committee chairmen of the asso- 


ciation are: Reuben J. Atkins, at- 
tendance; A. Kraus, dinner; B. J. 
Karpson, educational; W. Page, 
eligibility; Frank Curran, forum; 


Harvey P. Sommerer, membership; 
Frank L. Nicholls, member par- 
ticipation; John G. Mickens, outside 
activities; Russ B. Walworth, pro- 
gram; Fred Messina, publicity; and 
Richard D. Hartsig, reception. 


At its March meeting, which was 
really its first regular meeting as an 
N.A.P.A. chapter, the North Jersey 
Association was privileged to have 
as guest speaker Mr. Howard Bolton 
Begg, general manager of Squier, 
Schilling & Skiff, Inc. Mr. Begg, a 
former purchasing agent, discussed 
“Purchasing’s Place in Management.” 
At the round table discussion, which 
preceded the dinner meeting, the 
topic was “Using the Newark Busi- 
ness Library.” On hand to discuss 
this convenient purchasing aid was 
A. P. Lennert, supervisor of Indus- 
trial Relations, Westinghouse Elec- 
tric Meter Division. 

In the Association’s fifth news 
bulletin (the first since it officially 
became an N.A-P.A. affiliate) is this 
message from Frederick C. Esser: 

“I deeply appreciate the honor 

(Please turn to page 206) 
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YOU CAN COUNT ON CONTINENTAL 
FOR EVERY FASTENER NEED! 





Only Continental Engineers Are 
Specially Trained for Special Fasteners! 


Read why they now lead the industry 
in special fastener production 


Each engineer at Continental is required to 
undergo thorough experience producing ground 
thread taps and gages, with their exacting screw 
dimensions. This special training in the highest 
Standards of precision is passed on to you in 
every Continental product—at no extra cost. 

Continental’s superior accuracy and greater 
thread uniformity has boosted it to the top of the 
industry in the production of special fasteners— 
with an average of over 6500 different blueprints 
turned out each week. Many times, Continental 
cold forged fasteners have been substituted for 
expensive screw machine products; improving the 


product by increasing its strength while reducing 
its cost. 

Why not put your special fastening needs in 
the most experienced hands? Call or write today 
and talk over your problem with the Continental 
engineers. 


SShNEN>. 


& 
aes eTays 
° és 
“w come 


Continental Screw Co. 


Manufacturers of Holtite Fastenings 
NEW BEDFORD, MASSACHUSETTS, U. S. A. 


For More Information Circle No. 216 on Inquiry Card—Page 17 


Apri, 1955 








E. F. Andrews Principal Speaker at 
N. Y. Ass'n Purchasing-Sales Dinner 


Approximately 900 purchasing 
and sales executives filled the grand 
ballroom of New York’s Commo- 
dore Hotel at the Purchasing-Sales 
Dinner of the Purchasing Agents 
Association of New York. Special 
included Frank E. Whyte, 
vice president of N.A.P.A., Joseph 
L. Wood, president of the Sales Ex- 
ecutives Club of New York, George 
J. Vinson, director of National Sales 
Executives, Inc., Morris I. Pickus, 
of the Purchasing Agents Program 
Committee of National Sales Execu- 
tives, Inc., and N.A.P.A. Shipman 


guests 


Medalists F. Albert Hayes and 
Stuart F. Heinritz. 
The program was a_ double- 


header. Featured were George A. 
Renard, executive secretary-treas- 


urer, N.A.P.A. and E. F. Andrews, 
purchases, 


director of Pitman- 








Enjoying the pre-meeting reception are Harold MacIntosh, 
E. F. “Andy” Andrews, and Frank Whyte. 
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Moore Co. and former president of 
N.A.P.A. Both speakers were in- 
troduced by New York Association 
President Stanley MacKenzie. 

A keen observer of the national 
economic and business scene, George 
Renard was the first speaker. Mr. 
Renard’s topic was “From One 
P. A. to Another.” He gave his 
views on current business condi- 
tions and warned of the dangers of 
inflation that can result from loose 
fiscal practices. 

“Buying and Selling Tomorrow” 
was the subject of “Andy” Andrews’ 
talk. The former N.A.P.A. president 
called for the scrapping of “many 
concepts, procedures, and _ policies 
that long have been held dear by 
purchasing agents.” This will have 
to be done if the PA is to meet the 
challenge of a competitive market 


Christine Caprio of 
Eagle-Picher Co. pins 
a carnation on E. F. 
Andrews, the fea- 
tured speaker, while 
Stuart Heinritz of 
PURCHASING waits 


his turn. 


current economic scene. 


and make genuine contribution to 
profit. 
To meet the challenge Mr. An- 


drews declared that purchasing must 7 
no longer be regarded as strictly a 7 


service function. “It must be held 
accountable for net profit contribu- 
tion,’ he declared. He continued 


ox pemidaenens: 





that “we are going to have to insist 7 


on purchasing agents who have 
formal academic training as well as 
business training.” 

To keep costs in line, further 
changes may be necessary and other 
sacred cows discarded. Mr. Andrews 
recommended that salesmen see 
PAs only when they have worth- 
while business to take up. The time 
of both PAs and salesmen costs 


money and contributes to product 7 


cost. To keep these costs down, it 
might be necessary for purchasing 
to throw out fixed calling hours. 
“If there’s money to be made, pur- 


ahs 


abe 


ire esgic bee, ot 


eres 


wide, 


Vo Aner 


chasing agents should see salesmen ~ 


at two o’clock in the morning,” he 
declared. 


Another practice assailed by Mr. 7 


Andrews was the giving and accept- 
ance of gifts. This also contributes 
to product cost indirectly. Discuss- 
ing reciprocity, Mr. Andrews de- 
clared that “competition and costs 
make it mandatory now that a pur- 
chasing agent not only recognize the 
validity of reciprocity but also that 
he actually seek out his company’s 
customers and invite them to sub- 
mit bids on articles he buys.” 

At its March meeting, the New 
York Association had as_ guest 
speaker Willard A. Pleuthner, vice 
president, Batten, Barton, Durstine 
and Osborn. Mr. Pleuthner’s topic 
was “Ways To Be More Creative.” 
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Speaking as “From One P. A. to Another,” George Renard gives his views on the 
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TWO STRIPS OF COLD-ROLLED STEEL? 


That’s right. The picture above was made from a 
photograph of two strips of Uddeholm cold- 
rolled strip steel, both shown here actual size. 
You see one, %%-inch wide, but where is the 
second? You’ve probably guessed it: the entire 


background of the picture is a wide strip of 


cold-rolled steel. 

We took this picture to illustrate the great 
range of sizes you can get when you orde! 
Uddeholm Swedish strip steel. 


Widths from % to 16', inches. 
Thicknesses from .001 to .125 inches; toler- 
ances as Close as + 8/100,000 of an inch. 


Stocks of clock spring steel, bandsaw, flapper 


valve, thickness gauge, razor, and many other 


types, in many finishes, are carried in New York, 
Cleveland, and Los Angeles. 


WRITE FOR SUBSCRIPTION TO UDDEHOI M'S MONTHLY 
STOCK LIST OF STRIP STEELS. 


UDDEHOLM, 155 East 44th St., New York 17, N. Y. 
Please send me monthly strip steels stock list. 


NAME 





TITLE 





COMPANY 





ADDRESS 





CITY ZONE STATE 





UDDEHOLM COMPANY OF AMERICA, INC. 


Tool and Die Steels 
Specialty Strip Stecls 
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New York: 155 East 44th Street, MUrray Hill 7-4575 
Cleveland: 3756 Carnegie Avenue, HEnderson 1-7440 
Los Angeles: 5037 Telegraph Road, ANgelus 2-5121 
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Speaking for the sellers was Frank P. Con- 
nolly (left), president of John W. Masury 
& Son. On the buyer's side was Lavette C. 


Teague, purchasing agent of Tennessee Coal 
& tron. 


Some 700 sellers and buyers of 
industrial Alabama gathered at the 
Tutwiler Hotel in Birmingham on 
February 10 to enjoy the Eighth 
Annual Seller-Buyer Dinner. It was 
the 27th Anniversary of the Pur- 
chasing Agents’ Association of 
Alabama. Each year on its anniver- 
sary, the purchasing agents invite 
members of selling organizations to 
meet with them for an evening of 
good fellowship, fun and entertain- 
ment. The meetings have done much 
to cement relations among Ala- 
bama’s industrial buyers and their 
suppliers. 

The social hour in the Terrace 
Room, where sellers and buyers en- 
joy cocktails together, started the 
evening and ran from 6:00 to 7:00 
P.M. Members of the Entertainment 
Committee man the bars while other 
PA’s of the Entertainment Commit- 
tee greet the guests and make them 
feel at home. At 7:00 P.M., all pro- 
ceeded to the Dinkler Room where 
they were served with an appetizing 
steak dinner with all the trimmings. 

President John W. Minor, Ala- 
bama Power Company, introduced 
the guests at the speakers table. 
These guests included the presidents 
of salesmen’s and sales executives’ 
organizations, representatives of city 
and county governments and heads 
of chambers of commerce and like 
organizations. 

General Chairman George L. Wil- 
son, Jefferson County Commission, 
conducted the brief program of the 
meeting and introduced the two 
speakers. 

Lavette C. Teague spoke for the 
buyers. Mr. Teague is Purchasing 
Agent of Tennessee Coal and Iron 
Division, United States Steel Cor- 
poration, Fairfield, Alabama. He 
used as his subject, “Blessed Is The 
Salesman”. He gave the salesman 
credit for his all-important part in 
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Alabama Association Holds 
Buyer-Seller Dinner 


maintaining the standard of living 
of America’s 160 million people. 
Representing the sellers’ side of 
the picture was Frank P. Connolly, 
President, John W. Masury & Son, 
Inc., Baltimore, Maryland. Mr. Con- 
nolly spoke on the subject, “Behind 
the Gold Curtain”. He reminded his 
audience that the “Iron Curtain” 
and the “Bamboo Curtain” are very 
real. However, Mr. Connolly as- 
serted, there is in the United States 
a “Gold Curtain”. That gold curtain 
represents the nations purchasing 
agents. Shouldering tremendous re- 
sponsibilities, these purchasing 
agents, he stressed, can “make or 
break a company.” Mr. Connolly’s 


Members of the en- 
tertainment commit- 
tee with the wares 
they dispensed dur- 
ing the social hour. 


Frank P. Connolly 
displays how PAs will 
look if they don’t 
take advantage of 
the N. A. P. A. edu- 
cational program, 
Seated, left to right, 
are W. D. Kendrick, 
L. C. Teague, and 
George L. Wilson. 


talk is printed on page 326 in this 
issue. 

The big feature of the Seller-Buy- 
er Dinner is always the floor show 
which follows the program. Singing 
MC for the show was Tommy Dix, 
former screen and stage star, and 
now Vice President and Sales Man- 
ager of Grayson Lumber Company 
of Birmingham. The show was top 
entertainment and featured pro- 
fessional talent brought to Birming- 
ham for the occasion. For this even- 
ing, at least some seven hundred 
purchasing agents and salesmen laid 
problems aside and enjoyed the fine 
fellowship we are so fortunate to 
have in Alabama. 
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Alvin I. Handmacher, President of Handmacher- Vogel, Inc., says 


He knows how to suit the women! 


“When a woman sees a style she wants, she wants it fasf,”’ ‘Without Air Express, we'd never suit women as well as 





says Mr. Handmacher. “In fact, she wants it first! we do! 
“And we see that she gets it — in 4er siz and color. How “Air Express pays off in two ways It wins us customer 


do we do it? By Air Express ! good will and saves us money! For instance, it costs $4.10 


We push our production schedules to meet insistent for a ten-pound shipment from New York to Louisville 
buyers’ re-orders. Then we rely on Air Express to deliver $1.64 less than by the next lowest-priced air service.” 


door to door in record time It pays to express yourself clearly. Say Air Express! 





__ & Air Express — 


GETS THERE FIRST via US. Scheduled Airlines 





CALL AIR EXPRESS . division of RAILWAY EXPRESS AGENCY 
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For those —— 
TOUGH SPRING 
pS od oe OO Od BS 


High Temperatures . . . Corrosive Service 


Use 
ALLOY Wire...Rod...Strip 


. . . Low Temperatures) 





Spring Designers: You can readily select a material 





with just the right combination of properties for 
your tough spring applications from the alloys we 
fabricate into wire, rod and strip. Alloys such as 
Monel, K Monel, Inconel, Inconel X, Nickel, Dura- 
nickel, Austenitic, Ferritic and Martensitic Stainless 
Steels and special alloys are available in a wide 
range of tempers and special treatments. These 
~ materials feature high strength and fatigue prop- 
* /% erties at elevated temperatures, good ductility at 





| sub-zero temperatures, low magnetic permeability 
Ab and excellent resistance to a wide variety of corro- 
sive conditions. 

Alloy Metal Wire Division engineers will work 
closely with you to develop any special engineer- 
ing and fabricating properties you may require. 
Your inquiries are always welcome. 


y Send today for our new 
Nickel Alloy and Stainless Steel 
Properties Charts. 





METAL WIRE DIVISION 


HKP H. K. PORTER COMPANY, INC. 
AE Prospect Park, Pennsylvania 
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Public Utility Buyers 


(Continued from page 186) 


port of N.A.P.A.’s National Com. 
mittee on Business Survey, was dis. 
cussed by C. F. Ogden, chairman 
of the committee. Mr. Ogden de. 
scribed the background of the re. 
ports and their consistent record of 
accuracy in respect to present and 
future business conditions. “Cay- 
tious optimism” was the tone of the 
latest report, Mr. Ogden reported, 

“While purchasing agents. stil] 
expect a good 1955,” he said, “they 
have become cautious in their buy- 
ing policy, with the highest number 
in many months operating in the 
hand-to-mouth to 60-day buying 


range.” 





N.A.P.A. President Howard Ahi at the 
Public Utility Buyers Meeting 


The morning session closed with 
a panel discussion on the short- and 
long-range economic situation by 
editors of three top magazines in 
the purchasing and utility fields. 
Paul V. Farrell, managing editor of 
PURCHASING, spoke on current 
general business conditions. Hilding 
Carson, editor of American Gas 
Journal, discussed various impor- 
tant aspects of the gas industry. 
C. W. Leihy, publisher of Electric 
Light & Power, presented views on 
conditions in the electric industry. 

G. W. Howard Ahl, president of 
the National Association of Pur- 
chasing Agents, and general pur- 
chasing agent for Philip Morris & 
Co. Ltd., Inc., opened the afternoon 
session with an address entitled 
“N.A.P.A. Horizons.” Since Mr. 
Ahl’s talk will be given before a 
number of local associations on his 
official visits, no quotations are 
given. 

Expert opinion on trends in the 
metals markets were given by J. E. 
Timberlake, assistant vice president- 
sales, Jones & Laughlin Steel Corp., 

(Please turn to page 200) 
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|HY-PRO SPECIALIZES 
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.-- fo lower 
your unit costs 





Hy-Pro’s business is solving tap 
problems . . . problems which cost 
you time and dollars. Because their 
whole operation is centered on tap 
business, Hy-Pro can continually 
concentrate their research and crea- 
TAP PROBLEM? You'll be safer to call on Hy-Pro. They tive staff in analyzing and improv- 
specialize in solving all tap needs. . 
ing every phase of tap use. 





The result has been Hy-Pro’s es- 
tablished reputation in production 








t the circles as ‘‘The Tap Specialists’, 
backed by a complete line of high 
| with quality taps. 
t- and 
n b : 
os M8 You can contact them directly or 
fields. through your nearest distributor. 
= : Their engineer specialists can help 
irren ; 
ilding lower your unit costs. 
Gas ate : 
npor- HY-PRO SPECIALIZED ENGINEERS are always ready to work 
ustry. closely with you in analyzing and recommending money 
ectric saving improvements in your operation. 
vs on 
try. 
nt of 
Pur- 
pur- 
‘is & 
noon 
titled 
Mr. 
re a 
1 his 
are 
¥- HY-PRO TOOL CO., NEW BEDFORD, MASS., U.S.A. 
es DISTRIBUTORS IN ALL LEADING CITIES 
orp., A 6046 COLLEGE AVE. 10428 W. MeNICHOLS RD. 1132 LAWLER ST. (WORTH) 109 EDISON Ph. 
o : CLAND 18, CALIF. DETROIT 21, MICH. CHICAGO, ILL. NEWARK 5, N. J, 
DITIONAL WAREHOUSES: OOIEDMONT. 54887 UNIVERSITY 4-1077 GARDEN 4-0217 MARKET 2-4338 


For More Information Circle No. 223 on Inquiry Card—Page 17 
ING Aprit, 1955 199 








ELIMINATE DELAYS with 


Quick Acting JOHNSON Furnaces 


Heat treat high speed steels 
Harden high carbon steels 
Braze carbide tipped tools 


JOHNSON No. 120 Hi-Speed 


Heat treat tools, dies and small metal parts in your 
own plant. Quick Acting JOHNSON No. 120 Hi- 
speed delivers 1500° F. in 5 minutes, reaches 2300° 


- 





F. in 30 minutes. Gets the job done fast to save 
time and gas. Temperatures easily regulated with 





accuracy. Firebox 5 x 


Carbofrax Hearth, G. E. 


734 x 13%. Complete with 
Motor and Johnson Blower. 
$155.50 F. O. B. Factory 


There is a Quick Acting JOHNSON Unit for every toolroom 
and shop. Write for complete catalog. Johnson Gas Appli- 
ance Company, 603 E Avenue N. W., Cedar Rapids, Iowa 


FURNACES FOR INDUSTRY 








PRODUCERS OF Menufacturer's 
Wire in many sizes, shapes, tempers 
and finishes, including Galvanized, 
KOKOTE, Filame-Sealed, Coppered, 
Tinned, Annealed, Liquor Finished, 
Bright, Lead Coated, and special 
wire. ALSO, Coated and Uncoated 
Stee! Sheets, Nails, Continental Chain 
Link Fence, and other products. 


CONTINENTAL =& 


STEEL CORPORATION @¢ KOKOMO, INDIANA 


with Improved Features 






for Longer Life 


Continental Chain Link Fence is made of 
Konik steel containing copper, nickel 
and chromium for greater strength and 
rust resistance. Heavy zinc coating adds 
still more protection. Remember only 
Continental is made of Konik steel. 





~- Write Today for Lasting Security 








Continental Steel Corp. 
Kokomo, Indiana 

Please send FREE copy of 
**Planned Protection’’— 
complete manual on prop- 
erty protection. 





Name 





Address 





City State 
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(Continued from page 198) 
and Charles H. Winship, Jr., sales 
manager, Phelps Dodge Copper 
Corporation. 

Large corporations, Mr. Timber- 
lake declared, should maintain steel 
inventories at a high level, in view 
of the touchy international situa- 
tion. “Heavy and wide sheared plate 
capacity from the large sheared and 
universal mills is more than ade- 
quate for peacetime demands” he 
said but warned that emergency 
defense requirements “could com- 
pletely change the picture.” Mr, 
Timberlake said that 1955 will prob- 
ably be the third best year in the 
history of the steel industry and 
“possibly even the second best.” 

“Confusion reigns” in the copper 
market, said Mr. Winship. He 
pointed out that Rhodesian strikes, 
the international situation, and high 
foreign demand were keeping prices 
up and metal scarce. English users 
who had been depending on Rho- 
desia are now buying U. S. copper 
and even export controls by this 
country will not change the situa- 
tion, because foreign buyers will 
turn to Chile, which is a source for 
much of our copper, he said. 

The first-day meeting closed with 
the well-known observations of 
George Renard, secretary-treasurer 
of N.A.P.A., under the heading 
“From One P.A. to Another.” Mr. 
Renard dealt with broad aspects of 
the current economic situation and 
asked, “can we continue to use 
stockpiles and give-away programs 
at inflated prices and still avoid 
more inflation?” He urged purchas- 
ing men to concentrate more on 
present conditions and _ projections 
of them than on historical statistical 
comparisons in assessing the busi- 
ness situation. 

The annual banquet and enter- 
tainment was held on Monday eve- 
ning in the Emerald Room of the 
Shamrock. 

A fascinating story, told “as of 
1960”, of how the first atomic power 
plant was built and the part pur- 
chasing played in its completion, 
was recounted by J. N. Landis, vice 
president of the Bechtel Corpora- 
tion of San Francisco, at Tuesday's 
session. Mr. Landis’ firm will con- 
struct the plant within the next five 
years, and to give dramatic empha- 
sis to the description of what the 
job entails, he posed as the pur- 
chasing agent of the public utility 
company setting up the plant and 
used the past tense in telling of 
what is involved in the huge and 
revolutionary project. 

Contrasting advantages of leasing 

(Please turn to page 202) 
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. He precision grinding, BAY STATE makes three grade divisions. 

trikes, - , - ” . : hot 
j high These “Fractional Grades” provide you with two extra opportunities 
prices to get a closer “fit” of vitrified bonded wheels for your 


users ° 5 : 
Rho- grinding operations. 








-Opper , 
y this This extra refinement is standard at BAY STATE. Such close 


~~ control, developed through advanced manufacturing techniques, 
> 

ce for means that BAY STATE does a better job of duplicating 
| with successful wheel specifications. 

is of ‘ ee — 
uses For improved precision grinding, get the extra benefits of 


= “Fractional Grades” ... with BAY STATE 
cts of “WHEELS OF PROGRESS”. 
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srams HERE’S PROGRESS IN GRINDING 
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on ()  ERACTIONAL GRADES - STATE 

















pur- 
tion, The three wheels above vary only in hard- 

vice ness. The middle one, with the figure 2 marked - ©) 
re by the arrow, has an exact hardness of grade H. ai - 
po It is flanked by the two extra grade divisions = 
day's you can get from BAY STATE: 

con- . 
+ fiv (a) 1 means 1/3 softer in grade H. AY?) 

noe (b) 3 means 1/3 harder in grade H. 
|jpna- : ‘ — 
| the Such extra, standard specifications mean pro- <=) 1 | aoe 
pur gress in grinding for you... from BAY STATE. gs = z 
tility 


and ? iJ 
g Y ae SS re; 
a BAY STATE ABRASIVE PRODUCTS CO., Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 
Distributors — All principal cities 
= In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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THIS SERVICE WAS DESIGNED FOR YOU 


A lot of profits can roll out the back door of your plating shop if you 
fail to keep up-to-date on prices of the hundreds of items you use 
every day. That is why Udylite, as another of its many free services 
to electroplaters, publishes the Price Guide—a monthly price 
listing of important items regularly used by the trade, as well as 


information about new developments in equipment and processes. 


It pays to buy supplies from Udylite—you can be sure of top 
quality, accurate weight and pricing—that Udylite stands back of 
every sale. You can be sure of prompt delivery too, as Udylite has 
widespread warehousing service. 


The Udylite Price Guide has become an important tool for thou- 
sands of electroplaters. If you are not receiving your copy now, 
send us your name and address and it will soon reach your desk 
on the first of each month. 


THE 


dylit 


ee) tite) 7 -Nile), | 


DETROIT 11, MICHIGAN 


WORLD’S LARGEST 
PLATING SUPPLIER 








North Jersey Association 
(Continued from page 188) 


you have bestowed upon me in m 
election as the First President ¢ 
the Purchasing Agents Association, 
of North Jersey. Humbly I accep 
your confidence in me and, there. 
fore, I promise to: 

Faithfully carry out the full respon. 
sibility of this office. 

Make this North Jersey Association 
bigger and better. 

Steer the Committees to fulfill the 
needs of each individual member 
Do my best to discharge my duties 
to the limit of my abilities. 

In order to carry out these prom- 
ises, I will need the support of every 
member and I welcome your sugges. 
tions or criticisms regarding speak- 
ers, programs and _ subjects pre 
sented.” 


nF F 


Chicago Association Holds 
21st Annual Product Show 


More than 30,000 people visited 
the 2lst Annual Product Show o 
the Purchasing Agents Association 
of Chicago at the Hotel Sherman 
February 15-17. On display wer 
exhibits of mew and _ interesting 
products developed to focus the 
attention of purchasing agents, exec- 
utives, engineers, and manufacturing 
superintendents. 

Highlight of the three-day show 
was the banquet in the grand ball- 
room of the Hotel Sherman. Attend- 
ance heavy for the program was an 
outstanding one. First there was 
musical entertainment by Adele 
Scott, the prominent radio and TY 
organist. Then, following dinner, 
came the guest speaker, George E 
Sokolsky. The noted King Features 
Syndicate columnist, lecturer, and 
author discussed “These Days.” He 
urged a return to the fundamental 
thinking of our forefathers and de 
nounced all collectivist trends in ou 
society. 


eS 


Florida PAs Elect Officers 


At the annual meeting of the 
Florida Purchasing Agents Associa- 
tion, Charley T. Myrick was elected 
president to succeed Howard B 
Letzring. Mr. Letzring will serve 4 
national director. Other officers in- 
clude: S. L. Jackson, first vice pres 
ident; Charles W. Chambers, second 
vice president; and M. C. Mickelson, 
secretary-treasurer. On the board of 
directors are Gordon C. Wheaton, 
Trueman C. Bean, J. W. Bogue, 
Walter H. Norman, and Frank ©. 
Fish. 
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Attend: F good machinability. 
Was al 
re was Chase Tellurium Copper can be ma- 
a chined with tool speeds and settings 
“dina similar to those used with Free-Cutting 
ores £4 Brass, permitting high rates of produc- 
‘eatures tion. But, unlike Free-Cutting Brass, 
er, and Chase Tellurium Copper can be hot CHASE_ 
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=p almost as extensively as pure copper. WATersy ba oC - 
an a 2 ° - 
i . : ‘ CONN 
s in our For more information on Chase "Criey, 
Tellurium Copper, check the coupon 
below. 
ers 
of the < iinet —— my 
\ssocia- Chase Brass & Copper Co. ! 
elected * Waterbury 20, Conn. | 
rard B. Dept. Purch. 455 | 
oreill { Gentlemen: i 
eh i Please send me your free Tellurium Copper booklet. 
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ckelson, WATERBURY 20, CONNECTICUT = SUBSIDIARY OF KENNECOTT CopPER corporation Firm f 
noard of ar na i a \ 
e Nation’s Headquarters for Brass & Copper 
heaton, . I Street —— — | 
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Bogue, Atianta Cincinnati Grand Rapids t Milwaukee Philadelphia San Francisco a a.” » State 
rank C. Baltimore Cleveland Houston Minneapolis Pittsburgh Seattle i 2 
Beston Dallas Indianapolis Newark Providence Waterbury a 
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WELDED 
STAINLESS? 







Whether it’s for a pressure, mechanical, 
sanitary or ornamental use — Standard 


offers you a convenient “one source” answer 


to your welded Stainless Steel Tubing need. 


~ 






TUBE Sones PIPE 
SIZES: SIZES: 
%" to 4” OD E 3 Ye" to 2” IPS 
025 to .148 ey \ Schedule 40 


TYPES: 430, 302, 304, 309, 316, 321, 347; and others including low-carbon grades. 


Sn we 
SHAPES: — A ~~ - 
pr ne | o 4 SIZES: 
ec ar es : A" on a” ws 
an 
Special Schedules 
Shapes 5 & 10 


Send for Stainless Folder! Our engineers will gladly assist you in 
your selection of the tube best suited to your needs! Write today! 


Specify Sitandard for| 


TUBING AND PIPE 


® WELDED CARBON STEEL 
MECHANICAL TUBING 


® BOILER AND HEAT 
EXCHANGER TUBING 


@ EXCLUSIVE 
“RIGIDIZED” PATTERNS 


THE STANDARD TUBE CO. 


Detroitz, W™ Michigan 


Welded Tubing 


Fabricated Parts 





STANDARDIZE with 
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Los Angeles Luncheon Meet 


“What the Financial Page Mean; 
to the Purchasing Agent”, was th 
subject at the Los Angeles Py. 
chasing Agents’ Association noop 
luncheon meeting held Thursday, 
February 24, 1955. 

Allen Van Cranebrock, manager, 
Los Angeles News Bureau, Wall 
Street Journal, said, “The purchas- 
ing agent’s main interest is in ob. 
taining any given item in the quan. 
tity and quality his firm needs, and 
at the best price. The factors in the 
news that are of prime importance 
to him, professionally, are price and 
supply, and this information js 
found in the business newspapers 
and the financial pages of the met. 
ropolitan dailies. On the price as- 
pect, direct reports of price changes 
by companies and industries as well 
as forecasts of such changes are 
available by interpreting the whole- 
sale commodity quotations in all 
papers and by reading special col- 
umns that are devoted to these 
features.” 

On the supply situation, he sug- 
gested to watch for news reports 
on the status of inventories of vari- 
ous kinds of products, on new prod- 
ucts and improvements, on company 
plans to increase or reduce produc- 
tion, on company expansions of 
production facilities and the entry 
of firms into new fields. 

He concluded that the business 
papers and the financial pages of 
other papers regularly carry arti- 
cles on surveys by the National As- 
sociation of Purchasing Agents, and 
that these articles can be helpful 
in telling the individual purchasing 
agent what others in his field are 
doing and thinking. 

J. C. Walker, purchasing agent, 
Pacific Coast Borax Company, act- 
ing as Chairman of the Day, led the 
question and answer period follow- 
ing Mr. Van Cranebrock’s presen- 
tation to the seventy-five assembled 
purchasing agents. 


i Me 


Rhode Island Association 


The Narragansett Hotel in Provi- 
dence was host to the Rhode Island 
Purchasing Agents Association on 
Monday, February 28. The meeting 
started with a forum led by Fred A. 
Harvey, executive secretary of the 
Connecticut Association. Mr. Har- 
vey is a lawyer by profession and 
was thus well qualified for his topic, 
“The Legal Aspects of Purchasing. 
Guest speaker at the dinner meet- 
ing was R. F. Townsend, regio 
engineer for the Westinghouse Elec- 
tric Corporation Lamp Division. 
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Not when you use KIMPAK 301! 


New KIMPAK 30] is the practical solu- 
tion to surface damage to furniture 
finishes during shipment. Kimpak 301’s 
ability to shield the fine finish against 
scratching makes it the ideal protective 
agent in a furniture package. KIMPAK 
301 costs no more an ordinary ma- 
terials. It is specially designed to protect 
against the major causes of scratching: 


1. Abrasiveness of the inner spac- 
ers. Kimpak 301 provides a scratch- 
free, non-disintegrating, compressible 
barrier between inner spacers and the 
furniture finish. Its conformability en- 
sures a snug package. 


2. Dust, dirt, cinders that sift into 
the container. The combination of 


Whatever your protective interior packaging requirements, 
there is a Kimpak specification that does the job... better! 


Clark 


i ee ee ee ee 


Kimber! 
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high creping and porous structure — 
exclusive with KIMPAK 30] — provides 
a trap for dirt, grit or cinders, which 
may lediee between the packaging ma- 
terial and the polished surface. 


3. Abrasive action of harsh pack- 
aging materials. Kimpak 301 is soft 
and non-abrasive . .. free from wood 
splinters, dirt and other abrasive ma- 
terials. No lumps, hard glue spots or 
stiff wrinkles. 


Scratching is but one of many prob- 
lems encountered in furniture pack- 
aging. These problems are solved when 
new KIMPAK 30] is specified. For more 
details, contact your local KIMPAK dis- 
tributor, or mail coupon below. 





SPECIFY KIMPAK 301 TO 
SOLVE THESE INTERIOR 
PACKAGING PROBLEMS : 


Scratching 
Pressure-marking 
Staining 

Chafing 
Conformability 
Ease of handling 


Disintegration 





Street Address 


We would like to learn how new kimpak 301 can 
provide better protection at lower cost for our products. 
Please send complete information. 


iy a Sh i ein tami 
| KIMBERLY-CLARK CORPORATION 
| Neenah, Wisconsin 

| 

| 

| 

| Name 

- 

| Firm 

| 

| 

| 

i. 
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SHEETS ROLLED 
Qe! BA TO THE LIGHT SIDE 
OF THE GAUGE RANGE 





Washington Steel’s production methods pro- 
vide new economies in the purchase of stainless 
sheet. The controlled accuracy of gauge in the 
rolling process gives you more area per ton or 
the equivalent area with lesser weight. This 
close adherence to specified gauge also results 
in longer die life. 





Your steel warehouse 
distributor will gladly 
tell you the Micro- 
Rold Story. 


Washington Steel 


CORPORATION 
WASHINGTON, PENNSYLVANIA 
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g/ OUTSTRETCH 
{/ ——OUTLAST 
ALL OTHERS 






<n ~~ oO 
> Guaranteed by 
Good Housekeeping 

4 . 


<7 ca 
45 aovearisto 





@ Bands for Every Purpose 


@ Saves Time and Labor in Production 


PROMPT @We'll Make Them for Your Special Needs 
DELIVERY 


NATIONALLY DISTRIBUTED . . . AVAILABLE AT YOUR REGULAR SUPPLIERS 
All Plymouth Standard Bands Made to Federal Specifications 














PLYMOUTH RUBBER COMPANY, Inc., Canton, Mass. 
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Dallas Association Activities 


On Thursday, February 10, the 
Purchasing Agents Association of 
Dallas met. as usual, in the Brazilian 
Room of the Melrose Hotel. Mem. 
bers were privileged to have on 
hand as guest speaker Mr. H. £ 
Kaiser, District Two vice president 
of N. A. P. A. and director of pur- 
chases for the Phillips Petroleum 
Co. of Bartlesville, Okla. Mr. Kais- 
er’s topic was “Inventory Time.” 

On Thursday, February 24, as a 
special treat, members saw the color 
film, “It’s Your Decision,” presented 
as a public service by the Westing- 
house Electric Corporation. The film 
portrays the problems and oppor- 
tunities involved in starting up a 
small business. 

On March 10, members were 
guests of the General Motors Cor- 
poration for a tour of its Arlington, 
Texas plant. 


¢ Ff Ff 


New Orleans Association 


On February 1, 1955, members of 
the New Orleans Association were 
guests of General Electric Company 
for a buffet supper and a viewing of 
“Lightorama”. “Lightorama” proved 
to be very informative and enter- 
taining. 

The regular monthly meeting on 
February 14, featured Mel Ott. Mel 
Ott started and finished his baseball 
career with the New York Giants. 
He spoke about “Big League Base- 
ball.” 

Robert Elsasser, New Orleans 
economist and a regular speaker at 
all business meetings, gave a sum- 
mary of the economic situation as he 
sees it today and what we might ex- 
pect of the immediate future. 


a: v= © 


Program Aids 


“Nothing But The Best” is 20 
minute sound celor film which de- 
scribes the Heliweld process. This 
process was developed for the rapid 
joining of light gages of the so- 
called “hard-to-weld” metals like 
nickel, stainless steel, aluminum, 
titanium, brass, copper, silver, beryl- 
lium alloys, and cast iron. The film 
is available from any Air Reduction 
office or from Air Reduction Sales 
Co., 60 E. 42nd St., New York 17, 
x. ¥. 

“A Way of Thinking” is a 15 min- 
ute 16 mm color sound film which 
tells the story of plant moderniza- 
tion and combatting obsolescence 
to maintain competitive position. It 
is available from Cincinnati Lathe & 
Tool Co., Cincinnati 9, Ohio. 
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Dependable Quality 


is our first responsibility 


ROD AND BAR Available in a wide range of alloys in rolled 
and cold finished rod and bar, round and hexagonal standard screw 
machine stock, hexagonal bar, redraw bar, rivet rod and round 
forging stock, square and rectangular bar. 


W: BELIEVE that one reason why so many manufactur- 
ers choose Kaiser Aluminum is dependable quality. 


We consider this our major responsibility —to see that 
every shipment we make arrives in the exact form, 
shape, size and chemical composition which will best 
serve the manufacturer’s needs. 


We take many steps to assure the high quality of 
Kaiser Aluminum. 

We maintain one of the most modern and best- 
equipped research and development laboratories in the 
industry. 

Physical tests are constantly conducted to check the 
quality of the aluminum, and also to determine if a dif- 
ferent alloy or technique would do a better job at lower 
cost. 

A system of rigid and continuous inspection assures 
that customer specifications are met exactly. 

When desired, and at no cost to you, our field engi- 
neers will give you machine-side assistance in obtaining 
the highest quality possible from your equipment. 

We believe we are ideally equipped to work with you 
because our efforts are put behind the job of serving 
manufacturers—to help improve their products and re- 
duce costs. 

For complete information, call or write any Kaiser 
Aluminum sales office or one of our many distributors, 


Kaiser Aluminum 


setting the pace—in growth, quality and service 
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PIG, INGOT AND BILLETS Kaiser Aluminum produces Pig, In- 
got and Extrusion Billets in a range of alloys and sizes to meet 
your specific requirements. 


located in principal cities. See our catalog in Sweet’s 
Product Design File or write for copy. Kaiser Alumi- 
num & Chemical Sales, Inc., General Sales Office, Palm- 
olive Bldg., Chicago 11, Illinois. Executive Office, Kaiser 
Bldg., Oakland 12, California. 


Other Kaiser Aluminum products include: industrial 
foil, and electrical conductor. Kaiser Aluminum also sup- 
plies household, freezer and broiler foil for home uses; 
Shade Screening for the building industry, and roofing 
and siding sheet for farm and industrial buildings. 


SEND FOR THE NEW 
PRODUCT DESIGN CATALOG, 


containing 24 pages of valuable information 


on all Kaiser Aluminum Products. 





KAISER ALUMINUM & CHEMICAL SALES, INC. 
Industrial Service Division 
5442 Kaiser Bldg., Oakland 12, California. 


Please send my free copy of the Product Design Catalog. 
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There is NO COMPARISON with a Jacobs 


If you don’t wear a gold service pin you probably won’t remember 
when “Jacobs” wasn’t the name for the finest drill chuck. Since 
Mr. A. I. Jacobs started it all, back in 1903, continual painstaking 
and specialized research has been lavished on Jacobs Chucks. 


The Plain Bearing Jacobs Chuck pictured 
is undoubtedly the best known in the world 

. and with good reasons. It is a precision 
chuck capable of greater accuracy than any 
comparable chuck made today. It is a strong 
chuck, longer lasting on the job. It is a hard- 
holding chuck with a grip of tremendous 
power. 





These good reasons add up to the unques- 
tioned, uncompromising quality that makes 
your selection of drill chucks as easy as 
remembering the name Jacobs. 


JACOBS AND YOUR 
LOCAL DISTRIBUTOR 


are ready to deliver the chucks you 


need and the service you deserve. 
first in chucks . . . first in service QO Ss 
Q a 


CH UCK S 


If it's a Jacobs -it holds 








Cleveland PAs Have Joint 
Luncheon Meet With Sales 


On February 21, the Purchasing 
Agents Association of Cleveland 
had a very successful joint luncheon 
meeting with the Cleveland Sales 
Executive Club at Cleveland’s Hote] 
Hollenden. Featured speaker was 
Roger W. Berrett, purchasing agent 
of American Steel & Wire Division 
of U. S. Steel. Mr. Berrett’s topic 
was “He Who Knows.” 

The regular February dinner 
meeting of the Cleveland Associa- 
tion started out with something dif- 
ferent in forums. The topic was 
“What’s On Your Mind?” and mem- 
bers literally brought up every sub- 
ject on which they had problems. 
On hand to answer questions were 
panel members A. O. Anderson of 
Aluminum Co. of America, Bill 
Conant of Weldon Tool Co., Willard 
Gombert of Addressograph-Multi- 
graph Corp., and Don Hogg of 
Cleveland Electric Illuminating Co. 

Following dinner, members were 
fortunate in having as guest speaker 
Robert C. McDowell, president of 
the McDowell Co., contractors and 
engineers. He gave an address and 
showed movies on “United States 
Steel’s Orinoco Project in Vene- 
zuela.” 

et ¢ F 


Central lowa Association 


The March meeting of the Pur- 
chasing Agents Association of Cen- 
tral Iowa was held in Marshalltown 
at the Tall Corn Hotel. Guest 
speaker was Lloyd Larsen, general 
manager of Lennox Furnace Co. 

New members of the Iowa Asso- 
ciation include: Myron Knapshafer, 
Avco Manufacturing Co.; Fred 
Mead, Iowa Machinery & Supply; 
Melvin J. McMahan, Wood Broth- 
ers Inc.; John V. Cunion, Frye Man- 
ufacturing Co.; and Maurice J. 
Morton, Johnson Tool & Supply. 
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Washington Ass’n Party 


The Washington Athletic Club 
was the scene of the Mid-Winter 
party of the Purchasing Agents on 
February 19. The big evening 
started with cocktails and dinner 
and continued with bingo and danc- 
ing. 

On Thursday, February 24, the 
Association held a noon luncheon 
and plant visit. The luncheon was 
at the Chamber of Commerce and, 
following it, members visited the 
Imperial Candy Company plant 
nearby. The visit was arranged 
through Imperial’s purchasing agent, 
Walt Fry. 
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ere’s why BOWER straight 
roller bearings can carry maximum 
loads—with less maintenance! 


The important design features of Bower straight 
roller bearings shown on this page are just a few 
of the reasons why these bearings will operate 
efficiently and economically in your product. Con- 
sider these facts, too. Bower straight roller bear- 
ings incorporate highest quality materials and 
workmanship. They have proved themselves capa- 
ble of standing up day in and day out ame 
maximum loads—with little or no maintenance. 


A COMPLETE LINE OF 


TAPERED, STRAIGHT AND 
JOURNAL ROLLER 
BEARINGS FOR EVERY 


BEA RSE 


FIELD OF TRANSPORTATION 
AND INDUSTRY eS 





In fact, this is the reason why Bower straight roller 
bearings are used extensively by leading manu- 
facturers in such fields as automotive, earthmoving, 
farm equipment and machine tool. 


Let a Bower engineer give you {ull details of the 
complete Bower line. Call him in while your 
product is still in the blueprint stage. 


BOWER ROLLER BEARING COMPANY « DETROIT 14, MICHIGAN 
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“THIS LUBRICANT 
STOPPED 
THE ‘FLAKING’ 
OF ROLLING MILL 
GEA LA 


says—VANADIUM—ALLOYS STEEL CO. 











“The herring-bone gears in the 

drive unit of our 6-stand, 10- 

inch mill that rolls our high speed tool 
steels became noisy. Inspection showed 
definite signs of flaking of gears. This was 
in 1939. It was then we started to use 
LUBRIPLATE in them and we have not 
encountered any flaking trouble since.” 
L. M. Potter 

Purchasing Agent 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Motor OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 


WBRIPLATE 


« Mode 
MOTOR Ott 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘‘LUBRIPLATE DATA BOOK” ...a 
aluable treatise on lubrication. Write 
,UBRIPLATE DIVISION, Fiske 
srothers Refining Co., Newark 5, N. J. 
r Toledo 5, Ohio. 
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Detroit Association Activities 





Notables at the joint meeting of the Detroit and Essex-Kent Associations include, left to 
right: Alan L. Francis, vice-president of N. A. P. A. District Five; George McTavish, presi- 
dent of the Essex-Kent Association; Marvin F. Klang, president of the Detroit Association; 
and Robert Hoy, national director of the Detroit Association. 





Professor England 


Thus far, it has been a very suc- 
cessful year for the Purchasing 
Agents Association of Detroit. Here 
are some of its highlights so far. 
On November 16, an international 
meeting was held with the Essex- 
Kent Association in Windsor, On- 
tario. At this meeting, formal an- 
nouncement was made of the forma- 
tion of an independent Canadian 
Association of Purchasing Agents by 
Alan L. Francis, president of the 
Canadian Council. 

On January 20, Detroit PAs were 
privileged to have as their guest 
speaker Wilbur B. England, profes- 
sor of business administration at 
Harvard’s Graduate School of Busi- 
ness Administration. His talk, “The 
Selection of Purchasing Personnel,” 
was very well received by approxi- 
mately 250 members and their 
“bosses.” Professor England pre- 
sented some interesting data ac- 


cumulated during a recent study he 
made for N. A. P. A. A lively dis- 
cussion followed his formal talk. 

At the February meeting, the topic 
for discussion was “The Danger 
Ahead.” On hand as guest speaker 
to discuss our national security was 
Lt. Colonel William R. Kintner, 
United States Army. In addition to 
his professional qualifications for 
the subject of his talk, Colonel 
Kintner is well known for his books 
and articles on defense problems. 
He is the author of “The Front is 
Everywhere,” “Atomic Weapons in 
Land Combat,” and “America’s 
Strategy in the Atomic Age.” 

The Women’s Division joined with 
other members for a joint meeting 
on March 17. It was National Presi- 
dent’s Night. N. A. P. A. President 
Howard Ahl revealed new “Pur- 
chasing Horizons” to the group. 





Lt. Colonel Kintner 
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Finding better ways 
to improve your product and 
decrease its cost can begin 


with a FORGING 


@ Obviously, such a question is important. It 
» — ~ means that you begin to consider the processes as 
: or well as the materials that eventually make up your 
——1 =: product. Closed die forgings offer basic cost-saving 
advantages as well as scientific and engineering advancements 
that can contribute importantly to your successful evaluation 
and analysis. If it has been some time since you really took a close 
look, the conclusions may surprise you. Forgings can improve 
your product in many ways—its cost, its quality, its salability and 
its performance. 


To help you evaluate the advantages of closed die forgings, 
send for this descriptive 64-page booklet* entitled “Metal 
Quality” which thoroughly discusses many of the 
engineering, production and economic advantages 
of closed die forgings. Write for your copy today, 
5 or attach coupon to your business letterhead. 







*Distributed within Continental United States and Canada. 


DROP FORGING ASSOCIATION 
605 Hanna Building, Dept. P, Cleveland 15, Ohio 


Please send 64-page booklet entitled, “Metal Quality —-How 
DROP FORGING Hot Working Improves Properties of Metal,” 1953 Edition.* 
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New Frigidaire Water Coolers 
Cool water for 
pennies a day— 

the trouble-free way 


Cold water flows in instant response to the all- 
electric Toe-touch Pedal. Flash-O-Matic principle 
wastes no water—wastes no electricity. Magic 
Action Bubbler never fades or surges— built-in 
automatic regulator holds uniform stream height 
even when water pressure varies from 25 to 150 
lbs. Stainless steel (or porcelain) top with exclu- 
sive Splash-proof basin. 

Two bottle-type coolers are also available — 
one model with refrigerated compartment pro- 
vides two Quickube Ice Trays plus room for 
quart bottles or 36 soft drinks. And Frigidaire’s 
complete water cooler line includes a new “ex- 
plosion-proof” model for use in hazardous areas. 
All are powered by Meter-Miser Compressor 
warranted for five years. Call your Frigidaire 
Commercial Dealer or write: Frigidaire, Dayton 
1, Ohio. In Canada, Toronto 13, Ontario. 


Frigidair e Water Coolers 


BUILT AND BACKED BY GENERAL MOTORS 














Indianapolis Ass’n Gets 
New Secretary-Treasurer 


R. F. Holtman has been appointed 
to the recently created post of ex- 
ecutive secretary-treasurer of the 
Purchasing Agents Association of 
Indianapolis. For the past 20 years 
Mr. Holtman has served as purchas- 
ing agent of the Barbasol Company, 
Since 1951, he has also served as 
editor of the Hoosier Purchaser, a 
monthly magazine published by the 
Indianapolis Association. In his 
new position, Mr. Holtman will con- 
tinue as editor of the Hoosier Pur- 
chaser and will also act as general 
manager of the Indiana Industrial 
Show which will be held annually 
in Indianapolis. He has been a 
member of the Indianapolis Asso- 
ciation since 1944 and currently is 
serving as alternate national di- 
rector. 


7-27 = 


Denver PAs See Film 


The color film, “It’s Your De- 
cision,” was the feature attraction 
for the February meeting of the 
Purchasing Agents Association of 
Denver. The film, which was pre- 
sented as a public service by the 
Westinghouse Electric Corpora- 
tion, portrays the problems en- 
countered in setting up and operat- 
ing a small business, 

President Woodward announced 
the cooperation of the Association 
with the Colorado Employment 
Council in placing available pur- 
chasing personnel. The Association 
also maintains a file of available 
purchasing people for the conven- 
ience of members who might be 
interested in adding to their staffs. 

New members of the Denver 
group include Harold C. Pearson 
of the U. S. National Bank and 
Fred E. Bryan of Homestake Min- 
ing Co. 


a ae 


N. California Federal Buyers 


The February meeting of the Fed- 
eral Procurement Officers Associa- 
tion of Northern California featured 
an address by an_ outstanding 
speaker. As part of the “Know 
Your Federal Agency” _ series, 
“Your United States Customs Serv- 
ice and the Narcotics Problem” 
was discussed. The speaker was 
none other than the Collector of 
Customs for the Port of San Fran- 
cisco, Mr. Chester R. MacPhee. 
Mr. MacPhee is also a well known 
civic leader and had served as suU- 
pervisor of the City and County of 
San Francisco. 
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NEW & ve 


3200 :::: 


Refractory 
Concrete 


Today, in some types of heating and melting furnaces, complete 
linings or sections of linings are subjected to temperatures 
over 3000 F and, with the trend to higher and higher operating 
temperatures, the problem of finding the most economical 
refractories for this “over 3000 F service” will become even 
more important. 









Now, with B&W’s new Refractory Castable-3200, furnace builders 
and operators can cut installation costs by using castable 
construction for services up to 3200 F. As easy to use as other 
B&W refractory concretes, B&W Refractory Castable-3200 can be 
poured or trowelled into place or applied with a cement gun. 


Several years ago, B&W developed Kaocast, the first successful 
3000 degree refractory concrete, to lead this high temperature 
castable trend. B&W Castable-3200, like Kaocast, is made with an 
alumina-silica base and is recommended for temperatures from 
2600 to 3200 F. Because of its very high temperature properties, 

it is not recommended for temperatures below 2600 F. 





If you have not taken advantage of the fast, low cost installation 
of castables for your high temperature requirements, we suggest 
you investigate B&W Kaocast and the new B&W Castable-3200. 
Your local B&W Refractories Engineer has all the facts. 


A Mixed like structural concrete, B&W Refractory Castable-3200 can be 
poured, trowelled or gunned into place. e B High temperature labora- 
tory furnace lined with B&W Refractory Castable-3200. 


/ & WILCOX 


B&W REFRACTORIES PRODUCTS: B&W Alimul Firebrick * B&W 80 Firebrick / " arm a Witcox co 
B&W Junior Firebrick * B&W Insulating Firebrick * B&W Refractory Castables, Plastics and Mortars / ~ NERAL OFnCEs : 46, Seem ©'vision 
OTHER B&W PRODUCTS: Stationary & Marine Boilers and Component Equipment ‘ a 
Chemical Recovery Units * Seamless & Welded Tubes * Pulverizers * Fuel Burning Equipment 
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Pressure Vessels * Alloy Castings 








Dr. Neil Jacoby Addresses 
Los Angeles Association 


Members of the Purchasing 
Agents Association of Los Angeles 
were recently privileged to hear a 
talk by Neil H. Jacoby, dean of the 
U. C. L. A. School of Business 
Administration, Dr. Jacoby until re. 
cently was a member of President 
Eisenhower’s Council of Economie 
Advisers. His topic at the dinner 
meeting in the Los Angeles Elks 
Club was “Some Aspects of the 
Current Economic Outlook.” 

At its previous dinner meeting, 
the Association had as_ guest 
speaker John Morley, noted world 
traveler and lecturer. Mr. Morley 
discussed “Peace. .Its Prospects. . 
Its Price.”” He was well qualified for 
his topic since, in just the past four 
years, he has made twelve con- 
secutive trips inside explosive Indo- 
China, Korea, and other hot-spots 
of the world to get the inside story 
first-hand. 

On February 16, the Association's 
Educational Committee conducted a 
seminar at the University of Cali- 
fornia Founders Hall. The subject 
was “Legal Responsibilities.” Panel 
chairman Franklin H. Schaeffer of 
Consolidated Engineering Corp. 
presented the following panel mem- 
bers: W. E. Hayes, Consolidated 
































Try us as a secondary or alternate source. Engineering Corp.; Robert S. Natch, 
You may be surprised at what our counsel for the Navy Purchasing 
advanced methods can save you. Office; and W. Body Moon, Gl@d- 


ding McBean & Co. 7 ee 


Costs, methods and techniques change rapidly in the ew # 


stamping business, as in all business. 
_— B. C. PAs Hear R. R. Exec 


h the constant development of new equipment, b 
rat: : he : Mr. J. A. Kennedy, former Gen- In t 


producing our own multiple-use tooling, by perfecting 





‘ ; ; . eral Manager of the Pacific Great sele 
unique time-saving procedures we’re effecting great econ- Eastern Railway, spoke on “Rail- end 
omies. Often, in fact, we can save our customers the roads” at the February meeting of itsel 
cost of dies. the Purchasing Agents Association end 

: of B. C. Mr. Kennedy, a railroader J 
Frequently, of late, happy new customers have said to us, for over 50 years, traced the history wise 
“We wish we’d known of your low prices before.” Maybe of railroad construction in Canada Y 
this will be the case with you. Give us a try. from the 1870’s to the present day, crac 
enumerating interesting incidents in be ¢ 
the struggles of the early “builders V 
FOR FULL INFORMATION, send for our free, 12-page book- of empires”. Concluding his — ' 

“ —— : ” : Mr. Kennedy dealt with his las 
let ‘Service in Stampings."’ Or send us a blue print for a love, B. C’s own PGE. which a 
quote. These are the days when savings count! Soli. wes rapidly changing frame free 

ing a laughing stock to a major I 
asset of the Province. For many sta; 
years the P.G.E. had been known as on 


the railroad which started nowhere 


Oo LAMINATED ©] STAW PINGS DHIvIswon and went nowhere. However, this ing 
SH/ A | “ONE. PIECE OR A MILLION” situation was changing and before if 


long the P.G.E. would have a term- and 


2404 Union Street, Glenbrook, Conn. inal in Vancouver, and soon con- the 
tracts would be let for the exten- Cat 


(Please turn to page 228) 
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2 inches of evidence 





»o. that [arpenter Tubing Quality Helps Solve 
Design and Fabrication Problems 


In the Carpenter mill a length of °s” I1.D. tubing was 
selected at random. A 2)4” length was cut from one 
end. 4” of this sample was then turned back upon 
itself. Properly spaced saw cuts were made at the other 
end of the sample and the defined area folded book- 
wise with the tube weld at the point of the fold. 

You can see the result pictured above. There are no 
cracks or splits at the rolled end. Nc trace of failure can 
be detected where the sample was folded at the weld. 

What does this mean to you? 

It means that if you are designing a part that can be 
bettered by the use of stainless tubing, Carpenter quality 
frees you from most design limitations. 

It means, too, that if you are fabricating parts from 
Stainless tubing, buying Carpenter is an easy way to 
insure trouble-free production even when severe work- 
ing is required. 

In short, there’s a real difference in stainless tubing 
and Carpenter makes that difference. Why not examine 
the evidence yourself, in your own shop? Contact your 
Carpenter Distributor or nearest Carpenter Represent- 


ApriL. 1955 





ative—he'll have one of these “reverse bend” samples 
to show you—can give you complete information on 
Carpenter Stainless Tubing and Pipe. 
% 
farpeater 
Stainless Tubiag and Pipe 


eompned Veen e tea 


Here’s information you can use. The new 
Carpenter Condensed Data File is packed 
with facts on corrosion resistance, weights, 
dimensions, forming and fabricating, anal- 


yses, etc. For your copy, write 


The Carpenter Steel Company, Alloy Tube Division, Union, N. J. 


Export Dept.: The Carpenter Steel Co., Port Washington, N. Y.—‘*CARSTEELCO” 





Stainless Tubing & Pipe 
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slashed par 
for golf club finishing costs! 


Smoothing and polishing finely 
balanced stainless steel golf clubs 
was a costly, time-consuming 
operation — until Jewel Brand 
Abrasive Engineers helped solve 
the problem once and for all at 
the world-famed A. G. Spalding 
& Bros. Inc., sporting goods plant 
in Chicopee, Massachusetts. After 
a careful on-the-job analysis of 
the exact finishing requirements, 
experienced Jewel Brand Engi- 
neers were able to select an abra- 
sive belt that not only smoothed 
and polished precision-made put- 
ters and irons faster and easier 
but brought savings of up to 75%. 


This is just one of many exam- 
ples of the special knack Jewel 
Brand Abrasive Engineers have 
for solving out-of-the-ordinary 


BRANCH OFFICES and WAREHOUSES 


New York Pittsburgh High Point 

Chicago St. Louis Los Angeles 

Cleveland Detroit Portland, Ore. 
Ci 


SOUTH BRAINTREE 8 MA 


finishing problems. Combine this 
ability with the fact that Jewel 
Brand Abrasive Belts have 
earned an industry-wide reputa- 
tion for longer wear plus faster, 
cleaner cutting action and you 
have the reason why cost-wise 
manufacturers everywhere turn 
to Jewel Brand first for finer fin- 
ishing. Why not prove the ad- 
vantages of this combination for 
yourself. Call your nearby Jewel 
Brand Abrasive Engineer or In- 
dustrial Distributor today or 
write us direct. Abrasive Products, 
Inc., 523 Pearl Street, South 
Braintree 85, Massachusetts. 





JEWEL BRAND 


Abrasive Belts 


Abrasive Products Inc. 





S OF JEWEL COATED ABRASIVE 
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(Continued from page 224) 
sion northward from Prince George 
to Dawson Creek. Mr. Kennedy 
pointed out the existence of large 
coal deposits and minerals in the 
northern part of the Province 
heralded a great future for northern 


B. C.. and its railroad and the 
people of Vancouver would un 
doubtedly benefit. Mr. Kennedy 


urged his audience not to sell the 
P.G.E. short, for it was rapidly be. 
coming a first rate line with great 
profit possibilities and a real destiny! 

The monthly Educational Meeting 
was held in the private dining room 
at the Grosvenor Hotel at 6:00 pm 
on Tuesday, February 22. 

A film entitled “Big Track” was 
shown by Bob Lee of the Advertis- 
ing Department, and commented on 
by W. (Jerry) Holmes of the Sales 
Department of Finning Tractor & 
Equipment Company, Limited. This 
documentary film traces the de- 
velopment of the crawler tractor 
through steam, gasoline and diesel 
power, from primitive experiments 
on wooden tracks over 50 years ago 
at Stockton, California, to the ver- 
satile machine of today with its 
many uses which affect our way of 
living in so many ways. 

The monthly plant visit was held 
at the B. C. Distillery Company, 
Limited, New Westminster. 

All phases of the operation were 
viewed from the receiving of the 
grain to the shipping out of the 
finished product. 

This Distillery turns out primarily 
a Canadian whiskey with the brands 
of Seagrams V.O. and B.C. Double 
Distilled being their top grades. 

A good turnout was on hand and 
the members voted it a very suc- 
cessful visit. 


7 © ¥ 


Washington D. C. Ass’n Meets 


“It’s Your Decision” was the mae 
jor feature of the February meeting 
of the Purchasing Agents Associa- 
tion of Washington. Presented by the 
Westinghouse Electric Corporation 
as a public service and recommended 
by the N.A.P.A. Educational Com- 
mittee, this film portrays the prob- 
lems involved in making a business 
tick under a private enterprise syS- 
tem. 

At its March meeting, the Asso- 
ciation was privileged to have as 
guest speaker, Mr. Carl Johnson, 
former congressman from Illinois. 
A forceful and dynamic speaker, 
Mr. Johnson is now employed by 
Remington Rand. 

For More Information Circle No. 254 
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THE COMPLETE QUALITY LINE ... POWELL VALVES... 


POWELL WALWES 
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FIG. 150—Bronze “Union’”’ 
Vulcanized Composition Disc Globe 
Valve For 150 Pounds W.S.P. 


FIG. 375—Bronze Gate Valve 
For 200 Pounds W.S.P. 


Why Engineers 


FIG. 2608—Bronze Full Flow 
Globe Valve For 200 Pounds W.P. 


FIG. 560—Bronze Regrindable 
Horizontal Swing Check Valve 
For 200 Pounds W.S.P. 


Specify Powell Valves... 


. .. because they know Powell Valves are 
dependable and economical. Engineers also 
know that Powell has the COMPLETE 
quality line of valves. 

Investigate the many outstanding fea- 
tures of the Powell Valves shown here... 
as well as the complete line of quality 


valves that have a proven record of long 
life and dependable service. 

Consult your Powell Valve distributor. 
If none is near you, we'll be pleased to 
tell you about our complete line, and 
help solve any flow control problem you 
may have. 


The Wm. Powell Company, Cincinnati 22, Ohio .... 109" year 


--- POWELL VALVES 


.—s- Fe ke ee 


ALINVNOD S3LSEIMGWOD SHI” 


“3ANI1 


POWELL VALVES... THE COMPLETE QUALITY LINE... POWELL VALVES. 





We will see you at the Triple Industrial Supply Convention, Cleveland Auditorium, April 19, Booth 408. 


Apri, 1° 


; 


= 
~ 
v 


5 


For More Information Circle No. 256 on Inquiry Card—Page 17 


231 











P. A. needs 
Solder 


I'll need 
some Brass 


I've got to 
have Babbitt 





We'll want Requirement: Requirement: 
Anodes and Aluminum and Die Casting 
Lead Magnesium Metal 


Are you one of these? 








If you are, your source is Federated Metals . . . 


for one or for all non-ferrous metals. 


Federated, a division of American Smelting and 
Refining Company, is a nationwide organization with 14 plants 


and 24 sales offices for better service and faster delivery. 


See Federated First for all Non-Ferrous Metals. 


AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5, N. Y. 

In Canada: Federated Metals Canada, Ltd., Toronto and Montreal te 

Aluminum, Magnesium, Babbitts, Brass, Bronze, Anodes, Zinc Dust, 


Die Casting Metals, Lead and Lead Products, Solders, Type Metals 
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St. Louis Association Honors 
Past Presidents 


At its February meeting, the Pur. 
chasing Agents Association of St 
Louis honored its past presidents. 
Since the Association is nearly 49 
years old, there are a lot of his. 
torical incidents that have occurred, 
The Association’s historian, A. ¢ 
Panhorst, presented some of the in- 
teresting historical anecdotes of the 
Association and the role it has 
played in N.A.P.A. 

Presenting the “Know Your Mem- 
bers’ Commodities Talk” was C, B. 
Denniston. Mr. Denniston is PA for 
Hunter Engineering Co., manufac- 
turers of automotive wheel bal- 
ancers, tire rounders, wheel weights, 
and front end alignment equipment, 

The pre-dinner educational ses- 
sion of the meeting was devoted to 
a discussion of standardization. The 
forum panel consisted of members 
of the Association’s Educational 
Committee. It included D. M. Baker, 
Day-Brite Lighting Inc., W. A. Long, 
General Metal Products Co., R. J. 
Herman, Combustion Engineering, 
Inc., and W. J. Johnson, Century 
Electric Co. 

On February 12, some 100 mem- 
bers of the Associations were guests 
of the Gaylord Container Corpora- 
tion for a plant visit. The tour 
started with the receiving dock for 
kraft paper, and continued through 
the corrugating and printing opera- 
tions to the actual make up of the 
box. Immediately after the tour, the 
group journeyed by bus to the Uni- 
versity Club where Al Soell and the 
Gaylord Container Corp. were hosts 
at an excellent luncheon. 
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Toledo PAs Visit Kalamazoo 


Members of the Toledo Purchas- 
ing Agents Association recently had 
an opportunity to become better 
acquainted with members of the 
Kalamazoo Association. The occasion 
was a combination plant trip and 
joint meeting with the Kalamazoo 
group. Toledo PAs first had an in- 
teresting tour of the Kellogg plant 
in Battle Creek, Mich. and then 
journeyed to Kalamazoo to attend 
a dinner of the Kalamazoo Associa- 
tion. 

Guest speaker at the regular 
February meeting of the Toledo 
group was Carl C. Byers, superin- 
tendent of schools in Parma, Ohio 
and president of the Ridgewood 
Savings & Loan Co. Called the 
“original philoso -funster,’ Mr. 
Byers’ optimistic philosophy and 
humor was enjoyed by all. 
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HOW MANY FLUTES? 


@ P-K Type F Screws have five 
thread cutting flutes; easier 
to start, less torque to drive, 
cut clean threads all the 
way in. 


P-K STANDARDS 


make sure you get 


SCREWS 
POINTED FOR SAVINGS 


P-K design and quality standards pro- 
tect you against the bad points shown 


and many others that will slow down I$ PILOT TOO SHORT? 


Pilots of P-K Type U Drive 
Screws are proper size and 
length to permit screws to 
start straight, drive straight. 


assembly and cause parts damage. 
They don’t “get by” P-K Inspectors — 
that’s why all P-K Self-tapping Screws 
can be “Guaranteed First Quality.” 








, originated by P-K... and First today... 
the leading choice for fastening economy 






Ce? EL 


your local Supply and Service Specialist 


21 SCREWNAIL MASONRY 
NAIL 
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Save time and money — 


BROWNING 


ee - «using Browning’s famous 
“wees interchangeable bushing system 


For quality and economy, choose Browning’s smooth running 
roller chain and precision sprockets with simplified split taper 
compression bushing. Browning’s unbreakable bushing mounts 
quickly, easily, eliminates reboring 





saves shop time, lowers costs. 
Also used in Browning couplings, paper pulleys, sheaves; standard- 
izes plant on one-type bushing. Sprockets, chain, bushings individ- 
ually packaged, ready for use off distributors’ shelves. 






























Browning roller chain, 
riveted or cottered, is 
packaged in handy 

10-ft. lengths. Precision sprockets, with 
unbreakable malleable bushing, in thou- 
sands of size and bore combinations; also 
fixed bore, reboreable, or made to order. 





Write for new 





52-page 
Catalog CD-102 












MANUFACTURING COMPANY 


MAYSVILLE, KENTUCKY | 











Syracuse Association Meets 


Purchasing Agents Association of 
Syracuse and Central New York 
was host recently to its national 
president, Mr. G. W. Howard Ah} 
and its district vice president, Frank 
Whyte. As a special feature, there 
was entertainment by a_ mixed 
double quartet for the meeting 
which was held in Syracuse’s Hotel 
Onondaga Roof Garden. Following 
dinner, Mr. Ahl unveiled new “Pur- 
chasing Horizons” for the group. 


i 


Tri State PAs Hear 
Steel Executive 


At a meeting of the Tri-State 
Purchasing Agents Association in 
Gallipolis, Ohio on February 16 the 
members were given the “facts of 
life’ on making substantial savings 
for their companies in their pur- 
chases of tool steels by Herman M. 
Ritgger, general manager of Tool 
Steel Sales for Solar Steel Corpora- 
tion who operate eleven steel ware- 
house plants from coast to coast. 

Mr. Rittger said, “the time has 
come to abandon the waste and con- 
fusion resulting from both the sell- 
ing and the buying of tool steels by 
thousands of meaningless brand 
names”. He continued, “no matter 
what fancy names tool steels have 
been tagged with, they have been 
ranked together by the Society of 
Automotive Engineers under only 
six major classes and their subdivi- 
sions, for application and perform- 
ance”’. 

As a result of test cases conducted 
by his company with several cus- 
tomers who are users of tool steels, 
it was developed that shop men and 
engineering departments can req- 
uisition their tool steel require- 
ments simply and efficiently under 
the SAE rating system, and that the 
purchasing departments can then 
buy price, value and service. 
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TenneVa Association Meets 


Forty members and guests of the 
TenneVa Purchasing Agents Asso- 
ciation met at the John Sevier Hotel, 
Johnson City, Tenn., for the regular 
monthly meeting on February 17th. 
Following the custom of introducing 
the business of one member com- 
pany at each meeting, an interesting 
paper was presented on the history 
and activities of the Graybar Elec- 
tric Company. Guest speaker was 
Stuart F. Heinritz, Editor of PUR- 
CHASING Magazine, New York, 
who discussed “The Changing Busi- 
ness of Buying”. 
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»s BRAINARD ELECTRO-GALVANIZED STEEL 
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How to provide 





parts with 4 


BUILT-IN PROTECTIVE COATING —at low cost! 


Specify Brainard electro-galvanized steel when 
parts require protection against rust and corro- 
sion... you eliminate the coating operation. 
This pre-coated steel eliminates expensive plat- 
ing and finishing . . . improves product life and 
appearance. 


The galvanized coating — an integral part of the 


Find out how Brainard’s new 


able source of supply. Send 


STEEL DIVISION coupon for free booklet. 
SHARON STEEL CORPORATION 





COMPLETE STRAPPING SYSTEMS & MATERIALS 


WELDED STEEL TUBING ¢ ELECTRO-GALVANIZED STEEL ¢ 
SCAFFOLDING « PALLET RACKS « BUILDING PRODUCTS 


Offices in principal cities throughout the U. S. 


For More Information Circle No. 
Aprit, 1955 


facilities assure you a depend- 


metal—protects both inside and outside of formed 
and drawn parts .. . is not affected by forming 
operations. Coating is hard and uniform, with thick- 
ness controlled within .0002. 


If your parts require such protection, it will pay 
you to investigate. Let Brainard quote on your 
requirements, 


BRAINARD STEEL DIVISION 
Dept. A-4, Griswold Street, Warren, Ohio 


| 
| 
| 
Please send free descriptive booklet on Brainard electro- 
galvanized steel. 
i 
| 
| 
| 
| 
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Company 





Street 
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Accurately aoe Superior quality 


O'GARLOC K 


O-RINGS 





Now stocked at all 
Garlock Branch Warehouses 


CONTACT THE GARLOCK 
BRANCH NEAREST YOU 


Baltimore, Md. 
Birmingham, Ala. 
Boston, Mass. 
Buffalo, N. Y. 
Chicago, III. 
Cincinnati, Ohio 
Cleveland, Ohio 
Denver, Colo. 
Detroit, Mich. 


Houston, Texas 


New York, N. Y. 
Palmyra, N. Y. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Ore. 

Salt Lake City, Utah 


San Francisco, Calif. 


St. Louis, Mo. 
Seattle, Wash. 
Spokane, Wash 


Yes, now you can obtain Garlock 
O-Rings direct from our branch 
warehouse nearest you. Each of 
our warehouses stocks 70 durom- 
eter rubber O-Rings in all popular 
standard sizes. For you this re- 
duces delivery time to a minimum. 


You can rely on Garlock O- 
Rings, too. They’re made to Gar- 
lock’s rigid quality standards. This 
means O-Rings with precise tol- 
erances, a flash-free finish, and ut- 
most uniformity 


For complete information, just 
contact your Garlock office or write 
for new O-Ring folder AD-148. 


L. F. Whittemore Addresses 
New England Association 


Guest speaker at the February 
meeting of the New England Py. 
chasing Agents Association was 
Laurence F, Whittemore, president 
of the Brown Co. and immediate 
past president of the New England 
Council. Mr. Brown’s topic, “Ob. 
servations Regarding the New Eng. 
land Economy,” was extremely in. 
teresting to the group. The New 
England economy has lost some tex- 
tile operations to the South. Other 
industries, such as electronics, have 
expanded in New England. The 
problem is one of steadily increasing 
the opportunities available in New 
England. 

Prior to the dinner meeting, there 
was a forum which was ably han- 
dled by co-chairmen Holbrook and 
Price. The topic was an interesting 
and sometimes controversial one, 
“Personal Purchase for Company 
Employees.” 

New members proposed for the 
New England group include: J. L 
Frost, Craig Machine Co.; Frederick 
Garrison, New England Confection- 
ery Co.: Robert S. Kesler, Keller 
Products Inc.; D. W. Lyons, Wal- 
tham Watch Co.; Roger Reynolds, 
The Bell Co.; Joseph Sienkiewicz, 
Beebe Rubber Co.; Roland Spofford, 
Champion-International Co.; and 
George A. Wallace, Tubular Rivet 
& Stud Co. 
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Dayton Ass’n Executive Night 


Members of the Purchasing Agents 
Association of Dayton are looking 
forward to their fourth annual 
“Members’ Products Show” on April 
12 at the Biltmore Hotel. It is an- 
ticipated that approximately 40 
companies will be exhibitors and 
that attendance will include more 
than 300 members and guests. 

Concurrent with the exhibit, the 
Association is holding “Executive 
Night” and members are urged to 
bring fellow company executives to 
this important meeting. Harold 
Nemecek of Lau Blower Co., the 





oe ye = tube, Gta. program chairman, has been suc- 
ew Orleans, La. ; : age mae 
THE GARLOCK PACKING COMPANY, ae aan / 
IN CANADA The Garlock Packing C speaker. Mr. Heinritz’s topic will 
In Canada: The Garlock Packing Company \ ‘a ° : : f Buy- 
of Canada Ltd., Toronto, Ont. ‘ be “This Changing Business of Buy 
Calgary, Alta. Toronto, Ont. & ing.” 


Hamilton, Ont. 
Montreal, Que. 


Vancouver, B.C. 


Serving as general chairman of 
Winnipeg, Man, 


the show is Clarence L. Johnson. 
Other committee members include 
William Tisdal, Thomas Warner, 
Theodore Wooten, Robert L. Foster, 
and Clarence Bucher. 
For More Information Circle No. 263 
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Feature articles on 
“The Language of 
Rubber” discuss 
properties and 
behavior of rubber in 
general, neoprene in 
particular. 







You'll find practical ideas 
on using—and saving with— 
rubber products 


ON EVERY PAGE OF EVERY ISSUE OF 


the free 
“NEOPRENE a 
NOTEBOOK’ 


Your free subscription to the ‘“Neoprene Notebook”’ 
can prove extremely valuable. A case history may de- 





New product report 


° ° ° on neoprene 
scribe a money-saving idea or method that you can “jet-action” pipe 
: . = sie aad cleaner .. . 
adapt to your needs. An on-the-job report may show coeumennene 
you how you can cut replacement and maintenance neoprene coatings. 
costs with neoprene—Du Pont’s chemical rubber. 
And you'll read articles packed with technical back- Look for “Neoprene . 
: : : : : Abstracts” —data on 
ground and engineering information to help you get new products like this 
> ‘ . ribbed tire for 
the most out of rubber products. Start your free sub- skate-wheel conveyor, 


ted truck flare, 
grindimg-mill bolt 
Sealer. 


scription by mailing the coupon below today! 




















( E. I. du Pont de Nemours & Co. (Inc.) | 
Re oo oO a a a Ww — Elastomers Division, PC-4, Wilmington 98, Del. l 
Please send me the free | 

The rubber made by Du Pont since 1932 “Neoprene Notebook” regularly. | 

Name Position _s 7 

Firm | 

l 

Address | 

BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY City State 
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You know how to 
operate this ox aiaee?! 


One glance tells you just how the Randolph operates— 
no instructions, no explanations necessary. That’s why 
anybody can get a Randolph into action fast! Just point 
and press your thumb and Randolph’s cloud of snowy 
CO, kills fire instantly. 


Write for your free copy of the new Randolph Catalog. 
Carbon Dioxide and Dry Powder, hand and mobile models, 
hose reel systems, manual and automatic systems. 








EXTINGUISHERS 


RANDOLPH LABORATORIES, NC 





Chicago 10, Illinois 


Ebag 


LJ 
AN EXTINGUISHER FOR EVERY TYPE OF HAZARD 
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(Continued from page 240) 
4. It is useful in training new per- 
sonnel. 
5. It aids inter-departmental rela- 
tions. 
6. It is a good public relations tool. 
This talk was most timely as 
there has been a noticeable increase 
in the interest in purchasing man- 
uals. Because of this interest Mr. 
Keefer’s speech was used for the 
kickoff of the Rochester Associa- 
tion’s Purchasing Manual Work 
Shop. This will consist of ten, two 
hour afternoon meetings devoted 
solely to the subject of Purchasing 
Manuals. 


e oo. € 
Pittsburgh Executive Night 


The grand ballroom of the Wil- 
liam Penn was just adequate to 
handle the excellent turnout for 
Executive Night of the Purchasing 
Agents Association of Pittsburgh. 
Feature of the meeting was an out- 
standingly able and well known 
speaker, George E. Sokolsky. The 
noted news commentator and King 
Features Syndicate columnist gave 
his views on the current situation 
and urged a return to fundamental 
thinking of our forefathers. 

The February meeting of the As- 
sociation featured “Economic Fore- 
casts for 1955” by Arthur F. Kroeger 
of A. & H. Kroeger Organization. In 
addition, there was a forum on 
“How to Buy Maintenance, Repair, 
Operating Equipment.” Moderators 
were J. G. McNeely of C. G. Hussey 
& Co. and C. P. Moorhead of Edwin 
L. Wiegand & Co. 

Newly introduced to the Pitts- 
burgh group are: Rudolph Melichar, 
Latrobe Steel Co.; Phillip Duncan, 
Swindell-Dressler Corp.; James 
Huber, Fort Duquesne Steel Co.; 
Richard Quasey, Dravo Corp.; Jim 
Marone, American Hardware Sup- 
ply Co.; John King, National Supply 
Co.; Ralph EnDean, Westinghouse 
Electric Corp.; and A. K. Barth, 
Columbia-Southern Chemical Corp. 


q 7, #F 
Lancaster PAs Meet 


The February meeting of the Pur- 
chasing Agents Club of Lancaster, 
Pa. was held at Lancaster’s Arcadia 
Cafe. Guest speaker was O. A. De- 
Croce, general traffic manager, 
Armstrong Cork Co. Mr. DeCroce’s 
topic was “Coordination Between 
Traffic and Purchasing.” 

On March 16, the Lancaster Club 
held its annual joint meeting with 
the Sales Executive Club. An en- 
joyable time was reportedly had by 
all who attended. 
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. ‘ diameter concentricity, 
th, PR wear pays off . . . Bath Gages cost less in the long run by 


thread and key slot location 
“p. assuring extra long service at checking points. from shoulder, and length 


of shoulder to end. Dimen- 
If it’s a question of “by guess or by gage” ...a Bath é PRE pepe PR 
q Y 8 Y 848 sions are 5.1512”—.750” 


E representative will be glad to show you how Bath Gages will Pitch, 30 degree Included 


er, standardize your inspection routine ... save time and money. Thread Angle. 
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ATH & CO., Inc. 


30 Grafton St., Worcester, Mass. 
ms 
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CLEVELAND 


We manufacture tubing of every kind, type and size in 
chipboard, jute or kraft . . . in diameters up to 24”... 
in lengths and wall thicknesses as desired. 


For added protection all such tubes may be wax impregnated 
or lined with special grease-proof or anti-corrosive papers. 


We can print direct on tubes up to 3” in diameter. Pre- 


printed papers can be furnished for all tubes regardless 
of diameter or length. 


For many ELECTRICAL uses we supply tubes of high 
grade, chemically pure, dielectric kraft paper, fish paper, 
cellulose acetate, or other similar films for the component 
parts of insulators, spacers, coil forms, condensers, capaci- 
tors, resistors, etc. 


For special electrical grades of laminated phenolic tubing, 


please send for brochure on “CLEVELITE.”® 


Why pay more? For Good Quality . . . call Cleveland! 












Ye CLEVELAND CONTAINERGFS= 


6201 BARBERTON AVE. CLEVELAND 2, OHIO 


e All-Fibre Cans © Combination Metal and Paper Cans 
® Spirally Wound Tubes and Cores for all Purposes 
* * * 

PLANTS AND SALES OFFICES: Cleveland, Chicago, Detroit, Memphis, Plymouth, Wisc., 
Ogdensburg, N. Y., Jamesburg, N. J., Los Angeles + ABRASIVE DIVISION at Cleveland. 
SALES OFFICES: Grand Central Terminal Bidg., New York City; Washington 
Gas Light Bldg. Washington, D.C; West Hartford, Conn.; Rochester, N. Y. 
Cleveland Container Canada, itd: PLANTS AND SALES OFFICES: Toronto and 
Prescott, Ont. + SALES OFFICE: Montreal. 
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Chicago Association Sponsors 
Purchasing Scholarships 


The Purchasing Agents Associa- 
tion of Chicago established two new 
undergraduate scholarships for 
training in the purchasing field at 
Illinois Institute of Technology, Chi- 
cago. The scholarships, each worth 
$2,320.00 will provide full tuition for 
a four-year course of study leading 
to a bachelor of science degree in 
business and economics with a pur- 
chasing option. 

Announcement of the scholarships 
was made by Dr. Pearce Davis, 
director of the Illinois Tech business 
and economics department, and 
Seymour Ellison, chairman of the 
special education committee of the 
Chicago Association. A new man- 
agement curriculum for the profes- 
sional education of purchasing ex- 
ecutives was developed at the In- 
stitute in 1953 in cooperation with 
the Purchasing Agents Association 
of Chicago. 

The curriculum is a_ pioneering 
educational program. To encourage 
its development, the Chicago Asso- 
ciation established two scholarships 
at I. I. T. in 1954. The grants were 
awarded to Robert E. Taylor, 7136 
W. 74th St., Chicago, a graduate of 
Reavis High School, and Robert J. 
O’Heron, 9320 Loomis Street, Chi- 
cago, a Leo High School graduate. 

These awards were made on a 
competitive basis to students in- 
terested in the purchasing fields. 
The new _ scholarship’ will be 
awarded on the same basis for the 
school year beginning September, 
1955. 


Y  # 


Denver Ass’n Plans Forum 


Purchasing Agents Association of 
Denver is surveying its members on 
topics for a proposed spring pur- 
chasing forum to be conducted in 
cooperation with the University of 
Denver. It will be an all-day affair 
on April 22 with two morning and 
two afternoon sessions and a lunch- 
eon meeting on the university 
campus. 

At the February meeting, mem- 
bers were treated to a showing of 
the movie, “It’s Your Decision,” and 
got a good lesson on the workings 
of a free enterprise system from it. 
Prospective new members of the 
Denver group include Harold C. 
Pearson of U. S. National Bank, 
Edgar C. Wright of Silver Engi- 
neering Works, and Fred E. Bryan 
of Homestake Mining Co. 
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THREE NEW TIMKEN’ BEARINGS 
COST LESS THAN PREVIOUS 
BEARINGS OF SAME BORE SIZES 





NEW 
DESIGN 








TYPICAL 
OLD DESIGN 


New capacity-packed bearings take up 





less space, save weight 


HREE new Timken® tapered 
roller bearings are now avail- 
able in bore sizes of %4”, 1%” and 


1%”. They cost less because they 


are substantially reduced in width 
and outside diameter compared to 
previous designs. 

Because they take up less space, the 
new Timken bearings permit sav- 
ings in related parts, too. And no 
other bearings have ever delivered 


TIMKEN ... 


TRADE-MARK REG. U. S. PAT. OFF 


TAPERED ROLLER BEARINGS 


so much capacity in so little space. 

The new bearings offer two big 
opportunities to bearing users: 

1) Savings through redesign of 
present tapered roller bearing 
applications and 2) advantages of 
Timken tapered roller bearings for 
new applications, at minimum cost. 

In less thana year, over 1,000,000 
of these new bearings have already 
proven themselves in automobile 


front wheels and other applications. 

Why not re-examine your bearing 
applications today to see where the 
new Timken bearings can cut your 
costs or improve your product's qual- 
ity, or both? Bearings and auxiliary 
parts are now available. For complete 
information, write: The Timken 
Roller Bearing Company, Canton 6, 
Ohio. Canadian plant: St. Thomas, 
Ontario. Cable: “TIMROSCO”. 


your number 1 bearing VALUE 


; ! 
NOT JUST A BALL CNOT JUST A ROLLER THE TIMKEN TAPERED ROLLER q—> BEARING TAKES RADIAL @)AND THRUST —@).— LOADS OR ANY COMBINATION -“- 
ft “1 
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SERVICE 


TO USERS OF COM 


MOLDED 
PLASTICS 


COB MOLDING & TOOL CO. 
TRENTON, NEW JERSEY 


PRESSION 


KUHN & JA 





Facts and Photos to help you 
select a reliable source of 
Custom Molded Plastics 


Take a look at the complete picture of K & J service 
from engineering and mold making to molding and 
finishing. You'll find us a wholly integrated organiza- 
tion, independent of outside sources, except for ma- 
terials—a factor which contributes to custom molded 
plastics at low cost. You have the call on our skill, 
experience and facilities which help you get maximum 
value from every dollar invested. We'll be glad to 
show you how K & J service works to your advantage. 
Consult one of our representatives or write us direct. 


Write for Booklet on your letterhead 


KUHN & JACOB MOLDING & TOOL CO. 


1221 SOUTHARD STREET, TRENTON 8, N. J. 


CONTACT THE S. C. Ullman, 55 W. 42nd St., New York, N.Y. 
Telephone—Penn 6-0346 
K& J Wm. T. Wyler, Box 126, Stratford, Conn. 
Wm. A. Chalverus, Carson Road, Princeton, N.J. 
NEAREST YOU Telephone 1-3170J2 
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Milwaukee Ass’n Meets With 
Sales Executive Club 
Milwaukee Association of Pur- 
chasing Agents held its “meeting 
of the year,’ the Second Annual 
Panel Discussion between the Sales 
Executive Club of Milwaukee and 
the Milwaukee Association of Pur. 
chasing Agents. On the panel for 
the Sales Executive Club were 
D. H. Gallagher, D. H. Ingalls, and 
R. V. Muth. For the Milwaukee 
Association of Purchasing Agents 
were W. H. Pritchard, L. C. Stylp, 
and F. G. Syburg. Moderator was 

Richard Falk. 

Previous to its meeting with the 
Milwaukee Sales Executive Club, 
the Association held its Ladies 
Night. Host for the occasion was 
the Allen-Bradley Co. The program 
included entertainment by _ the 
Allen - Bradley Orchestra and 
Chorus, a Gemutlichkeit break, and 
a drawing for door prizes. In addi- 
tion there was a showing of the 
1954 Milwaukee Braves color film, 
“The Home of the Braves.” 

On March 10, the Milwaukee As- 
sociation held a panel discussion on 
“Inventory Control.” Serving as 
panel members were: C. W. Fail- 
mezger, Socony Vacuum Oil Co,; 
H. M. W. Larsen, Louis Allis Co.; 
George Altman, Maysteel Products 
Co.; William M. Bergemann, Falk 
Corporation; and J. R. Foulks, 
American Motors Corp. Moderator 
was Gilbert L. Hartman of Mil- 
waukee Faucets Inc. 

e FF # 
Dinner Dance in Buffalo 

The date was Saturday, February 
19 and the place was the Buffalo 
Trap & Field Club. The event was 
the annual dinner dance of the. Pur- 
chasing Agents Associatian of Buf- 
falo. And, the annual fete was re- 
portedly well attended and enjoyed 
by all. 

February was a busy month for 
the Buffalo PA. In addition to a 
dance, there was a dinner meeting 
which was designated Executive 
Night. PAs brought along their 
bosses to meet N. A. P. A. President 
Howard Ahl. Mr. Ahl, appropriate 
to the theme of the evening, dis- 
cussed “Purchasing & Management.” 

New members of the growing 
Buffalo group include: Raymond C. 
Howick, Moog Valve Co.; Joe Bern- 
hardt, Welding & Steel Fabrication 
Co.; Robert E. Sawyer, Carborun- 
dum Co. of Puerto Rico; Stanley 
Hallberg, American Brass Co.; Ed- 
ward Foley, F. N. Burt Co.; Karl R. 
Beccue, Ferguson Electric Construc- 
tion Co.; and Merlyn B. Weeks, L. A. 
Woolley Inc. 
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LONGEST CARPET BRUSH in use is bristled with almost 50,000 indi- 
vidual tufts of ““Tynex”’ nylon along its 25-foot length. Tests prove 
that ““T'ynex” bristles outwear other bristling materials up to 16 
times on many applications within the textile industry 








How industrial brushes 


with Tyne: (" bristles 


outlast other brushes... 





cut operating costs! 


Daily . . . in industrial plants across the country... 
power-driven brushes, paintbrushes, and maintenance 
brushes bristled with ““Tynex” nylon are outperform- 
ing brushes bristled with ordinary materials. Why? 
Because ““Tynex”’ bristles possess excellent abrasion- 
and heat-resistance, long flex-life, low water absorption, 
and good chemical- and oil-resistance— properties that 
measure up to industry’s toughest jobs. 

Prove to your own satisfaction that you can cut your 


costs by specifying “ “Tynex’ bristles’ on your next 
brush order. For more information about the advan- 


tages of ““Tynex,” mail the coupon below. 


For brushes that last longer... 


perform better...specify 


yy ® 
\ nylon bristles 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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THOUSANDS OF MILES of rough surface must be 
covered in painting huge bridges like this. In 
such rugged service, paintbrushes with ““Tynex” 
bristles outlast all others 3 to 5 times 





COSTS CUT DRASTICALLY when brushes with 
long-lasting ‘““T'ynex’’ nylon bristles are used for 
maintenance. They hold up longer under hard 
scrubbing; resist strong alkalis, oil, grease, syn- 
thetic detergents, even dilute acids 


For more information, mail this coupon 


| E. I. du Pont de Nemours & Co. (Inc.) 

Polychemicals Dept., Rm. 664, Wilmington 98, Del 

| Please send information on the advantages of brushes 
bristled with ‘“Tynex.” I am particularly interested in 
brushes used in (describe operation) — 
Name ___ —. i Fa Ae Titl ie 
| ee eas ae — 
| Address E. -— 

| City = ‘ ‘ nis # State 
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Today...As Then... the Best Way 
to Move Long-Distance 


The Mayflower of today is your Mayflower. It’s the great, 
nation-wide system that makes long-distance moving of house- 
hold goods safe and easy. It’s at your service, and at your com- 
pany’s service to take the work and worry out of moving. 
That’s what you want... that’s what your employees want. 
Mayflower assures it for both of you. Today, Mayflower han- 
dles more moves over longer distances than any other mover. 
Why not check your organization now to see that Mayflower 
is consulted whenever there’s long-distance moving to be done? 


AERO MAYFLOWER TRANSIT CO., INC. - INDIANAPOLIS 


Mayflower’s organization of selected warehouse agents provides on-the-spot rep- 
resentation at the most points in the United States and Canada. To locate your local 
Mayflower agent look in the classified section of your telephone directory under 
“Moving,” or call Western Union by number and ask for Operator 25. 
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Sabine-Neches Ass’n Election 


The Sabine-Neches Association 
of Purchasing Agents held its an- 
nual meeting on February 10 and 
selected its officers and directors 
for 1955. Officers are: J. W. Wig- 
gins Jr., Dresser Industries, presi- 
dent; James F. Swanzy, E. I. Du- 
Pont deNemours & Co., first vice 
president; E. L. McEwan, Norvell- 
Wilder Supply Co., second vice 
president; O. E. McClusky, Sun Oj] 
Co., secretary - treasurer: George 
Fecel Jr., Sun Oil Co., national di- 
rector; and L. A. McNeil, John 
Dollinger Jr. Inc., alternate national 
director. Serving as local directors 
are: Fred Schuster, U. S. Steel 
Products Division; Guy Sherrill, 
Texas Co.; and P. H. Doughty, 
American Locomotive Co. 

At a directors meeting on Feb- 
ruary 22, President Wiggins an- 
nounced the appointment of the fol- 
lowing committee chairmen: R. Jack 
Orrick, Gulf States Utilities, stand- 
ardization; P. H. Doughty, Ameri- 
can Locomotive Co., public rela- 
tions; G. E. Brook, E. I. DuPont 
deNemours & Co., education; James 
F. Swanzy, E. I. DuPont deNemours 
& Co., membership; E. L. MacEwan, 
Norvell-Wilder Supply Co., pro- 
gram; J. A. Harrington, Dresser 
Equipment Co., attendance; and 
C. T. Matthews, Sun Pipe Line Co., 
registration. 

oe -¢ 


Central Michigan Association 


February's meeting of the Pur- 
chasing Agents Association of Cen- 
tral Michigan was held in _ the 
Roosevelt Hotel in Lansing. On hand 
as featured speaker was P. C. 
Herzog, director of laboratories for 
the Glidden Co. Along with him was 
George S. Forbes, Glidden’s regional 
director. Mr. Herzog gave members 
an expert’s view on paint and dis- 
cussed what must be known to buy 
it intelligently. 

ee 


Ladies Night in Montreal 


Relaxation, entertainment, and 
dancing were all on the agenda for 
the February meeting of the Pur- 
chasing Agents Association of Mon- 
treal. The “meeting” was held in 
the ballroom of the Sheraton-Mount 
Royal Hotel and it was Ladies 
Night. 


ADDITIONAL ASSOCIATION 
NEWS 


PAGE 326 
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TRENTWELD stainless tubing in handle of 
Sunbeam frypan 





TRENTWELD 








Stainless tubing 
chosen for connecting unit of 
new automatic frypan 


Two six-inch lengths of TRENTWELD stainless tubing form an impor- 
tant element of this popular new automatic frypan. One tube carries the 
electrical connection to the heating element embedded in the pan, and 
the other carries the dial connections to the thermostatic control. They 
make a tight, waterproof seal . . . and add strength to the bakelite handle. 


You'll find more and more manufacturers specifying TRENTWELD 
for products ranging from frypans to heat exchangers. That’s because 
you just can’t buy better tubing than TRENTWELD, no matter what 
the application. TRENTWELD stainless and high-alloy tubing is a prod- 
uct of tube mill specialists. 


And when it comes to sizes and finishes, Trent provides the widest 
range in the industry . . . standard sizes from 144” to 40” O.D. — larger 
sizes on special order. Next time you need tubing be sure and make it 
TRENTWELD. 


STAINLESS STEEL TUBING 


TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsidiary of CRUCIBLE STEEL COMPANY OF AMERICA) 
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Personalities 





Coincident with the retirement of 
Vincent Cada as Manager of Pur- 
hases, the Eaton Mfg. Co., Cleveland, 
Ohio, has announced the appointment 





H. A. Williams 


f H. A. Williams as Director of Pur- 
hases. Mr. Williams, who started with 
Eaton in 1921, began as a factory time- 
keeper, paymaster, plant controller, and 
for the past 10 years as general plant 
ontroller. During the period of 1940 to 
1944, when Mr. Williams left Eaton, 
he was associated with Houdaille- 
Hershey Corp. and U. S. Steel. 


Wilson H. Oelkers has been named 
Vice President in Charge of Purchasing 
for Phileo Corp., Philadelphia. Mr. 
Oelkers has been general purchasing 
agent since 1952. Prior to that, he was 
purchasing agent in the radio and TV 


} 
11V1S10N. 


Pitman-Moore Co., Indianapolis, has 
named Lester E. Davis as Purchasing 
Agent. He joined the firm, in its sales 
department, in 1936. He was named 
field supervisor of the central sales 
region in 1949, and a year later was 
appointed regional sales manager. 
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IN THE NEWS 


P. F. Mitchell has been appointed 
Purchasing Agent by Elwell-Parker 
Electric Co., Cleveland. Formerly pur- 
chasing agent with Trabon Engineer- 
ing Corp., he more recently held the 
same post with the Diamond Building 
Products Corp., Cleveland. 

Jones & Laughlin Steel Corp., Pitts- 
burgh, has named John W. Lindsey 
to the newly-created post of Director 





J. w. Lindsey 


of Purchases. He was formerly J&L’s 
purchasing agent. He joined J&L’s 
Legal Department in 1949 from the 
law firm of Dickey, Foley, Olversen 
& Lindsey in Washington, D. C. In 
1950 he became assistant purchasing 
agent. He was named assistant director 
of purchases in 1951 and general pur- 
chasing agent in 1953. 


Vernon R. Forgue has been approved 
by the State Senate as Purchasing 
Agent for the State of Illinois. 


New Jersey Zinc Co., New York, 
has named W. C. Dunlap as Manager 
of Purchasing to succeed W. J. Lee, 
who retired. A, E. Turner has been 


made Assistant Manager of Purchasing. 


George R. Walker has been named 
Director of Purchases for Mullins Mfg. 
Corp., Warren and Salem, Ohio. He 
had been assistant to the vice president 
of American Motors Corp. He has also 
been purchasing agent for the Hunt- 
ington, W. Va., plant of Houdaille- 
Hershey Co., and assistant director of 
purchases for the Hudson Motor Car 
Co. 


Reed-Prentice Corp., Worcester, 
Mass., an affiliate of Package Machinery 
Co., has named Lawrence A. Franks as 
Purchasing Agent. He has been assist- 
ant purchasing agent since 1950. 


The Blaw-Knox Equipment Division, 
Blaw-Knox Co., Pittsburgh, has named 
Philip H. Rollings as Division Pur- 
chasing Agent. Mr. Rollings, who had 
been acting division purchasing agent 
for some months, joined Blaw-Knox 
in 1919. He was transferred from his 





P. H. Rollings 


post as assistant production manager 
to the purchasing department in 1949. 
Mr. Rollings is a member of the Pur- 
chasing Agents Association of Pitts- 
burgh. 

(Please turn to page 262) 
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25” Trial Cut of 12 Gauge Metal 

SET BON sberccescs 9.2 seconds 
15.3 seconds 
12.0 seconds 





Cutting Right and Left Hand Circles 
Model 231 
24.0 seconds 
22.2 seconds 











New SKIL Shear 


. ° Sree Bi can050 (right hand) 242” 
weeps fe in (left hand) 4%” 


Actual Comparison Tests! 


SKIL Model 231 Wins 5 Trials Out of 5 
Outperforms, Outproduces All Others 





Actual tests prove what many sheet popular on every job. . . in every shop. 
metal men are learning for themselves. Here are actual results of impartial 
The new SKIL 231 Shear is far superior tests of the SKIL Model 231 Shear and 
to all others on the market. These tests competitive brands. Shown are per- 
show the speed, power, and control formance figures for SKIL, Brand A, 


that are making the SKIL Shear so and Brand B. 


SKIL SHEAR 231—Best All-Around 


The results show that the 231 is the best all- 
around Shear on the market today. Faster, 
easier handling, more powerful! Features like 
the Contour Grip Handle at the rear of the tool 
make it a favorite with workmen who have 
tough cutting to do. Improved foot design 
keeps maintenance costs down for job superin- 
tendents. This is the shear you need in your 


shop. The SKIL Model 231. 





Power and Performance 


SKIL 40% more powerful than 
Brand A and 333% more power- 
ful than Brand B. 














—— ao MAIL THIS COUPON!-———— 


4 
SKIL Corporation, Dept. P-45 | 
FREE! Mail the Coupon for a Demonstration 5033 Elston Avenue, Chicage 30, Illinois | 
and a FREE Trial of the SKIL SHEAR Model 231! (0 | would like a demonstration and free trial. | 
See How Much Faster, Easier-Handling this (C0 Please send literature on SKIL tools | 
New SKIL Shear is on your Toughest Cutting | 
Job! Name ; : | 
° | 

Company 
Contact Your SKIL Distributor—or Your | 
Nearby Factory Branch—for Complete In- a | 
formation. 
7 aa State aaa i 
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When you want a 
that’s 


“'soft’'’ hammer 


BR BETTER, SAFER 


B COSTS LESS anp 


BR LASTS LONGER 


That’s when you want 


Srp Jawhead 


The best‘ soft’ hammer you can buy! 


‘areful engineering tests prove that C/R proc- 


1 rawhide hammers will do more work with 
er blows, produce less worker fatigue. The 
ecret—controlled rebound through special 
sessing of rawhide fibers—permits longer 
tact to transmit force to the striking surface. 
C/R Rawhide faces give full protection to deli- 
» parts and finishes, will not crack, spark, nor 
me brittle at low temperatures. C/R Safety- 
Flare handle assures a non-slip, comfortable grip. 
C/R Jawhead hammers are designed to withstand 
he heaviest industrial use . . . and they cost you 
nsiderably less than most comparable ‘“'soft 
i’ striking tools. Be sure to use C/R Jaw- 
-always. 


@ Change faces in 


Buy C/R Jawheads from your local industrial supplier. 



















seconds. Threaded 
collar locks them 
in. They can't slip 
or fly off. 


wo © 


f 
cwcaco {amide MFG. CO. 


ie ie isi), eae 


In Canada: Super Oil Seal Mfg. Co., Lid., Hamilton, Ontario 





Chicago 22, Illinois 
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To meet expanded operations of 
United Air Lines, Chicago, the following 
promotions have been made in the 
Purchasing and Stores Department; 
J. H. Stark, Purchasing Manager, as- 
sumes the newly created post of Staff 
Superintendent-Petroleum Administra- 
tor. He will be responsible for petrole- 
um expenditures and the development 





of plans for future needs. R. A. Young, 
staff assistant, becomes Superintendent 
of System Purchasing. He will be re- 
sponsible for developing methods, pro- 
cedures and standards for all pur- 
chasing activities of the company. In a 
addition, he will assist the Director 





R. A. Young 


N. J. McMahon 


of Purchasing, D. V. O’Leary, in 
handling contractual matters. N. J. 
McMahon, administrative assistant, : 
takes on the new post of Superintend- 
ent of System Stores. He will be re- 
sponsible for developing methods, pro- 
cedures and standards for all stores 
functions in the company. 


George H. Transon is now Purchas- 
ing Agent for R. J. Reynolds Tobacco 
Co., Winston-Salem, N. C. He has been 
with the company for more than # j 
years, starting in the shipping depart- ; 
ment. He joined the purchasing de- 
partment as a buyer and has been as- 
sistant purchasing agent since 1951 
He is a member of the Winston-Salem 
Association of Purchasing Agents and 
the Carolinas-Virginia Purchasing 
Agents Association. 


ee, Se a 


Howard Meyer, former assistant sales 
manager, has been appointed Purchas- 
ing Agent for Badger Northland, Ine. 
Kaukauna, Wis. 
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@ That’s how key men in companies throughout 
the country have voted. They’ve given Lyon five 
times more first choice votes than any other manu- 
facturer! And more than the next thirteen manu- 
facturers combined! 


Those are the findings of a nationally known research 
organization that asked executives in 5,000 companies 
this question: 


“If your company were in the market for steel 
equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers 
would you consider?’’ 


Your nearest Lyon Dealer offers the world’s most diver- 
sified and most preferred line of quality steel equipment. 
(A few are shown below.) Equally important, he can 
show you how to get the most out of steel equipment 
in terms of time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 433 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 
Dealers and Branches in All Principal Cities 


Lyon also has 

complete facilities for 
manufacturing special items 
to your specifications. 





MECC. 


4s also STEEL 















































A PARTIAL LIST OF LYON STANDARD PRODUCTS 


m@.lela 
3 Una 


Kitchen Cabinets © Tool Toters © New Freedom Kitchens e Flat Drawe 
Lockers Cabinet Benches © Bar Racks © Display Equipment ® Revolving Bir 
tools Storage Cabinets © Tool Boxes © Toolroom Equipment ° F 
Bin Units Drawing Tables ® Ports Cases © Wood Working Benches LM alelalellare, 
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HOW YOU SAVE, 


Getting Drier Compressed Air 


@ Direct saving in the cost of cooling water saves the price of the Niagara 
Aero After Cooler (for compressed air or gas) in less than two years. 

Extra, for no cost, the drier air gives you a better operation and lower 
costs in the use of all air-operated tools and machines, paint spraying, sand 
blasting or moisture-free air cleaning. Water saving also means less expense 
for piping, pumping, water treatment and water disposal, or you get the 
use of water elsewhere in your plant where it may be badly needed. 

Niagara Aero After Cooler assures all these benefits because it cools 
compressed air or gas below the temperature of the surrounding atmos- 
phere; there can be no further condensation in your air lines. It condenses 
the moisture by passing the air thru a coil on the surface of which water 
is evaporated, transferring the heat to the atmosphere. It is installed out- 
doors, protected from freezing in winter by the Niagara Balanced Wet 
Bulb Control. 


Write for complete information; ask for Bulletin No. 98 


NIAGARA BLOWER COMPANY 


Dept. PU 405 Lexington Ave. New York 17, N. Y. 
Niagara District Engineers in Principal Cities of U. S. and Canada 
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Robert W. Gehring has been ap- 
pointed Purchasing Agent for Richards- 
Wilcox Mfg. Co., Aurora, IIl., suc- 
ceeding Clarence J. Nelson, who re- 





R. W. Gehring 


tired after 35 years with R-W. Mr. 
Gehring joined Richards-Wilcox in 
1947, serving as assistant purchasing 
agent until his recent promotion. He 
is a vice president of the Fox Valley 
(Illinois) Purchasing Agents Associa- 
tion. 





P. J. Kober 


Philip J. Kober, Assistant Director 
of Purchasing, Encyclopaedia Britan- 
nica, Inc., Chicago, is the newly elected 
president of the Chicago Book Clinic, 
an informal association of people in the 
book publishing field. 


The new Purchasing Agent for the 
State of Georgia is Lawton Shaw. 


F. P. Rice, manager of the cathode- 
ray tube division of Allen B. Du Mont 
Laboratories, Inc., Passaic, N. J., has 
been appointed to the new post of 
Director of Manufacturing and Pur- 
chasing. Mr. Rice, who is continuing in 
his former capacity, will, in addition, 
now supervise manufacturing and pur- 
chasing activities of Du Mont’s CRT, 
communication products, government 
contracts and receiver manufacturing 
divisions. Having joined Du Mont in 
1942, he has served as assistant to the 
general manager, general purchasing 
agent, general production control man- 

(Please turn to page 268) 
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Reliance sprinc LocK WASHERS 


keep bolted assemblies tighter — at less cost! 


coy Excellence of any manufactured product depends, in the final analysis, 

on how long and well it holds up on the job. Coming, brand new, 
off the drawing board and the production line, it will almost invariably 
radiate an appearance of beauty and efficiency. However, not until a 
portion of its life span has been spent doing the job for which it is de- 
signed, does the skill and ingenuity of the design engineer begin to be 
evident. 


It is then that the “bugs” start to show up. Some are large and some : 
small, but in any case, where bolted assemblies are used, it is a smart = 


decision to specify Reliance Spring Lock Washers at the outset. Reason? PROTECTION 
Fundamentally because the designer as well as production men can rest 
assured that Reliance Spring Lock Washers keep bolted assemblies tighter. 
.. Their helical coil design assures maximum reactive Against ilination 
-. \ tension through a wide reactive range. In spite of wear, 
ee ate. \ vibration or bolt elongation, Reliance Spring Lock 
ae \ Washers keep threads seated and bolted assemblies pcan 
\ io) \ tight. They've been proved and tested as trusted, effi- ———— 
ween cient servants of the design-production team. Specify 


\_ them on your next job—they won't let you down. 


Send for Engineering folder W-50. It contains 
36 pages of helpful Spring Lock Washer data. 





Against bolt elongation 





“SPRINGTITE” AND ‘“‘HOZ-FAS-NER” ARE REGISTERED 
TRADEMARKS OF THE EATON MANUFACTURING COMPANY. 


RELIANCE DIWISION 


OFFICE and PLANTS: 513 Charles Ave., S.E., MASSILLON, OHIO — 


® 





MANUFACTURING COMPANY 


SRS ) A —" 
; { 
a? \ 


Springtites & Snap & Retaining Special Steels Spring Lock Her Fas Ner 
Sem Rings Washers 


SALES OFFICES: New York -°* Cleveland «+ Detroit ° Chicago ¢ St. Lovis * San Francisco °* Montreal 
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(Continued from page 266) 
ager, manager of the company’s TV 
receiver cabinet department, vice presi- 
dent of a cabinet manufacturing sub- 
sidiary, training director and, since 


you'll appreciate 
these features.. x_n 


The new Director of Purchasing for 
Oneida Ltd, Oneida, N. Y., is Joseph 
M. Austin, Mr. Austin has been with 
Oneida since 1936, following his grad- 
uation from Colgate University. After 





J. M. Austin — 


several years in the production de- 
partment, he became purchasing agent 
in 1939. By 1944 he had progressed to 
assistant general purchasing agent and 
assistant director of purchasing in 
1949. 


Edwin H. Webster has been promoted 
to Vice President in Charge of Pro- 
duction and Purchasing by Luria 
Engineering Co., Bethlehem, Pa. Mr. 
Webster, who has been a construction 





Wood's “Sure-Grip” sheaves with the interchange- 
able bushings are easy to mount and quick to remove. 
Here's all you do—choose a bushing bored to shaft 
size and slide sheave and bushing on shaft as one 
unit. Line up and tighten 3 cap screws, compressing 
the split, tapered bushing to a sure-grip on the shatt. 

To remove sheave, back off one cap screw part 
way to hold bushing in sheave during removal. 

Remove remaining cap screws, two in all but large 
sizes,and insert them in back-off holes. Tighten evenly 
until sheave is loose on the shatt. 

You and your men in the shop will certainly ap- 
preciate these time and money saving features. So 
keep production on the go—ask your Wood's In- 
dustrial Distributor for “Sure-Grip” Sheaves and 
Bushings. 





E. H. Webster 





Be sure to get Wood's new 


Mechanical Power Transmission Manufacturers — Since 1857. 





V-Belt Drive Manual #197—con- 
tains invaluable data on how 
to design and select v-belt 
sheaves and pulleys, etc. It's 
free for the asking. 


SONS COMPANY 


CHAMBERSBURG, PA. 











CAMBRIDGE, MASS. » NEWARK, N.J. « DALLAS, TEXAS « CLEVELAND, O. 
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engineer for 15 years, joined the com- 
pany in 1948 as a construction superin- 
tendent. He was promoted to plant 
manager the following year and to 
general manager in 1950. He had also 
been associated with Johnson, Drake 
& Piper, Inc., American Airlines, Inc., 
Dravo Corp., and American Bridge Co. 


Stanley H. Hallberg has been made 


Purchasing Agent for American Brass 
Co., Buffalo, N. Y. 


PURCHASING 
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We invite you to call your Holo-Krome 
distributor for a brand of service never before 
enjoyed by users of socket screw products. 
Every day, more and more people specify 
Holo-Krome—because the price is right, the 


delivery’s right, and the quality’s always best! 


*Same-Day Service on All Standard Catalog Items! 


HOLO-KROME 


ag SAME DAY SERVICE 


THE HOLO-KROME SCREW CORP. e HARTFORD 10, CONNECTICUT, U.S.A. 
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HETHER that cost is “first’”’ or 
W “operating” it will pay divi- 
dends to investigate the saving pos- 
sibilities of having the gears in your 
products custom-made by PERKINS 

one of New England’s oldest and 
ablest gear-engineering organiza- 
tions. 


PERKINS MAKES: 


to customers’ specifications, in all mate- 
rials, metallic and non-metallic: bevel 
gears, ratchets, sprockets, ground thread 
worms, spiral gears, helical gears, spur 
gears with shaved or ground teeth. 


NOTE: The PERKINS PRECISION SPRING 
COILER is the latest development in the spring 
coiler field and eliminates entirely the use of 
arbors and long set-up time. It is a complete 
self-sufficient machine and enables you to 
make the spring you want when you want it 
—in seconds. The coiler produces any type of 
spring, in any diameter and any pitch with 
this range: Wire sizes .005 to .125. Diameter, 
from 3/32” to 12” and larger. Size of the 
compact coiler is only 7 1/2x16”. A POWER 
MODEL is available. Information on request. 


= Perkins... 


(Lilem 


99 


@ 


ae COSt-conscious 
aa Design 
Engineers 












Perkins Machine 
& Gear Company 


107 Circuit Avenue 


WEST SPRINGFIELD, MASS. 
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The appointment of Merle F. Stutz- 
man as Director of Purchases has been 
announced by the Lynch Corp., Ander- 





M. F. Stutzman 


son, Ind. Mr. Stutzman had been as- 
sociated with the wholesale refrigera- 
tion industry prior to joining the 
Lynch organization. 


John J. Davis, formerly Assistant 
Purchasing Agent, is now Purchasing 
Agent of Pierce & Stevens, Inc., Buf- 
falo, N. Y. Mr. Davis succeeds Ernest 
C. Stevens, who retired after 20 years 
of service. It was also announced that 
T. S. Buss, formerly of the Order 
Department, has been promoted to 





J. J. Davis T. S. Buss 
Assistant Purchasing Agent. Mr. Davis 
joined Pierce & Stevens in 1936 as a 
clerk in the Production Control De- 
partment. In 1944 he was transferred to 
the Purchasing Department and shortly 
thereafter became assistant purchasing 
agent. Mr. Davis is a member and past 
secretary of the Purchasing Agents 
Association of Buffalo. 





S. S. Colman 


(Please turn to page 274) 
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I do the work of 3 


"'® 


in lubricating auxiliary 


Plant equipment 


SS 


How many different oils do you use for pumps, 
compressors, hydraulic mechanisms, fans, gear 
units, blowers, motors, and generators? In most 
cases you can do the job, and do it better, with 
just one—Gulf Harmony Oil—the top-quality 
lubricant which is available in different viscosi- 
ties to suit the desired applications. 


Here’s why: 


1 Outstanding oxidation resistance assures 
long life and freedom from harmful sludge 
deposits. 


cut your maintenance costs 


with 





2 Effective rust preventive film protects all 
oil-bathed surfaces. 


3 Nonfoaming under normal service condi- 
tions. 


To simplify lubricant storage and handling, 
and at the same time get more effective lubrica- 
tion, let a Gulf Sales Engineer help you find op- 
portunities to use Gulf Harmony Oil—profitably 
—in your plant. Contact him today at your nearest 
Gulf office. 


' 
i) INDUSTRIAL 
LUBRICATION 





—the quality multi-purpose lubricant 
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Yes, weight is an important factor in 


selecting the right castings. 


Well-Cast lightweight castings, alumi- 
num or magnesium, have been an asset 
to many production operations for 
almost half a century. Their high 
strength, easy machinability, good 
surface finish and extreme lightness 
reduce human fatigue and decrease 


operating costs. 


Don't delay . . . call or write us right 
now. We'll be glad to help you select 


the Well-Cast casting for your needs. 


Catalog No. 53 on request. 


Well-Cast MAGNESIUM, ALUMINUM AND BRONZE CASTINGS 


(Hell Made WOOD AND METAL PATTERNS 
”\ me WELLMAN sronze « avuminum co. 


«=a Dept.17, 12800 Shaker Boulevard Cleveland 20, Ohio 
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(Continued from page 272) 

S. Stephen Colman has been named 
General Purchasing Agent of the Dye- 
stuff and Chemical Division, General 
Aniline & Film Corp., New York. In 
his new position, Mr. Colman will direct 
all purchasing activities for the divi- 
sion’s manufacturing plants, and for 
General Dyestuff Co. and Antara 
Chemicals, dyestuff and chemical sales 
divisions. Mr. Colman has been active 
in the purchasing field in the chemical 
industry for a number of years, hav- 
ing been associated with the Sherwooa 
Refining Co., Celanese Corp. of America 
and Gane & Ingram, Inc. 


Robert P. Laughna has been ap- 
pointed Director of Purchasing and 
Production Control for the Studebaker- 





R. P. Laughna 


Packard Corp., South Bend, Ind. Mr. 
Laughna has been with the Ford 
Motor Company for most of his busi- 
ness life. Most recently he was manager 
of manufacturing administration for 
the Lincoln-Mercury division. Pre- 
viously he had held executive positions 
in manufacturing and production and 
materials control. 





M. G. Wells 


Mrs. Giegerich Wells, Assistant 
Purchasing Agent of Bristol Myers 
Products Division, New York, has re- 
tired after 46 years with the company. 


E. C. Reid has been named Pur- 


chasing Agent of F. X. Hooper Co., 
Inc., Glenarm, Md. 


PURCHASING 
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{{ ON V-DRIVES... 





YY V-BELTS, V-PULLEYS 


ye +e FHP AND MULTIPLE 


Useful V-Drive information for the ma- 
chinery designer and builder, the mainte- 
nance man and the purchaser is concen- 
trated in all three of these FREE Maurey 
Catalogs. They cover the selection, mainte- 
nance and application of V-Belts, V-Pulleys 
and V-Drive parts. The design and con- 
struction features which make Maurey 





MOR-GRIP MULTI-V BELTS 

















For More Information Circle No. 


Sheaves, Belts and Parts efficient, long-last- 
ing and economical are clearly explained 
and illustrated. Get these informative, help- 
ful catalogs on your desk without delay. No 
cost, no obligation. Use the coupon. Spec- 
ify one catalog, or two, or all three, FREE 


Maurey Manufacturing Corp. 
2915 S. Wabash Ave., Chicago 16, Ill. 


Use the Coupon NOW. Mail it TODAY, to 


Maurey Manufacturing Corp. 
2915 S. Wabash Ave., Chicago 16, Ill. 
[_] Please send Catalog F-10 on FHP V-Drive V-Pulleys and Parts 
[_] Please send Catalog MVD-1000 on Multiple V-Drive Sheaves 
[_] Please send Catalog V-55 on Maurey V-Belts 
[_] Please send all three of the above catalogs. 
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Distortion is Controlled 


in Brap nace HARDENS 


The BRAD FOOTE 
DEEP CASE HARDENING process has been perfected 
to a degree which practically eliminates distoriion 








GEARS RUN TRUE 


No place is distortion control 
more important than on heavy 
duty gears which are run almost 
continuously at full rating and 
subjected to extreme shock loads 
such as are encountered in rolling 
mill operations. BRAD FOOTE DEEP 
CASE HARDENED gears run true 
and distribute the load evenly 
across the full face and on the 
designed bearing surfaces of 
each tooth. 


HARD TOOTH SURFACES 


In addition, BRAD FOOTE rigidly 
controls to set standards the 
depth of DEEP CASE HARDENING 
and the carbon content. The tooth 
surfaces are of maximum hard- 
ness for long life, but the carbon 
content is gradually diminished at 
successive depths below the sur- 
face until it blends to the metal 
of the core itself. 


rososses SHOCK-RESISTANT CORES 





X Thus the cores of the teeth and 
BRAD FOOTE mokes spur the body of the gear remain 
Bevel ductile and shock-resistant while 
Helical the teeth are given an increase in 
Spiral Bevel service life of over 50%. 
Merringvons ASK FOR QUOTATION 
Worms It will pay you to try a set of 


Worm Gears 
Reducers 
Transmissions 





these gears on your toughest job. 
Send your specifications today 
for quotation. 


Brap Foote 
Gear WorkKS, INC. 


1309 South Cicero Avenue + Cicero 50, Illinois 
Bishop 2-1070 * Olympic 2-7700 + TWX: CIC-2856-U 


AMERICAN GEAR & MFG. CO. 
Phone: Lemont 920 
Lemont, lilinois 


subsidiaries 


Phone: SPaulding 1-4600 
Pittsburgh 25, Pennsylvania 
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The Kk. J. Reynolds Tobacco Co, 
Winston-Salem, N. C., announced the 
retirement of R. C. Haberkern as a 
director and chairman of its executive 





R. C. Haberkern 


committee. Mr. Haberkern, who began 
his career with the company in 1909, 
served as purchasing agent from 1920 
to 1952. In 1946 he was elected a vice 
president. In 1942 Mr. Haberkern was 
elected president of the National As- 
sociation of Purchasing Agents, and 
became a Shipman Medalist in 1947. 


Quentin F. Ebert has been appointed 
Director of Purchases for Columbia- 
Southern Chemical Corp., Pittsburgh. 





Q. F. Ebert 


Mr. Ebert will coordinate and formu- 
late purchasing policies, trade rela- 
tions and related administrative opera- 
tions. He will also continue as special 
assistant to the general superintendent, 
a post to which he was appointed in 
1951. He has been with Columbia- 
Southern since 1942, when he joined 
the firm as a development and produc- 
tion engineer at its Barberton, Ohio, 
plant. In 1947, Mr. Ebert was named 
development and organic production 
superintendent at Natrium, W. Va. 


R. W. Carr, former staff assistant 
to M. K. Smith, Chief of Material at 
Ryan Aeronautical Co., San Diego, 
Calif. has been named Purchasing 
Agent of the company. Mr. Carr re- 
cently joined Ryan after more than 
nine years with the Pioneer Water 
Heater Co., Los Angeles. 


PURCHASING 
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DISSTON 


HAS THE EDGE, 


‘ a 


| 


In Metal Cutting Circular Saws 


A sure way to reduce the cost of cutting metals and plastics is to use Disston 
circular saws. Tough, smooth-cutting, long-lasting. Their superior edge- 
holding teeth mean less frequent sharpening, less down-time losses. 





| a 
\ z 
| 7 
4 7 
: a 
: | 


Use Diss-Croloy for production 
cutting of non-ferrous metals such as copper, brass, aluminum, Proven best where heavy feeds nor finish is the primary 
magnesium; and plastics such as Formica, Masonite, Lucite, requirement, as in sawing large forgings and billets. Square 
Plexiglas, Micarta. Diss-Croloy saws are made of a special and beveled teeth are individually interlocked in the blade. 
. Deep gullets remove chips quickly, give saw maximum clear- 


5 ¢ i j es ‘ - ” 
Disston steel, have long cutting life. Blades are made in 0’, ance, cooler cutting. Where closer tooth-spacing is required 
8”, 10”, 12”, 14”, and 16” diameters. Disston also makes a in an inserted-tooth design, use Disston Sectional Interlock 
medium price alloy blade for non-continuous production- Saws. Made to cut through steel I beams, channels, rails, 
cutting, available in same sizes as Diss-Croloy. and the like. 


Order Disston metal cutting circu- 
lar saws from your Industrial Dis- 
tributor. He will give you expert 
advice and prompt service on these 
—and other Disston 
metal cutting products. 


fre. a, 

Noy Zi 
\ 1} Si L SV 
VP 








= =) 


ens = eet | 

\ 1\ 4,- —_ Sil 
7 ——y 
FSSSSS | 

HENRY DISSTON & SONS, INC., 433 Tacony, Philadelphia 35, Pa., U.S.A. \o < 

Other factories and branches: Toronto, Ont.; Seattle, Wash.; Chicago, Ill. REGUS PAT OFF 


ESTABLISHED 10600 
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INDUSTRIAL Developments 





Kaiser Steel Corp., Oakland, Calif., 
has purchased the plant and facilities 
of Union Steel Co., Los Angeles. An 
important activity of Union was the 
manufacture of aircraft and missile 
components, including special tooling 
required, and mobile launching trail- 


— 








ers as well as stationary launching 
platforms for missiles. The firm also 
fabricates plate and structural shapes, 
truck tanks and equipment, and spe- 
cialty steel items. It will operate as 
Kaiser Steel Corp., Fabricating Divi- 
sion. 














This 700-ton press, largest of its kind designed specifically for the forming of reinforced 
plastics, is set to produce one-piece boat hulls. The 700-ton job is teamed with an installation 
of one 100-ton and three 300-ton units at the Akron, Ohio, factory of Goodyear Aircraft Corp. 


278 






Studebaker-Packard Corp., 
Bend, Ind., has taken a major step in- 
to the field of scientific research and 


South 


development, emphasizing defense 
products, with the acquisition of the 
Aerophysics Development Corp., Los 
Angeles. The company will be a whol- 


ly owned subsidiary of Studebaker- 
Packard. 


Plans for the construction of a $2,- 
500,000 factory in Mattoon, IIl., for the 
manufacture of flexible metal hose and 
tubing, have been announced by The 
American Brass Co., Waterbury, Conn. 
Of one-story construction, the build- 
ing will cover 86,000 sq. ft. of floor 
space and is scheduled for completion 
this year. 


One phase of the current $200,000,000 
two-year expansion program of Bethle- 
hem Steel Co., Bethlehem, Pa., is the 
installation, at the Steelton plant, of 
equipment for the fabrication of welded 
pipe, expanded hydraulically to in- 
crease its strength approximately 25%. 
In the new expanding machinery, which 
will be operating in June, large dies 
are clamped about the exterior of the 
pipe and water is forced into its in- 
terior under very high pressure. The 
hydraulic pressure expands the pipe to 
the required diameter, as controlled by 
the dies. The Steelton plant will pro- 
duce expanded pipe with wall thick- 
nesses up to % in., to 36 in. O.D., and 
to lengths of 40 ft. 


National Twist Drill and Tool Co., 
Rochester, Mich., has purchased the 
assets of Staples Tool Co., Cincinnati, 
manufacturer of high quality carbide 
tipped reamers, counterbores, and end 
mills. Staples will continue to make 


and sell carbide tipped tools under its 
own name. 
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He saw Madame and this he asked her 
“How can I get my shipments faster?” 











The big 


ifference is —\ 


Railway Express makes the big difference 
in speed, economy, and safe, sure 
delivery. Whether you're sending or 
receiving, whether your shipment is big 
or small, and whether it’s moving by 

rail or air, it will pay you to specify 
shipment by Railway Express. It's 

the complete shipping service in the 


American tradition of private enterprise. 


He took her advice, what it was you can guess 
Now orders come swiftly by RAILWAY EXPRESS 






Q 


EXPRESS | 
Vaae 


ee. safe, swift, sure 
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Plomb Tool Company, Los Angeles 
has purchased all the assets of the 
Industrial Tools Mfg. Co. A new sub. 
sidiary has been formed, known as the 
Industrial Tools Mfg. Corp. 


Ee 


Witco Chemical Co., New York, has 
acquired a half interest in Ultra Chem. 
ical Works, Inc., Peterson, N. J. 


The Michigan Tool Co., which op. wo 
erates three plants in Michigan, and a 
subsidiary, Colonial Tool Co., Windsor, 





. a . Peri y ey tlagh ond pe nll “Two Soeet" and “Hi-Speed” Ontario, have been acquired by 
owering Jacks— — ' w Types— ydraulic Jacks— ; . 
5 to 15 tons 15 to 50 tons 15-ton Capacity 3 to 50 tons Ex-Cell-O Corp., Detroit. — 


National Starch Products Inc., New 
York, has announced a $3,500,000 med. 
ernization and expansion program. New 
and modernized equipment will be in- 
stalled at the Plainfield, Chicago and 
San Francisco plants. The Indianapolis 
factory will be expanded and improved 
to substantially increase the present 
starch grind, as well as the capacity 
for special starches. The Alexander 
Research Laboratory in Plainfield wil] 
be doubled in size and a general im- 
provement of equipment is scheduled, 








The 100,000 sq. ft. factory of the 
Harry A. Prock Cabinet Co., Jenkin- 


for every lifting job 
up to 75 tons wed Pressed Sten! Cos denkintown, Pu 


At present, it is being used for storage | gam 
and warehousing. 





Fluorescent Fixtures of California, 
Los Angeles, has moved to its new 
factory at 239 West 31st Street. 


A $2,000,000 expansion and modern- 
ization program at the Electric Auto- 
Lite Company’s Sharonville, Ohio, 
bumper plant to permit straight line 
production and total automation of 
some operations has been completed 


80 models, 9 types— Buda is 
the complete jack line! Whatever 
the requirements for maintenance, 


production, tooling, shipping or assembly = = factory i now in full produc 

departments, you can be sure there’s a hy- ion. Begun nearly a year ago, the im- 

draulic or mechanical field and service-tested Buda provements have upped bumper pro- 

Jack just right for the job. Built for easy operation even duction to 12,000 daily. 
when lifting at rated capacity—designed for quick 
and simple maintenance. - W. C. Ritchie and Co., Chicago, man- | —— 

Your Buda industrial distributor will gladly ufacturer of folding boxes and other 

furnish specific model and capacity B} paperboard packages, has become a 

data. Ask him for Buda catalog é subsidiary of Stone Container Corp. 

No. 1515-B. Chicago. W. C. Ritchie keeps its corpor- 

ate name. 

“BURR DIVISION | The Permagile Corporation of Amer- 

Allis-Chaimers Manutacturing Company ica, New York, has been formed to 

Harvey, Illinois’ manufacture and sell new type plastic 












resin compounds. 











Engineering, manufacturing and 
of Cottrell electrical precipitators, 
now divisional activities of Re 
Corp., Bound Brook, N. J., have 
taken over by a new, wholly-owned 
subsidiary, Research-Cottrell, Inc., N 
York. 


Red Jacket Mfg. Co., Dave 
Iowa, has added oil dispensing 
pumping equipment to its line of wa 
service products through the pur 
of the manufacturing facilities of The 








Ratchet Trip Jacks— Ball Bearing Ratchet Screw Jacks— Standard .» Chali " © will operate 
High and Low Types— Journal Jacks— Lowering Jacks— 10 to 24 tons Speed Jacks— Opaco Co., enge Opac aa et 
15-ton Capacity 15 to 50 tons 5 to 15 tons 15 to 75 tons as the Opaco Division of Red Ja 
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@ & 2 e 
recision is the word k 
e ‘\ 74 e BRANCH OFFICES 
for finest O Ring Seals! Be 400 W. Madison St., Chicago 6, Ill, 


807 E. 222nd St., Cleveland 23, O. 
12102 Grand River Ave., Detroit 4, Mich. 


world’s largest exclusive producer |) esvcrswcre 


Beverly Hills, Cal. 
i 4 614 Central Ave., East Orange, N. J. 





DISTRIBUTORS 


Equipment Sales Co., Inc. 
649 Ashby St., N.W., Atlanta, Ga. 


Shields Rubber Co. 
137 Fort Pitt Blvd., Pittsburgh, Pa. 


HYDRAULIC — 


Smith Rubber Co., 1052 Clifford Ave. 
P. O. Box 1002, Rochester 3, N. Y. 





Aircraft quality All military approvals 
° P ° ; J. V. Tripoli & Co., Inc, 
All commercial and industrial standards 223 Erie St., Buffalo 2, N. Y. 
; 


' : , Sm 
Greatest size range available Tough, compression Sait Witte dies 


molded, rigidly inspected — finest ““O"’ Rings made! bes 3115 Washington Ave., St. Louis 3, Mo. 


Miller Sales Co. 
3835 Shady Oak Rd., Hopkins, Minn. 


3 Universal Aviation Supply 


femiies 926 West Second St., P. O. Box 938 
re Wichita, Kan. 


f \\\ | : Southwestern Packing & Rubber Co. 
- 314 Broadway, Houston 12, Tex. 
* Herche Steam Packing Co. 


30 S. Gay St., Baltimore, Md. 


ceil " COMAG, Inc 
< For positive face-to-face sealing 2728 McGee St., Kansas City, Mo. 


under bolt heads, rivets, flanges * No grooves necessary N. L. Kuehn Co 


Seal up to 10,000 PSI—oils, gasoline, many chemicals Be «—-—«|053 Fourth St., Milwaukee, Wis. 





National Precision Products Co. 


and gases Minimum fabrication and assembly costs. 
10549 Denton Rd., Dallas 20, Tex. 


John G. Burke & Co. 
114 E. 6th St., Tulsa 19, Okla, 





MANUFACTURER’S AGENTS 


Industrial Sales & Engineering Co. 
501 Citizens State Bank Bidg. 
Houston 2, Tex. 


Sales Engineers as near as your telephone—ready and able 
to solve sealing problems. Send us your inquiries. 


F RE E—write for our > 
Handbooks of ‘0’ Ring and Dyna-seal data. 





| Industrial Sales & Engineering Co, 
419 Mayo Bidg., Tulsa 3, Okla. 





Brecision Rubber Products 


MittiT: CORPORATION : 


“O” Ring and Dy 





Dent. e Oakrid e Drive Da ton 7, 0. Canadian Plant at: Ste. Thérése de Blainville, Québec 
lt | ' 
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TWO NEW KEARFOTT 
COMPUTER COMPONENTS 


MINIATURE MECHANICAL RESOLVER 







1/2 ACTUAL ; 
SIZE An extremely compact unit meas- 


uring only 1 15/16" high, 1 3/4" 
wide and 2 1/8" long. It combines 
the functions of a ball and disc 
integrator and a spherical re- 
solver. Will integrate the sine and 
cosine functions of an angle or 
resolve a vector displacement into 
its horizontal and. vertical com- 
ponents. 





INTEGRATING FILTER 


Used to integrate a voltage signal 
from a specified minimum integra- 
[role oll dlole I fools Melo) olcelelaaliite) 
Gn infinite period of time. Avail- 
able for DC to AC or AC to AC 
applications. These units eliminate 
harmonic and quadrature volt- 
Tel MoM il tla ceMuilelielm@elahaile me 
tachometer generator. Permits the 
Thy We) Mell loo melel Mure magiiiae] Melun 
plifier by effectively providing 
infinite gain. 
DIMENSIONS: 

AC-AC Filter 1.437" diam. x 2.484" long 
DC-AC Filter 1.969" diam. x 2.938" long 


1/2 ACTUAL SIZE 


The close attention to details that has made Kearfott one of 
the leading producers of servo system components goes into 
the design and production of these devices. Detailed de- 
scriptions sent on request. 


KEARFOTT COMPONENTS 
INCLUDE: 
Gyros, Servo Motors, Synchros, Servo 
and Magnetic Amplifiers, Tachometer 
Generators, Hermetic Rotary Seals, 
Aircraft Navigational Systems, and 
other high accuracy mechanical, elec- 
trical and electronic components. 


Many opportunities in the above fields 
are open—please write for details 
today 


A SUBSIDIARY OF GENERAL PRECISION EQUIPMENT CORPORATION 


KEARFOTT COMPANY, INC., LITTLE FALLS, N. J. 


Soles and Engineering Offices: 1378 Main Avenue, Clifton, N. J. 
Midwest Office: 188 W. Randolph Street, Chicago, Ili. South Central Office: 6115 Denton Drive, Dallas, Texas 
West Coast Office: 253 N. Vinedo Avenue, Pasadena, Colif. 
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Gilman Paper Co., New York, hy 

announced that its pulp and Paper 
making subsidiary, St. Marys Kraj 
Corp., St. Marys, Ga., is now opera’ 
a new bleach plant. The plant hag » 
unusually flexible arrangement of proc. 
essing stages which permit the many. 
facture of practically any grade ¢ 
bleached sulphate pulp. 


Aeroquip Corp., Jackson, Mich, 
through a newly-formed Canadian 
subsidiary, Prenco-Aeroquip Ltd., ha 
acquired all the assets of Prenco Prog. 
ress & Engineering Corp., Toronto 
Canada. 


A new plant in Scranton, Pa., has 
been opened by Federal Pacific Elec. 
tric Co., Newark, N. J. The multi-mil- 
lion dollar plant is the headquarter 
of Federal’s newly-organized Eastem 
Switchgear Division. 


The American Brass Co., Waterbury, 
Conn., will build a new brass mill h 
the Paramount district of Los Angeles 
The mill will be for copper and cop 
per-base alloys in the form of sheet 
strip, rod tubing and drawn products 
Its capacity should run about 30,00 
000 lbs. per year. 


Production of automotive storage 
batteries is underway at the new Cal- 
gary, Alberta, Canada, factory of the 
Electric Auto-Lite Co., Toledo. Begm 
last year, the 30,000 sq. ft. building is 
a self-contained unit with facilities for 
making its own oxides. 


The Baker Mfg. Co., Springfield, Il, 
has been sold to the Allis-Chalmers 
Mfg. Co., Milwaukee. 


The Pittsburgh Corning Corp., Pitts- 
burgh, has announced a $1-% million 
expansion program scheduled for com- 
pletion by the middle of the year. Part 
of the plan calls for a 25% increas 
in the production of Foamglas, a cel 
lular glass insulation. Also included 
is the installation of a new production 
line at the company’s Sedalia, Mo., fac- 
tory and the construction of a 50,00) 
sq. ft. warehouse. 


The Barry Corp., Watertown, Mass, 
has announced that in keeping with 
its expanding product line it ha 
changed its name to Barry Controls 
Inc. 


Wilton Tool Mfg. Co., Inc., Chicag® 
has purchased the inventory, equip 
ment, patents and all other assets of 
Rapid Titan Mfg. Co., Pentwater, Mich 


The new polyethylene plant at Sea 
drift, Texas, has been put into 
operation, increasing the  industry$ 
preduction of the versatile plastic by 
more than 25%, according to the Bake 
lite Co., a division of Union Carbi 
and Carbon Corp. New York. The 
plant adds a rated capacity of 60,000; 
000 lbs. to the industry’s production. 
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HERE’S HELP ror your 


PACKAGING 
PROBLEMS 









Koppers has compiled and published this handy, 
pocket-size Directory of Polystyrene Packaging 
Suppliers as a service to everyone inteiested in 
packaging a product. The Directory lists both cus- 
tom and proprietary molders in simple alphabetical 
form, according to city and state. It is neat, readable, 
easy to handle. "ee 

Are you wondering who stocks a certain standard- 
type package? Or who will mold one to suit your 
exact specifications? This little booklet will quickly 
direct you to the right company. 

Koppers hopes you will use the Directory as a 
reliable source of quick information. The Directory 
is free—send the coupon now, for your copy. 


ns 





VISIT OUR BOOTH AT THE PACKAGING SHOW 


AND SEE: e molding demonstrations with versa- 
tile Dylite* Expandable Polystyrene 





@ packages molded of Dylene* Poly- 
styrene by suppliers listed in our 


MPANY, Inc. Directory 


e new Dylan* Polyethylene 


® 


KOPPERS co 





= *Koppers trademark 


Koppers Company, Inc. 
Dept. P-45, Chemical Division 
Pittsburgh 19, Pennsylvania 


Please send me a free copy of your Directory of Polystyrene Packaging Suppliers. 


KOPPERS COMPANY, INC. 
Chemical Division, Dept. P-45, Pittsburgh 19, Pennsylvania 


SALES OFFICES: NEW YORK ° BOSTON ° PHILADELPHIA . ATLANTA ° CHICAGO . DETROIT . LOS ANGELES 
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So, Sl 
Here's a 
Get all your flexible metal hose 
needs from a single source — 
your FLEXONICS distributor! 





When you specify Flexon metal hose and utilize the facilities 


of your Flexonics distributor, you come out ahead four ways— 


¥ A complete selection from a single source 
¥ On-the-spot service 
\ Top quality and the best value 


\ Backing by a reputable manufacturer 


Put these advantages to work for you . . . they help make 
buying easier and more profitable to your company. If you do 
not already have the name of your Flexonics distributor, we'll 
be pleased to send it to you. We think you'll like the conven- 
ience, dependability and economy that come with using his 


services. 


a 
Flexonic CHICAGO METAL HOSE DIVISION 
” 1316 s. THIRD AVENUE @ MAYWOOD, ILLINOIS 
entifies : 


FORMERLY CHICAGO METAL HOSE CORPORATION 


Manufacturers of flexible metal hose and conduit, expansion 
joints, metallic bellows and assemblies of these components. 
In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
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The Pennsylvania Salt Mfg. Co, 
Philadelphia, has acquired a major in- 
terest in the Index Chemical Co., 
Houston, Texas. Index, first in the 
U. S. to produce ethyl and methy] 
mercaptans synthetically for commer- 
cial sale, also produces dimethyl and 
diethyl sulfides. Index activities wil] 
be integrated with the production and 
sales departments of Sharples Chem- 
icals Inc., a Pennsalt subsidiary. 


A new assembly plant has_ been 
opened in Independence, Iowa, by 
Micro Switch, Freeport, Ill., to expand 
its production of mercury switches and 
snap-acting switch products. Micro 
Switch is a division of Minneapolis- 
Honeywell Regulator Co. 


International Business Machines 
Corp., New York, is constructing two 
new buildings at Poughkeepsie, N. Y,, 
to be used for engineering and devel- 
opment activities in connection with 
the company’s electronic data process- 
ing equipment. The _ interconnected 
buildings, expected to be ready for 
occupancy by the end of the year, will 
add 96,000 sq. ft. of floor space to the 
existing laboratory facilities. 


Construction of a $36,000 branch 
warehouse and office in Phoenix, Ariz., 
is scheduled for completion this month, 
according to United States Plywood 
Corp., New York. It will have 10,000 
sq. ft. of floor space in the warehouse 
and 1200 sq. ft. in the office. 


A modern annex has been added to 
the fence mill of the Wickwire Spencer 
Steel plant in Buffalo of Colorado 
Fuel and Iron Corp., New York. The 
new structure, measuring 105 ft. by 40 
ft., houses chain link fence galvanizing 
facilities, and is the key piece of equip- 
ment in the plant’s program for im- 
proving methods of handling, storing, 
processing and loading Realock Fence. 


The John A. Roebling’s Sons Corp., 
Trenton, N. J., has signed a $2,198,169 
contract with the City of New York 
for the replacement of important struc- 
tures on the Manhattan Bridge over 
the East River. Roebling’s Sons, a sub- 
sidiary of Colorado Fuel and Iron 
Corp., New York, will furnish all labor 
and materials for replacing cable 
bands and suspenders on the bridge. 
The job is scheduled for completion in 
1956. 


Completion of a $32 million expan- 
sion program of the Steam Division in 
South Philadelphia by Westinghouse 
Electric Corp., Pittsburgh, has more 
than doubled the divisions productive 
capacity for steam turbines and asso- 
ciated equipment. 


Honan-Crane Corp., Lebanon, Ind., 
has changed its name to Houdaille- 
Hershey of Indiana, Inc. Honan-Crane 
has been operated as a subsidiary of 
Houdaille-Hershey Corp. for the past 


ten years, 
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HERE'S HOW TO AVOID BEARING 


aceite HEADACHES 


P a, f "Thy { 1 y y | + ! 
/ ‘ l ry \ | iY, 
| 











Lf) 
<_y, 





\ 


/ says HY WHEELER, 
I the sage of the socket wrench: 
) Always replace a Hyatt with another 
Lf identical Hyatt. 
Fp’ 


Make sure shaft and housing bore 
seats are clean and smooth. 


When pressing on inner races start 
bearings on shaft with rounded corner 
radius of race going first. 


Direct the driving pressure straight and 

square, directly through race to be 

4 press fitted. Never hammer directly on 
races or rollers, and never use a wooden 

or soft metal mallet (chips or splinters 

may get into the bearing). 


Use a lot of sharp quick taps instead 
of a few heavy ones; have straight 
square ends on driving accessories 

and fixtures, and drive races solidly up 
against shoulder of shaft or housing. 





Keep your hands and tools clean; don’t 

remove bearings from package until 

you’re ready to use °em—and most im- 

6 pertant of all, be sure the package is 
the blue and yellow Hyatt box! 

mL/ Remember, when it comes to quality, 


there’s no 
substitute for... 


YATE ROLLER BEARINGS 





STRAIGHT 6 BARREL ( 





MYATT BEARINGS DIVISION » GENERAL MOTORS CORPORATION + HARRISON, NEW JERSEY 
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In line with a general expansion 
pipes program, Keuffel & Esser Co., Hobo. 
‘ ken, N. J., manufacturers of precision 

THAT instruments for engineers, surveyors 

CONTROLS ASSURE QUA and draftsmen, has moved its entire 

| hardware division to a remodeled in. 
dustrial property in Cape May Court 


House, N. J. The 25,600 sq. ft. of floor 
IN space, some 70 miles southeast of 
Philadelphia, is now manufacturing 


K&E’s popular Wyteface tapes. 


The American Chain & Cable Co,, 
5 4 AY IR Inc., Bridgeport, Conn., has purchased 
| 














the Allison Co., Bridgeport, specialist 
for 35 years in the manufacture of 
abrasive cutting wheels. Allison joing 

: ACCO’s Campbell Machine Division 
in providing a more complete abrasive 
service to the metalworking industry, 





















® The kind of iron that goes in- 
to your castings when they are 
made by Forest City Foundries 
depends on more than meets the 
eye in this busy cupola-charging 
yard. There’s no guesswork here. 
Raw materials such as pig iron, 
scrap iron, etc., are carefully 
weighed on automatic recording 
scales. In addition, our techni- The tools and machinery acquired 
cians conduct many important et MITT ee ie es tee 2 
tests and controls on — the R ‘WIT Ih ead | Chicago, have been completely installed 
quality of iron you specify, of : ! MT 


The United States Rubber Co., New 
7 York, has purchased four acres of 
property in Cincinnati for a new 
branch office and warehouse. The 
structure, scheduled for completion 
this year, will have approximately 100,- 
000 sq. ft. of floor space. 


in Fairbanks’ Beloit, Wis., plant and 
which an example is the melting ' is now in full production operation. 
control report shown below. “= The company’s Magneto Division at 
Beloit is now producing clutches and 
starters, new products for the manu- 
facture of magnetos, diesel engines, 
pumps, motors, power mowers. farm 
equipment, etc. 





Because the casting quality of iron 
depends to a considerable degree on Koppers Co., Inc., Pittsburgh, The 
the temperatures of the iron when Firestone Tire & Rubber Co., Akron, 


Ited and whe xd into the sega 
— a eee ane and certain Brazilian interests have 


carefully controlled. Photograph at joined in forming a new company 
left shows the iron temperature be- which will construct and operate @ 
ing taken at the cupola spout with styrene monomer plant at Cubatao, 
an optical pyrometer. Such read- Brazil. Under the name of Companhia 
ings are recorded every 15 minutes Braziliera de Estireno, the group plans 


on various melt records to assure 
proper control of uniform cast- 
ing quality. 


to erect a factory capable of producing 
10 million pounds of styrene monomer 
























































annually. 

DAILY MELTING REPORT J. Edward Ogden Corp. New York 
These are only a few of the CUPOLA a 4 DATE eet <a has changed its name to Star Expan- 
many controls that assure the silat sion Industries Corp. and moved to 142 

high quality of Forest City RE Liberty St., New York 6. 

< astings. MATERIAL CHARGED SILICON CARBON 

° a - ‘-. « bie “ an Baldwin-Lima-Hamilton Corp., Phila- 
delphia, has announced a cross-licens- 
“ ; Northern Pit | 20 | 752 | 2.35| /7.63| 4 00| 30.00 ing agreement with Carl Schenk, Darm- 
l'o see how you can profit by Sueerp Fa 7 175° | 8.38 |1467| ».00| 3.50 stadt, Germany, involving _ testing 
a i ic he ae aoe Steel 18 | $50 | 0.06| 0.27| .56| >4¥7 equipment, SR-4 strain gages, and SR- 
ings made by Forest Ci ; , fe 
Foundries, sana us iuitshos, — Z¢ | 50 | 2.35|/7-98 | 3.37 | 29. ¢7 4 strain — nr gp for bec rage 
blue prints or samples for Purch. Serap | // | 275 | 2.90| 6.05 | 3.20| 8.F0 pl tte pot ger ean Peso nce tin line 
ee Darga 2A 2.00 of Schenk fatigue testing equipment, 
nn 100 \K0O 6/.60 73.79 including shake tables, torsion fatigue 

















and rotating bending fatigue testing 
machines for wire. 


Gardner-Denver Co., Quincy, IL, 
and Keller Tool Co., Grand Haven, 
Mich., have consolidated. Keller Tool 
Co. now becomes the Keller Tool Divi- 
sion of Gardner-Denver Co. 
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’ ¢ j 
hi 
* e ~ on 
aired New shipping container : 
Mil- * : 
Co, 3 4 holds breakage claims 
called 
’ 
and to phenomenal 0.035% | 
ation. 
n at t , . . } 
a That’s the happy ending to L. G. Balfour ‘ 
anu- Company’s long search for the safest practical i 
fal 3 = 4 way to ship ceramic mugs. : 
a General Manager I'd Holder faced a twofold ' 
CERUMC UGS pegs packaging problem. First, ceramic mugs need a f 
The 8 lot of protecting in transit. Second, the package i 
a had to take three different styles and sizes of f 
pany mugs. No 
te 2 ] Gair came up with the answer to both prob- 
ata, lems with one ingeniously die-cut interior pack- 
slans ing piece which cushions the mugs from all 
$ ~- , : r 
icing shocks. Out of 150,000 units shipped in the new 
PI 
omeed container, only 53 breakage claims have been | 
made. Also, since no partitions have to be set 
Tork, up and no excelsior or paper-stufhing is used, one 
pan- packer now does the work of four previously 
> 142 required. 
Whether it’s protection, display or delivery 
hila- you're looking for in a shipping container, Gair 
ens- NO BREAKAGE ofver Galr conssiues NENMNIEINE has the experience and facilities to give it to 
aad you. Write us. $C.5.1 
SR- 
ora- 
~e YOU'RE LIVING NEXT DOOR TO THE EXPERTS 
ine 
rent, GAIR CONTAINER PLANTS: Atlanta, Ga. « Cambridge, Mass. « Cleveland, Ohio * Holyoke, Mass. « Los Angeles, Cal. + Martinsville, 
igue Va. » No. Tonawanda, N. Y. « Philadelphia, Pa. « Plymouth, Mich. « Portland, Conn. « Richmond, Va. + Syracuse, N.Y. + Teterboro, N. J. 
sting 
grnck 1864 
SHIPPING CONTAINERS 
iil, 
ven, FOLDING CARTONS ¢ PAPERBOARD 
Tool 
ivi- 


ROBERT GAIR COMPANY, INC. ¢ 155 EAST 44TH STREET e¢ NEW YORK 17, N.Y. 
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There's a BIG difference in floor absorbents 


MAKE THIS DISCOVERY! 


RIGHT IN YOUR OWN OFFICE you can test the difference of 
Eagle-Picher Industrial Floor-Dry with whatever oil absor- 
bent you’re now using. You'll discover it actually absorbs 
as much as 100% or more liquid per pound than other floor 
drying materials. 


YOU'LL ALSO PROVE that Eagle-Picher Floor-Dry retains 
its skid-proof granular mineral form even when saturated. 
It doesn’t mud or pack. Light in weight, it spreads easier 
and covers a larger area. Non-combustible, it has no chem- 
ical reaction. And possessing unusual reflective power, Floor- 
Dry makes working conditions bright and pleasant, as well 
as safe! 








Since 1843 P 


WRITE TODAY. Our Eagle-Picher rep- 
resentative will bring the portable 
laboratory to your office where 
you may make this test yourself. 
The Eagle-Picher Company, ' 
Cincinnati 1, Ohio. 2 ae 


— 
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The Steel Division of The Timken 
Roller Bearing Co., Canton, has an. 
nounced a $360,000 steel mill e 
program. To meet the increased de. 
mand for heavy walled, long length 
tubing, the Gambrinus piercing mil] js 
being lengthened to pierce tubing from 
50% to 130% longer than lengths pres- 
ently processed. 


A new quarter million dollar factory 
in Perkasie, Pa., for the manufacture 
of reinforced fiberglass has recently 
been officially opened by the Strick 
Co., Philadelphia. It will be operated 
by a subsidiary known as the Strick 
Plastics Corp. 


Witco Chemical Co., New York, has 
purchased the Emulsol Chemical Corp, 
which had been recently formed to 
operate the Chemical Division of the 
Emulsol Corp., Chicago. 


Wynko Mfg. Corp., White Plains, 
N. Y., has been formed to design, 
manufacture and sell industrial work 
clothing of all-Dynel and Dynel- 
blended fabrics. 


Establishment of Wooldridge Mfg. 
Co., Sunnyvale, Calif., as one of eight 
divisions of Continental Copper & 
Steel Industries, Inc., New York, in- 
tegrates the research, engineering and 
production facilities of the entire ex- 
panded organization for a coast to 
coast service, according to Continental 
Copper. The Wooldridge Mfg. Division 
will continue to produce heavy earth- 
moving equipment. 


Stearns-Roger Mfg. Co., Denver, has 
established a subsidiary company in 
Canada known as Stearns-Roger En- 
gineering Co., Ltd. Headquartered at 
Calgary, Alberta, the organization will 
carry on its usual activities of process 
engineering, general engineering, fab- 
rication and field erection, serving 
industries as gas and oil, power, chem- 
ical metallurgical and sugar. 





NEWS OF YOUR SUPPLIERS 


The Hamerslag Equipment Co., San 
Francisco, is the exclusive distributor 
in nofthern California, of the materials 
handling equipment made by Speed- 
ways Conveyors Co., Inc., Buffalo, N. ¥. 





Russell A. Lawson has been elected 


vice president in charge of sales for 
Monarch Aluminum Mfg. Co., Cleve- 
land. He was formerly sales managet 
of the Commercial Castings Division 


Ray L. Marshall, Jr., has been ap- 


pointed industrial sales representative 


for Rinshed-Mason Co., Anaheim, Calif. ” 


David K. Tomer has been appointed 


administrative assistant to the presi- 


dent of Blaw-Knox Co., Pittsburgh. 
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7 benefits received by switch to 
STANOSTAMP Compound C 


aggmann Stamping Company, 
fanitowoc, Wisconsin, benefited 
even ways by switching to 
raNOSTAMP Compound C. Fin- 
shed ferrules drawn from 19 
auge cold roll steel were being 
adly scored. At the same time 
ies were being scratched and ex- 
essive heat experienced in the 
press. Standard Oil lubrication 
vecialist R. E. O’Brien suggested 
TANOSTAMP. The result: 


|, Production increased 20% 

), Die maintenance reduced 30% 
3, Spoilage reduced 

|, Finish improved 

5, Galling minimized 

4, Cooler machine operation 

. Washability improved 


the results add up to this: There 
sacombination in the field of in- 
ustrial lubrication that is hard to 
at. It is (1) Standard Oil lubri- 
ation specialists capable of giv- 
g technical help and (2) Top 
uality products that deliver 
esults. 


TANOSTAMP Compound C is a 
ater emulsifiable paste for heavy 
rawing operations. It contains an 
inert, non-abrasive mineral filler 
or protection of dies and work, is 
eadily cleaned from work in 
onventional washing equipment. 
n the Midwest, your nearby 
tandard Oil lubrication specialist 
vill be glad to tell you more about 
STANOSTAMP. Call him. Or con- 
act: Standard Oil Company, 910 
south Michigan Avenue, Chicago 
B), Illinois. 


wund. Scoring of dies as well as 


Wat) hp 7an-s 
H—tH"4 


Father and son inspect ferrules. 
William P. Jagemann (left), 
President, and son William T. 
Jagemann note improved finish 
on work produced using 
STANOSTAMP. 


STANDARD OIL COMPANY 
(Indiana) 
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CUT FASTENING 
COSTS with 


« HASSALL 


«* THREADED PINS 





ae 


® Low cost 
® To your specifications 
® Roll threaded for greater strength 
® Large or small quantities 
® Close tolerances 
® Any finish @ All metals 


We are saving many of our customers from 
20% to 50% ontheir special small threaded 
blanks. Cold forged parts are usually more 
economical and stronger than screw machine 
parts. Large or small runs are economical. 
Size may range from .024” to %4” diameter 
and up to 1%” in length....Let HASSALL 
quote on your small threaded blanks...we 
can show you real savings. 





Other HASSALL Specials 








® Rivets ® Screws 

® Nails ® Drive Screws 

® Studs ® Machine Screws 
® Hinge Pins @ Fasteners 


®@ Small parts 


SPECIAL MAILS RIVETS SCREWS 


SPECIAL MAILS RIVETS SCREWS 


on 
Q 
ae 
oI 


Sm FBS SLIANy SVN TWHDIES 


Our 3 color decimal equiv- 
alent wall chart and our 
ESTABLISHED 1850 complete catalog on request 


JOHN HASSALL, INC. 


P.O. Box 2268 - Westbury, L.I., N. Y. 
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International Resistance Co., Phila- 
delphia, has appointed Timothy P. Ha- 
worth as assistant director of industrial 
relations. 


Charles W. Hunter has joined the 
sales staff of A. W. Hecker Co., Cleve- 
land. He will direct the sales activities 
of the Aircraft Parts Production Di- 
vision. 


The Levinson Steel Co., Pittsburgh, 
has made James C. Levinson assistant 
sales manager, fabrication. 


Tube Turns, Louisville. Ky.. has an- 
nounced four changes in the com- 
pany’s western division. L. O. Morris, 
formerly sales representative in Den- 
ver, has been made district manager 
of the mid-continent territory with 
headquarters in Tulsa, Okla. Daniel V. 
Pisano, formerly a member of the sales 
staff of the New York office, has been 
named manager of the San Francisco 
district. Norton P. Bosemer, formerly 
manager of the Los Angeles office and 
plant, is now district manager of the 
Los Angeles territory. E. R. Muir, Jr., 
formerly sales representative at Seattle, 
is now district manager of the north- 
western territory with headquarters in 
Seattle. 


Sales of all products manufactured 
at the North Chicago Division of 
Houdaille-Hershey Corp. will now be 
supervised from there. Russell A. 
Johnson will direct the expanded activ- 
ities as division sales manager. Prod- 
ucts manufactured at the factory are 
automotive air cleaners, refrigeration 
condensers, evaporators, cooling plates 
and freezer shelves. 


Louis J. Meunier, Jr., has been ap- 
pointed sales engineer by the Moore & 
White Co., Philadelphia, makers of 
custom-built machines for paper and 
paperboard. 


E. A. Tice, a member of the corro- 
sion engineering section of the De- 
velopment and Research Division, In- 
ternational Nickel Co., Inc., New York, 
for the past eight years, has “been 
transferred to the division’s New Eng- 
land Technical Field Section at Hart- 
ford, Conn. 


Bourns Laboratories, Riverside, Calif., 
manufacturer of precision potentiom- 
eter instruments, has anriounced the 
following appointments as_ exclusive 
representative: D. R. Bittan Co., New 
York, for a radius of 75 miles from 
New York; and Bittan-Boenecke Co., 
Camden, N. J., for eastern Pennsyl- 
vania and southern New Jersey. 


Harold F. Sullivan has been ap- 
pointed sales representative in the 
Connecticut territory for Rotary Elec- 
tric Steel Co., Detroit. 


Beaver Pipe Tools, Inc., Warren, 
Ohio, has elected Charles T. Everett as 
president and general manager. 


Specialists in all 


RESISTANT PIPING MATERIALS 


to your specifications 


Di 
L(T\{ | National Sales 
Agents for 
American Hard Rubber Co’s. 


ACE PARIAN 


(Polyethylene Plastic) 


CHEMICAL PIPING 
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RAY MILLER CO. 


4240 KANAWHA T'PK., SO. CHARLESTON, W VA 
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GALVANIZING 


.»» EXCELLENT FACILITIES 
for PICKLING & OILING 





Our Record: Over 50 years of 
progressive galvanizing service 
to manufacturers and fabrica- 
tors of iron and steel products 
. «. any size or shape, any size 
order from the smallest to the 
largest. Excellent facilities for 


pickling and oiling. 


“TO ECONOMIZE, 
GALVANIZE AT 
ENTERPRISE’ 











ENTERPRISE 
GALVANIZING CO. 


MEN E. CUMBERLAND STREET 
PHILADELPHIA 25, PENNSYLVAN:A 
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Morse Power Transmission facts for Purchasing Agents... 








New line of Morse Torque Limiters provides 
automatic overload protection, controlled torque 





Torque Limiter assures consistent torque release, permanent protec- 
tion of equipment within manufacturer’s safety limits. 


Practically every machine drive requires some sort 
of device to protect the motor from overload, or the 
driven equipment from jam-ups. 


The common method of protecting an engine, motor, 
or driven component from overloads, is to use either 
a shear pin sprocket or a shear pin through a safety 
coupling. Often, their use results in costly, time-con- 
suming maintenance—because when a shear pin fails, 
the old pin has to be driven out and a new one obtained 
from stock, or made. Then, if the holes have been 
damaged, they must be lined up and reamed. 


To solve this problem and avoid the common com- 
plaints of shear pin mechanisms, the Morse Chain 
Company now offers a new line of Torque Limiters 


3 00:0 (9 








4 


Each device has two steel plates, two unbonded clutch facings, 
a self-lubricated bushing, a Belleville spring, an adjusting nut. 


MORSE 





to solve your motor-drive overload problems efficiently 
and economically. 


Basically, the Torque Limiter consists of a driving 
or driven member, combined with a spring-loaded 
friction mechanism which can be adjusted to slip when 
the desired torque is exceeded. They are available in 
11 standard sizes, and in a range of torque capacities 
from 20 to 620 lbs. ft., to suit a majority of industrial 
applications. 


Engineers can adapt the Morse Torque Limiter to 
special design needs at minimum cost, because they 
are simple in design, and flexible in application. 


In many cases, a standard Torque Limiter and sprocket 
combination unit costs considerably less than shear 
pin sprockets and hubs, or other made-to-order 
mechanisms. 


These devices can be used in a wide range of appli- 
cations, such as conveyors, materials-handling equip- 
ment, agricultural equipment, automated machine 
tools, packaging machinery, and other related types 
of drives. 


Torque Limiters are tamperproof, adjustable up 
to maximum torque setting of each model, easily 
assembled and disassembled — and under overload 
conditions, slip at 1 to 3 torque capacity. 





The hanger door roller chain mechanism shown here uses a Morse 
Torque Limiter, and replaces unsatisfactory and expensive elec- 
trical controls which had been used before. 


You can get more information on the Morse 
Torque Limiter by writing us for descriptive Catalog 
C 14-54. Check with us, too, for other Morse Power 
Transmission equipment you can adapt to your needs: 
Roller Chain, Silent Chain, Sprockets, Couplings, 
Cable Chain, and Clutches. We have expert engineer- 
ing service available at no extra cost, to help with your 
design needs. MORSE CHAIN COMPANY, INDUS- 
TRIAL SALES DEPT., ITHACA, NEW YORK. 


CHAINS, COUPLINGS, 
AND CLUTCHES 


Advertisement 
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HIGH SPEED 
and 
CARBIDE 
DRILLS 
provide 
BETTER 
PRODUCTION - 
DRILLING 


Pictured is the production drilling and reaming of bolt holes in connecting 


rod caps made from steel forgings. This horizontal multiple spindle machine 
in one of the largest automobile manufacturing plants in the country, uses 
48 Whitman & Barnes drills and reamers in each set-up. In record time the 
bolt holes are drilled, chamfered, core drilled and reamed. 


Throughout this mammoth plant W & B high speed and carbide drills are 


used on many other operations to secure maximum production, minimum 
down time for tool replacements and reduced manufacturing costs. If you 
want better drilling production—the durability and cutting speed of W&B 


drills are your answer. 


q 








NAME 


| Please send me additional information 


COMPANY ‘ Se —— 


ADDRESS ran ee 


Call your W&B distributor 
for best service and highest quality 


He can save you money by supplying from 
his stock . 


. . what you need when you need it! 





- CITY 
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& Co. as sales representative has be 
announced by Holcroft and Co. De. 
troit. The Duff firm will cover Connea 


dianapolis, has appointed Edward F 


All-Wheel Drive Truck Division. 


Potash & Chemical Corp., Los Ang 























The appointment of William K. Dy 








ticut, Massachusetts and Rhode Island. 





The Marmon-Herrington Co, Ine 


Ray as general sales manager of ity 


The New York office of Amerie 





has been moved to 99 Park Aveny 


Charles F. Pfeifer has been nam 
president and general manager of 
Visible Package & Paper Corp., N 









C. F. Pfeifer 





York. He had previously been direct 
sales manager of the Film Division of} 
Olin Mathieson Chemical Corp. 













Paul A. Hunker has been promoted 
to the newly-created post of sales 
manager of refrigeration of Brunner 
Mfg. Co., Utica, N. Y. . 






Robert M. Wilson, Jr., has been ase 
signed to act as a development engi- 





neer in the power field for the De- re 
velopment and Research Division of rs 
The International Nickel Co., Inc., New as 
York. all 


Graybar Electric Co., Inc., New York, Cal 
has announced several organizational thi 
changes. E. R. Yonkers is now district BIN 
manager at Cincinnati. John Riene hig 
has been made assistant district man- 
ager in Chicago, and W. J. Goerisch - 
takes over similar duties in Philadel- Cal 
phia. Finally, J. J. Lieske, Jr., has all 


been named headquarter’s representa- ha 
tive handling government business in f ch 
Washington, D. C. Ca 

wh 


The United States Plywood Corp, 
New York, has named C. P. Setter as SEI 
executive vice president, and W. H. 
Hunt as vice president in charge of 


sales. 

J. N. Stoutenburg has been made & l 
vice president of Mill Strip Products 
Co., Evanston, Ill. He was formerly 
Detroit district sales manager of Fol- 
lansbee Steel Corp., Pittsburgh. 
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Sheets and Strip 
Alloy Steels 
Stainless Steels 
Tubular Products 
High Strength Steels 









_—s-— eS 
‘33-4 


a 
Aluminum k 
industrial Supplies and Machinery : 
Reinforcing Bars, Wire Fabric : 


Floor Plates, Industrial Flooring 
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> De- | ‘all us for structural shapes. Our complete selection of ASTM-A7 structural 

a shapes, including junior beams, means you can get fast delivery of the 
New shapes you need. Our friction saw cutting gives a smooth, accurate cut; 

a] 


your steel arrives in good condition, ready to use. We also carry in stock 
all supplemental items such as high strength bolts and Dardelet rivet bolts. 


York, Call us for plates. We can supply your plate needs with widths up to 120”, 


ational thicknesses up to 10”. Our modern flame cutting and shearing equipment 
listrict gives closer tolerances, less waste. We carry USS Fremax—the low carbon, 
Riene high sulphur steel that excels in all machining operations, and the remark- 
mene able new USS “T-1” constructional alloy steel—for great yield strength, 
erialll corrosion and abrasion resistance at all climatic conditions. 

iladel- } Call us for High Strength Steels. We offer a wide variety of these heavy duty, low 
., has alloy steels such as USS Cor-Ten, USS Man-Ten and USS Tri-Ten which 
senta- have 114 times the strength of ordinary carbon steels plus other long-life 


ess in characteristics. 
Call U.S. Steel Supply first—be sure of getting what you want, where and 
when you want it. 















Corp. 
tter as SEE THE UNITED STATES STEEL HOUR. It’s a full-hour TV program presented every other "alaegretlh cs on 9 ar 5g ONE: 
W. H. week by United States Steel. Consult your local newspaper for time and station. | U.S. Steel Supply, Dept. 645 
rge of 208 So. La Salle Street 
| Chicago 4, Illinois 

U & 9 H i - L 4 U & t LY | Please send me free literature on the following 
ee e e C] Structural Shapes 
rmerly D | Vv } Ss | ° hy | [-] USS COR-TEN High Strength Steel 
f Fol- | [] U.S. Steel Supply Stock List 
le General Offices Warehouses and Sales Offices | Name .... 
315 208 So. La Salle St., Chicago 4, Ill. Coast to Coast | ‘ 
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Osborne. Mr. Osborne has also been 
placed in charge of the company’s new 


The new assistant to the vice pregj. 
re ~ and = dent and general manager of Kaiser 
gets So) Ee oe SY he Steel Corp., Oakland, Calif., is B. J. 


Fabricating Division, which will Oper. N 


J > 
the largest selling silver ate the facilities recently acquired from 


the Union Steel Co., Los Angeles, 


=" brazing alloys in the United States? |,» 2 »siox moves: awomotive ma | 


ber Co., Inc., Detroit, R. P. Ganchan of 
ARco’s Houston, Texas factory. was 


THERE ARE TWO COMPELLING REASONS WHY: promoted to vice president and gen 








1. Because these low-temperature silver brazing alloys—devel- 
oped and patented by Handy & Harman over 20 years ago — 
are outstanding in their remarkably fast brazing action and 
ability to make high-strength, liquid and gas tight joints in 
ferrous, non-ferrous and dissimilar metals. These results are in- 
herent in their time-tested compositions and physical properties. 





2. Because thousands of brazing alloy users recognize this impor- 
tant PLUS value that goes with the alloys—Handy & Harman’s 


unmatched technical knowledge about silver alloy brazing and ee ae ‘ 
practical field experience in its application, backed by research eral manager of the company. At 
and development facilities unequaled in the industry. These same time, it was announced that R. 
SERVICES are always available to every user, without obliga- mr gece: a — badge one a 
tion. They assure maximum benefit from the use of EASY-FLO 


and SIL-FOS. C. C. McDermand and A. S. Krainik 
have been named assistants to the 
president of the Aluminum Goods Mfg. 
Co., Manitowoc, Wis. At the same 
time, it was announced that G. C. Ku- 
bitz had been promoted to general 
sales manager. 


Quaker Rubber Cerp., division of 
K. Porter Co., Inc., Philadelphia, 
named A. J. Lamond as manager 
packing sales. 


H. L. Huntsinger, sales manager of 
the R-B-M Division, (Logansport, In- 
diana), of Essex Wire Corp., Ft. Wayne, 
Ind., has been made vice president of 
the division. 


Morey Machinery Co., Inc. New 
York, has appointed Arnold S. Rostan 
as director of international operations. 
He will headquarter in New York. 



















Lewis H. Whitney has been elected 7 
a vice president of Whitney Chain Co, Jy 
Hartford, Conn. Mr. Whitney, who & J) 
not related to the Whitney Chait” 
family, was most recently works mat- Jj): 
ager. : 





The appointment of William M. 
as sales manager of the Congress Dri 
Division has been announced by # 
Tann Corp., Detroit. 


SEND FOR THIS “DISTRIBUTOR LIST” 


You can get the real EASY-FLO and SIL-FOS alloys and 
their companion low-temperature HANDY FLUX, only 
from Handy & Harman Authorized Distributors, located a ee 
in principal centers throughout the country. Write for from sales representatives to & 
the “Distributor List” and contact the one nearest you. service manager of the Luria 
neering Co., Bethlehem, Pa. 


bad A N D Y & ~ A ot be A NM eioceror. cont Vanton Pump & Equipment Corpo MA 














CMICAOO, 1. ration has moved its executive and se 

General Offices: 82 Fulton St., New York 38, N.Y. toe assbeuss, CALs. offices to its factory location at 201 fic 
DISTRIBUTORS IN PRINCIPAL CITIES Sees. A Sweetland Ave., Hillside, N. J. of : 
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TO ASSEMBLY 
PROBLEMS 


Many manufacturers in many fields are find- 


ing Phillips Cross-Recessed-Head Screws 
lead to better methods and results 


i a .? og 

IN“BLIND’ LOCATIONS. A product engineer 
of Dominion Electric Corporation reports, 
“Phillips screws permit us to design ap- 
pliances in which screws can be inserted in 
‘blind’ locations. Also they definitely speed 
our production and improve product ap- 
pearance.”’ 


MARRING ENDED. In assembling the dial 
panels on Sonotone Audiometers, Phillips 
a are used exclusively. A Sonotone of- 
clal gives one of the reasons why: “A slip 
a screwdriver would mar or scratch the 


— anodized surface, automatically 
ausing rejection. Phillips screws don’t slip.” 








~~ bs 


~ 


——ee + ee 


wi 


MINIMUM REJECTS. In The Wiremold Company’s “‘Plugmold”’, Phillips screws 
assure a tighter assembly and more positive electrical contact. ‘“‘Besides being 
neater and easier to use,”’ says the Wiremold plant engineer, ‘‘Phillips screws 
have reduced our rejects to a negligible amount. Under no conditions would 
we use any other type screw.” 











gt hlTU Re | 
. Bs 
a > THE FASTENERS OF TODAY... 
a b AND OF THE FUTURE 
= = M marks the spot 
% + h b i 
° erecB ow the mark of extra quality 





Allmetal Screw Products Company, Inc. « American Screw Company « Atlantic Screw 
Works, Inc. « The Blake & Johnson Co. « Central Screw Company « Continental Screw 
Company « The Eagle Lock Company « Elco Tool and Screw Corporation « Great Lakes 
Screw Corporation « The H. M. Harper Co. « The Lamson & Sessions Company 
National Lock Company « The National Screw & Manufacturing Co. « Parker-Kalon 
Div. General American Transportation Corporation « Pheoll Manufacturing Company 
Rockford Screw Products Company « Scovill Manufacturing Company « Shakeproof 
Division Illinois Tool Works « The Southington Hardware Manufacturing Company 
Sterling Bolt Company » Universal Screw Company « Wales-Beech Corporation 








“One Bunn Machine 
keeps up with our 
fastest folder,’ 


says Charles Jedd, Supt. of 
HILLISON & ETTEN, Chicago 


Bunn Tying Ma- 
. to tie all kinds 
One machine and one 
keep up with our 
fastest folders and trimmers,” says Mr. 
edd, superintendent of this well-known 
Chicago printer of quality work. 
Many firms, such as meat packers, mail 
ler houses, business offices, nurseries, 
hundreds of others have found that 
Bunn Tying Machines are as much as 10 
mes faster than costly hand tyers. 
Here 


ave been using 
for over 15 years.. 
f printed materials. 


tor can easily 


ne 


are some other features: automatic 
ljustment to all shapes and sizes . 
rrect tension in every tie ... every 
knot is slip-proof, tamper-proof . .. no 
of twine . . . fatigue-less operation 
easily moved to break production 
ttlenecks . . . no training needed to 
perate 
fimost anything which can be tied by 
Te can be tied faster, better and 
re economically with a Bunn Tying 


lachine 


B. H. BUNN Co., Dept. PU 45 
7605 Vincennes Ave. 
Chicage 20, lil. 


GET THE WHOLE STORY 
Send todey for this fact-packed 
booklet, which illustrates the 
many advantages of Bunn Tying 
Machines. There is no obligation, 










MAIL THIS COUPON NOW 

















{ . 
' B. H. Bunn Co., Dept. PU 45 ; 
' 7605 Vincennes Ave., Chicago 20, Ill. ; 
1 Please send me a copy of your free booklet ! 
which shows how Bunn Machines can save ; 
» time and money in my business. ry 
; Name 1 
. | 
: Company : 
: Address. : 
City Zone. State 
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George M. Tiedeck has been made 
technical sales engineer for the Detroit 
area by Daubert Chemical Co., Chi- 
cago. Mr. Tiedeck formerly was with 
the Adhesive & Coating Division, Min- 
nesota Mining & Mfg. Co. 


Ric-wiL, Inc., Barberton, Ohio, has 
elected Bradlee Pruden as vice presi- 
dent in charge of engineering. 


Barber-Colman Co., Rockford, IIlL., 
has announced two promotions. How- 
ard A. Nelson, formerly assistant sales 
manager of the Machine and Small 
Tool divisions, is now sales manager 
of the Small Tool Division. Charles 
A. Torson, former sales manager of 
Hendey Machine Co., Inc., is now sales 
manager of the new Hendey Machine 
Division. 


A. R. Gaus has been elected a vice 
president of Erie Forge & Steel Corp., 
Erie, Pa. 


General sales, Inc., Amarillo, Texas, 
has been franchised as a tube fitting 
distributor by The Parker Appliance 
Co., Cleveland. 


Cummins Engine Co., Inc., Colum- 
bus, Ind., has named J. P. Jung as 
regional manager—southeastern region, 
with headquarters in Atlanta, Ga. He 
was formerly head of the southwest 
regional office at Los Angeles. 


The promotion of James O. King to 
special staff assistant in the sales de- 
partment has been announced by Dia- 
mond Alkali Co., Cleveland. Mr. King 
was formerly a sales representative on 
the southwestern district sales staff. 


William A. Harloe is now a vice- 
president of R. Hoe & Co., Inc., New 
York. 


The Gute Co., Milwaukee, has been 
made the authorized representative in 
Wisconsin for the surface grinders 
made by Reid Brothers Co., Inc., Bev- 
erly, Mass. 


American Machine and Metals, Inc., 
East Moline, Ill, has announced that 
A. M. Harp is now general sales man- 
ager of its DeBothezat Fans Divisions. 


The appointment of Lowell H. Miller 
as an industrial sales representative 
for the Nubian Industrial Division, has 
been announced by The Glidden Co., 
Cleveland. He was most recently Pa- 
cific region industrial sales represen- 
tative in Los Angeles. 


The MacWhyte Co., Kenosha, Wis., 
has named Francis D. Holden as man- 
ager of sales. He had been assistant 
general sales manager. 


King Cooper has been appointed 
manager of the western sales office of 
General Dry Batteries, Inc., Cleveland. 


He will coordinate all sales programs’ 


in all the western states and will head- 
quarter in Los Angeles. 







Here’s how we 


SAVE ON RAILS 


BUY BUY “GUARANTEED RELAYERS” 








Handle more cars better — spend less 
to install and maintain with Relayers 
from Foster. “Open-stock” shipments 
from Foster warehouses, all sections 
12+ thru 175+ — plus Switch Materi- 
als and Track Equipment items. 

Send catalogs [] Rails 1) Track Equipment 
(] Send Free ‘Track Maintenance’ Book P-4 


RAILS - TRACK EQUIPMENT - PIPE - PILING 


, 
LEEVORLLT( 0 
PITTSBURGH 30 NEW YORK 7 
CHICAGO 4 HOUSTON 2 LOS ANGELES § 

a 
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for quality 
and strength 





SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. P 
NEW YORK 13, N. Y. 
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Dayton PMI Pays 53$¢ Bonus 


. . . in added Sales at World’s Largest Shopping Center! 


*Preventive Maintenance Program 


Dayton V-Belt equipped air 
conditioning units keep thousands of 
customers happy, comfortable 
and buying! 

A successful record of outstanding per- 
formance in Cutting power transmission 
costs, eliminating downtime, improving 
plant operations and increasing produc- 
tion has endeared Dayton V-Belts to 
thousands of industrial firms. So, it is 
easy to see why Dayton V-Belts, backed 
by the planned Dayton Preventive Main- 
tenance Program, were employed to drive 
the air conditioning units at the world’s 

largest multiple-store shopping center. 

Because shoppers who are comfortable 
linger longer and therefore tend to make 
more purchases, it was important to guar- 
antee unfailing V-Belt drive power for 
the air conditioning equipment to insure 
ideal temperature and humidity both in 
summer and winter — hence the choice 
of Dayton V-Belts. 


Dayton V-Belts backed by P.M. 
Program 

Dayton V-Belts, 

structed with maximum 


designed and con- 
strength and 
greater flexibility, give twice the service 
life of ordinary V-Belts—even under 
the rugged, stop-and-go operation of air 
conditioning. Then, too, the Dayton P.M. 
Program, which determines the life ex- 
pectancy and replacement factor of every 
V-Belt drive in use, guarantees being 
able to make belt replacement after the 
stores are closed for the day. 

Put Dayton V-Belts and the Dayton 
P.M. Program to work for you. Call your 
Dayton Distributor for all the money- 
saving facts, Or write to Dayton Rubber 


Company, Industrial Division, Dept. 722, 
Dayton 1, Ohio. 


See “Belting” in 
yellow pages 
for your 

local Dayton 
Distributor 





For More 
Aprit, 1955 





Fabric, 


rubber-_ 
impregnated and bias-cut, for maximum 


flexibility and wear. 





E , natural and— 
synthetic relihecn, tie easy stretch with 
instant recovery in tension section. 


Ra Y with each fila-— 
ment actually rubber-coated, for greatest 
tensile strength and flexibility. 


n d in Com- 
for ‘ibilines: crosswise rigid- 
ity, greatest flexibility, greater strength, 
longer life. 


un 


© D. R. 195 


yy‘ nwa lo 2 


YEARS OF PROGRESS 


GOLDEN JUBILEE 


Day te 


World’s Largest Manufacturer of V-Belts 
DAYTON RUBBER COMPANY + DAYTON 1, 
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RITCO Forgings, in steel or non- 
ferrous metals, are clean, bright, 
accurate, and strong. Made in 
weights from % lb. to 15 lbs., they 
have maximum strength for their 
weight. Parts are smooth, free of 
flash, and conform to your blue- 
prints. Use RITCO Drop Forgings: 
They’re the economical, right 
answer to your design problems. 
Send blueprints and specifications 
for free estimates. 


We offer complete machining and 
grinding facilities for finishing 
forgings. 

We also make special fasteners and 
finished bolts with regular or heavy 
heads. Exclusive New England 
representatives for Cleveland Cap 
Screw Company. 


RHODE ISLAND TOOL CO. 


Since 1834 
148 West River Street 
Providence 1, R. I. 
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Pierce G. Fredericks has beep 
elected a commercial vice president of 
Federal Pacific Electric Co., Newark 
N. J. 


Leo W. Reuland has been named dj. 
vision manager of the machine an 
small tool division of the Hendey 
Machine Division of Barber-Colmay 
Co., Rockford, Tl. 


Baldwin - Lima - Hamilton Corp, 
Philadelphia, has appointed Atwood 
Fuller as sales engineer in the Chj- 
cago area. He will be responsible for 
the sale of hydraulic presses in In. 
diana, northern Illinois, Wisconsin, 
Minnesota and Iowa. 


P. O. Peterson has been elected 
president and chief executive of Mack 
Trucks, Inc., New York. He was for- 
merly executive vice president of 





P. O. Peterson 


Studebaker-Packard Corp. South 
Bend, Ind. Mr. Peterson started his 
automotive career in Studebaker’s pur- 
chasing department in 1919. 


The Brooks Oil Co., Pittsburgh, has 
named Alfred A. Paul as manager o 
services. 


The United States Plywood Corp, 
New York City, has named G. Arnold 
Smith as manager of its new branch 
in Salt Lake City, Utah. 


Witco Chemical Co., New York City, 
has added Harry G. Hoehler to its New 
York sales staff to cover Philadelphia 
and Baltimore. 


All-State Welding Alloys Co., Inc. 
White Plains, N. Y., has named Jerome 
M. Roth as a regional manager. He 
will handle New Jersey, Delaware and 
Maryland, as well as some areas of 
Pennsylvania, Virginia and West Vit 
ginia. 


E. Gordon Ball, Jr., has been pro 
moted from Chicago district sales man- 
ager to vice president in charge of sales 
for the Luria Engineering Co., Beth- 
lehem, Pa. He will headquarter at the 
Luria factory in Bethlehem. 
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RUST PREVENTIVE B 


. 2 
- Came poor Bt eo 
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There is only one like this 


— There is only one Rust-Oleum ————~ 


The exclusive Rust-Oleum formula 

was developed by a Master Mariner 

yew during more than 20 years of com- 
®  bating the terrible rust-producing 


conditions of the sea. It incorporates 
a specially-processed fish oil vehicle that dries, is 
odor-free, and is formulated in many colors. It 
may be applied directly over sound rusted sur- 
faces after scraping and wirebrushing to remove 
rust scale and loose particles. See why nearly 
every type of industry in the world has relied 
upon Rust-Oleum for over a quarter century. Clip 


the coupon to your letterhead and mail today. 
RUST-OLEUM CORPORATION 
4 - 2433 Oakton Street, Evanston, Illinois 
i \ Rust-Oleum Corporation 


2433 Oakton Street, Evanston, Illinois 
Gentlemen: | am interested in the complete Rust-Oleum story 
——e ~ Please send me the facts and the name of my nearest Rust-Oleum 


aay a >» Industrial Distributor. 


Nome 












Specify Genuine Rust-Oleum f 
Accept No Substitute > 


CSE 
CE oe State ae 


COORD 
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CANNOT LOOSEN! 
w SECRET” IS THIS TAPER 
PLUS... 


‘ THIS WASHER! 







tent Applied For 


SOCKET CAP SCREWS 


*" Now at last you can use socket screws that 


The new BLUE DEVIL LED-LOK CAP SCREWS are the answer to this 
problem, and they’re also air-, water-, gas- and oil-tight. They're 
easy to use and require no assembly changes or modifications. 
Available in same sizes as standards. Better get the facts on LED-LOK 
CAP SCREWS right away! 


HOW LED-LOK SCREWS WORK 


{Actual cutaway photo) 
STEP 1—LeED-LOK Screw drawn 
up to washer; 
STEP 2—Washer has started to 
extrude into cavity formed by 
sCcTEW taper; 
STEP 3—Screw is seated into 
final position; washer occupies $ $ 4 : 
cavity, locking in place and mak- ‘ — 
ing tight seal, Ns pee 
; STEP 1 STEP 2 STEP 3 
Write Topay on your letterhead 
for your sample Lep-Lok Screws 
and testing block. No obligation! 


Cacety Cocker Cerew Company 


6502 AVONDALE AVENUE + CHICAGO 31, ILLINOIS 
SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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Fine-Weld Seam Construction 
for Polyethylene Bags 


The perfection of a welded side 
seam, possessing unusual strength 
and uniformity, for polyethylene 
bags is announced by Bemis Bro, 
Bag Company. This Fine-Weld con- 
struction, as it is designated by the 
company, produces a thin, headed 
seam that is actually stronger than 
the polyethylene film itself 

The film will rupture before the 
seam wiil pull apart. The only pos- 
sible way to tear the seam is to 
shear the film along the seam itself, 
which is stress not normally en- 
countered in packing and handling, 

Fine-Weld permits the manufac- 
ture of seamless bottom polyethylene 
bags that provide full front and back 
surfaces for brand printing, uninter- 
rupted by center seams. Unprinted 
areas provide complete, unmarred 
visibility of the product packed, 
from the front, back or bottom of 
the kag, making it an ideal display 
package. Bags made with this seam 
are easily handled on the packing 
line. There are no stuck tops, and 
the bags can be made with an easy- 
opening lip feature that assures 
quick, positive performance. 


’ 9 


Price Controls on Natural Gas 
Called “Socialistic Measure” 


Federal price controls of natural 
gas in the field are “a_ socialistic 
measure” that will open the door 
for government fixing of prices on 
other basic commodities. Paul Kay- 
ser, president of El Paso Natural 
Gas Company, recently warned 
editors and publishers attending the 
annual meeting of the National Edi- 
torial Association. 

Mr. Kayser referred to the re- 
cent decision which authorizes the 
Federal Power Commission to im- 
pose price controls on natural gas 
at its source. Mr. Kayser listed four 
major reasons why federal regula- 
tion of gas prices endangers the 
national economy: 

“It will inevitably restrict explora- 
tion and reduce the amount of gas 
available for consumers’ demands. 

“It will lead to the regulation of 
other competing fuels such as oil 
and coal, as well as other commodi- 
ties like lumber, wheat and cotton, 

“It further centralizes power it 
the federal government and will 
destroy conservation regulation by 
the states, 

“It is a socialistic measure reach- 
ing far beyond utility regulation 
and can only be made effective by 
the strictest socialization of all pro- 
duction.” 
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exacting quality control 
assures uniform composition 


of MUELLER BRASS CO. 
RED TIP ROD 
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One of the most remarkable scientific instruments of our time, 
this direct reading spectrometer, helps insure the uniform com- 
position and high quality of MUELLER BRASS CO. Red Tip Brass Rod. 
By spectrographic analysis, the metallurgist determines the exact 
chemical composition of the melt in just 90 seconds. 

At every stage of production, MUELLER BRASS CO. employs 

the most modern equipment to guard against defect 
and maintain high standards of quality in the 


manufacture of Red Tip Brass Rod. 


MUELLER BRASS CO. 
PORT HURON 21, MICHIGAN 


146 
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another APEX time-Saver 


combination 
SOCKET-TAP 
for re-tapping 
and cleaning 
tapped holes 





A damaged or clogged tapped hole can snarl up an assembly line in a hurry 
—but this Apex combination socket-tap will clear the trouble and get things 
moving again, even faster! 

When the assembly line operator encounters a tapped hole which has been 
damaged or clogged with paint, gook or similar material, he merely uses an 
Apex socket-tap to quickly re-tap or clean the hole. 

Standard socket-taps, with male hex drive, permit instant change from 
routine power tool operations to re-tapping or cleaning work. Tap sizes: 14” to 
1”. Standard socket-taps, with female square drive, are recommended where 
separate power tool is available for re-tapping or cleaning. Tap sizes: 44” to 
144". Pipe taps, with female square drive, in tap sizes from %” Pipe FS to 
144" Pipe. 

These and many other Apex production tools are described in Catalog 115; 
write, on your company letterhead please, for your copy. 


production tools 








THE APEX MACHINE & TOOL CO. 
1034 Patterson Blvd. ® Dayton 2, Ohio 
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General Electric Holds 
Value Analysis Seminar 


The use of die casting to ac 
complish new economies in manu. 
facturing home appliances and elec. 
trical equipment was the subject 
of an all-day seminar held at the 
General Electric Distribution Trans. 
former department. Manufacturing 
engineering and purchasing mep 
from various General Electric 
plants learned how better metal 
components, produced by die cast- 
ing, can meet the squeeze of high 
costs and quality requirements. 

The conference was held with the 
cooperation of the American Die 
Casting Institute, national associa- 
tion of job shop die casters, which 
made available a team of qualified 
technical commentators to answer 
questions raised by the General 
Electric audience. 

A feature of the meeting was the 
new color film “Die Casting—How 
Else Would You Make It?”, which 
showed how die castings are made 
and illustrated the economics inher- 
ent in the process. An aluminum 
die cast stator, the heart of an auto- 
mobile torque converter transmis- 
sion, served as a case in point 
Formerly, each blade of the stator 
was machined individually and as- 
sembled by hand to the hub—a 
prohibitively costly process limiting 
these new transmissions to the more 
expensive cars. Now the stator is 
made as a one-piece die casting, at 
a greatly reduced cost, permitting 
widespread application. 

Value analysts of the Distribution 
Transformer Department of General 
Electric Co., commenting on today’s 
meeting, said, “The purpose of the 
meeting is to acquaint engineering 
and manufacturing personnel with 
the full potentialities of the use of 
die castings through design-stage 
consultation with experienced die 
casters.” 

The commentators who discussed 
frankly the applications of die cast- 
ing as a mass production technique, 
were W. F. Feil, Aluminum Com- 
pany of America, Gordon Curry and 
Clarence Fuehrer, Precision Cast- 
ings Co., Inc., and Mr. G. W. Wilder, 
Stewart Die Casting Division of 
Stewart-Warner Corp. 





QUICK—CONVENIENT 
Use the Inquiry Card on 
Page 17 for additional 
information on any product 


———— 
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i@ not get motors to meet its strict 
better motors for your special 





i fand developed this line of 1/100 to 11 horsepower 
i‘ . motors to“@HsWetethé need for completely dependable operation 





# 


under critical conditions. Pesco Electric Motors assure optimum 
performance and efficiency throughout a long service life. They com- 
bine maximum power with minimum size and weight, yet withstand 
rugged environmental extremes. These motors are now available to you, 


Both DC and AC types are made in five “coordinated frame” 
sizes which permits use of standardized parts having known charac- 
teristics. This expedites design and speeds delivery of motors built 
to your exact requirements. 

Pesco high quality motors have many features not found in ordinary 
motors ... such as dynamically balanced rotors, high strength alloy 
shafts, extremely tight windings, advanced-design brush rigging, 
multiple impregnations, brush material selected for specific use, high 
AN. capacity sealed ball bearings and special insulations. If you are 
wr looking for a good source for special purpose electric motors, look 
' to Pesco. 





To learn more about Pesco Motors for industrial or aircraft uses, 
call in a Pesco sales engineer . . . or send for a brand new technical 
bulletin. Write: PESCO, 24700 North Miles Road, Bedford, Ohio, 





PRODUCTS DIVISION BORG-WARNER CORPORATION 


2 ~ 24700 NORTH MILES ROAD ° BEDFORD, OHIO 










r ad - 8 
tase t" 
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INDUSTRIAL 


PURCHASING 





Buying for Industry 
and Budgetary 
Institutions 


By J. H. WESTING and I. V. FINE, both of 
the University of Wisconsin and Members of the 
Milwaukee Association of Purchasing Agents, asso- 
ciated with the National Association of Purchas- 
ing Agents. 


THIS important addition to the litera- 
ture in an under-developed field covers 

»t only the fundamental principles and 
policies of industrial purchasing, but also 
the broad procedures of current prac- 


[ts authorship, divided between teachers 
of the subject and business executives 
actively engaged in the work, ensures 
a proper balance of actual experience 


ind academic analysis and theory. 


The material is presented in five sec- 
The first four cover the broad 
range of activities and responsibilities of 
the Purchasing Agent. The final section 
is designed to give the reader enough 
familiarity with industrial goods to en- 
able him to gain a fuller understanding 
of the bases for purchasing policies and 
techniques. The book features a number 
of highly useful innovations such as its 
chapters on traffic, public relations, and 
purchasing personnel management. It 
also emphasizes purchasing by tax-sup- 
ported institutions, The points raised in 
discussion are well illustrated, often with 
material not previously available. 


tions. 


1955 421 pages Illustrated $7.50 


Mail for your ON-APPROVAL copy today 


i 
I 
| 
| 
| 
l 
l 
! 
! 
! 
I 
I 
l 
! 
I 


JOHN WILEY & SONS, Inc. 

440 Fourth Ave., New York 16, N.Y. 

Please send me a copy of INDUSTRIAL 
PURCHASING to read and examine ON 
APPROVAL. Within ten days I will 
either return the book and owe you 
nothing or will remit $7.50 plus postage. 


ones Zone ...State 
C1 SAVE Pt STAGE! Check here if you 
ENCLOSE $7.50, in which case we pay 
postage. Same return privilege. 
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important Factors in Buying 
Industrial Lubricants 


By R. L. Watts, Manager, Lubriplate 
Division, Fiske Brothers Refining Co. 

Today’s lubricant is a versatile 
multi-functional product and not 
only performs the basic jobs of re- 
ducing friction and wear but must 
be a protective medium against rust 
and corrosion. These functions must 
be performed over a very wide 
range of loads, speeds and unfavor- 
able operating conditions such as 
high and low temperature, water, 
steam, acids and other contaminants. 
The trend is towards selecting and 
adopting lubricants strictly on a 
performance basis. 

Unfortunately many purchasers 
of lubricants believe that when they 
secure products at low initial cost 
they have performed a useful serv- 
ice. This assumption in most cases 
is erroneous simply because the 
initial cost of the lubricant is a 
very small item in the total operat- 
ing cost and is of course only one 
of the expenses involved in lubrica- 
tion. The true cost of lubrication 
comprises such items as power waste 
due to friction, upkeep costs and 
parts replacements because of wear 
and production losses resulting from 
shutdown of machines on account of 
bearing failures. 

Perhaps the most important item 
confronting industry today is the 
prevailing high production cost 
which includes maintenance of all 
types of machinery. Never in the 
history of American industry has it 
been so necessary to keep machinery 
operating at peak efficiency and at 
the lowest possible upkeep cost. In 
this connection proper lubrication 
of all moving machine parts is of 
vital importance. The answer to the 
whole problem is selecting the most 
suitable and highest quality lubri- 
cants and the correct application. 

The fundamental requirement in 
lubrication is that a lubricant film 
be provided and maintained between 
moving surfaces. In accomplishing 
this, the correct lubricant to use is 
naturally dependent on design of 
bearings, gears, chains and other 
machine parts also the prevailing 
operating conditions. Whether a 
fluid or grease type lubricant should 
be used presents no serious argu- 
ment for both have their specific 
applications. 

The true cost of lubrication must 
be reckoned with from a _ stand- 
point of machine operating effi- 
ciency, power consumption and 
maintenance costs. Lubricant suit- 
ability and not its initial cost is the 
governing factor. 





Facts at your Zos 


FINGERTIPS 


@ The advantages of Reflex Liquid Level 
Gages. The right type and size gage with suit- 
able valves for pressure, temperature, visibili- 
ity range and valve centers. Multiple section 
gages. Drop Forged bodies. Pyrex glass. Basic 
and special designs. 

@ When to use Transparent Liquid Level 


Gage Sets. High pressure steam service. 
Adapters, valves, connections. Types available. 


@ Tubular Liquid Level Gages and a selection 
of Gage valves. Specifications. “Floating 
Shank.” Connections and special features. 





Penberthy’s Catalog 35, with illustrated 
facts and specifications, is your best guide 
to selecting the right liquid level gage 
sets at the most economical cost. In the 
complete Penberthy line, there are stand- 
ard products for almost every applica 
tion. Where your needs are special of 
unique, use our experience of almost 
70 years to solve them. Many thousands 
of satisfied users. Write for your copy 
of Catalog 35. 
Established 1886 


PENBERTHY INJECTOR COMPANY 


Division of the Buffalo-Eclipse Corporation 
1242 Holden Ave., Detroit 2, Michigan 


There's Certain satisfaction in 
PRODUCTS BY 


ee |e 
IAAT | 


@ SYPHONS 
@ ELECTRIC SUMP 
PUMPS 
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ILLS: 


acon, Georgia 
me, Georgia 


ANTS AND 
LES OFFICES: 


bMicnapolis, Indiana 
hiddletown, Ohio 
hilwaukee, Wisconsin 
vansville, Indiana 
letroit, Michigan 
Aacon, Georgia 

bie, Pennsylvania 
shtabula, Ohio 
rlando, Florida 


& 


ALES OFFICES: 


Monta, Georgia 

fonton, Ohio 

phicago, Illinois 

incinnati, Ohio 

Heveland, Ohio 

Folumbus, Ohio 

Dayton, Ohio 

breensboro, North Carolina 





Breenville, South Carolina 

untington, West Virginia 
isville, Kentucky 
ineapolis, Minnesota 
oshville, Tennessee 

ew York, New York 

. louis, Missouri 

Winchester, Virginia 





...otfers complete facilities 


to handie your 
packaging program 


3 
; 


FOR 30 YEARS Inland has developed fa- 
cilities and skills to turn your packaging 
problem into a packaging program. 
INLAND PACKAGE ENGINEERS will de- 
velop a custom-designed container for your 
product, using Inland’s recognized prize 
winning techniques. 

NINE CORRUGATED BOX PLANTS com- 
pletely equipped with the latest machines, 
manned by expert craftsmen, manufacture 
Inland quality containers to custom design. 


NLAND CONTAINER CORPORATION 


INDIANAPOLIS 6, 


INLAND BOXES BUILD GOOD WILL 





Your boxes will be where you need them 
when you wamt them. 


TWO MODERN KRAFT MILLS produce 

quality containerboard for these plants. 

Company owned timberlands supply the 

mills with pulpwood. This means continu- 

ity of material. 

These are the facilities Inland offers you 
. let them work for you. 


Call your nearby Inland Package Engineer. 


INDIANA 
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\\ CoE to think of it, we’re a little amazed 
_ ourselves at the way Ace engineers can 


blend the mechanical, electrical and chemi- 
cal properties of different rubber and plastic 
{| materials. Their aim is always to find the 


one best material for each of your jobs .. . 








never overdesigned . . . with production 
economy a must. Result: hundreds of tailor- 
ACE® made rubber, plastic, and rubber-plastic 


alloys to choose from... plus many unusual 
ce” materials like Ace-Tex pyrobitumens. Ask 
your needs for: us for anything from rough-ground rods to 
finished molded assemblies. Our facilities 
for molding, extruding, fabricating, and lin- 
MECHANICAL, ing are among the world’s largest. 
Always check your ACE 
design engineer’s Handbook 
when selecting materials 
for today’s production and 
tomorrow’s plans. If you 
haven't a copy, write 
today! It’s Free. 


ELECTRICAL, 





“= 
a 
- 
a 
bad 
Dead 
bod 


CHEMICAL 
APPLICATIONS 





ACE rubber and plastic products 


® AMERICAN HARD RUBBER COMPANY 
& 93 WORTH STREET +» NEW YORK 13, N. Y. 
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C.E.D. Calls for Continued 
Gradual Tariff Reduction 


“It is in the national interest of 
the United States to continue a pol. 
icy of gradual and selective tariff 
reduction.” This is the major con. 
clusion reached by the Research 
and Policy Committee of the Com. 
mittee for Economic Development 
in its latest Statement on National 
Policy, made public after more than 
a year’s study of the arguments for 
and against freer trade. 

“As the strongest economic power 
in the free world, the United States 
has a special responsibility for lib. 
eralizing trade—the responsibility 
of leadership,” the Committee said 
“The direction which our _ tariff 
policy takes will help to determine 
whether the free world moves 
ahead to widening markets and ex- 
panding production or whether it 
moves in the opposite direction, to- 
ward intensified economic national- 
ism and political division.” 

“The effectiveness of our efforts 
to expand world trade is not, of 
course, dependent on our policies 
alone,” the Committee said. “How 
other countries respond to our lead 
is equally important, and their re- 
sponse should condition the course 
of our tariff policy. We believe, 
however, that the case for our tak- 
ing the initiative now is_ very 
strong.” 

CED is a non-profit, non-political 
economic research and_ education 
organization founded in 1942. Its 
membership is composed of 150 of 
the country’s leaders in industry, 
finance and education. 


Kitimat Aluminum Output 
To Be Boosted 60,000 Tons 


The capacity of the new alumi- 
num smelter at Kitimat, British 
Columbia, will be immediately ex- 
panded to produce an_ additional 
60,000 tons of aluminum ingot per 
year. The move is designed to meet 
the estimated increase in the neat 
term demand for the company’s 
aluminum, according to Nathanael 
V. Davis, president of Aluminum 
Limited. 

Production of aluminum com- 
menced at Kitimat on August 3 of 
this year, and the first shipment o 
metal was made to a U. S. customer 
on September 30. Construction - 
the first stage of the smelter, with 
a rated capacity of 91,500 tons, 
of the basic hydraulic installations 

(Please turn to page 308) 
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PERMACEL 97 ACETATE FIBRE TAPE 
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PERMACEL 64 CLOTH TAPE 








In our complete line, there’s a self-sticking tape for every job... write Permacel Tape Corporation, New Brunswick, N. J. 
a dofwon ofwmon compan 
t aff Pp y 
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A NEW 7” [STAN LEY | Mew Oury 
BUILDERS SAW 


Here’s a new Stanley builders saw that 
cuts 2 x 4’s at 45°, and only weighs 12 lbs. 
Its 7” blade takes a deep 234” bite at 90° 
and bevels at any angle up to 45°. Furnished 
with metal carrying case. 










CHECK THESE OUTSTANDING STANLEY FEATURES: 


1 Patented Stanley “Motor-Saver” protects the motor 
from impact loads. If you hit a nail or other obstruc- 
| tion, the blade stops but the motor turns over until 
switch off. There’s never any kickback or motor 
burn out. 
? ‘Cutaway window lets you see what you're doing as you 
do it...keep your eye on the line of cut, whether 
left- or right-handed. 
An automatic telescoping safety guard with con- 
venient finger knob control. Positive safety at all 
times — your hands are never near the cutting edge 
even when pulling back the guard. 


OTHER STANLEY SAW ADVANTAGES 


Housing Fully polished die cast aluminum 

Gears Alloy steel 

Bearings Full anti-friction ball and needle 

Switch Double pole, momentary contact 

Handle Pebbled, non-slip surface, all-position 

Accessories | Saw track, carrying case, ripping guide, blades, 
abrasive wheels, and extension cords 

Service There is a Stanley Electric Tool Service Sta- 
tion near you. See list packed with every saw 
or consult classified telephone directory. 

eerie 5 


write Stanley Electric Tools, 874 
Myrtle Street, New Britain, Conn. 
Ask for Catalog 12, 


Ask your Industrial Distributor to 
show you this new Stanley Saw. Try 
the heft and cut of it. For full details 


ELECTRIC TOOLS © HARDWARE @ TOOLS © STEEL © STEEL STRAPPING 
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(Continued from page 306) 
able to supply the electrical re 
quirements of a smelter several 
times this size, required three and 
a half years’ work and the initiaf 
investment of over $275 millions. 

The company announcement said 


that market studies made during) 


recent months show that demands 
for the company’s aluminum ingot 
exceed the supply available from 
present production and should con- 
tinue to increase. 


7 2 FF 


Basic Materials Exposition Set 
for Philadelphia May 31-June 3 


The third Basic Materials Exposi- 
tion will be held at Convention Hall, 
Philadelphia, May 31 to June 3. The 
scope of the exposition will be 
broadened and its name changed to 
include the subtitle, “The Design 
Engineering Show.” The Basic Ma- 
terials Exposition, held in New 
York in 1953 and in Chicago this 
year, is unique among_ industrial 
shows because no machinery nor 
end product is displayed. Exhibits 
are restricted to materials which go 
into the making of end products 
for consumer or industrial use. 

With the broadened scope next 
year, however, certain manufac- 
tured products which are themselves 
included in the manufacture of end 


products will be shown. These in-_ 


clude mechanical, electrical, hy- 
draulic and pneumatic components 


of end products, as well as finish-~ 


ings, coatings and other parts, shapes 
and forms. 

Concurrently with the exposition, 
a three-day conference is held. Ad- 
vance registration cards for both 
events may be obtained from Clapp 
& Poliak, Inc.. 341 Madison Ave, 
New York 17, N. Y. 


q 7 q 


Recommended Standards For 
Steel Drums and Pails Issued 
Steel shipping container buyers 
in all industries can now obtain 
“Recommended Universal Standards 
for Steel Drums and Pails.” The 
standards have been announced as 
available from the Steel Shipping 
Container Institute, Inc., 600 Fifth 
Avenue, New York 20, N.Y. 
Recommended specifications issued 
by the Institute cover these items: 
55 gallon tight head universal drum; 
400#/55 gallon full removable head 
universal drum; 30 gallon tight head 
universal drum; 120#/16 gallon full 
removable head universal grease 
drum; 16 gallon tight head universal 
drum; 5 gallon tight head universal 
pail; 5 gallon/35# lug cover uni- 
versal pail. 
For More Information Circle No. 334 
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On the facing page you have the three chief ad- 
vantages of dealing daily with your Simonds Indus- 
trial Supply Distributor. And there are other im- 


portant advantages, too, such as these: 


One source, one transaction, one bill for all your 
needs in wood and metal cutting tools. And of course 
his thorough practical knowledge of cutting tool ap- 
plication and performance . . . which is your assur- 


ance that you’ll get the best results out of the finest 





Call your 


SIMONDS 
OA industrial Supply 
i DISTRIBUTOR 


For Fast Service 
from 
Complete Stocks 


















saws, files and machine knives made today .. . the 
Simonds red-trademarked line that is completely 
controlled for quality, from Simonds’ own tool steel 


mill to Simonds famous windowless factory. 


So we say, when you want or need service, ‘Call your 


Simonds Industrial Supply Distributor.” 


SIMONDS 


SAW AND STEEL CO. | 





.. FITCHBURG, MASS. 


Factory Branches in Boston, Chicago, Son Francisco and Portland, Oregon. Canadian Factory in Montreal, Que. Simonds Divisions: Simonds Steel Mill, Lockport, N. Y. 


Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada 





and, odd mow Lightness 


This famous saying by one of America’s leading re- 
search engineers is the key to much of today’s design 
progress. Sometimes all it takes is the right twist—in 
Wire. Here are a few specific examples from ‘Wire 
Goods Headquarters” ... 





This simple twist saved 
$1,530.00 in one year 
Manufacturer's wire motor 
mount design called for 26 bends 
in a 28”-long wire ... almost 
mpossible to hold tolerances. 
arenes suggested simplified 
design at right: a ring, 4 support 
vires, 4 welds—that's all. 
Estimated saving 10.2c per piece. 


This simple twist 

saved 75¢ per unit 

By combining a motor mount 
and fan guard in one wire-and- 
strip assembly, Titchener elimi- 
nated expensive pipe frame-work 
and heavy stampings, reduced 
noise level, and saved 75c per 
unit over the former design. 


This simple twist 

cut weight in half 

Extinguisher wall bracket rede- 
signed by Titchener eliminates 

16 rivets and 3 stampings. Im- 

proved design is stronger, more 

serviceable—weighs half as much 
-gives substantial savings in 

manufacturing and material 


costs. 


Wire construction and design assistance by Titchener may be 
able to solve your cost problem, whatever your product. 
Our engineers will be glad to help you find out. Merely 
send prints or samples. No cost or obligation for our analysis 
and recommendations. 





Free Case History Booklet. Shows before-and-after 
illustrations of 36 products and parts which have 
been redesigned in wire. Gives specific cost savings 
and product improvements accomplished. This 
booklet can be a storehouse of tips and ideas for 
design and purchasing men. 





WIRE 


Gooos 
Heodquorters & 


92 Clinton St. Binghamton, N. Y. 
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Efficient Automatic 
Plating of Curved Parts 


In the conventional automatic 
plating machine, the work carrier 
enters one end of the plating tank 
and travels between rows of anodes 
to emerge at the other end. How- 
ever, this is not desirable when 
curved parts such as bumper bars 
are encountered. In the past platers 
found it economical to use a “still” 
tank set-up where parts are plated 
horizontally in nests and cells and 
moved from tank to tank by man- 
ually operated electric hoists. 


At the loading end of Udylite’s new plating 
machine. The tramrail elevator is in the 
“up” position with a load of bumper bars 
ready to be lowered into the soak clean tank, 


The Udylite Corporation recently 
developed a machine specifically de- 
signed to plate curved parts auto- 
matically. With the machine, racks 
of parts remain at rest in the “nest” 
of conforming anodes in the tank 
cells for the duration of the plating 
time. To permit constant operation 
of the cells, empty cells are auto- 
matically selected in sequence to 
accommodate racks as they emerge 
from preceding operations. 

Here’s how one installation used 
for automotive bumper bars works: 
Work carriers are delivered to the 
machine by a tramrail which crosses 
the first cell and, at that point, are 
transferred to the full automatic 
mechanism. The carrier then goes 
through the full plating cycle con- 
sisting of 37 stations. At station 37, 
racks are picked up and transferred 
to the tramrail system—parts go to 
the assembly line and racks go 
through the rack strip system on 
their way back to the rack storage 
area. The rack strip system con- 
sists of an eight station tank and 
racks are carried through it auto- 
matically. 


(Please turn to page 314) 
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@ Available from % H. P. to 1 H.P. 

©@ Compact—more power per pound 
tie @ Higher overload capacities 
val @ Newest “Mylar’’* insulation in stator 
me slots 
© New trouble-free centrifugal starting 
es switch (proven through 6 million cycles 
w- —ten times normal life—under all 
en types of operating conditions) 
ars © Improved ventilating design—permits 
Ts complete air flow over windings, for 
Ww maximum motor cooling 
alt @ Rugged 11-gauge heavy steel frame 
ol —provides rigidity and alignment 
6, equal to heaviest in industry 


@ Exclusive ribbed base—resists bend- 
ing, provides widest contact points for 
maximum rigidity. 

®@ Conforms to NEMA standards for "56" 
Frame motors 


*Du Pont polyester film 













Newest motor on the market! 


SRN = 2) Bieter | 





... We invite you fo test-run 


Rigid resilient or face mounted, split- 
phase, capacitor-start or polyphase. 


; 














om A 











A completely new 
FRACTIONAL 


L. HORSEPOWER 
el ... detailed to order 


ks: 
the 








motor 





If you make any product requiring a frac- 


























ail tional horsepower motor (any quantity —20 ceed a tate encnaien 
are to 20,000 units) it will pay you to accept our 
atic invitation to test-run this completely new 
ne motor—see for yourself the improved per- = ———~—~ ~~~. ___.__. 
37, formance you get with this tough, depend- | 
al : The Hoover Company, Electric Motor Division 
- able power package. | 203 Brook Avenue, North Plainfield, N. J. 
| Hoover can add or change details to order— | | would like to test-run the new Hoover HY-DRIVE. 
g0 - | Please send me details. | am interested in motors for 
on at any stage of development or production— 
age on short notice. And when you power with | lindicate type of equipment) 
a Hoover motors, over 300 Hoover Agencies | NAME 
to- stand ready to give your customers immediate | COMrany 
expert service—anywhere in the world. Send | wanatenees ibe 
: city___ ZONE___STATE____ 
coupon for full details today. 
6 
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“George defies anyone to steal our car. He 


chains it to a lamp post with Campbell Chain!” “ike 





Campbell makes safe, dependable chain to meet 
every requirement. No matter where you use 
chain . .. for maintenance ...on the production 
line .. . or as original equipment on your product, 
there’s a size and grade of CAMPBELL CHAIN 
exactly suited to your needs. 


Be sure you specify CAMPBELL, the chain that’s 
inspected link-by-link to assure long life. Get 
complete information from your local distributor 
or mill supply house. If your chain problem is 
unusual, write direct. 


CAMPBELL CHAIN Company 


a ee oa ~ tue SRE 


Taw se Toe - 







CAMPBELL 
CHAIN 


hen 5 
Main Office, York, Pa. « West Burlington, lowa 
Portland, Oregon ¢* Sacramento, California 


Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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(Continued from page 312) 

The machine now in use is 460 
feet long, 15 feet wide, and 18 feet 
high. It operates on a two minute 
cycle to plate 30 racks of bumpers 
per hour. Since there are 12 bump- 
ers to each rack, production is 360 
bumpers per hour. 


, ¥ 


Fasteners Institute Approves 
Bolt & Nut Package Standards 


A plan of standardized full-con- 
tainer packing quantities, designed 
to simplify handling, shipping and 
storing of bolts and nuts, has been 
approved by the Industrial Fasten- 
ers Institute. The plan will allow nut 
and bolt manufacturers to use only 
three sizes of cases for most items 
instead of the ten or twenty now 
being used. 

It is expected that general use of 
the plan will result in considerable 
simplification in warehouses _ that 
stock bolts and nuts from several 
producers, since uniformity of case 
sizes will permit easier and more 
compact stacking. 


. ¢ #F# 


Chart Shows Characteristics of 
Conveyor Belt Constructions 


A new color chart showing en- 
gineering data for standard conveyor 
belt constructions is now ready for 
distribution by Quaker Rubber 
Corporation, Division of H. K. 
Porter Company, Inc., Philadelphia 
24, Pennsylvania. 

This chart and its accompanying 
engineering data sheet is an indus- 
try first. It shows graphically the 
most important characteristics for 
eight of the most popular ply and 
material combinations of conveyor 
belt constructions. 


rie F¢ 


Booklet Shows How Dimensional 
Control Can Aid Profits 


A new booklet that points out 
often hidden and neglected oppor- 
tunities to cut losses and increases 
profits, is offered free of charge by 
Federal Products Corporation, 1144 
Eddy St., Providence, R. I. 

Entitled “A Management Blind 
Spot”, the booklet deals with many 
unappreciated problems of under- 
size and oversize pieces; of scrap, 
salvage, and rework. How to solve 
this problem of cutting down expen- 
sive secondary operations by keep- 
ing production under control and 
quality standards up to specifica- 
tions is fully explained. Actual case- 
histories show how proper dimen- 
sional control can be reflected in an 
improved profit picture. 


PuRCHASING 
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Photo shows automatic bolt maker. Courtesy of Oliver Iron & Steel Corporation. 


Mr. Tooley Says: 


"Tt takes two to moke w bargain’ 


How right! 

In the field of tools and tooling materials for shaping, forming and removal of metal, Firth Sterling 
occupies the unique position of supplying both steels and carbides to do your job. Thus you are always 
assured of a bargain . . . the just-right selection from alternative materials, offered without bias from a 
single source of complete shop tooling. 

Cold heading operations, for example, illustrate the point. Either steel or carbide, or both, may be 
used successfully. But one may have an advantage over the other because of the requirements of the job 
... Such factors as quantity of product, geometric design, desired finish, material used and tolerances 
required. We have both steel and carbide. We can recommend the exactly right one, or both, if indicated! 
Yes, for cold heading “it takes two to make a bargain”... . Firth Sterling C.H.Q. Steel and Firthaloy 
Carbide Nibs. 


C.H.Q. COLD HEADING QUALITY STEEL FIRTHALOY CARBIDE NIBS 


Controlled quality 


Made specifically for cold 
heading applications 


Toughest grade of sintered carbide 
Maximum impact and fatigue resistance 


Controlled hardenability by size 

Controlled carbon content by size 

Special cold heading inspection 
for good centers 

Safety in heat treatment 

e Superior toughness and fatigue resistance e Good machinability 


Your Firth Sterling representative will recommend the best grade 
of steel or carbide for your applications and product requirements. 


Fisth Sterling 


R-303 


PRODUCTS OF FIRTH STERLING METALLURGY 
y 





NY a a Yj Sintered Tungsten Carbides 
Tool & Die Steels 
—iInNCcC— f 
Stainless Specialties , Chromium Carbides 
GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. Sy 
High Temperature Alloys High Temperature Cermets 
OFFICES AND WAREHOUSES*: BIRMINGHAM CHICAGO* CLEVELAND DAYTON DETROIT* HARTFORD® 
HOUSTON LOS ANGELES* NEWYORK PHILADELPHIA PITTSBURGH WASHINGTON WESTFIELD, N.J. Zirconium 





CALL YOUR FIRTH STERLING DISTRICT OFFICE OR DISTRIBUTOR. ASK MR. TOOLEY. 
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let BUFFALO BOLT do 
your LEG WORK 


Save extra steps by buying Circle ® fasteners every time. 
A phone call will give you immediate, accurate informa- 
tion on prices, delivery, etc. Our new streamlined service 
organization...in the field, district offices and factory... 
offers the finest and fastest service in the industry. You'll 
get the bolts, nuts and rivets you need...when 
you need them...through your Circle ® dis- 
tributor or direct. (note too) Nobody makes 
better bolts than the... 







WESTERN OFFICE 
Chicago 
HArrison 7-2179 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
NORTH TONAWANDA, N. Y. 


EASTERN OFFICE 
New York City 
REctor 2-1888 


CENTRAL OFFICE 
North Tonawanda 
JAckson 2400 (Buffalo) 


Making both FASTENERS & FRIENDS for 100 years 
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Purchasing Aids in Value 
Analysis for the Customer 


A kind of “value analysis for the 
customer”, with the purchasing de. 
partment playing an important part 
in the service, has been instituted 
at the American Welding & Manu- 
facturing Co., Warren, Ohio. 

A “New Sections Committee” of 
the company reviews customer re- 
quirements with a view to fabricat- 
ing jet aircraft engine rings by the 
most economical method available, 
Careful study often leads to recom. 
mendations for special _ sections, 
either mill-rolled or extruded, which 
sometimes pose special problems, 





William Cave 


The committee, composed of a 
cross-section of operating and engi- 
neering personnel, meets daily to 
keep constantly abreast of closer 
tolerances available from mills. 

Representative of the purchasing 
department is William Cave. His 
job, broadly speaking, is to carry on 
liaison and development work on 
formed sections, covering the re- 
quirements of the sales, operating 
and purchasing departments. By 
participating in each of the com- 
mittee’s meetings, Mr. Cave is con- 
stanty and thoroughly informed. of 
the exact requirements deemed best 
for specific jobs. Thus he is able to 
most economically and efficiently 
procure the necessary materials. 

An example of how well this in- 
ter-departmental coordination has 
worked out is found in an instance 
where one jet engine manufacturer 
will save over $186,000 this year by 
using special flash-butt welded mill 
rolled ring sections recommended 
by the committee. By specially de- 
signing the mill rolled sections, in- 
stead of using rectangular bar, % 
lbs. of metal per ring were saved 
and the cost of fabricating each ring 
was reduced by $77.87. 


(Please turn to page 320) 
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MANUAL 
AH STARTERS 





: MANUAL MOTO 
® STARTER 7. 


CATALOG 
NO. 6808 











THE ARROW. 
* MARTIAN ELEC CG co. 
ORD. CONN. U.S.A. » 


FOR QUICK, EASY WIRING and SERVICING 


For starting and stopping, without overload protection, motors rated up to 
2 hp, 600 volts. Supplied in general purpose, flush and weatherproof 
types. Other Manual Starters are available for push button or toggle 


operation, with or without overload protection, for 1, 2, 3 or 4 pole use. 


Mail coupon for free 12-page catalog section describing the complete line of A-H Manual Starters. 


- nae ——o 


A RROW-HART INDUSTRIAL CONTROL DIVISION Pp 
INDUSTRIAL CONTROL DIVISION THE ARROW-HART & HEGEMAN ELECTRIC CO. 
103 HAWTHORN ST., HARTFORD 6, CONN. 103 HAWTHORN STREET, HARTFORD 6, CONN. 


OFFICES, SALES ENGINEERS AND WAREHOUSES IN: ATLANTA, BOSTON, 
CH HICAGO, CINCINNATI, CLEVELAND, DALLAS, DETROIT, HOUSTON, 
LOS ANGELES, MILWAUKEE, MINNEAPOLIS, NEW YORK, PHILADELPHIA, 
PITTSBURGH, ST. LOUIS, SAN FRANCISCO AND HAVANA, CUBA 
In Canada: Arrow-Hart & Hegeman (Canada) Ltd., Mt. Dennis, Toronto 
In England: Arrow Electric Switches, Ltd., Ealing, London WS5. 


4 MOTOR CONTROLS ° WIRING DEVICES 
ENCLOSED SWITCHES + APPLIANCE SWITCHES 
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; Please send my copy of the illustrated Catalog Section ’'A-H Manual Starters.”’ 
: NAME__ 

4 2 @ POSITION___ 

; = company 

& 
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= CO. Appress : 
a = CITY "- emit STATE 











2 2, 


BEWARE 


THE BULBEAR | 











Ine cernrccer enna mre ee a | 





The unbearable Bulbear has a ravenous appetite 
for expensive “‘juice’’. He lurks around plants 
that are careless about lamp maintenance* and he 

takes a healthy bite out of working 
efficiency unless you are careful to keep amply 
supplied with high quality, long-lasting 


Mion 


CHAMPIt PION 





sk The Champion Maintenance Manual is full 
of simple, sensible suggestions on how to 
make the most of your lighting and lamps. 
May we mail you a copy? 





CHAMPION LAMP WORKS 
324 Lynnway, Lynn, Massachusetts 
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(Continued from page 318) 


American Welding & Manufac. — 
turing has many other examples of ~ 
big savings made through a close | 
review of requirements followed by — 


coordination of engineering and 


production operations with pur. 


chasing’s recommendations on the 
best possible type of material to 
do the job. 


7% # 


Norton To Offer Program For 
Leasing, Trading-In Machines 


Plans will soon be announced by 
Norton Company for the leasing, 
rebuilding, trading-in and time pay- 
ment arrangements on some of its 
standard grinding ad lapping ma- 
chinery. 

The company is prepared to lease 
certain standard machines on a leas- 
ing arrangement similar to that used 
by the Kearney & Trecker Corpora- 
tion, including their plans A, B, 
and C. 

Norton is expanding its rebuilding 
operations and has determined a 
list of certain machines which it will 
rebuild for a firm price of 45% of 
the price of a corresponding new 
machine with the same equipment. 

In many replacement programs, 
a considerable advantage may be 
gained if the original equipment 
can be taken in trade. Norton Com- 
pany is willing to consider such 
trades on a limited group of readily 
salable machines. 

Norton is now considering plans 
for time payments in purchasing 
new machines. These arrangements 
will be handled through distributors 
and will be limited to those machines 
which are available for lease. 

A list of all machines involved in 
this program is available from Nor- 
ton Company, Worcester 6, Mass. 


- v 7 


Van Norman-C.I1.T. Join to 
Offer New Machinery Program 


The Van Norman Company, ma- 
chine tool maker, has announced a 
“radically new” merchandising plan 
featuring long-term leases, and a 
10-year instalment sales plan geared 
to match the new, faster deprecia- 
tion schedules. 

James Y. Scott, president, said the 
new program, one of the most com- 
plete ever offered buyers of machin- 
ery, was developed with C.LT. Cor- 
poration, industrial financing sub- 
sidiary of C.I.T. Financial Corpora- 
tion. 

Van Norman aii milling ma- 

(Please turn to page 324) 
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don’t order one 


more bearing 
unit ‘til you have 


the facts! 
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Whether you are responsible for the pur- 
chases of thousands of bearings for a major 


if you do not have the SEALMASTER machinery builder or your only occasion to 
catalog in your purchasing file, buy bearings is for replacement on existing | 
write for it today. machinery, you will want all the facts on os 
ad — ’ SEALMASTER Ball Bearing Units. SEAL- 
A ‘ ‘ Ap =~ MASTER'S exclusive combination of fea- 
A y) tures—broad line—and readily available engi- 


neering assistance, assures you of the maxi- 
mum for every bearing purchasing dollar! 
There is a SEALMASTER Bearing Distribu- 
tor as close as your phone who can answer 
most of your bearing requirements from 
stock. For special applications he has only 
to contact the SEALMASTER field repre- 
sentative in his area for prompt attention to 
your needs, 





ibSUNVWNOAAMAd 





SEALMASTER BEARINGS A Division of STEPHENS- ADAMSON MFG. CO., 51 Ridgeway Ave., Avrora, Ill. 
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THREAD 






THE NEX TAP 
YOU BUY will be made to the 
WEW \NoustrRY 


STANDARDS 


BULLETIN No. T-583 


END FOR THIS / <€& ofA 


rf ALL THE FACTS AND NEW TAP LISTINGS YOU'LL NEED FOR AN EASY AND 
ONOMICAL TRANSITION FROM THE OLD STANDARDS WITHOUT OBSOLETING 
2UR EXISTING INVENTORY OF GROUND THREAD TAPS 


Write on your company letterhead . . . or use the coupon below. 


Effective February 1, 1955, all ground thread taps for American and Unified Screw 
Threads are being manufactured in accordance with the NEW REVISED STANDARDS! 
While the changes affect nomenclature and, in certain ranges pitch diameters, the 
revised standards generally meet the requirements of all Industry and the Federal 
Services, and are designed to provide a wider selection of accurate ground thread 
taps to secure the Classes of Thread Tolerance desired with maximum wear life. 


» 
2°, “% 
Bs) : 
e7:. . 
et Ny 
~g hae 
a : 


Pratt a Wuirney 


DIVISION NILES-BEMENT-POND COMPANY 


19 CHARTER OAK BLVD., WEST HARTFORD 1, CONNECTICUT 
Please send my free copy of the P&W Bulletin No. 1-583 that fully describes the 
New Ground Thread Tap Standards. 

















NAME POSITION. 
COMPANY 

CO. ADDRESS 

CITY ZONE STATE 





"MACHINE TOOLS + CUTTING TOOLS * GAGES 









(Continued from page 320) 
chines, radius grinders, special pro. 
duction grinders, centerless grinder 
and automotive reconditioning ma. 
chinery. 

Scott said buyers can now choose 
any of five ways to acquire Vap 
Norman machinery: (1) a straight 
cash purchase, (2) a lease plan run. 
ning to nine years under which 
monthly rentals can be written of 
as expense, (3) a lease plan with 
an option to buy, (4) an instalment 
pian with equal monthly payments 
and terms running to five years, or 
(5) a Pay-As-You-Depreciate plan 
with terms of up to 10 years and 
payments geared to match depre- 
ciation allowances under the ney 
tax law. 

Scott pointed out that the 
P-A-Y-D plan was tailored to the 
so-called sum-of-the-digits method 
of depreciating equipment, the fast- 
est method allowed. Using the sum- 
of-the-digits method of depreciation, 
the owner of a machine which could 
be depreciated in 10 years would 
add the actual digits, 1, 2, 3, and s 
on to 10 for a total of 55, Scott said 
Then inverting the digits, the owner 
could charge 10/55 of the cost to 
depreciation expense in the first 
year; the second year, 9/55; the 
third year, 8/55, and so on until in 
the last year, 1/55 would be written 
off. 

Payments under the P-A-Y-D 
program will be made monthly, 
Scott said, but will total during any 
year approximately what the ma- 
chine owner can “expense off.” 
This, he said, makes it possible for 
machinery users to write off pay- 
ments and makes the relationship 
between the rate of payment and 
depreciation reserves “a_ realistic 
one.” 


i 7 q 


Manual Published On Heat 
Treating Gray Iron 

A new manual, “Heat Treatment 
of Gray Iron” has been published by 
the Gray Iron Founders’ Society, 
Cleveland 14, Ohio. It is called the 
first authoritative description 
non-technical language of all meth- 
ods of heat treating gray iron. Nu- 
merous commercial examples 
heat-treated castings suggest may 
uses where heat treated gray iro 
can be used to improve productiot, 
quality, and economy. Price of the 
manual is $5.00. 


———* 


FOR FURTHER INFORMATION 
ON PRODUCTS IN THIS ISSUE 
PLEASE USE INQUIRY CARD 
ON PAGE 17 
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TAYLOR 


Laminated Plastics 
Vulcanized Fibre 


Tips for designers 





Furniture can make good use of the mar- 
resistant, tough surface afforded by Taylor 
Vulcanized Fibre plywood 
table tops. 


combination 





Terminal strips for high-precision elec- 
tronic instruments benefit by the excellent 
insulating properties of Taylor XXXP-301 
hot-punch phenol laminate. 





Heavy bumper blocks for steel mill use, 
made of Taylor Built-Up Fibre several 
inches thick, give long service under severe 
shock and abrasion. 





Selenium rectifier plates are insulated by 
washers made of Taylor Grade 353 
phenol laminate . . . chosen for its dimen- 
sional stability and mechanical strength. 





TAYLOR FABRICATING 


FACILITIES 
Your production can be simpli- 
fied . . . schedules safeguarded 


-.. inventory headaches cured 
-..and overall costs reduced by 
having Taylor fabricate finished 
parts to your specifications. 
Efficient, modern facilities are 
ready to serve you. Get in touch 
with Taylor about your specific 
requirements. 
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Shop Talk 


TAYLOR 


« 


FISRE €O. 


Plants in Norristown, Pa. and La Verne, Calif. 
PHENOL — MELAMINE--SILICONE—EPOX Y LAMINATES * COMBINATION LAMINATES * VULCANIZED FIBRE * POLYESTER GLASS ROD 





High strength, light weight, excellent insulating and corrosion-resistant qualities make Taylor Epoxy Glass 
Base Laminate the ideal material for tubing in an aircraft fuel gage tank unit made by Avien, inc. 


When service conditions are tough- 


use Taylor special-purpose laminates 


Designing for severe service? Then 
take a look at what Taylor special- 
purpose laminates can do. Taylor’s 
resin chemists have developed spe- 
cial formulations of melamine, sili- 
cone and epoxy resins . . . for combi- 
nation with a variety of base mate- 
rials. The result is a line of laminates 
which offer the plus performance 
that your new designs may require. 


Taylor epoxy laminates. Retain su- 
perior mechanical properties after 
exposure to high temperatures (above 
430 F) ... have outstanding electrical 
characteristics, moisture resistance 
and resistance to corrosive chemicals 

. setting these laminates apart as 
a means of solving difficult design 
problems. 


Taylor melamine laminates. Excellent 
resistance to arcing, electrical co- 


Advertisement 


rona, flame and chemical attack 
characterizes these materials . . . use- 
ful in many electrical applications. 


Taylor silicone laminates. These with- 
stand temperatures up to 500 F... 
provide insulation where other lami- 
nates thus far cannot be used. They 
also possess high mechanicalstrength, 
low power factor and low moisture 
absorption. 


Sheets, tubes and rods of these ma- 
terials are available in a range of 
sizes that will give you maximum 
economy of material in your manu- 
facturing processes. 


To help you in the application of 
these specialized materials to your 
specific product, Taylor offers the 
service of its experienced engineering 
staff. Call on Taylor for a consulta- 
tion on your individual requirements. 
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Tur Dayton RoGERS MANUFACTURING 
Co. can produce short-run metal stamp- 
ings with rigid accuracy in the most 
economical way. 


With the Dayton RocEers method you 
can produce a limited quantity of die-cut 
stampings for your product, to test it or 
change it until it meets market require- 
ments. The short run tools will cost you 
no more than 15% to 20% of conventional 
type tooling. There is no other method 
which equals the one now used by 
Dayton RoGeErs in producing a limited 
number of die-cut parts at the lowest 
possible cost. 


FREE ... We will be glad to send you 
a booklet describing in detail how 
DayTOoN ROGERS can 
take you economically 
through the periods 
of product development 
and product change. 
Please write for it 
on your letterhead. 








FACTS 


ABOUT SMALL LOT 
STAMPINGS 


This method of producing metal 
stampings in small lots was origi- 
nated by DAyTON ROGERS more 
than 30 years ago. It is based on a 
patented process, special machin- 
ery and craftsmen, specially 
trained as short-run tool makers 
and punch press operators. Pro- 
duction is quality controlled with 
a thorough inspection system 
which cuts rejections to a mini- 
mum, saving you time, trouble 
and extra expense. 


Factory trained representatives 
in all principal industrial areas. 





NATIONAL 


woos ( DPAYTON ROGERS 


FOR METAL STAMPINGS 


IN SMALL LOTS Manufacturing Company 












= 


MINNEAPOLIS 7P, MINNESOTA 
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ASSOCIATION NEWS 





Behind the Gold Curtain 


(An address by Frank P. Connolly, president, 
lohn W. Masury & Son, Inc., before the Buyer 
Seller Dinner of the Purchasing Agents Asse 
ciation of Alabama) Page 194 

It is strange that something can 
be so very real and at the same 
time imaginary .... as is “The 
Iron Curtain.” There is another 
curtain that conceals the ever spin- 
ning wheels of industry, that hag 
made this land of ours great. It is 
American Business. In this case the 
curtain is of Golden hue. A “Gold 
Curtain”, if you will. What is this 
gold curtain, and what’s, behind it? 

The Iron Curtain .... The Bam. 
boo Curtain, are a composite screens 
made up of men. The Gold Curtain, 
as I see it, is made up of men too, 
they are the Purchasing Agents, 
You of this group are a part of 
that Gold Curtain. Purchasing 
Agents have been called by many 
names. Some not too complimentary 
.... but let me give you a new 
name, Men of the Gold Curtain. 

Perhaps a word of explanation is 
necessary .... here is an illustra 
tion of what I am driving at. Unele 
Sam decides to build an atomic 
submarine. It will cost many mil 
lions, “but nothing happens until 
a purchase is made.” Starting with 
the pencil, the paper for the pre- 
liminary sketches, and only end- 
ing when the proud flag that will 
grace her stern has been given your 
authority and blessing. 

There is no more important fune- 
tion in business than that of the men 
of your calling. You can make or 
break a company or an enterprise 
(and very often do). You are, in 
a very real sense, a Curtain of Gold 
to the countless vendors who sup- 
ply you. You are a challenge and an 
opportunity. Your “yes” or your 


“ ” 


no”, is very often of dramatic im- 
portance. : 

All one need do is to sit in your 
reception room, start chatting with 
fellow salesmen, to have pictures 
drawn of the purchasing agent or 
agents who are hidden behind solid 
walls. Many men here would get 2 
shock to hear the comments which 
are the skuttlebutt of what has been 
called the “Mourner’s Bench.” 

This is a composite picture of 
purchasing agents as it is drawn 
.... they are slanty-eyed fellows, 
with horns and forked tails. Some- 
times, it is hinted, with itching 
palms. They are cherubic figures 
with golden wings. They are tough 

(Please turn to page 328) 


PuRCHASING 








‘ident, 
3 uyer- 
Asso. 








Years of service. Long, trouble-free life is assured by K&M Corrugated Asbestos Sheets. They are used on the roof and 
sides of this building at the Osgood Company, Marion, Ohio. Application Contractor: Elwin G. Smith Co., Toledo, Ohio. 


UT MAINTENANCE COSTS 


with |K&M)| Corrugated Ashestos Roofing and Siding 














When K&M Corrugated Asbestos Sheets go up, Big savings. These corrugated sheets make possible 
upkeep expenses stay down. They never need pro- low application costs—they need only a minimum 

. . r . P ° rc ing or fi ing. / YY er _ ¥ Ve 
tective painting, require little or no maintenance. of cutting or fitting. And they offer the extra money 


saving feature of needing little or no upkeep. 
Really rugged. These sheets are strong, dense, and 


y P 4 y - , £ ae . nai . . , 
tough. Made of asbestos fiber and portland cement, Send for details. At your request, we’ll gladly send 


complete data on K& M Corrugated Asbestos-Cement 
resistant to extremes in weather. Sheets. Write today. 


they won’t burn, rot, or corrode. And they’re highly 


KEASBEY & MATTISON 


COMPANY ¢ AMBLER ¢ PENNSYLVANIA 
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HOW CHACE THERMOSTATIC BIMETAL 
ACTUATES THE 
BAKE-WELL OVEN THERMOMETER 


Product of the Cooper 
Thermometer Co., 
Pequabuck, Connecticut 





In the twenty years the 
Bake-Well Portable Oven 
Thermometer has been 
manufactured, its effi- 


cient performance and 





low cost have established its popularity in millions of 
homes in this country and abroad. Although most 
cooking appliances and stoves are now made with 
integral automatic controls, the housewife still regards 


an on-the-spot heat indicator as more accurate. 


A coil of Chace Thermostatic Bimetal furnishes the 


thermally responsive element which actuates this 


simple device. One end of the coil is anchored to . 


the frame of the thermometer. The other end of the 
coil is fastened to a pointer. Temperatures in excess 
of 100°F. cause the bimetal coil to expand, rotating 
the pointer to register the correct temperature on 
dial. The Chace Thermostatic Bimetal coil is accurately 
calibrated at the factory to insure positive tempera- 


ture indication over many years of dependable service. 


Chace Thermostatic Bimetal is available in 29 different 
types, in strip, coils or in completely fabricated assem- 
blies made to customer specifications. Send now for 
our new, free 36-page booklet, “Successful Applica- 
tions of Chace Thermostatic Bimetal,” containing valu- 
able engineering information for designers of thermally 


responsive devices. 


W. M. CHACE CO. 


Theunedstalice Bimetal 
1635 BEARD AVE., DETROIT 9, MICH. 
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(Continued from page 326) 
babies. They are cruel... . they are 
kind. They are fair... . they are 
unfair. All depending on the man 
to whom you talked, and his mood 
of the moment. 


The Greatest Gripe of Salesmen 


Perhaps the greatest gripe of 
salesmen is that they are so often 
kept toasting their heels for long 
periods of time ... . and again, so 
salesmen tell me, only too often, 
their reception is about the same as 
that given a beggar seeking a hand- 
out ... . or perhaps the P.A. has 
had had a bad night before and puts 
on the garb of a big, bad wolf. 

It has been said that “into every 
life a little rain must fall.” So if 
the little rain drops of criticism to 
your art have been mentioned, all I 
have been doing is factual reporting. 
Thank goodness the bright sunshine 
occurs so much more frequently 
than does the little shower. 

Gentlemen, you are the Gold 
Curtain of business. Behind you, are 
the works of the clock. The clock 
of enterprise. It is your responsibil- 
ity to keep the clock wound, to keep 
the wheels oiled, to see that it tells 
time correctly. It is your job to see 
that the oil or the coal is ready 
for the boiler. It is your job to see 
that the raw material is always at 
the right spot at the proper time, 
so that no machine remains idle. 
If you do not buy the right things, 
at a price that is in line, then your 
head will not be long in finding a 
place on the chopping block. 

It has been my good fortune to 
be an actor on the stage of business, 
playing parts on both sides of the 
Gold Curtain, and sometimes even 
being a part of the curtain itself. 
Yes, I have sat at the desk of P.A.’s 
when, in minutes, they made pur- 
chases, running into many millions. 
But the actual work, the investiga- 
tions, the checks and counter-checks 
that .preceded the actual signing 
on the dotted line required a lot of 
hard work and plenty of know-how. 
Plus a terrific responsibility. 


Y  #¥# 


J. F. Lincoln Addresses 
Youngstown Association 


“On industry depend our high 
standards of living,” James F. Lin- 
coln, chairman of the board of Lin- 
coln Electric Co., Cleveland, de- 
clared at the annual executives’ 
night meeting of the Youngstown 
District Purchasing Agents Assn. 

(Please turn to page 330) 
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FLEXLOC AT WORK 
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MORE AND MORE FLEXLOC LOCKNUTS are being used 
where assemblies must be held together. This electric chain saw is a good example 
of an application for which FLEXLOCs are well suited. 

_A Fiextoc Self-Locking Nut is used here to hold the driver gear in place. Even 
high-speed cutting, extreme vibration, and rough handling do not loosen the 


FLExLoc locknut. These one-piece, all-metal locknuts are available in a full range 





of sizes. Standard FLEXxLocs are stocked by authorized industrial distributors in 
sizes from #4 to 2”. Write for Bulletin 866 and samples. STANDARD PRESSED " 


STEEL Co., Jenkintown 31, Pa. f 


DO You KNOW ? standard Fiextocs smooth off rough bolt threads. 


The locking threads on all-metal FLExLocs are not chewed up when used on rough bolts. 


PRERLOE SELF LOCKING Bute 








Standard FLextocs lock securely on bolts varying in diameter tolerances. The all-metal, 


FLEXLOC 
LOCKNUT DIVISION 


resilient locking sections of the nut accommodate themselves to the diameter tolerances. 





Standard FLExLocs are one piece, all metal. They are not affected by temperatures to 
550°F. Nuts lacking these features have a more restricted temperature range. 

Standard FLextocs lock securely—stopped or seated—when 114 threads of a standard bolt 
are past the top of the nut. 





Standard FLexLocs are not affected by moisture, oil, dirt or grit. They lock efficiently under 


all conditions, regardless of the vibration encountered. JENKINTOWN PENNSYLVANIA 
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Forming the above Special Phillips Truss Head in two blows 
presented a difficult upsetting task. This was successfully 
accomplished when the manufacturer specified Keystone 
“Special Processed’’ Cold Heading Wire. 


The uniform grain flow properties of “Special Processed”’ 
Wire provided the desired upsetting and die forming quali- 
ties necessary to form the thin head section without distor- 
tion or cracking. The structural soundness and uniformity 
of ‘Special Processed’’ Wire further proved itself by trouble- 
free machine operation, longer die life and a finished product 
of the highest quality. 


Next time you have a difficult cold heading job, try ‘‘Special 
Processed’’ Wire. See your Keystone representative or write 
for more information. 


yn 
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Lincoln has been nationally fa- 
mous for his incentive management 
program. Last year his company 
paid almost five million dollars in 
bonuses to 1,100 employes. 

“The greatest challenge to indus- 
try is that we should recognize in 
employes their latent abilities and 
give them a chance to increase their 
usefulness, their responsibilities and 
their standards of living,” Lincoln 
said. 

“The possibilities of machines are 
limited while the possibilities of men 
are unlimited,” he added. 

“All of us are individuals with 
individual abilities,’ Lincoln said, 
We don’t want to be a part of a 
machine; we resent this. When a 
man’s ability is recognized, he has 
a feeling to do the best he can, be- 
cause he believes he is doing some- 
thing worthwhile and in his job he 
gets contentment and happiness. We 
have made this nation great because 
of freedom of opportunity.” 

Lincoln mentioned that almost 70 
per cent of his employes are stock- 
holders in the company. 

He said that the program could 
be put into effect by any company, 
but the results would depend upon 
the employes. Lincoln said he agrees 
with the philosophy of a guaranteed 
wage and added this would increase 
the employes’ usefulness if they 
know their jobs are not threatened. 

Lincoln mentioned that his com- 
pany guarantees employes at least 
32 hours of work each week. The 
average for the company has been 
40 hours. 

Lincoln was introduced by M. P. 
Golsmith of Sharon, Pa. Mayor 
Frank X. Kryzan welcomed the 
group. O. H. Jones, president, was 
program chairman and presided. 


es 


Metropolitan Buyers Discuss 
Material Handling 


Subject for the March meeting of 
the Metropolitan Purchasers Assist- 
ants Club was of universal applica- 
tion—‘“Materials Handling Equip- 
ment.” Virtually every business is 
confronted with the problem of 
handling materials and the club had 
an expert on hand to discuss the 
problem. He was A. A. Moore, pres- 
ident of A. A. Moore Distributors. 
As a special bonus, a film was shown 
which dealt in detail with the tech- 
nical aspects of materials handling. 

Winners of attendance prizes at 
recent meetings of the club were 
Hannak McLean and William Vol- 
kommer. 
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CARBON DIOXIDE 


ApriL, 1955 


WHAT HAPPENS NEXT ? 


If management has been wise, a fire tragedy will be 
stopped before it starts...if not, in 20 minutes extensive 
destruction and total loss could readily be the result. 


First-rate fire protection is essential to the continued success 
of any business. With C-O-TWO Smoke or Heat Fire Detect- 
ing Systems, plus C-O-TWO High Pressure or Low Pressure 
Carbon Dioxide Type Fire Extinguishing Systems, as well as 
PYRENE Air Foam Type Fire Extinguishing Systems for 
specific outdoor locations, your plant can have fast, positive 
round-the-clock fire watchman service simultaneously at each 


fire hazard point. ..a fire tragedy is stopped before it starts. 


PYRE N 


NEWARK 1 


Furthermore, there is a personal sense of responsibility 
inherent with PYRENE—C-O-TWO Fire Protection Engi- 
neers that assures you of fully adequate firesafety . . . a definite 
plus in your behalf. Whether it’s fire detecting or fire extin- 
guishing . . . portables or built-in systems ... PYRENI 
C-O-TWO means top quality backed by experienced engi- 
neering that results in operating superiority for you at all times. 

Act now...don’t take unnecessary chances with your 
investment any longer... the extensive experience of PYRENI 
—C-O-TWO over the years is at your disposal without obli- 
gation. Remember...a_ plant-wide fire protection survey 
skillfully executed today could be the means for greater 
profits tomorrow. 


E-—- CcC-OoO-TWO 


NEW JERSEY 


Sales and Service in the Principal Cities of United States and Canada 


COMPLETE FIRE PROTECTION 


portable fire extinguishers . . 


DRY CHEMICAL 


VAPORIZING LIQUID 


. built-in fire detecting and fire extinguishing systems 


SODA-ACID WATER 
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Which grade of TEFLON 
can save you the most? 





Electrical grade and Mechanical grade 
FLUOROFLEX“T products 
differ in cost... in advantages 


“Electrical grade” Fluoroflex-T, extruded or molded from 
virgin Teflon, offers certified conformance to AMS 3651 on 
major electrical and physical properties. It assures non- 
porous insulation and optimum tensile strength for con- 
sistent performance in even the most critical uses — thereby 
sparing trouble and expense. 

“Mechanical grade” Fluoroflex-T, extruded from reproc- 
essed Teflon, provides the top chemical inertness and physi- 
cal advantages of Teflon but at a substantial saving. It also 
offers increased resistance to elongation. For chemical and 
mechanical applications, economize with this grade. 

Stress-relieved, both grades machine easier and offer you 
the stability you want in finished parts and products. Both 
grades benefit from production under our quality control 
system approved by the USAF. 

Contact us for details and quotations on your needs. 

® Fluorofiex is a Resistoflex registered trade mark for products from fluoro- 


carbon resins. Teflon is the DuPont registered trade mark for its tetrafluoro- 
ethylene resin. 


RESISTOFLEX 


CORPORATION 


Belleville 9, N. J. 


Warehousing Distributors: Colonial Kolonite Company, Chicago, Ill. 
~ Western Fibrous Glass Products Co., Los Angeles, Cal. 
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Wichita PAs Hear Allis- 


Chalmers Executive 


“We should stop haranguing about 
unemployment and talk about the 
high employment we have in the 
country today,” declared Kenneth 
Haagensen, who spoke to members 
of the Wichita Purchasing Agents 
Assn. and their employers. 

Haagensen, director of public 
relations for Allis-Chalmers (Co, 
Inc., at Allis, Wis., spoke on “Buy- 
ing and Selling.” “Of course, to the 
man who is unemployed, it is a 
serious situation but at the same 
time employment in the nation is at 
a high peak. We should be glad of 
that instead of thinking negatively 
about it,” he said. 

The speaker divided his address 
into three main sections. The first, 
he said, was “not selling as well as 
we know how. Second, we are over- 
looking little things, and third, we 
are doing too much negative selling,” 

“No matter whether we are pur- 
chasing directors or salesmen we 
have a selling job to do,” he said. 
“It is hard to change old habits. 
We sometimes find it necessary to 
sell others in our firms on new ideas. 
We may want to buy a piece of 
equipment that will save much time 
and money. Yet there will be per- 
sons in our organizations who will 
have to be sold on the idea before 
it can be bought,” said Haagensen. 

Haagensen said “too many per- 
sons are waiting for the customer 
to come in so they can sell them 
something. Even then they fail to 
take advantage of the opportunity.” 

He told of an experiment he had 
made on a recent trip around the 
country. He stopped in drug stores 
in every city he visited and bought 
a special brand of razor blades. “Not 
one clerk even offered to sell me 
something to go along with them 
like cologne, powder or after shave 
lotion. At one place I offered the 
man a 20 dollar bill and he asked 
me if I had anything smaller.” 

The public relations director told 
of a business executive who could 
well afford to buy a new car but he 
continued to drive a 1949 model. 
“When I asked him if he thought it 
fitting for a man in his position to 
be driving such an old automobile 
his reply to me was that when some 
salesman had ‘gumption’ to ask him 
he planned to buy that salesman’s 
car. So far that has not happened.” 

“The American economy is grow- 
ing and we have great opportunities 
for further expansion but we are 
going to have to do a better job of 
selling. We have to eliminate neg- 
ative selling to get the job done.” 
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for dependable 
nearby delivery 


_ coll [CRUCIBLE] 


When you order special purpose steels from Crucible, 
you can be sure they’ll be where you want them —when 
you want them. 











For all Crucible warehouse stocks are large —de- 
liveries prompt and reliable. 


No need for you to maintain large, costly inventories. 
You can safely keep minimum inventories on hand, and 
quickly replenish them from Crucible warehouse stocks. 


Stocks maintained of: 
Rex High Speed Steel ... ALL grades of Tool Steel 
(including Die Casting and Plastic Die Steel, Drill Rod, 
Tool Bits, and Hollow Tool Steel Bars) . . . Stainless 
Steel (Sheets, Bars, Wire, Billets, Electrodes) ... 
Max-el... AISI Alloy, Onyx Spring, Hollow Drill Steel 
and other special purpose steels. 


(CRUCIBLE| WAREHOUSE SERVICE 





Crucible Steel Company of America 


General Sales Offices, Oliver Building, Pittsburgh, Pa. Branch Offices and Warehouses: Atlanta © Baltimore ¢ Boston e Buffalo ¢ Charlotte ¢ Chicago 
Cincinnati ¢ Cleveland « Dayton « Denver ¢ Detroit ¢ Houston « Indianapolis « Los Angeles ¢ Milwaukee « Newark « New Haven e New York ¢ Philadelphia 
Pittsburgh © Providence « Rockford « San Francisco « Seattle « Springfield, Mass. ¢ St. Louis e St. Paul e Syracuse e Toronto, Ont. « Washington, D. C. 
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Results 
are 
what count... 





Industrial cleaners, regardless of what other merits they may 
possess, are economical to you only if they produce the results you 
desire. A cheap “‘all-purpose” detergent that only partially removes 
soil from metal parts is certainly no bargain—nor is an electro- 
cleaner that leaves oily water breaks on supposedly clean surfaces. 
“Half-way” results like these are always a poor cleaning investment. 


That's why it’s wise to rely on the specialized cleaning facilities of 
your local Oakite Technical Service Representative. The modern 
Oakite methods and materials at his disposal are field-tested. 
They're your best assurance of perfect all-round cleaning results 
because: 


Oakite Cleaning Results are ECONOMICAL 


Oakite offers you a wide selection of specialized detergents for 
every cleaning need. Over 100 industrial cleaners are currently 
available, each carefully compounded to give you perfect, low- 
cost results. 


Oakite Cleaning Results are EFFICIENT 


Numerous “mechanized” cleaning aids are available to improve 
your present cleaning operation—and Oakite chemists and engin- 
eers are constantly at work developing newer, better methods and 
materials to meet your cleaning needs of tomorrow. 


Oakite Cleaning Results are EFFECTIVE 


Your Oakite Technical Service Representative “stays with” your 
cleaning problems from beginning to end. He instructs personnel 
on proper cleaning procedures; he supervises installation of clean- 
ing equipment; he corrects any bottle-necks that might occur— 
all at no cost to you. 

* * * 


Call your local Oakite Man today. Let him analyze your entire 
cleaning operation, with no obligation. Discover for yourself how 
serviced Oakite methods and materials can give you the best pos- 
sible cleaning results at a minimum of cost. Oakite Products, Inc., 
54 Rector Street, New York 6, N. Y. 


rt* 


OAKITE. 


ALIZED INDUSTRIAL Clean ts 
c 


uM 
ATeRiats METHODS + SERV ct 





Z 
Technical Service Representatives in Principal Cities of U. S. and Canada 
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What to Watch for in Designing 
and Buying Screw Machine Parts 


Factors that produce maximum 
economy when designing and spec. 
ifying screw machine products are 
detailed in a recent report by the 
National Screw Machine Products 
Association. Designed to aid both 
design engineers and _ purchasing 
agents, the report covers the 23 
most important considerations and 
those most commonly overlooked jn 
the ordering of such products. 

Factors of design comprise the 
largest group of recommendations, 
but, the Association points out, the 
relative importance of each consid- 
eration is not reflected by its se- 
quence in the report. Also, not all 
are expected to be applicable to all 
prospective purchasors, although 
for repetitive buyers of screw 
machine products, the vast majority 
of the points listed will apply over 
a period of time. 

Failure to follow those recom- 
mendations now given by the Asso- 
ciation, has in the past, meant un- 
necessarily higher costs and often 
delays in receiving goods. The in- 
formation contained in the report 
was obtained by questioning the 280 
members of the Association who 
produce approximately 70% of all 
screw machine products manufac- 
tured by independent concerns. 

For convenience sake, the Associ- 
ation breaks down its recommenda- 
tions in two sections: first to design 
engineers and production personnel; 
the second, more specifically to 
purchasing agents. However, it 
points out that familiarity with all 
points listed will promote a better 
understanding of the basic problems 
and insure proper cooperation be- 
tween suppliers and customers. 


Design Considerations 


1. Design the product so that 
where possible, standard sizes and 
shapes of tubes or bars, commonly 
used in the screw machine process, 
may be specified. Rounds, squares 
and hexagons are typical of stand- 
ard shapes. But there are also other 
pre-shaped forms of bar stock, even 
suitable as semi-formed gear teeth 
for example, that are available with- 
out special order. 

2. Avoid unnecessary fancy hori- 
zontal shapes in the design of the 
final product unless absolutely nec- 
essary. This also runs up production 
costs and is not justified unless some 
utilitarian or ornamental objective 
is served. 

3. Avoid square bottom holes un- 
less absolutely necessary. They are 

(Please turn to page 336) 
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MANUFACTURED BY 


GEORGE K. GARRETT CO., INC. + Philadelphia 34, Pa. 
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aluminum 
with 
7). Merey.\ 


Aluminum 


mersieclaleles 


available at your 

local ALCOA 
distributor 
fill out coupon for 
complete 

application and 

specification 
data... 


ALUMINUM COMPANY 
OF AMERICA 


2248-D Alcoa Building, 
Pittsburgh 19, Pa. 
Gentlemen: 

Please send complete specification data : 
and samples of your aluminum fasteners. 
Name 

Title 

Company 


Address 
. 


. 
es eee eeeeeaeeee® 
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(Continued from page 334) 
expensive in any 
process. 

4. Allow sufficient depth of blind 
holes to permit clearance of metal 
chips produced in grinding or thread 
cutting. 

5. Avoid sharp outside corners 
unless absolutely necessary. They 
can increase the costs of man- 
ufacturing, also are more subject to 
shipping damage and expense. A 
bevel edge or countersink is pre- 
ferable. If it is permissible to re- 
move corners, the limits should be 
specified. 

6. Overly sharp inside corners 
should also be eliminated unless 
their importance outweighs added 
production cost. Frequently a cham- 
fered corner not only saves costs 
but also increases the product’s 
strength, yet has no functional effect. 
Also, in some cases, undercutting at 
the angle point may permit the same 
function as a square corner, at a 
lower cost. Usually an undercut has 
no important effect upon either the 
strength of the part or the effective- 
ness of the bearing surfaces. 

7. Avoid non-standard threads 
and special diameter holes. These re- 
quire special tools and special gages, 
both items of extra production cost. 

8. Avoid excessively close toler- 
ances where possible. These entail 
extra supervision, more expensive 
tooling, and frequent tool and 
machine adjustments. Excessively 
small tolerances simply represent an 
unnecessary expense. 

9. Don’t demand removal of burrs 
unless essential. Sometimes it is 
desirable to have outside burrs re- 
moved when inside burrs can re- 
main, and vice versa. For some pur- 
poses, however, burrs are of no 
consequence. Also, the removal of 
tool marks is not always necessary 
and usually involves additional cost. 

10. Don’t require that holes be 
precisely located when they have no 
definite relation to keyways or other 
functions. Special jigs and fixtures 
are necessary when precision is re- 
quired. 

11. When chamfering a corner, a 
larger chamfer is preferable, to 
eliminate additional’ necessary 
machining. In countersinking, espe- 
cially a threaded surface, a broad 
angle is less likely to cause imper- 
fections. 

12. If kurls are required, request 
only an approximate number; this 
permits a less expensive automatic 
process. Although it may yield 29 
points instead of 30, such a differ- 
ence is often trivial. 

13. Don’t specify threads all the 


manufacturing 
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Insulated as 


- 


Thermocouple Wire 


Extension Lead Wire 


FOR ; 


abt de iron 


PLATINUM COUPLES 
CHROMEL ALUMEL 


IRON CONSTANTAN 
COPPER CONSTANTAN 
IRON CUPRONEL 


No matter what your wire or insulation 
requirements may be, you can depend 
on Gordon ‘'Serv-Rite’’ insulated wire 
for pyrometers—recognized as a stan- 
ard of highest quality for nearly half a 
century. All ‘‘Serv-Rite’’ wire is now man- 
ufactured in the new, completely modern 
Gordon plant, employing up-to-date 
equipment and machinery, supervised 
and operated by skilled technicians— 
your guarantee of continued precision 
quality. In addition to maintaining large 
stocks of all common types of wire, 
Gordon will manufacture special insulo- 
tion, in long or short runs, to suit your 
individual needs and meet your most 
rigid specifications. 


All Types of Insulation 


Felteg Asbesto, 


Asbestos Braid 
Weatherproof Braid 


y 


Stainless Steel Armored 


Silicone Treated 


Cotton Braid Lead Jacket 


Ask for Bulletin No. 1200 for Application 
Data and Complete Specifications on 
Thermocouple and Extension Wire 











CLAUD S. GORDON CO. 


Manufacturers & Distributors 
Thermocouple Supplies + Industrial Furnaces & Ovens 
Pyrometers & Controls « Metallurgical Testing Machines 

619 West 30th Street, Chicago 16, Illinois 
2015 Hamilton Avenue, Cleveland 14, Ohio 


| 
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1. a laboratory- 
pure phosphor... 


Efficient fluorescent lamp 
performance demands 
extremely close control of 
phosphor purity. In some 
phosphors, for instance, 
contamination in the order 
of 10 parts per million can 
play hob with lamp 
efficiency. That’s why 
Sylvania maintains full 
laboratory control over 
phosphor purity from raw 
product to finished lamp. 





Backing up the famous 
Sylvania money-back offer... 





2. a three-way 
bath... 


For complete phosphor 
stability, Sylvania scrubs the 
faces of every tiny phosphor 
crystal three times .. . in acid 
... in an alkaline solution .. . 
in high-purity distilled water. 
The result? Stabilized 
phosphors that actually give 
you more light per dollar 
throughout lamp life. 


.». to bring you Sylvania’'s 


6°/o 


Psverescet TO DETAIL—all along the line at 
Sylvania—brings you important fluorescent 
lamp dividends, such as the famous 6°, bonus 
of light. Sylvania developments and manufac- 
turing refinements let Sylvania back its lamps 
with the famous, signed money-back offer of 
better results. Thousands of users have switched 
to Sylvania—taking advantage of this famous 
money-back offer to prove for themselves that 
Sylvania lamps are better. 

Check the uniformity of performance and 
appearance, the maintained brightness and life 
of Sylvania lamps against those you are now 


bonus of light 


using. If, in your opinion, they do not outper- 
form your present lamps, send them back with 
your certificate, and Sylvania will refund the 
full purchase price. Order a trial lot from your 
Sylvania supplier today. 

SyYLVANIA ELEcTRIC PrRopucts INc., 

1740 Broadway, New York 19, N. Y. 
In Canada: Sylvania Electric (Canada) Ltd., 

University Tower Building, 
St. Catherine Street, Montreal, P. Q. 


y 


LIGHTING - RADIO - ELECTRONICS 
TELEVISION - ATOMIC ENERGY 


SYLVANIA 


... fastest growing name in sight 
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Your workers will say they never had comfort like 
they get in the new Willson Contour-Spec—and its 
new hinged bridge adds an extra measure of pro- 


tection, too! 


IT’S THE HINGE 
THAT DOES IT! 





It’s the hinge that permits equal pressure 
at every point of contact with the face 
... $nug comfort regardless of facial con- 
tour! And it’s the hinged bridge that 
means extra safety because there are no 
dangerous gaps around the eyes. 


Contour-Specs conform to any face— 
heavy, lean, round, long or bony! Result 
is, a new concept of comfort combined 


with protection that encourages workers to wear 
them willingly. 


Let them try Contour-Specs—see how well the 47-mm. 
lenses suit every eye size—feel how easily the light- 
weight, snug-fitting Butyrate plastic frame “‘sits’’ with- 
Out pressure anywhere. Order a supply from your 
Willson distributor now. 


new Contour-Spec 
SAFETY SPECTACLES BY... 


Design Patent 168988 


A = WN 
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More than 300 Safety 
Products Carry This 


{ ORO) Famous Trademark 


Leaders in Research and Development of Safety Equipment Since 1870 


221 WASHINGTON ST., READING, PA. 





(Continued from page 336) 


way to a shoulder. 

14. When a diameter surface is ng 
required to fit another part, it 
usually best to specify the diametes 
in fractions of an inch. Then th 
part can be made from standard sigs 
materials, and the fractional dime 
sion (instead of decimal), will j 
dicate a close tolerance is unnece 
sary. 

15. In specifying materials, choos 
those with maximum machinabilf 
within the range of strength re 
quirements. Excessively hard mat 
rials are normally more expensiyg 
increase machining costs. 

16. Don’t require super-smoot 
finishes that are unimportant, 
hidden part, a part not involving 
friction factor, or an exposed pa 
whose appearance is immaterial 
may as easily be left rough, at 
considerable cost savings. As a nat. 
ural process sequence, most screw: 
machine products are machined 
beyond maximum requirements. 

17. Be specific about hardness 
tests if required, also testing of 
elongation or binding. By naming 
the testing method and the physical 
properties desired, it’s possible to 
avoid costly confusion. 

18. If the buyer is to heat or plate, 
dimensions should be given prior to 
finishing. If the supplier however, 
will heat treat or plate, dimensions 
should be shown after heat treating 
or plating. Plating thickness should 
also be given. In addition, special 
pitch diameters before plating re- 
quire special gages and are costly. 
For plating threaded parts, specify 
unified thread standards to take ad- 
vantage of standard gages which 
will allow for addition of plate. 

19. Avoid concentricity where 
possible. Where it is essential to 
proper function however, it should 
be shown in terms of total deal in- 
dicator reading, and the point of 
measurement clearly shown on the 
blueprint. 

20. Avoid unnecessary second op- 
erations since they are normally 
more expensive than automatic 
screw machine operations. Often, 
the redesigning of a product elim- 
inates a second process by combin- 
ing it with the original machine op- 
eration. 


4 


Considerations For Specifying 


21. Because producers of screw 
machine products generally work 
from fixed quantities of raw mate- 
rials, there is often a price advan- 
tage for the purchaser of the 
product if he allows elasticity in his 
order size. This is due to the fact 

(Please turn to page 340) 
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Asbestos-Cement Boards—Corrugated and Flat—Careystone Corrugated 
for roofing and siding. Furnished in 3 wide 
and in lengths as required up to and including 12.0’. Easy to 
saw and erect. Flat Careystone sheets in 34,", 4 ", 3 


s” thickness, 42” 
" %”" and” 
thicknesses. Standard sheet size 4.0’ x 8.0’. Color: Gray. 
Asbestos Gasket Stock—For making gaskets, filters and discs. 


Asbestos Fiber and Specialties 


\A. 





asbestos 


Asbestos Paper—For all types of wrapping; covering hot air fur- 
nace pipes. 

Asbestos Millboard—For fire screens, partitions, range lining, ra- 
diator recesses—wherever heat-resistant, fire-resistant ma- 
terial is required. 

Asbestos Ducts—Careyduct all-asbestos air ducts for air-condi- 
tioning and warm air heating systems. Goes up easily and 
fast. Rectangular and round sections with slip-joint assembly. 
All types of fittings can be fabricated from these 3.0’ sections. 


asphalt 


Asphalt Emulsions—For roofing, waterproofing, sound deadening, 
tile adhesive. 


Asphalt Plank and Tile—For long life and low maintenance under 
heavy foot and wheel traffic. 


Asphalt Paints, Coatings and Cements—Protective coatings for roofs, 
exposed surfaces, structural steel. 


Asphalt Plyboards—For interior and exterior partitions, walls of 
all types, easily die-cut. 


Magnesia Compounds—Light Oxides and Carbonates, ‘“Technical’’ 
and ‘‘U.S.P.”’ grades. Heavy Oxides, ‘“Technical’’ and “U.S. 
P.” grades. Heavy Carbonates, ‘‘U.S.P.” grade. 


Magnesia Industrial InsulationsSuper-Light 85% Magnesia precision 
molded blocks and covering—Alltemp Pipe Covering— 





, ti 


THE PHILIP CAREY MFG. COMPANY, Lockland, Cincinnati 15, Ohio 
In Canada: The Philip Carey Co., Ltd., 277 Duke St., Montreal 3, P.Q. 


these CAREY offices are as close as your telephone 


ATA ATwood 5793 HOUSTON... _TWin Oaks 3393 PHILADELPHIA BAldwin 9-6430 
ne M.-.TRowbridge 6-700 — NDIAWAPOLIS. MElrose 5-7332 PITTSBURGH... ..GRant 1-7490 
60... DEarborn 2-4775 ST. LOUIS JEfferson 1-1930 


LOS ANGELES Richmond 5207 
Richmond 8-5207) SAN FRANCISCO. SUtter 1-4850 
SEATTLE SEneca 2351 


WASHINGTON, D.C. 
OVerlook 3-2300 


NNAT) 
CLAND 
oIT 










(After May 1 
MONTREAL. UNiversity 6-4680 
NEW YORK. VAnderbilt 6-1530 


POplar 1323 
Florida 1-8505 
TRinity 5-4680 


QUALITY PRODUCTS FOR INDUSTRY, FARM AND HOME SINCE 1873 


Tempchek blocks and Hi-Temp No. 19 blocks. For tempera- 
tures to 1900° F. 


Many other Carey products for industry are available to you. 
Call your nearest Carey office or representative for prompt 
service. 


FREE! Latest Carey reference list for asphalt, asbestos 
and magnesia products and specifications, including 
Army, Navy, MIL. Federal, ASTM. Clip and mail 
coupon for your valuable FREE copy today. 


 slesdentanieaiastanienieetentenentantenentententesesteteesten 





THE PHILIP CAREY MFG. COMPANY 
Lockland, Cincinnati 15, Ohio Dept. PU-4 


Gentlemen: Please rush my free copy of the Carey Reference Manual for 
Asphalt, Asbestos and Magnesia Products 


NAME 


COMPANY 


ADDRESS 


ZONE STATE 


CITY 
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FOR FREE SANITARY SURVEY 
OF YOUR PREMISES 
SEE YOUR 
DOLGE SERVICE MAN 





Bw F. & E. SOLUTION, the modern deodorant and disinfectant, 
ff neutralizes foul odors and ammonia smells instantly, and re- 


places them with the pleasant, refreshing aroma of eucalyptus- 


5 | so different from the usual harsh “just cleaned” 
a. % disinfectant smell. Ideal for mopping and 
¢ . lee spraying. 


F&E doesn’t merely cover up bad smells—it 
transforms them into odorless compounds by 


modern chemical means. 

One cupful added to your regular cleaning 
solution provides simultaneous cleaning and 
deodorizing. And F&E is mighty economical! 


Write for literature, and ask your 
DOLGE SERVICE MAN to demonstrate 


the “Ammonia Test.” 





WESTPORT, CONNECTICUT 
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... but one of Milford’s 5 plants or 
offices is right nearby — ready 

to give you prompt service and swift 
THE deliveries on all your 
Tt tubular rivet needs, 


ILFORD 


RIVET & MACHINE CoO. 


Plants: Milford, Conn.; Norwalk, Calif.; Elyria, Ohio; 
Aurora, I\!.; Hatboro, Pa. 


Offices: Atlanta, Chicago, Cleveland, Detroit, Fort 
Worth, Indianapolis, Newark, New York, Pittsburgh, 
St. Louis, St. Paul, San Francisco, Seattle — and 
Norwalk, Calif.; Stratford, Conn.; Charlotte, N. C.; 
Seneca Falls, N.Y.; Jenkintown, Pa.; Westwood, Mass. 










Headquarters for RIVETS 


(Tubular, split and special cold-formed 
and Rivet-setting Machines 
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BATTERIES 


woyS 


BOWERS BATTERY & SPARK PLUG CO., READING, PA. 
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(Continued from page 338) 
that variations in the length of bar 
stock as obtained from the mills, and 
variations in scrapped quantities 
during manufacture, may cause ac- 
tual output slightly over or under 
the estimated total. Thus, the cus. 
tomer, by agreeing to accept 10 
percent more or less than the quan- 
tity ordered, can benefit, so state 
ordered quantity dccordingly. 

22. Another major potential item 
in cost-saving is the elimination of 
orders in very small quantities, 
Machine set-up, tools, and other 
overhead naturally average higher 
per product unit when apportioned 
to a short run. Thus, if the parts 
ordered are standard, it is wise to 
order as large a quantity as pos- 
sible; often, the inventory increase 
is not as great as the extra cost of 
the smaller quantity. 

23. A sufficient allowance should 
be made for deliveries. It may be 
necessary to design, order, and 
make new tools, and time may be 
required to obtain materials and set 
up machines. Consideration should 
be given to the fact too, that 
machines are not alwoys immedi- 
ately available. As in any business, 
rush orders are more expensive to 
fill. There is usually a price advan- 
tage to placing orders that permit a 
back-log and stable operations. 


Book Answers Questions on 
Materials for Product Design 


Hundreds of problems in the se- 
lection of materials are discussed in 
“Materials for Product Development 
—1954” which has just been pub- 
lished by Clapp & Poliak, Inc., New 
York. The book, the second of a 
series, contains the proceedings of 
the Basic Materials Conference, held 
in Chicago last May. 

Six basic problems were under 
consideration. These were “Mate- 
rials of the Future”; “New Metal 
Forming Processes,’ such as pre- 
cision castings, powder metallurgy, 
forging, extrusion and_ stamping; 
“Non-Metallic Materials,” including 
plastics, carbon-graphite, ceramics 
and glass; “Joining,” with emphasis 
on adhesives and adhesive bonding 
of metals and plastics; “Corrosion 
Protection,” and “Materials Manage- 
ment.” 

Clapp & Poliak, producers of 
the conference and the concurrent 
Basic Materials Exposition, send the 
book without charge to all who at- 
tended the conference. Others may 
purchase the volume, postpaid for 
$7.50, by writing the publishers at 
341 Madison Ave., New York 11, 
= =: 
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NATIONAL VULCANIZED FIBRE 


When it takes this battering for years... 





No wonder it stands up in parts like these ufs 
e 


With every whirl of a locomotive’s wheels, tons of crushing 
pressure smash at rail joints. Insulating these joints—to keep 
electric signal and safety systems working—was a job only 
Vulcanized Fibre could fill, back when block systems were first 
devised. And no material has ever replaced it. Only this tough, 
cellulose plastic has been able to absorb the punishment, meet 
the insulation demand and take in stride the requirements im- 
posed by modern rail traffic. 

Low-cost Vulcanized Fibre has a unique team of properties 
qualifying it for countless end uses. To the right are a few 
examples. 

Strength, silent operation and machining ease team up in 
the gear (tough, resilient, Vulcanized Fibre is stronger than 
many metals, yet weighs only half as much as aluminum). 
The athletic shin guard calls for strength with light weight, 
and excellent drawing quality. Good dielectric strength at 
low cost, are resistance, and punchability combine in the 
switch insulator. The motor part requires wear resistance, 
good electrical insulation, formability. And in the abrasive 
disc—well, how tough can a job get? 

For fast help in improving your products and cutting their 
cost, call on the world’s first and largest manufacturer of 
Vulcanized Fibre. National’s 80 years of experience are yours 
for the asking. 


JUST OFF PRESS, our new 20-page book- 


7 let, ““Vulcanized Fibre in Industry,” 


can help you make your present prod- / 
ucts better or nee Pre DS” Hh MATIONAL 
* enecoeee, sure to write Dept. E-4 for your free 
— / VULCANIZED FIBRE CO. 


WILMINGTON 99, DELAWARE 


r Ise San | | In Canada: National Fibre Company of Canada, Ltd. « Toronto 3, Ont. 
NOX , ‘ol, he | | 
\— © . 


Vulcanized Fibre and Phenolite Laminated Plastic in sheets, strips, rods, tubes, special 
shapes and fabricated parts (also rolls and coils of Fibre) « Metal-Clad Phenolite and 
Vulcanized Fibre e Lestershire Textile Spools and Bobbins « Vul-Cot Wastebaskets 
Kennett Mate rials Handling Receptacles « Peerless Insulatior 
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Know a company that is going places—the 
United States Gasket Company. 

A company that boasts a unique combination of 
forward thinking management and engineering talent 
seldom found in an organization of its size. 

A company that is the recognized leader in the 
fabrication and application of such new materials as 
the ‘‘wonder plastics’’—duPont’s TEFLON, Kellogg’s 
KEL-F, etc. 

‘Inside U.S.G.”’ a twenty-page brochure, shows 
the engineering and manufacturing experience and 
facilities of the United States Gasket Company— 
and the materials, products, components and assem- 
blies that are going into the electrical, electronics, 
chemical, food, petroleum and general industry, as 
well as serving the requirements of the A.E.C., the 
guided missiles program and other armed ser- 
vices projects. 

Whatever your business, you should know more 
about U.S.G. Write for your copy today. 


Write for Bulletin No. IN-554. 


Adhesives 


(Continued from page 83) 


used for joining elastic materials 
or perhaps dissimilar materials hay- 
ing different coefficients of expan. 
sion. Adhesives for such purposes 
must be flexible within the range 
of the materials concerned; other- 
wise, the bonds will be ruptured 
as stresses build up due to unequal 
expansion. Casein glues and their 
variants have been widely used for 
this type of bonding; now the newer 
epoxy resins are favored. 

7. Color characteristics. Some ad- 
hesives, such as resorcinol resin 
glues, blood albumen, etc., are nat- 
urally colored and will show a glue 
line. Where appearance is an im- 
portant factor in the end product, 
this may be a serious shortcoming. 
Other adhesives, colorless in them- 
selves, will develop color from the 
material they are bonding. Thus, 
certain adhesives which are alkaline 
in character, such as casein, phenol 
formaldehyde, etc., will develop 
stains on furniture made from wood 
which is high in tannin, such as 
oak. This is one more instance 
where the end use, rather than af- 
finity or bonding strength alone, 
governs selection. 

8. Methods of application. Ad- 
hesives are supplied by many dif- 
ferent methods. The cover illustra- 
tion shows some of the common 
techniques—brushing, spraying, roll 
coating, trowelling, extruding, pres- 
sure, heat, etc. It is obvious that the 
type and form of the adhesive se- 
lected must be correlated to the 
manner in which it is to be used. 
For example, where pressure is re- 
quired to effect the bonding process, 
this makes such adhesives as the 
phenol formaldehydes unsuitable 
for bonding soft and porous woods 
unless the right extenders or fillers 
are used. Similarly, some adhesives 
need high heat for curing, which 
makes them unsuitable for wood 
bonding, notwithstanding their ex- 
cellence on other considerations. 


Other Factors 


This list of factors is not ex- 
haustive. It could be continued al- 
most indefinitely to bring out spe- 
cial characteristics and conditions 
of use. For instance, it could be 
shown that some of the adhesives 
that cure by solvent release, such as 
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UNITED STATES GASKET COMPANY, CAMDEN 1, NEW JERSEY : . 
certain cellulose or vinyl este 
resins, give off inflammable volatiles 

FABRICATORS OF which make them a source of danger 


FLUOROCARBONS & OTHER PLASTICS | i used in spark-hazardous locattis 
Representatives in principal 
cities throughout the world 


Others, such as the urea formalde- 
hyde adhesives, when used in hot 
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To function effectively, a spring pin must drive easily into 
holes drilled to normal production tolerances, compressing 
as driven. To drive easily, hold firmly and fit flush, the pin 
—every pin—must meet the strict requirements of specifica- 
tions such as those prepared by the SAE and the Military 
Services. 





Since failure of a pin can be as costly as a failure of any 
other precision part, it is important to check the pins you 


buy for uniformity... uniformity of diameter and length, 
shear strength, hardness, insertion and removal forces, and 
recovery of diameter. 









TRADEMARK 


a dowel 


@ set screw 





is aS important 
in the pin as in 
the gear 


Rollpin has been tested many times —by many 
manufacturers — with a consistently high per- 
formance record. It has been widely recognized 
as the “quality” fastener of its type. In this case, 
quality can be—and should be — measured. We 
strongly urge that you test for quality when buy- 


ing spring pins. 






ELASTIC STOP NUT CORPORATION 
OF AMERICA 


7 
| 
| Dept. R28-415 Elastic Stop Nut Corporation of America 
2330 Vauxhall Road, Union, New Jersey 
Please send the following free fastening information: 
(] Rollpin samples [] Here is a drawing of our product. 
' 1 Rollpin bulletin What self-locking fastener would 
you suggest? | 
, Name____ aero : Title — | 
Pe ceeitnsetianat ne —— | 
. 
Street__ —— ee _ a 
. I 
| a ee ee Zone State — | 
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What do you look for in 
plant & grounds protection? 


ai 24-hour duty 

*/| Permanent safeguard 

b/ Aid to traffic control 

| All-weather dependability 


eo] Low-cost protection 


TCHORFENGE| 2s 














A nchor Fence is the most inexpensive 24-hour watchman you can “hire” 

it’s low in initial cost and there’s no expenditure for annual upkeep, 
because it needs none! Its exclusive deep-driven “‘anchors’’ keep this 
fence permanently erect, through all kinds of weather, in all types of soil 





conditions—truly permanent protection! 

Insist on GENUINE Anchor Fence! 
To be sure you're getting a// the features described above, look for the 
orange-and-black nameplate that says ““Anchor Fence’’—that means 


you’re getting the fence with the zinc coating applied after weaving, not 
before . . . the fence that gives you the best in all-round protection and 
traffic control. Call your local Anchor Fence office for a free estimate or 
write: Ancnor Post Propucts, Inc., /ndustrial Fence Division, 6615 
Eastern Avenue, Baltimore 24, Md. 


Anchor Fence 


division of ANCHOR POST PRODUCTS, Inc. 


Plants in: Baltimore, Md.; Houston, Texas; and Los Angeles, Calif. 
Branches and warehouses in all principal cities. 
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Adhesives 


(Continued from page 342) 


presses give off formaldehyde vola- 
tile which are irritating to the eyes 
of workers unless proper protection 
facilities are provided. 

Urea formaldehyde resins, which 
are among the most versatile of 
modern adhesives, cannot be used 
successfully in repair work, where 
considerable adhesive of an alkaline 
nature, such as casein glue, remains 
from the original bonding job. Urea 
formaldehyde adhesives are set by 
acid hardeners which might be neu- 
tralized by the alkalinity of traces 
of the previous glue used, so as to 
unduly prolong—if not altogether 
prevent—the setting of the new ad- 
hesive. 


Purchasing Problems 


All this adds up to the fact that § 
the purchase of adhesives can bea — 
pretty sticky business in _ itself. 
There is more to buying modern § 
adhesives than just buying glue. 
And it does not necessarily follow 
that an adhesive that forms a strong, 
durable glue line or bond is the 
best purchase. 

Even in the matter of the cost of 
adhesives, the most apparent factor 
should not necessarily be the de- 
ciding one. The real cost of an ad- 
hesive is not simply the quoted 
price per pound. For one thing, the © 
spreading capacity of adhesives, in — 
terms of pounds per square foot of # 
glue line can vary enormously, | 
Uniformity is another consideration. 
Cheap glue may often give more § | 
variable effect than a more expen- 
sive adhesive, leading to more spoil- 
age of material being bonded. These 
factors must be assessed in evaluat- 
ing the final cost per pound. 

Again, where extenders are used 
to reduce the cost of the glue line, 
the nature of the extender to a large 
extent determines the performance 
of the adhesive, as already indi- 
cated. 

Typical extenders are wheat flour, 
dextrin, silica, etc. The thing to 
remember about fillers is that they 
vary greatly in the amount of wa- 
ter required to provide the desired 
spreading consistency. Adhesives 
containing extenders of a high wa- 
ter-taking capacity generally pro-— 
vide bonds inferior to those made ~ 
with adhesives containing a lower © 
water-taking filler. Some extenders” 
of the clay type are highly abrasive, 
so that price advantages gained by 
using lower (per pound) priced ad- 
hesives might be more than offset 
by shorter tool life and additional ” 


(Please turn to page 348) 
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HONEYWELL SUPPLIES MAN 


Ask your local Honeywell Supplies Man about these latest 
additions to the extensive line of Honeywell pyrometer 
supplies. They could be just what you need for special 
temperature measuring or testing applications. 


New accuracy and serviceability in pencil type thermocouples 


Two-wire small-diameter thermocouples just developed by 
Honeywell give an accuracy of +5 F from 0 to 1000 F. 
Their stainless steel tube provides greater durability, and 
eliminates errors from parasitic emf’s. The couples come 
with general purpose terminal head, or with a weatherproof 
screw cover head. The small tube, *” or 4%” O.D., fits 
practically anywhere. Lengths from 6” to 72” are available. 


Two-wire connectors made to AN specifications, but with 
Brown part numbers for identification, are the ideal solution 
to the problem of connecting thermocouples to recorders 

in permanent or semi-permanent test panels. A complete 
series of models is available, all with screw type connecting 
action . . . including box receptacle, cable receptacle, 
straight plug and cable clamp types. 

Your HSM will be glad to give you complete information, 
and to discuss how the HSM Plan can bring new 
convenience and economy to all your pyrometer supplies 
purchases. Call him today .. . he’s as near as your phone. 


MINNEAPOLIS-HONEYWELL REGULATOR Co., /ndustrial 
Division, Wayne and Windrim Avenues, Philadelphia 44, Pa; 


@ REFERENCE DATA: Write for Pyrometer Supplies Buyers’ Guide No. 100-6. 


MINNEAPOLIS 


INSTRUMENTS 


Fost on Covttolsn 

















348 


we specialize mM 


production IXY MAY OTLD gs 


... and pass the savings 
along to you! 


i 





, 
—— 
: 


metal was blanked, punched 
and threads coined — then 
rolled up to form a bushing. 
A functional part produced at 
a fraction of the former cost. 


LZ 





PRODUCTION COST SAVER 


An original two-piece assembly converted 
to a one-piece shell. The challenge pre- — 
sented by the fact that the opening had to 
be at the small end, was solved by’ re- 
coning and knurling. Nd 


; 


Send us your parts or blue prints for analysis. In 
addition to a full report by our staff engineers, our 
representatives in key cities are immediately avail- 
able to offer you consulting service. Our Brochure 
54-4 tells more about us. May we send you a copy? 


THOMASTON, CONN. 
N. Y. Office: 220 Broadway 
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Adhesives 
(Continued from page 344) 


tool costs on the production line 
where the bonded material is proc. 
essed into a finished product. ' 

Thus, buying the large number 
of industrial adhesives on the mar- 
ket today is full of complexities, It 
is a case of evaluating many factors 
inherent in the adhesives and af- 
fecting their end use and mode of 
application. All these factors are 
interrelated with the functional cost 
of the adhesive. 

If the purchasing department, 
after receiving the fullest informa- 
tion from using departments about 
the proposed use of the adhesive, 
is still in doubt as to what is suit- 
able to order for a particular appli- 
cation, one reliable recourse re- 
mains. Most manufacturers of ad- 
hesives are ready at all times to 
advise on the best type to use for 
a particular requirement. And most 
of them welcome receiving samples 
of the material to be bonded, so 
that their recommendation carries 
the weight of actual test as well as 
technical know-how. 


7 - 7 


Inaccurate Instructions 


(Continued from page 97) 


who makes this engagement enters 
upon the execution of the business 
and does it amiss, through want of 
due care by which damage ensues 
to the other party, an action will 
lie for this wrong doing. 

“A short review of the leading 
cases will show that one who under- 
takes to do an act for another with- 
out reward is not answerable for 
omitting to do the act, and is only 
responsible when he attempts to do 
it and does it amiss. In other words, 
he is responsible for wrong doing, 
but not for not doing it.” 

The earliest case recorded, in 
which this doctrine was adopted, 
was in 1400, when a workman had 
promised to repair a house and 
failed to do so. In his suit the 
owner of the house failed to re- 
cover damages from the workman. 
The court asserted, however, that 
if the undertaking had been com- 
menced by this workman and later 
abandoned, “It had been otherwise.” 

In another early New York de- 
cision of a similar case, the court 
summarized this ancient rule gov- 
erning the liability of a manufac- 
turer for erroneous or inadequate 
instructions in the use of its equip- 
ment. 

(Please turn to page 350) 
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KEEP RINGS IN SHAPE, PADDING IN PLACE 


These compact coils in the left-hand 
picture are hydraulic cylinder pack- 
ing rings. If you took off the strips 
of Polyken Tape that hold them, 
they’d tend to straighten out. That 
would make them hard to handle 
and they’d take a lot more shipping 
and storage space too. 

The other picture shows Polyken 


Tape at work on a different kind of 


holding job. There a pad of sponge 


oluken 


INDUSTRIAL TAPES 


Polyken Products Department of The Kendall Company 


rubber is being put down as a cush- 
ioning underlay for carpeting. The 
sponge rubber is cut to fill in and 
follow the shape of the room. Poly- 
ken Tape holds these pieces together, 
joins them together with a neat and 
permanent seam, keeps them from 
slipping out of place once the car- 
pet has been laid. 

The tape requirements for these 
two jobs are not the same. Neither 


Tapes. 


Name 


City 


eeceeeeeereeeeeeeeeeeeeee ® 


Company 


Street Address 


eeeeveeeeeeeeeeeeeeeeeeeeeeereeeeeeeeeeeeeee 





are the conditions under which they 
are used. To meet the requirements 
for specific jobs, Polyken Tapes have 
controlled strength—the proper com- 
bination of adhesive and backing. 
You use the controlled strength re- 
quired for your job. It’s done right 
and it’s done without waste. 

The coupon below will bring you 
complete information. 


Polyken, Dept. P-D : 
222 West Adams St., Chicago 6, Illinois ° 
Please send me physical properties and further =< 
information on Polyken Controlled Strength 


Title 


Zone State 
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Carlson’s Weekly Stock List tells 
you just what you want to know: 


> Type, Gauge, Width and Length of 
stainless steel plate in stock. 


Keep Up to Date 
STA i N L ig S S ST e F L > Type, Size and Gauge of stainless steel 


heads in stock. 


PLATE and HEADS ty Seles segeesettetives end: warehoue 


distributors ready to serve you. 


with G. O. Carlson, Inc. 


Weekly 


x Lists 


Save time and money by checking 
this weekly list. If you do not see 
your requirements listed, please ask 
for what you need . . . you may be 
surprised how fast we can produce 
it! Carlson is first with what is prob- 
ably the largest stock of stainless 
steel plate in one location—pro- 
duced to meet chemical industry 
standards. Remember, Carlson is 
your one-stop source for complete 
package orders—including plates, 
heads, rings, circles, flanges, forg- 
ings, bars and sheets (No. 1 Finish). 










Stainless Steels Exclusively 


'‘ARLSON wc 


Plates« Plate Products « Forgings Bars * Sheets (No. 1 Finish) 
THORNDALE, PENNSYLVANIA 


am District Sales Offices in Principal Cities = — — <= a= == = 





Write for your copies 


of Carlson's Weekly POUMO = --n------2-n220----------2--------nonnnannesnnnsen: 
Stock Lists...use this 

eS Se i elec pa i aad 
convenient coupon. a 

Address 
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Inaccurate Instructions 
(Continued from page 348) 


“There is a well settled distinction 
between actions for failure to per- 
form and for negligently perform. 
ing. When one party entrusts the 
performance of a business to another 
who, without consideration, under- 
takes but wholly omits to do it, no 
action lies notwithstanding the other 
party may have sustained damages; 
but if the party enters upon the 
execution of the business and does 
it amiss, through want of due care, 
by which damage ensues to the 
other party, an action will lie for 
the wrong doing.” 


7. © q 


Public Relations 
(Continued from page 78) 


Still other examples of good gen- 
eral public relations are to be found 
in such activities as helping the 
Junior Achievement Program, par- 
ticipating in round table discussions 
on radio and TV, and working for 
worthy local causes such as 
the annual United Fund Drive, 
Y.M.C.A. membership drive, and the 
like. In this connection, imagine the 
positive effect of the simple intro- 
ductory line, repeated over and 
over again in a friendly voice: 
“This is John Doe, Purchasing Agent 
with McMillen Feed Mills, and I 
am calling for the United Fund 
Drive.” 

There is a small rolling snowball 
called “VP-PA”. It is getting con- 
stantly bigger as it rolls along. 
There are ever more examples in 
the business world of purchasing 
men whose competence and con- 
tribution to company success is 
underscored with the prestige of an 
executive position and title in the 
company organization. Put into 
mathematical terms, it’s a case of 
accomplishment plus recognition. 
For the purchasing agent who is 
conscientiously striving to do a good 
buying job, we can assume the 
competence and accomplishment. 
The extra step of recognition im- 
plies the little extra effort of dem- 
onstrating it, making it known. 

It is generally accepted that Pub- 
lic Relations is 90% doing and 10% 
telling. For the 100% benefit, let’s 
learn from the experience and the 
technique of the public relations 
specialists. Let’s breed that extra 
one-tenth into our purchasing agent 
attitude today. It gives us a new 
concept of our job, which might then 
be expressed as $/10 P.A. plus 1/10 
P.R. It may be the all-important 
variable in the success formula: 

PA + PR = VP. 
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TO THE 


FASTENER BUYER: e FAST DELIVERY 


Lamson & Sessions has 


eres §=° COMPETITIVELY PRICED 


fasteners for the aircraft 
Remoteriras = FULL RANGE OF TYPES & SIZES 
Therefore their experi 
ence with aluminum goes 
Here’ d f f alumi f. 
back a long ways. Now, ere s good news for users of qiuminum asteners. 
however, Lamson has 


added to its aluminum Lamson & Sessions has now added “standard” bolts, nuts, screws and 
une stondard fasteners cotters of aluminum alloy to its famous full line of fasteners. 


from stock 


Henceforth the products illustrated above will be readily available. They 
come in a wide range of standard sizes, including machine screws down 
to No. 6 diameter by 4” in length. 


This means that users of aluminum bolts and nuts can now buy at com- 
petitive prices with the added advantages of fast delivery and service. 


From now on it will pay you to insist on Lamson & Sessions aluminum 
fasteners — made by one of the world’s largest fastener manufacturers. 


THE LAMSON & SESSIONS CoO. 


1971 WEST 85th STREET + CLEVELAND 2, OHIO 
Plants at: Cleveland and Kent, Ohio + Birmingham + Chicago 


‘le, 
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Government Buyer’s Blacklist 


(Continued from page 92) 


is no real need for secrecy and for 
refusing to give the affected firm an 
opportunity to contest whatever the 
charges may be and whatever the 
evidence against it. 

If it is unnecessary, then it should 
be changed. This is particularly im- 
portant when the unfair aspects are 
indicated and it is shown that it goes 
too far. 


Fair Play Is Essential 


In the field of private contracts, 
refusal to do business with a firm 
may have far-reaching effects. But 
the fair play standards one ex- 
pects from government do _ not 
necessarily apply to private per- 
sons: Another business firm may 
act arbitrarily but that is looked up- 
on as one of the risks of doing busi- 
ness. With the government it is dif- 
ferent; we expect the government to 
be business-like but also to act fair- 
ly. “Due process” is a concept which 
admittedly has vague contours but 
essentially it establishes a require- 
ment of fairness in governmental 
action. Private individuals, again, 
may act arbitrarily toward each 
other, but we are perturbed when 
the government acts similarly. 

The suspension procedures smack 
too much of arbitary action: they 
violate the notion that “one should 
have his day in court”. They permit 
action to be taken on the basis 
of evidence from one side only. 
Hence, it can be said that they 
are unfair and go further than is 
necessary. 

Most of the blacklisting process 
no doubt is proper and performs a 
useful function; but some of it is 
undesirable as now accomplished. 
‘the end in the latter cases may be 
proper but the means used leave 
muca to be desired. With the fed- 
eral budget and governmental pur- 
chasing at a continuing very nigh 
dollar ievel, the effect upon individ- 
ual business firms in particular, and 
the economy in general, is too great 
not to insist upon the fundamental 
standards of fairness wrapped up 
in the concept of due process. 

Congress did so in some cases, 
but has not taken action in the 
suspension area. The Comptroller 
General of the United States, 
watchdog of the federal treasury, 
has indicated that there is no gen- 
eral authority for either debarment 
or suspension. But it is done any- 
way. 

The Supreme Court has not con- 
sidered the precise question. How- 

(Please turn to page 354) 











There is 


No Place 
Like... 


Ist PLACE 


. especially when it comes to 
a routing slip on a much sought 
after copy of an important busi- 
ness publication like PUR- 
CHASING Magazine. 


All persons engaged in purchas- 
ing . . . especially in positions 
such as yours .. . should have 
personal copies. They should 
have a copy in which they can 
readily turn for ideas and new 
products . . . a copy they can 
read thoroughly and leisurely. 
This essential purchasing tool 
should be right there on their 
desk—as near to them as their 
telephone, their pen or the 
other things so vital to their 
working day. 


To help YOU get your personal 
copies of PURCHASING Maga- 
zine, we have enclosed a sub- 
scription order card in this issue. 
Just tear it out, complete and 
mail it today—postage free. 
Your subscription will be en- 
tered immediately and you or 
your company invoiced later. 
The rate is $4.00—a small in- 
vestment in your future, but 
one that will pay tremendous 
dividends. 


* * * 


If the order blank has been re- 
moved before you receive ‘his 
issue, just clip the coupun be- 
low and mail it to: 
Mr. Mark Stone 
PURCHASING MAGAZINE 


205 E. 42nd Street 
New York 17, N. Y. 


Purchasing Magazine 4/5) 
205 E. 42nd. Street 
New York 17, N. Y. 


I would like my own personal 
copy of PURCHASING. You 
may bill me for 


$4.00 for one year 


COMPANY 


ee er eee ery 
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: Help that counts 
when you need It most... 


When you need help with any power-drive problem, you need it 
now. You get this timely help—and more—from Emerson-Electric 
... Here, ready to serve you at a moment’s notice, is a group of 
power-drive specialists who know motors AND the needs of 
appliance and equipment manufacturers. These men can give you 
the benefits of 64 years’ accumulated experience, beginning in 1891, 
with the first motor for a sewing machine, and covering 

hundreds of appliance and equipment applications. 


Emerson-Electric specialists are ready to serve you when you need 
their help. They are always on call. You don’t have to wait 

until they “get around to it.” They will start with your design 
ideas and follow through to final test and application runs. 


Profit by Emerson-Electric’s years of experience and the 
combined ability of its motor specialists. They know motors 
AND the appliance-equipment business. 





EMERSON-ELECTRIC 
SUPPLIES MOTORS 
FOR APPLIANCES AND 
EQUIPMENT IN THESE 
CLASSIFICATIONS 














Beauty Shop 
Farm For For Hermetic Motor For For 
= Oil Burners Pumps Parts Laundry Equipment Blowers 
Heating and 
Ventilating 
Laundry Call on Emerson-Electric for horsepower 
Medical 
Musical you can translate into sales power! 
Office OR, WRITE THE EMERSON ELECTRIC MFG. CO. 
Printing and ‘ss ST. LOUIS 21, MO. 
Typesetting FOR BULLETINS LISTED BELOW 
. — (1) M 4004-A Capacitor-Start | M 4004-D Fan Duty 
ecordin 
ea sg M 4004-B Split-Phase 1 M 4004-E Oil Burner 
efrigeration 
Scientific CL] M 4004-C Integral (1) M 4004-F Jet Pump 
Store C) M 4004-G Blower 








Emerson-Electric 


of St. Louis « Since 1890 
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Acme engineers ask for your problems. Where roller chain 


is involved, Acme’s engineers are willing to work along with your 


designers for the better, more efficient use of chain drive equip- 


ment. Don’t hesitate to call op Acme whenever a problem arises. 


Write or call Holyoke ¢ JEfferson 2-9458. 





Write Dept. 8-T 
for new illus- 
trated 76 page 
catalog on use 
and application 
of roller chains 
and sprockets. 
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Government Buyer’s Blacklist 


(Continued from page 352) 


ever, in the case upholding the con- 
stitutionality of the Walsh-Healey 
Act, that Court indicated that it 
viewed the federal government, in 
its purchasing capacity, in the same 
fashion as any private individual. 
This decision has been severely 
criticised. And it could well be, as- 
suming a proper case before the 
Court, that the decision would be 
that suspension should be attended 
by fair play procedure. 

While it is true that relatively 
few firms are affected, still it is of 
importance—great importance to 
these firms. To people generally it 
is also important that everyone be 
treated fairly. As a final word it is 
relevant to indicate that the De- 
partment of Defense, on _ being 
queried as to the number of firms 
presently suspended, refused to give 
that information, saying that it 
would be too great a burden to find 
out that data! 


° + # 


Lampology 


(Continued from page 95) 


lamp making machinery, materials, 
and design. 

What is meant by the life of a 
lamp? The rated life of lamps, 
means the average of the lives of a 
group of lamps. Some people seem 
to think that every 1000 hour life 
lamp will burn out after exactly 
1000 hours of burning. Others 
think that every lamp is guaran- 
teed to last at least 1000 hours. 
Well, lamps don’t burn out that way. 
They should burn out according 
to some fairly smooth curve as 
shown on the chart in Figure 4. 
Each of the beads on the chart 
represents a lamp, and there are 
50 beads on the chart. Since the 
rated life is average, about half the 
lamps burn out before that rating, 
and half of them after that rating. 

The chart shows that good qual- 
ity lamps today burn 70% of their 
rated life before the first one in 
50, or the first 2% of the lamps, 
would burn out. Then they start to 
burn out more rapidly, and hardly 
any would last longer than 30% 
over their rated life. They are 
quite consistent in performance. 

How are lamps made that way? 
They are made that way by con- 
stant, careful attention to materials 
and processes so that each lamp 
will as nearly as possible duplicate 
every other lamp. It doesn’t take 
very much to slip a little bit in the 
setting of machines and in_ the 

(Please turn to page 356) 
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standard of quality and uniformity. 
Complete technical and fabricating 

data—engincering help, too—are yours 

for the asking. Just keep it in mind to 


> 4, wee your stainless steel re- 
hart quirements may be, you can satisfy 


are You ought to have them with Allegheny Metal. 


the It's produced in any grade, form or 
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PUBLICATION LIST 


This 8-page bulletin lists and 
describes all the current pub- 
lications on the rincipal 
families of A-L ee 9 
stainless and _heat-resisting 
steels, tool and die steels, 
electrical steels and alloys, 
permanent magnet materials, 
and Carmet carbides. There 
is a handy order form for 
your convenience in getting 
the material you Beal tech- 
nical and fabricating data, 
information on applications 
and fields of otility, etc. 
Write for your copy. 


ADDRESS DEPT. P-64 
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finish you want—from the finest wire 
to heavy plates, castings and forgings, 
including sheets, strip, bars, shapes, 
tubes—everything! 

That's not only handy, but advan- 
tageous: one reliable source, one un- 
divided responsibility, one well-known 


You can make it BETTER with <i 


specify ‘Allegheny Metal’’ when you're 
in the stainless market. And remember, 
wherever you use it, Allegheny Metal 
looks better, lasts longer, usually works 
out to be cheaper in the long run. 
Allegheny Ludlum Steel Corporation, 
Oliver Building, Pittsburgh 22, Pa. 








Allegheny Metal 


‘ 





Warehouse stocks carried by all Ryerson plants wee on 
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ntinued from page 354) 
vatching of details to reach a point 
vhere a lot of lamps burn out early 
in life, which is inconvenient and 
ineconomical, and a lot of lamps 
last way beyond rated life, thus 
causing you to pay for light which 
you are not getting. 

Every good manufacturer keeps 
trying to pull this curve up as tight 
1s possible. The ultimate would be 
to make every lamp go out exactly 
at the end of its rated life. How- 
ever, I don’t think you would like 
that. If you put in all of your 
lamps at one time, some day—they 
would all burn out at once. How- 
ever, remember that uniformity in 
performance is one indication of 
good quality in lamps. 

7\ i 


> 
Aids In Buying Printing 


“Your Printing Costs Are As Fol- 
is a 16-page booklet de- 
signed to give the printing buyer a 
quick way to estimate the cost of 
his contemplated printing matter. 
It is available from Regina Services 
Corp., 847 Lexington Avenue, Brook- 
lyn 21, New York. Regina says it 
enables the buyer to order precisely 
what he needs without correspon- 
dence back and forth and helps 
keep printing budgets under strict 
control and on a standardized basis. 


lows...” 


Buy Packages That Sell 


(Continued from page 99) 


ing patents for a new rotogravure 
process using quick drying inks with 
a lacquer base. This opened the 
door for outstanding quality in 
printing, more beautiful and accu- 
rate in color, tone, and line than 
any hitherto discovered process. It 
was known.as Colodense printing 
because of the density of the color 
printed by this new method. 


Variety of Flexible Films 
Available 


As the years passed, aniline or 


flexographic printing was added to 
the processes available, and a wide 
variety of flexible films were in- 
corporated into the field of printed 
packaging materials. To the original 
glassine and cellophane were added 
Pliofilm, Shellene (polyethylene), 
Saran, acetate, foil, various special 
papers, and many problem-solving 
coatings. 

About the time of World War II, 
laminations of film for additional 
protection became a_ practicable 
process. Shellmar earned the Army- 
Navy ‘E” for providing laminated 
barrier materials which kept mili- 
tary equipment in excellent condi- 
tion during shipment to all parts of 
the world. This laminating process 


has solved packaging problems for 
many products formerly considered 
too difficult to package in flexible 
film. So the flexible packaging field 
has expanded into an all-inclusive 
realm. Even liquids are effectively 
packaged in today’s films. 


Buy to Sell 


It is almost literally true that 
there’s a_self-selling package for 
every product—and each product 
deserves its own specific package, 
tailored to its specific, individual 
needs. But the creation of a good 
package involves a vast amount of 
know-how—in respect to materials, 
and packaging, and printing proe- 
esses. That specialized know-how is 
available within the industry. Con- 
vertors of flexible packaging ma- 
terials, such as our company, main- 
tain a staff of package specialists, 
These men are trained in the crea- 
tion of successful, self-selling pack- 
ages. Their job is to serve you, and 
their help is as near and as con- 
venient as your telephone. 

Remember, when you _ purchase 
an effective modern package for 
your company’s product, you have 
done more than making a purchase. 
You have hired for your company 
the most effective salesman in the 
world—a package that sells itself! 








with SERVICE by U. S. A. standards! 


WOOD SCREWS «+ STOVE BOLTS * MACHINE SCREWS 
A & 8 TAPPING SCREWS « CARRIAGE BOLTS » HANGER BOLTS 


Los Angeles, Cal. 


Factory Warehouses: New York, N. Y. 


Chicago, Ill. 
Dallas, Texas 





BE SURE WITH Southern 


PHILLIPS AND SLOTTED WOOD SCREWS 


Southern Wood Screws, Phillips or Slot- 
ted, flat, round, oval, in steel, brass, 
silicon bronze, aluminum, stainless steel 
and all popular plated finishes. 


Stove Bolts in slotted steel, round or 


flat. 


Write for free samples and stock list. 


Box 1360-P1 


SCREW 


STATESVILLE - 


COMPANY 


NORTH CAROLINA 
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PURCHASING 














S for 


“=| “.We would be at a loss 


aa without it" 


D. W. BUCHANAN, PURCHASING AGENT 
that Medium Induction Motor Mfg. Dept. 











> for General Electric Co., Schenectady, N. Y. 
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s COMPARE FOR CONVENIENCE © COMPARE FOR COMPACTNESS © COMPARE FOR COMPLETENESS 
Compare C-MPD with the buying guide you are now 
using. You’re sure to find that— 
1—C-MPD IS SO MUCH EASIER TO USE 
2—YOUR SOURCE FINDING TIME IS CUT IN HALF 
3—C-MPD IS SO MUCH MORE COMPACT . . . YET SO COMPLETE 
These remarkable advantages are made possible by the ' C onover- Mast 
fact that C-MPD is exclusively an industrial buying ) PURCHASING DIRECTORY 
tool, which means that there is no need to wade Ll owt ouEO! BAG 
through a flood of non-industrial listings to find the jae a vs 
industrial source of supply you are seeking. ie ir OS ‘ 
' ; _ 
Another reason for C-MPD’s compactness is the 5 ro 
fact that it uses a 20th century indexing system which 
lists all supply sources under one heading... with ' 
thorough cross references under duplicate headings. > 
No wonder D. W. Buchanan says of C-MPD, “‘This 
Directory is used daily in our office and we would be C 0 nove r-Ma St 
at a loss without it.”’ And no wonder so many produc- 
| tion, purchasing, and engineering executives agree with PURCHASING DIRECTORY 
him. Write for literature today. 205 EAST 42nd ST., NEW YORK 17,N. Y 
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WROUGHT 


write for our new catalog 
of standard and special 
washers for all types of 
industrial applications, 


WA SHE F 
a 


washer 
catalog > 














COMPANY 


Moen & Connell Avenues 
Joliet, Illinois 
* 
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NEW 


LOWER PRICES 
On Larger Quantities Of 


STAINLESS 
STEEL 
FASTENINGS 


It will pay you to check 
ANTI-CORROSIVE 
first for real savings on 
stainless steel fastenings 
of all kinds. 9,000 items 
and sizes in stock, fast 
service on specials. 
Write or wire for full 
information TODAY! 


ANTI-CORROSIVE 
METAL PRODUCTS CO., 


Castleton-on-Hudson, N. Y. 


Inc. 


For More Information Circle No. 390 
on Inquiry Card—Page 17 







Tells Role of Independent 
Laboratories in Testing 


How independent scientific labor. 
atories offer the businessman tech. 
nical services in research, testing, 
and inspection of products, is ex. 
plained in a new leaflet of the Smal] 


Business Administration. 


“No problem of a small manu. 
facturer is too insignificant for the 


attention of the scientific labore 
tory”, the leaflet says. “By corre 


ing some little difficulty the labor 
atory may lower the businessman’ 





costs appreciably and put the cor 


cern in a better competitive posi 


tion.” 
In addition to the countless way 


in which independent laboratories 


help solve production snags, 
develop new processes, products an 


even industries through scientif 
research. 
The leaflet, How Independ 


Laboratories Helv Small Busines 
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is #58 in the Small Business Ad 
ministration’s series of Managemen 


Aids for Small Manufacturers, and 











can be obtained upon request fron 








all of the agency’s field offices. The 





aid is designed to show the sm 
business owner or manager ho 


independent laboratories may help! 
him solve technical production dif- 


ficulties. 
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BUYER'S & SELLER'S MART 


Contract Work « 


Equipment For Sale * 





Employment and Business Opportunities 























(set solid) 
Positions Wanted 


Undisplayed 


Displayed 


90¢ line 
45¢ line 

out charge. 
$8.50 inch 


REQUIREMENTS 
Undisplayed (want-ad style), minimum charge 4 lines, prepaid. 
Figure forty-four letter spaces (five average words) to a line. 
Add one line for box number address; replies forwarded with- 


Discount of 10% for twelve consecutive displayed insertions. 
Forms close 15th of month preceding date of publication. 

















Send orders to: CLASSIFIED DEPARTMENT 


PURCHASING 


205 East 42nd Street, New York 17, New Y 














POSITIONS WANTED 





Young Industrial Executive. Experienced and 
enthusiastic, presently employed as general pur- 
chasing agent for manufacturer of aircraft com- 
ponents and pumps, seeking to relocate. Present 
employer closing permanently, leaving state. 
Applicant willing to move if conditions warrant 
doing so. Write Box 1442, Purchasiny, 205 
East 42nd St., New York 17, N. Y. 


PURCHASING AGENT OR ASSISTANT, Thor- 
oughly experienced all phases of industrial pur- 
chasing and traffic management. Currently 
purchasing for large multi-plant manufacturing 
concern. Age 33, married. Desire to relocate 
preferably to eastern New York or adjacent 
New England. Write Box 1445, Purchasing, 205 
East 42nd St., New York, N. Y. 








SENIOR BUYER, PURCHASING AGENT, Experi- 
enced heavy volume ($12 million annual) in- 
dustrial buying to specification in electronics, 
hydraulics, mechanical components, machining 
and raw material. College engineering. Exten- 
sive experience in procedures, inventory control, 
schedules, analysis and supervisory work. Young, 
aggressive. Box 1446, Purchasing, 205 East 42nd 
St., New York 17, N. Y. 








PURCHASING AGENT OR ASSISTANT—Four 
years experience one company, age 28, veteran, 
university graduate, married with children, will 
relocate. Write Box 1441, Purchasing, 205 East 
42nd St., New York 17, N. Y. 


CONVERT TO 


Save up to $ 
a year per 


Write to 





PEACOCK COR 
WESTFIELD, N. J. 



























































WANTED 


Any Quantity 
All Inquiries Given Prompt Attention 


ELECTRIC-INDUSTRIAL CO. 





ELECTRICAL SUPPLIES-WIRING DEVICES 


1037 W. GRAND AVE., CHICAGO 22, ILL 
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